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with the NEW 
Columbian COLPACK 
Rope Rack 


Here it is... the fast, easy way to sell rope and sell 


it profitably! 


Columbian Manila Rope sells readily and in large 
quantities to homeowners, farmers, boat owners and in- 
dustrial firms. The handy Colpack carton originated by 
Columbian keeps your stock neatiy coiled—free from dust 
easy to dispense—appealing to customers. And now this 
new Rack makes an eye-catching display — presents rope in 
an attention-getting manner that earns extra profits from 


impulse sales. 





Columbian's Colpack and Rack are a money-making 


combination! Your jobber can prove it—see him for the facts. 


COLUMBIAN ROPE COMPANY 
Auburn ‘The Cordage City”’, N.Y. 
The Rope with the Red, White and Blue Markers 


Bese meosures 20° =x 279°. Rock 
holds one Colpeck 25. twe 50's 
end one box of 100. connected 
coils. Comes completely ossem- 


Sam com “COLUMBIAN | 






















theres never been anything like it: ANYWHERE! 
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MIRRO-MATIC//eDuic PRESSURE PAN 
3 : 2 You'll be quick to spot the 


AUTOMATIC PRESSURE CONTRO profit in this sensational, 
new MIRRO-MATIC...a 





Exclusive, selective pressure contr | automatically 
ts pressure from gomg higher than recipe ‘“‘most-wanted’’ item, that’s 


proved and improved... 





a high-ticket volume builder, 


priced to sell! 


THERMO HEAT CONTROL 


Simply dial the correct heat t 





rreapond See your Jobber salesman for 
‘ { rr¢csp Tic = 
vith pressure recipe t Thermo Heat 


ey lil - ful] } TZ sic } ‘ rs 
i Ulil GetaliS, OT pnone , WITe 
4 mtrol automatically maintains proper 


; ya rit * 11¢ f 
heat level...needs no more adjustment! OTF WTILC US, today 


eee Sha on 
. remember - 
America’s lant a “ a at B OWL bes e bu / 


2'-qt., $11.95 6-qt., $19.95 


4-qt., $12.95 8-qt., $21.95 
THE FINEST ALUMINUM 










16-qt. $28.95 


Each with rack and recipe book. (Prices slightly higher in West.) 


buy from your MIRRO jobber 


ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


FIFTH AVENUE BLOG . NEW YORK 10 | MERCHANDISE MART. CHICAGO 54 
wortiod’s LARGEST MANUFACTURER O F ALUMINUM em Se Be ie 2. ee oe 








Completely New From Top to Bottom 








Than You've Ever Seen 
in One Jug! 




















NEW Streamlined Design « NEW Two-Toned 
Baked Enamel Finish - INCREASED Fiberglas ft 
Insulation to Hold Cold and Heat Longer « NEW 
Insulated Chrome-Plated Faucet « NEW Larger, 
Deeper Drinking Cup « HEAVIER Gauge Steel 
Patented TEMPSEAL Stopper. 





| ) 
| AATTLE BROWN CHESTS 


HOT-DIPPED Galvanized Interiors « EXCLUSIVE 
2-Piece Deep-Drawn Construction « TWO-TONED 
Y R P 
FROM YOU Boked Enamel Finish « SLIP-IN Food Troy 


JOBBER DOUBLE-THICK Insulation *« WATERTIGHT Rubber 
OR WRITE FOR Lid Seal * PLATED Hardwore. 
LITERATURE 





MANUFACTURED BY 


HEMP AND COMPANY, INCORPORATED 
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For brisk file sales, feature these three 
Nicholson files. Why? Because each of them 

superlatively fills a real filing need. 

And because your customers have recognized 


Nicholson files as highest quality for 91 years. 


NICHOLSON MILL FILE 


One of the most versatile and popular files made! 8” and 10” 
are the most frequently asked-for lengths. In bastard cut with square or 
rounded edges. In second or smooth cut with square edges only. 


NICHOLSON TAPER-TYPE FILES 





For handsaws. Taper, Slim Taper, Extra Slim Taper, Double Extra Slim Taper, 
4” to 8” lengths for precise sharpening of saw teeth in many degrees of fineness. 





NICHOLSON HANDY FILE i 


One side double-cut for fast metal removal. Other side single-cut for smoothing 
and sharpening. An ideal all-around file for the home, workshop, garage! 


Order from your Hardware Wholesaler 


MOL 
o2<, NICHOLSON FILE CO., 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


V.S.A. (In Canada: Nicholson File Company of Canada Ltd Port Hope, Ontario 
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RIB ~ACCO’s New Packaging Program 


Will Stimulate Sales and Profits 
for the Hardware Dealer 


products 








COTTER PINS 


OWNER ASSORTMENT 


& = Pe ee ee ae 


A SELECTED ASSORTMENT FOR 
AUTOMOTIVE AND HOME USE 


A partial list of 
| packaged ACCO Hardware Items 
¢ There is real customer appeal in the brand new a ae wr 
; : Tenso Tie Out Chains 
package design which has just been adopted for - Senne Ben Gennes Chains 
all AMERICAN CHAIN packaged items! a Tenso Porch Swing Chains 
e These highly attractive blue-and-gold packages Elwel Cow Ties 
bear clearly legible product identification on the es Elwel Coil and Machine Chain 
labels. This makes it easy for your salespeople to “ Jack Chain 
locate any packaged chain item instantly. Also, . Sash Chain 
the brightly colored packages are attention-getters x — nrg 
on your shelves and on your counters. They invite mest eitiihe 
sales and make selling faster and easier—hence F ACCO Pails (Proof and BBB Coil Chain) 
they add to your profits. ..and many others 
e A partial list of ACCO packaged items is shown 
at the right. Your distributor will gladly furnish 
you with a complete list of ACCO ° ° hae 
products that are profitably sold in AgCcO American Chain Division 


hardware stores all across the nation. AMERICAN CHAIN & CABLE 


Call or write him today. 











= tYork, Pa., *Atlanta, Boston, *Chicago, *Denver, Detroit, Better 
¥ \ *Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, Value 
*Portiand, Ore., “San Francisco, Bridgeport, Conn. 
*WAREHOUSE STOCKS {FACTORY 
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ust Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 


What’s vour business doing ??% 


Every time we meet a hardwareman these days, the first question he asks is, 
“what do you hear about the hardware business?”’ We always wish there was a 
simple, s lick answer to that question, but there isn't. 

| guess the reason we hear that juestion so often Is because there are so man\ 
in HARDWARE AGE report 
on retail and wholesale hardware sales. We also publish the sales of chains and 


ontradictory trends these days. We regularly publish 


mail order houses. We publish this material to enable a dealer or wholesale) 
to compare his fig ires with the national experience and in this fashion measure 


nis proyress. 


Apparently a lot of dealers find their own experience differing with the nationa 
average. We get quite a few calls and letters from the trade asking if o 


figures are correct, or are they, the caller, falling behind 


In travels around the country and in our correspondence with dealers wi 


gather a great deal of information on how local stores or wholesalers are dol 
Sometimes when you put all this information together, it is very confusing 
You can't find any overall pattern in the picture. Frequently you run across two 
stores in the same town with completely opposite experiences. One is up and 
the other is down. Why? 


Despite the high ievel of national income and the fact that consumers have a 
great deal of money to spend, your customers, and everybody's customers, are 
becoming very cautious of how they spend their money. Too, tuere is some 
really terrific competition for the consumer’s dollars. This competition comes not 
only from other outlets selling the same merchandise you handle, but also from 
other products such as automobiles, vacation resorts, ete All of these have a1 
effect on the amount of cash available for spending in your store. 


This all boils down to the simple fact that there is money available, but 
it takes more effort to get it. Some dealers are especially concerned over thi 
activities of discount houses. Yet, in a number of surveys we have made ot 
dealers themselves, most hardware stores find that their primary competition 
other hardware stores. 


Now if you put all these little parts of the jig saw puzzle together, you can 
begin to see why there are so many contrasting trends. The intensified com 
petition for the customer’s dollar is showing up weaknesses in individual] stor: 
operations that in the past were concealed by the sellers’ market. Some stores 
have made an adjustment to this new situation; some have not. Equally, some 
wholesalers have recognized these new conditions and have taken steps to meet 
them. Others have not. Thus, you often find that one hardware store’s gain 
another store’s loss. This is also true in the wholesale trade 

| think a letter we received recently from a dealer puts the spotlight on th 
picture. He said, “Things have changed. We have to do a better job of promoting 
these days. We are spending more money on advertisi 


than we ever did, and 


we are convinced it is paying off.” 


lere may be the tip-off why some stores are down and some are up. Perhaps 
some dealers do not realize that conditions have changed and they can’t suc- 


cessfully run a store along the same lines that thev ran it five fais avo For 
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Just Among Ourselves _ 


informal editorial 


one thing, the advertising budget of five years ago is inadequate for today’s 
business conditions. 


For another thing, the matter of stock is becoming more and more important 
With so many dealers buying cautiously, they are operating with a very narrow 
inventory and outs are increasing. We've heard of cases where outs went as 
high as 20 per cent. 

With margins shrinking, as they are these days, each lost sale pushes you 
just that much more toward the red ink. Your basic costs go on and on, regard- 
less Of whether or not you make the sale. The difficulty some stores are exper!- 
encing may arise in a large measure from inadequate stocks. 


Wholesalers, too, are involved in the matter of low stocks. A long list of outs 
on a dealer’s order can do a great deal toward discouraging future business from 
that dealer. 

Why not take a good, long look at your store practices. Appraise them against 
what is needed today, not what you did in the past. Maybe you'll find in suc! 
an appraisal the explanation of why your experience is not up to the national 


averTaves. 


Packaging and the future... 


A factor that has unquestionably slowed the growth of self-selection and self- 
service in hardware stores has been the inadequacy of hardware packaging. It 
has long been our opinion that self-service on a really wide scale will not be 
feasible in hardware until the packaging of hardware merchandise is substan- 
tially improved. These views have been frequently expressed on this page. 


Over the past year or so, a number of hardware manufacturers have tackled 
this packaging problem with encouraging results. However, there is still a 
tremendous amount of work to be done before any real dent is made in this task. 

Recognition of the potentials of the field of hardware packaging can be found 
in the fact that a full session on this subject was featured at the recent National 
Packaging Conference in Chicago. The discussions at this session made good 
sense; the subject was adequately covered from all angles. We recommend that 
any manufacturer interested in better packaging obtain a copy of the talks at 
this session from the American Management Assn., or by writing us. You'll 
find a news report of this conference on page 242 of this issue. 


Underlying all the discussions of packaging at this Chicago meeting was the 
question of costs. Some of today’s hardware packaging is admittedly expensive 
and has resulted in higher retail prices for some of the packaged merchandise 
But as experience is gained in packaging techniques and volume in these items 
improve, there is no question but that cost of packaging will come down. This 
reduction will no doubt be reflected in the retail price of the packaged merchandise. 


In this period of development, we must all take a long range look at the pictur 
of packaged hardware. A well packaged item does more than help sell itself. 
It also makes for certain conveniences and economies in stocking, in pricing and 
in handling. It also reduces damaged goods. All these elements have an influ- 
ence on store operating costs. Good packaging can play a substantial role in 
our efforts to reduce operating costs per dollar of sales. 


It would probably help in making our plans for the future, if we all realized 
that packaged merchandise is a definite part of the hardware picture of tomor- 
row. We must learn to live with it and to get the most out of it. The sooner a 
dealer gets into handling packaged items, the sooner he will understand the new 
problems of display and stocking that come with the new packaging. So much 
sooner, also, will the manufacturer have a clearer picture of what he must do 
to develop effective packaging. 
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Do-it-yourself special! 


ye 4 — Now.../4 C0 night late] 
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DO-IT-YOURSELF PROMOTION 
FEATURES 3 ILCO NIGHT LATCH LEADERS 


D-220 — a rugged latch in a standard design case with a beautify! 
~- (top) Rose Gold” finish 

263GY — handsome, modern design Streamlatch with special Hold-O- 

(middie) Matic feature 

219C — ever-populor conventional style with gold bronze finish, 


brass pin-tumbler cylinder 
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NOW... Installation Cost Can't Kill the Sale! 
Uf NIGHT LATCH 





For want of a suitable bit and brace, 
A night latch sale can fall flat on its face. 
Cost of the tools .. . or the installer’s price 
Can make a hot prospect turn colder than ice. 
This has caused us concern, in fact made us quite blue, 
But here's a solution we've worked out for vou. 
Your prospect deposits two bucks with a smile 
For the in his stile. 


loan of a tocl for that hole 


No matter how you Say it... 


ONLY ILCO HAS 

| ‘THE KEY TO 
INCREASED SALES, 
BIGGER PROFITS 
ON NIGHT LATCHES 






This unique ILCO promotion gets you over that in 


stallation bugaboo that has killed many a night latch 
You “ 


your cost. 


sale. loan” the tool and a $2 deposit covers 


The package consists of 2 boring tools, a special 
night latch assortment 6 each of the 3 models on 


the sample mount, a beautiful counter display unit 


which combines the sample mount with an eye- 
catching, handsome metal sign lithographed in six 
colors. 

The complete display unit is free you pay only 
for the latches (including the three on the sample 


mount) and the 2 boring tools. 
Here’s a promotion that’s made to order for your 
Spring selling. Call your distributor or write us to- 


day for full details. 


© 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Minimum Wage May Jump 
As Much as 25 Cents an Hour 


‘Ty 


he big battle in Congress over proposals to amend 
the Minimum Wage Laws will center around attempts 
‘nd coverage to some 2.100.000 employees of 
i-state chain stores. A new minimum wage of 
25 cents above the present 75 cents-an-hou! 

Is likely. 

Administration officials, surprised by the lack of 
opposition to raising the minimum wage this year, 
reversed an earlier decision and now will make, in 
addition, an all-out push for extended coverage. 

Congress will probably reject all union efforts to 
raise the floor to $1.25 an hour and bring in all 
workers in retail stores grossing more than $500,000 
a year. This proposal, however, will come up in the 
‘uture 

Although the Administration 
increase in the minimum hourly wage above 90 


is actively opposing 


there is a good chance that it will go to $1.00 
“compromise.” Many Democrats are supporting 
ompromise so that they can claim to have “out- 
‘the Administration. 


OUTLOOK 
doubtful this year. Powe rful retati and whole- 


E’rtenston of cove rade 1s 


sale opposition will make it tough, and 
conservative lawmakers are also in opposition. 
| strong hid for exrte nSiON could, possibly, 


; 


hlock ar incre ase in the minimuni wage. 


All-out Effort for Stronger 


Fair Trade Laws Promised 


Fair trade backers are pulling out most of the 
stops in an effort to block the Justice Department’s 
call for repeal of the Federal Fair Trade Enabling 
Acts. The chances are that they'll successfully sink 
all bids for repeal] . . . but only after a lively fight. 

Letters and telegrams opposing repeal are pouring 
into Congress: many of them ask for a stronger Fair 
Trade Law. Several groups are ready to make an 
all-out fight when the hearings start. 

Fair trade is, however, suffering setbacks on other 
fronts. In Oregon, a court has ruled that the Fair 


Trade Law—particularly the non-signer clause— is 
unconstitutional. Thus, In only 37 of the 45 states 
which originally passed fair trade laws, is the 
principle unclouded. 

Furthermore, a tougher policy against fair trade 
is also in evidence at the Federal Trade Commission 
The FTC is striking out against “illegal” extension 
of Fair Trade contracts, particularly when the agree- 
require fair 


ments cover allowances for trade-ins: 


> 


trade in non-fair trade areas; ard set up exclusive 


dealing. 


OUTLOOK—Loss or severe curtaument of 
Fair Trade—by repeal of Federal laws; by 
state court or legislative action; or by a re- 
duction in the number of Fair Trade manu- 
facturers is a definite possibility in the 
months ahead. A concerted drive by mer- 


+ 


chants and manufacturers is needed to save i 


Hardware Freight Charges 
May See Dip Within Year 


Lower freight charges on shipments to hardware 
dealers especially important in heavy hardware, 
lumber and appliances—will be the result if Congress 
approves a new transport policy report made by a 
Cabinet-level Government Study Committee. 

The report calls for Government to permit carriers 
(trucks, railroads and barges) greater freedom to 
compete for business through a reduction in the fee- 
setting powers of the Interstate Commerce Com- 
mission—ICC would thus set only minimum and 
maximum rates. Increased competition would bring 
rate reductions and other special services, such as 
improved pick-up and delivery, to merchants. 

The recommendation calls for railroads to reduce 
rates substantially on long-haul shipments; another 
recommendation would reduce rates for heavy ship- 
ments; and a third would permit carriers to offer 
incentives for minimum volumes. 


OUTLOOK-—Recommendations of the Com- 
mittee will not be approved hastily, so littl 
action is likely this year. 


(Continued on page 186} 
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 Now-two great entry sets 


ifels Am Kiser “600” line locksets 


i 





#600 SDL + 600 


These two entry sets may look alike, but the #600 SDL model, with its 
larger exterior knob and key-way is designed to meet dimensional requirements of 
Federal specifications 160. 


The #600 model, at its new low price, offers greater sales opportunity than ever before. 


Both models feature the famous “600” line distinctive styling, 
quality materials and workmanship and are unconditionally guaranteed to give 
dependable trouble-free service. 


Now you can supply Kwikset “600” line locksets to meet specifications for all 


finer residential and light commercial building. 





A FINER LOCK FOR FINER BUILDING 





Kwikset Sales and Service Company. Anaheim. California 








Kitchen Knife Cabinet 

Knife Safe now comes equipped 
with a removable cutting or carving 
board ideal for easy chopping, carv- 
ing, dicing and slicing. Designed 
for adjustable sides so that it can 
be mounted under any kitchen cab- 
inet, the unit has a white finish with 
a choice of chrome or copper trim. 
Inner drawer is lined with cork 
Slotted Blade Bar holds up to 13 





; 


pieces of cutlery, and tne drawel 


itself drops down on hinge for ac- 
cessibility. Priced at $32.95 in- 
cluding seven copper-and-black or 
ivory-and-chrome knives, it can 
purchased separately for $7.95 
complete with cutting board. Chas. 
D. Briddell, Inc. 


For more data circle No. | on posteard, p. 195 


Door and Edge Pulls 


Just introduced is flush sliding 
door pull (illustrated) which gives 
user a non-slip finger grip. Called 
Beauty-Grip, the pull is available 
in all standard finishes and is 3°. 
in. high, 154 in. wide and has an 
overall depth of 9/16 in. Also new is 
positive operating, non - jamming 
edge pull for sliding doors. Com- 
ponent parts are made of wrought 











and extruded brass. Edge pull is 
available in all standard finishes 
and is equipped with a spring which 
keeps the pulling lever flush with 
the face plate when the pull is not 
in use. Item is *4 in. wide, 3%. in. 
high, and 1°. in. deep. H. B. Ives 
Co. 


For more data circle No. 2 on postcard, p. 195 


Cabinet Hardware 
Amerock’s new Contemporary 
line of cabinet hardware is styled 
in modern black with gold or brass 
trim. Retail prices are: pulls, 55. 
and 65¢: knobs, 50¢ and 65¢; 
hinges, 75¢ a pair. No. 5500 In- 
troductory Deal includes 1 doz. of 
each item at a total retail value of 
$42.30, and a free picture frame 











display showing one of each item 
applied. American Cabinet Hard- 
ware Corp. 


For more data circle No. 3 on postcard, p. 195 


Garden Tools 

Matched Set garden tool line con 
sists of six matching tools finished 
in yellow and black. Hedge and 
shrub shears, No. 91-22 in., has a 
mechanical shock absorber thet 
takes the jolt out of clipping and 


MAICHED -ET : 


TOOLS 


SARGENT 





helps pop blades open for next cut 
Grass Shears, No. 17, have self-ad- 
justing blades that cut through 
heavy clumps without rolling over, 
and thumb-operated safety catch 
Heavy-Duty Parrot-Head pruner, 
No. 15-8 in. features pistol grip, 
hooked anvil and blade that keep 
branches from slipping out of jaw, 
and safety catch. Parrot - Head 
pruner, No. 15-6 in., is similar to 
the heavy duty model, but smaller 
and lighter for women gardeners. 
Long-Handled lopper, Nos. 75-20 in. 
and 75-26 in., has long handles for 
greater leverage, serrated hooked 
anvil for non-slip grip, and lock 
washer assembly that insures 
blade adjustment. Sargent & Co. 


Fer more data circle No. 4 on postcard, p. 195 
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Want more information on these 
products? Then use free post 
card on Page 195. 


in hardware merchandise... 





Steel Mixing Bowls 


Two new stainless steel mixing 


bow! sets are available. The three- 


pier 5@T CONSISTS OT , qt, li, at 
and » gt sizes ine rour-piece sf 





In addition 


DOW] 


includes a 4 qi 


other three sizes The bowls ar 
smoothly shaped and finished in 
side and out to prevent food pal 


ticles from adhering and to facili 


tate easy, thorough mixing. Bowls 


are suitable for serving and fo! 
food preparation and come gift 
boxed. Bloom fi ld Indust 7 3 


For more data circle No. 5 on postcard, p. 195 


Copper Sauce Pans 


Copperware sauce pans, of the 


same square shaped design as 


Copperware skillets, are available in 


three sizes: 1% qt, 2% qt, 3% at 
They 


come in two 


| ypes 


copper 
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clad and neased copper Keach 
Sauce pan Nas a high dome Vapot 
seal cover with a heat resisting, 


air-cooled knob and a tapered han 


die which projects from the utens!1! 
itself. There is no exposed meta 
and a hanging slot 
through the center of 


Sauce pans can be 


to burn fingers, 
is molded 
handle. sus- 
pended on wall from a bracket that 
hanging utensil 
the cover in place B) idgeport Brass 


permits the with 


f fs. 


For more data circle No >» on postcard, pp 1% 


Plastic Pantryware 
New 
from 


pantryware line molded 


polystyrene comes in com 


binations of red and white, yellow 


and white, or pink and charcoal 
retailing 


head 


set . 


with 


I our-piece Canister 


viant 





= 





room to accommodate Cor 


SCOODS. 


flour, sugar, coffee and tea 


sists of 
containers. Cookie jar to match is 
available. Step-on garbage can is 
rustproof, fully automatic, with a 
14 at. Retails for $4.95 
Bread three 
drop 


capacity. 


box holds familv-size 


loaves. Features door COT) 


struction which is seal-tight, bug 


proof and rustproof. Retails for 


(Continued on page 192) 





TO HELP YOU 


SELL 








NEW DISPLAYS 


AND OTHER DEALER 


PALS 2. Dar & 





Transfer Patterns Display 


New display and storage rack 
McCall's’ full-scale 
“Do-It-Yourself” 
delivered with all new stocks of 


, 
Liat 


and 


patterns wil! 


vv ae” tus 
eee «nd 


ee 





‘ 


()] 


terns. Rack measures 24 x 16'» x 29 
in. and will hold approximately 450 
patterns. Included with rack ’ 
spiral-bound catalog of pattern en 
velopes for all designs, to keep 
stocks in good condition. Price 
range from 40¢ to 75¢ reta 
MeCall Corp. 
For more data circle No. 7 on postcard, p 4 
Precision Tool Catalog 
Three new catalogs are avail 
able on precision tools, tapes and 
rules. Precision Tool Catalog N: 
% is illustrated with section 


drawings, application 


charts and reference table T; 


(Continued on page 214) 
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> Retail Sales Up 15 Per Cent in March 


> First Quarter Near New Record High 


> Packaging Important Aid to More Sales 


First Quarter Recovery of Business 


Is Sparked by Record Retail Sales 


The first quarter of 1955 now is 


history and the Department of 
(‘commerce reports business gen- 
erally was near the record of the 
spring of 1953 and retail store 


sales were the largest for any first 


(uarter on record. 
‘The general pick-up is attributed 


to high retail store volume begin- 


ning with last year’s Christmas 
season, an end to the pressure to 
liquidate retail stocks, a rise in 


disposable personal income and a 
boom in construction both of homes 
and commercial-type buildings. 
(‘onstruction 
brisk spring on 
hardware for dealers and 
salers, for hardware items used in 
the 
need 


activity means a 


season builders’ 
whole- 
construction and for 
things home 


hardware stores 


actual 
many owners 


from when they 


into their new homes. 
(ustomers have the money to 

buy, the report shows. Manufac- 

turing payrolls were up 9 pct dur- 


move 


ing the first quarter over last sum- 


mer with more persons working 
longer hours for higher rates of 
pay. Tax cuts and increased divi- 
14 


dends also added to the stream of 


income available for spending in 


stores. 
Manufacturers received 25 pct 

more new orders than during the 

first of 1954, with the 


largest -increase in the durable 


quarter 


goods classification. 
extended 
March 


stores 


of retail 
with a 


“Sales 


their advance sea- 


(Continued on page 242) 





Commerce Official Sees 
1955 As a Record Year 
Secretary of Commerce Sinclair 
Weeks that 1955 stands a 
“good of being the best 


says 
chance” 
business year in history. 

He states there “clear indi- 
cations” that the 
product in the first quarter of this 


pre- 


are 
gross national 
year was larger than in any 
vious opening quarter. 

“The trend was upward during 
Mr. 


“with March figures showing gen- 


the quarter,” Weeks observes, 


eral improvement.” 





Retailer Sales Climb 
15 Per Cent in March 


With auto business leading 
way, the 
$14.6 billion 
March, estimates 
Dept. 


the 
sold 


goods In 


retailers 
of 
the 


nation’s 
worth 
Commerce 


This is a 15 pct rise over March 
1954 and & higher 
February volume. 


of pet than 

In the hardware, building ani 
lumber category, March 
topped the $1 billion mark. They 
$1.045 billion from the 
February level of $822 million and 
with $1.006 billion in 
the previous March. 

After 
variations, 
the 
year 


sales 
rose to 
compared 


accounting for seasona! 
retail volume 
climbed 8& pct 


and | 


acTOSS 
above a 


Feb- 


nation 
ago 
ruary. 


p< t above 


Wholesale Index Up 

The government’s wholesale 
price index registered a slight rise 
during the week ended April 12. It 
edged up 0.1 pet to reach 110.5 on 
the 1947-49 base of 100. 

An farm products 
sparked the latest advance in the 
index. 


increase in 
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NEW DRAWING CARD for the “Do-It-Yourself” market is RB&W’s 
pace-setting Handy-Man Bolt and Nut Kit. It boosts unit sales, 
saves customers’ time. Up-to-the-minute merchandising like this 
shows why survey after survey proves RB&W the best-known 
fastener brand, why it pays to stock and sell RB&W products. 








INDUSTRY'S BROADEST LINE of high-quality fasteners insures cus- 
tomer satisfaction. With RB&W carriage bolts, machine bolts, 
lag bolts and-stove bolts, you can fill all orders promptly. And, 
uniformly accurate threading plus uniform strength make for 
¢asy application, tight holding power. 


How RBs&W backs up the 
"Sellingest” fasteners you can handle 









2 +. 
NEW STRONGER PACKAGES of rigid kratt-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another: 
RB&W first) is fumble-proof, eases handling. Oversized labels 
speed product identification. New packaging ts part of RB&W’s 


continuing effort to help you increase sales. 


of 


HARDEST WORKING CATALOG is this RB&W sales aid with heavy 
flexible cover, first choice of countermen everywhere. Jammed 
with facts and double tab-indexed by product for instant refer- 
ence. Stock up on RB&W fasteners — the top-quality line. Russell, 
Burdsall & Ward Bolt and Nut Company, Port Chester, N.Y. 


te RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Piants of: PORT CHESTER, N. Y.; CORAOPOLIS, PA.; ROCK FALLS. ILL 
PITTSBURGH; DETROIT 
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CHICAGO: DALLAS: SAN FRANCISCO 


LOS ANGELES, CALIF. Additional soles offices of: ARDMORE (PHILA PA 
Soles ogents of: SEATTLE. Distributors from coest to coos 





SELECT THE FASTENERS 


...from more than 20,000 types and sizes 


REPUBLIC ROOF DRAINAGE PRODUCTS — 
another highly profitable hordwore item for 
you to sell. Republic's Berger Division mokes o 
complete line of competitively priced, ready- 
to-use drainage products. Installation is fast 
and easy. Each piece is uniform. Available in 
ENDURO, Stainless Steel or golvanized steel, 
26 and 28 gage. 


16 


X : 
REPUBLIC STEEL PIPE has been satisfying 
customers for over 40 years. Now, the im- 
proved Butt Weld Process makes it better 
thon ever; yet it costs no more than ordinary 
pipe. Republic Steel Pipe is easily threaded, 
readily bent. Has uniform strength and ductility. 
Your Republic Steel Pipe Distributor has it in 


sizes you wont. 


A NATURALLY RELATED LINE TO 
STOCK AND SELL with Republic 
Bolts and Nuts is Republic Chain. 
Round Chain 


manufactures oa 


Republic's Division 

complete quality 
line of welded and weldless chain, 
chain fittings and accessories for 
farm and home. 

HARDWARE AGE, 
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YOU NEED 


made and stocked by Republic 





You can meet every customer's requirement 

5 when you stock and sell Republic Fasteners—the 
complete line, the quality line of headed and 
threaded products. You can depend on Republic 





to supply the quality, uniformity, ease of applica- 
tion and long service life that your customers 


want and expect to get in fasteners. 


One call to your Republic hardware wholesaler 
gets all the fasteners you need. There’s no shop- 
ping around, no time lost. Paper work is reduced. 
And you get exactly what you want because Re- 
public makes and stocks over 20,000 types and 
sizes of regular fasteners. Everything from ma- 


chine bolts to sheet metal screws. 





Republic Fasteners are widely accepted by the 
professional trades, the farm market and the big 
“Do It Yourself” market. And Republic is pre- 
selling for you in these markets every month of 
the year. Millions of sales messages are beamed 
at the readers of the nation’s leading consumer, 
trade and business publications. This means more 
trafic in your store, more business, more profits 


for you. 


Join in—get your share of this big market. On 


your next order for fasteners. specify Republic. 







If you want more information, mail the coupon. 
7 | =. ss Fs fF FF FF FF Ff Ff Ff Ff Ff FF FF F FF FF FF FF 


You'll get all the facts by return mail. 







REPUBLIC STEEL CORPORATION (a 
3154 East 45th Street \ 
Cleveland 27, Ohio 


' ' . 
Piease send more information on: 





REPUBLIC 





STEEL 








|) Fasteners | } Roof Drainage Products 
Mh UWilex, Kange } Steel Pipe [) Chaie 
of Staudlard, Sols and, Sl Produ 4%» nn eae ee 
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WWN-BOYWY with exclusive WINDROWER 
means neatest, cleanest lawns anywhere! 


at aa ‘ ‘ 


WK 
————y . 







= 






WINDROWER ATTACHMENT — Here’s an 
amazing new improvement for lawn 
care, exclusive with Lawn-Boy. This 
revolutionary yet simple attachment 
keeps lawns meticulously groomed 
without a grass sweeper or grass 
catcher. The Lawn-Boy WIND- 
ROWER puts an end to superflu- 
ous raking and fussing, gives 





the neatest cleanest lawns you 
ever dreamed of. No nuts or 
bolts, either! The WINDROWER at- 
taches easily to any 1955 Lawn-Boy 

in 2 seconds flat! Try it! Stock it! 
Sell it! Here’s another opportunity 
for year-round profit with Lawn-Boy. 


SIMPLE STEPS 


vay ge 


a 









- WINDROW while you cut. Work clock- ie Trimmings accumulate in one long row 
wise from outside of lawn to center. in center of lawn. Just cart them off! 
WINDROWER rides smoothly, catches Leaves the lawn looking just like an 





™ . 
yrTrass 


‘spray” from discharge chute. Ivy League campus. 














LAWN-BOW attachments help year-round sales... 


LEAF-MULCHER 





THE WINDROWER 


Thousands of home-owners are using the Lawn-Boy leaf- Be the first to introduce the WINDROWER principle in 






mulcher. Millions more need it. The Lawn-Boy leaf-mulcher community. It’s another step forward in Lawn-B 
gets rid of leaves, ends old-fashioned raking and burning. progress. It’s the newest idea in lawn care. Practical 
This revolutionary idea has tripled the power mower proven in use... the WINDROWER helps you to build greater 





2 


SOY year-round profits from the Lawn-Boy line. Made only 
power mowers and leaf-mulcher attachments. RPM Manufacturing Company, Lamar, Mo. 


season. Spring, summer and fall, you can sell Lawn- 








* 
RPM Manufacturing Company, Lamar, Missouri. A subsidiary of Outboard, Marine & Mfg. Co. Makers of Johnson and Evinrude outboard motors 
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Fig. 3680 Geutds Batanced-Fiew jet 


The only complete shallow- well 
water system that needs no 
tonk. Adjusts itself avtomati- 
cally to provide exact flow 
wanted at one or more tops ot 
the same time, within capacity 
Trouble-free, quiet, only one 
moving port. Costs 
less to buy .. 
less to install 


Guess 
who’s getting 


; the business ? 


“ - —————— > 
——_— ee —_——— — —_ 





GOULDS DEALER 


—__ 
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\\\\ \ 1 A YAAY 








Fig. 3371 Goulds Multi-Stage jet 


Designed especially for deeper 
wells (down to 200 ft.) where 
higher pressures are needed 
2-stage and J-stage models 

sizes up to |' H.P. — capacities 
to 1175 G.P.H. Automatic pres 
sure contro! valve gvarontees 
maximum capacity of all times 


























It's easy to trap the lion’s share of the pump business, 
in any town when you have the big GOULDS line ‘*s 
to sell. To begin with, folks know that Goulds means 


















quality—our 107 years’ pump experience and steady ‘ Fig. 3658 Goulds Deep Weil jet 
, = A completely pockaged pump 
national advertising have seen to that! And—you sell ! ( ) in Vo HP. and 3% HP. sizes 
, » 4 for low-cost installation where 
more with Goulds because as pumping levels do not exceed 
. —— | 150 fF Capacities up to 670 
GOULDS GIVES YOU MORE TO SELL ' G.P.H. Famous Goulds Jet-O 
Matic features at popular prices! 
The outstanding pump values in the field backed } 


up by a complete line of pumps for every purpose 
mean plenty of happy sales-hunting for the Goulds 
dealer. Goulds helps you sell too — with the most 
comprehensive promotion program in the pump 
industry. See your Goulds distributor . . . get the facts 
that will help you get the pump business in your town 
’ this year 


GOULDS PUMPS, INC., Dept. HA-55, Seneca Falls, N.Y. 
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YOU GET MORE WITH WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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Biggest garden hose news since Koroseal i 


B. F. Goodrich 
special offer 
ives you 
58% markup 





Profit package assortment No. 0586 


You get 58.6 percent markup 


Contains: 14 lengths of 75, 50 and 25-foot Koroseal; 
both red and green. 5 lengths (same sizes) yellow 
Garden Club plastic. 7 lengths Crystal Clear plastic 


and 6 lengths of brown Featherweight plastic. Total 


Profit package assortment No. 0557 


You get 55.7 percent markup 


Contains: 38 lengths of Koroseal. Garden Club, Crys- 


tal Clear and Featherweight plastic plus 16 lengths of 
75, 50 and 25-foot B. F. Goodrich rubber garden hose. 


32 lengths 


You buy 32 lengths, retail 
PRIZE (50-ft.. Koroseal 





retail . 


Total retail value 


You PAY only . 
YOUR PROFIT $98.56 


: 240.15 
9.80 


$249.95 
ie Tae 





Highest markup and profit ever oftered 
on garden hose! You get your choice 
of assortments to best suit your needs 
(see panel above). Both profit package 
assortments contain Koroseal hose and 
plastic hose of several types in a wide 
price range. One assortment also con- 
tains the high quality B. F. Goodrich 
rubber hose that some customers demand 
The new plastic line is an ideal 
supplement for Koroseal. It includes 
Garden Club, best value next to Koro- 
seal, Crystal Clear for customers who 
want a clear plastic and Featherweight, 
your price plastic. 


20 


You buy 54 lengths, retail 
PRIZE (50-ft.. K oroseal ) retail 


Total retail value 


You PAY only 
YOUR PROFIT $153.21 


$400.65 
9.80 
$410.45 
257.24 








People ask for Koroseal and other 
B. F. Goodrich hose because of the way 
it's adve ed. Big, attention-getting 
ads run in Life, Better Homes & Gar- 
lens and The Saturday Evening Post. 
In fact, the 1955 Koroseal campaign in 
full color is the biggest yet; will reach 
millions including your customers and 
prospects! 


You tie-in with advertising. We give 
you free displays and streamers for 
counter, wall and window. These read 
~ Koroseal”’ in bright, Day-Glo script 
To get them just fill in and mail the 
business reply card packed in each profit 


package We send displays direct toyou. 
The B. PF. Goodrich Company, Industrial 
Pri duct Dit I I i? Ak r i? Obio. 


T M Ree U. &. Pat. OF 


Carden Hose 


A crocece 


B.E Goodrich 


INDUSTRIAL PRODUCTS 


DIVISION 
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Red Taggs Merchanalising Tips: 


Simple 1 min. 
demonstration 


Your customers buy quickly when they 
see and feel the better quality of .. . 


CYCLONE ‘revm7 SCREENING 


How do you handle the customer who says he wants some difference for himself. Then tell him what the familiar USS 
screening or hardware cloth and apparently has no brand Cyclone “Red Tag” label means that it's a double insur 
preference? It takes just about sixty seconds to show him why ance that the product is as fine as money can buy 

he should buy Cyclone “Red Tag” Insect Wire Screening Yes, take that extra minute to sell your customer on the 
and/or Cyclone Hardware Cloth. It is simply a matter of un- product he's buying. It will not only make for a better satis 
rolling a few feet of the product and pointing out its better fied customer, but will add to your reputation as a merchant 
quality and construction advantages. Let him see and feel the who really has his customers’ interests at heart 


Point out these features of 


The firm and evenly woven mesh of its 

straight parallel wires and its smoot! 

clean finish, keeps it looking attractive 
years longer. Its improved multiple selvage insures snug, flat fit and a 
neater job. Available in Galvanized, Bronze and Aluminum in standard 
18 x 14 mesh in 24, 26, 28, 30, 32, 34, 36, 42, and 48-inch widths 


—and these advantages of 


This top quality woven cloth features a 


CYCLONE HARDWARE CLOTH flat selvage that fits snugly under mould 
3 ings. It welds easily to steel. Wires are 

straight and even. Heavily galvanized for long life. Available in 2 x 2,3 x 23 
4x 4and 8 x 8 mesh sizes. Also in *,” and %” heavy grades in 24, 30, 36 


and 48-inch widths 


CYCLONE FENCE DEPT.. AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST TO COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE ‘Red Jog 
HARDWARE PRODUCTS 


" sasnets 
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True Jem PER. 


Tool News 




























NEW NO-SHOCK 
E & HATCHET 





bier ow Hocker belt ax 
oe. * an ; ~~ 

IRUE JEMPER s 
ROCKET 


— ~ ee 


co ee 
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Post ad will reach 
4% million homes 


This ad in the June 18 Saturday 
Evening Post will kick off our 
aggressive advertising campaign 
on Rocket belt axe and hatchet. 
Hard-selling ads on Rocker tools 
will also run in Popular “cience 
and Popular Mechanics -at the 
peak of the building and camp- 
ing seasons. 


















True Temper announces: 


True Temper now offers a Rocket 
half hatchet and Rocket belt axe 
built like the famous RocKEtT ham- 
mer which has taken the industry by 
storm. Review these advantages. 
Tool head won't loosen — it’s wedged 


onto the shaft and locked perma- 
nently with a heavy steel pin. 


Shock absorbing—handle grip of 


Rocket tools is a rubber cushion. 
Grip and hollow shaft absorb shock, 
make RockKET tools the most com- 
fortable you can use. 


Perfectly balanced—all Rocker 
tools have head and handle weights 





identical to fine wood-handled 
tools. Hatchet has thin blade with 
powerful driving head. Belt axe has 
true 1%4-lb. head. This increases 
cutting and driving power. Reduces 
fatigue. The best feeling tools you 
ever swung. 


Grip is nonslip even when wet or 
when gloves are worn. Grip bonded 
to shaft, won't loosen ever. 


Great eye appeal— Rocket tools 
are beautiful as well as practical. 
Handles are brilliant chrome plated. 
Heads are full polished, mirror 
smooth. 


BELT AXE IS PERFECT GIFT ITEM 


The Rocket belt axe comes in cartons of four or in an individual box 
with saddle-leather sheath. A perfect gift for the camper, hunter, 
fisherman, homeowner. Beautiful, enduring. 

Display these gift-boxed RocKET axes in high-traffic areas. Put 
some in the tool department, in housewares, in your sporting goods 
section, one near the cash register. Order a good supply from your 


ry ry 
[rue Temper wholesaler. 


CARPENTERS ASK FOR THE ROCKET HATCHET 


The Rocket hammer has been a tremendous success with craftsmen 
and many of them asked: “Will you make a Rocket hatchet, too?”’ 

Every Rocket hammer owner is a prospect for the Rocket hatchet. 
Its great design features and True Temper’s aggressive promotion 
promise big sales volume. See national ad at left. 





Temper wholesaler*. 





Great success of Rocket 
hammer assures big sales for 
Rocket axe and hatchet 


The Rocket hammer is one of the great hardware 
merchandising successes of all time. Public accept- 
ance was instantaneous. Our initial production was 
sold out within a few weeks after the tool was intro- 
duced. Our factories are now working overtime to 
fill the unprecedented demand. 

The same will be true of the Rocket belt axe and 
hatchet. Put in your order NOW with your True 


“FREE NEWSPAPER MATS are available on all Rocker 
tools. Ask your wholesaler-salesman, or write True 
Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 


——— 
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NEW ROCKET BELT AXE 
No. ABA 


Head weight | '% |b 
Overall length 13%” 
Head length 54” 
Bit 3'4” 


Packed four per carton 


Shipping weight per dozen 19 Ibs. 


Also in gift box with sheath 
No. ABAX 
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new ROCKE 
pelt axe 





EMPER. 


FINEST QUALITY IN HAMMERS, HATCHETS AND AXES « LAWN, GARDEN AND FARM TOOLS « SHOVELS « SHEARS « FISHING TACKLE « GOLF-CLUB SHAFTS 





NEW ROCKET HATCHET 
No. AOH 

Head weight 18'4 oz 

Overall length 13” 

Head length 6%” 

Bit 32” 

Packed four per carton 


Shipping weight per dozen 19 Ibs. 


Each Rocket tool has a boron 
alloy steel shaft that won’t bend 
or break. Head is locked to the 
shaft, can’t loosen. Rubber-fiber 
cushion grip is nonslip even when 
wet or in gloved hand. 

Blade is thin, forged from finest 
axe steel. Mirror polished. Handy 
nail slot increases utility. 


You Can Look to 
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for Leadership 








Light sho els r 
nord Work’ ‘ 


Featherltte 


SHOVELS ARE 
REALLY LIGHT 










PARKERSBURG, W.VA O. A M E S C O. NORTH EASTON, MASS. 
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These tests—made by an independent laboratory for 
Michigan Molded Plastics Co.—demonstrate clearly the 
amazing strength Kralastic wheels offer. 

Even more important, though, are the many other 
advantages Kralastic gives wheels. An unusual rubber- 
resin blend with a unique combination of hardness and 
toughness, high dimensional stability, and reliable per- 
formance over a wide temperature range, Kralastic pro- 
duces wheels that are... 
® self-lubricating and practically wear-proof 


® rust-proof—corrosion proof 


SS 


And the axial bending strength of the stee! whee! 
was only 16% greater than that of the Kralastic wheel! 


Recent independent laboratory 
tests on lawn mower wheels* 


showed: 











mr The Kralastic wheels tested actually had 5% more 
~~ usable strength than conventional steel lawn mower wheels ! 











\ The impact strength of the Kralastic wheels was 
practically identical with that of the steel wheels! 


ae sf 
=e 



























® attractively, permanently colored 

® less than half the weight of aluminum 
@ highly resistant to abrasion 

® easily assembled — require no bearings 
@ relatively inexpensive! 

Why not consider the many opportunities for improved 
product performance and increased sales Kralastic” offers 
you? And feature these advantages. They will help you 
sell the complete product. For further information, write 
us On your company letterhead today. 


*Kralastic wheels, manufactured by Michigan Moided Plas Co.. Dexter. M 





MAI AT UCR 


BRANCHES: Akron « Boston « Charlorte « Chicago « Los Angeles « Memp! 
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Division of United States Rubber Company 
Naugatuck. Connecticut 


s « New York e Philadelphia « IN CANADA: Naugatuck Chemicals, Elmira. Ontario 
Rubber Chemicals « Synthetic Rubber « Plastics « Agricultural Chemica 











¢ Reclaimed Rubber « Latices « Cable Address: Rubexport, N. Y 
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RED BRAND 


branded for action at your point of sale 


only Red Brand. ... distinctively brands your fence products so they 
sell on sight... woven wire with the red top wire; barbed wire with the red barbs, 
and steel posts with the distinctive red top. That “Red Brand” works magic on sales. 


only Red Brand... promotes a// three fence products as a combination 
... distinctively branded. And the Red Brand line is advertised month after month in 
national and local publications that farmers read most, as well as on weekly radio. 


only Red Brand... backs you with a special aid plan that brings 
farmers to you... Practical Land Use! Practical Land Use has proved itself a vital 
part of an improved farm economy. And you are a program leader in your community. 


Of course, Red Brand quality is second to none! Keystone’s exclusive Galvannealing 
process makes Red Brand outlast ordinary galvanized fence and cut costs every time. 


If you haven't seen the magic that Red Brand can work 
on your sales, ask us for proof. We'll be glad to 
show you the facts. 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, ltllinois 


Makers of Red Brand Fence.- Red Grand Barbed Wire.- Bale Tie 
Red Top Stee! Posts. Nails - Poultry Netting «- Ornamental Fence 
Non-Climbable Fence - Gates - Keymesh - Keycorner - Keybead 
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Triangle Plastic Pipe and fittings, made from 
non-toxic virgin materials, are guaranteed to per- 
form perfectly if simple installation instructions 
are followed. Virgin material, in combination 
with modern production methods, enable 
Triangle to hold to rigid tolerances. As a result, 
joints are guaranteed too. 


This 5 Point Program is a 
Further Guarantee of Satisfaction 


1. Uniform Pressure Piping 
Triangle offers complete lines of plastic pipe to meet any pressure 
requirements. There's Flexible Non-Toxic 75 Ib. in sizes “2-2” and 
o heavier wall Flexible Non-Toxic 100 Ib. in sizes 2-2". Both are 
made of pure polyethylene. Next comes Non-Toxic Semi-Rigid 
100 ib. pipe, sizes 3 and 4”. For jet well applications, Triangle 
offers polyethylene Duplex Pipe in the 75 Ib. rating in sizes 
x14", "xl" and 1%" x1". 

In addition, there ore Semi-Rigid and Rigid High Impact types 
available, designed basically for industrial uses. 


2. Disposable Reels 

Triangle now packages its 75 lb. Flexible Pipe on a disposable 
reel. Among the advantages: |) longer lengths eliminate “tag-end” 
pieces, 2) pipe easily pulled off reel, 3) reels stack compactly, 
4) reels protect pipe against sun, dirt, mechanical injury, 5) they 
allow for simple, inexpensive reshipping by the distributor. 


The Trade Mork 
of TOP Quality 
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PLASTIC PIPE! 












3. Permanent Identification 
Triangle permanently identifies all of its pipe with Triangle name 
and trade mark, the pressure classification, the size and convenient 
one foot marks. Flexible types are embossed for permanence and 
the embossing is color-coded—white for 75 |b., yellow for 100 Ib. 


4. Engineering Service 

Triangle offers the services of its Engineering Department in plian- 
ning and installing Triangle Plastic Pipe. Joining instructions come 
with each package. 


5. Sales and Warehouse Facilities 

Delivery to the distributor is fast and accurate thanks to Triangle’s 
nationwide network of 35 branch offices and 8 strategically 
located warehouses. 


PLASTIC PIPE DIVISION 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, N. J. 

os Manufacturers of Arteries for Electricity, Liquids and Gases 

; WIRE + CABLE - CONDUIT -+- PLASTIC PIPE - BRASS AND COPPER TUBE 
MAY IS NATIONAL WATER SYSTEMS MONTH 
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another reason why 
you make more profit selling 
DEMPSTER WATER SYSTEMS 


MOUDITE! 


You never need send 
a customer away, whatever his water supply 
problem may be—there’s a Dempster pump 
to answer it. You need not train sales and 
service personnel on two or three different 
lines because Dempster pumps cover the 
field. You carry a lower inventory of parts 
because many Dempster parts are inter- 
changeable and delivery is prompt from 
8 ‘Dempster branches. All this adds to more 
elgelillole) (Me) ol -tgelilels 





ale} 
the highest efficiency, most rugged construc- 
tion and newest design that Dempster’s 75 
years of water supply equipment engineer 
ing and manutacturing can put into it. From 
the simple, sturdy Dempster windmill to the 
latest in deep-well submersibles and multi- 
stage jets—Dempster has a better pump for 
every purpose. 


write Dempster 
today and get the full details of the valuable 
DEMPSTER DEALER FRANCHISE 


LMS! EM DEMPSTER MILL MFG. CO. 


—_ BEATRICE, NEBRASKA 


wATER SUPPLY ren SUPLY EQUIPMENT Bronch warehouses ond offices in Omaha, Nebr; Kansas City, Mo.; Des Moines, le. 
Sioun Falls 5 D ; Denver, Colo : Oklahoma City, Okle 


Amarillo, Tex.; 
Sen Antonio, Tex 
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ur Big Season for 


oy | BIG advertising campaign is 
pulling customers to yourdoor! 








= é G x Suburban metropolitan newspapers everywhere are 
Ay cos boosting Black Leaf 40 and other dependable Black 
ee ae ie ee, bien sk Leaf products in advertisements like these shown 
: wd nce Sod at left. Big-space magazine advertisements such as 





ecace ’ Bare : 

vas vans the one below featuring Black Leaf 40 are now 
appearing in Better Homes and Gardens, Sunset. 
Flower Grower and Popular Gardening. 

























EASY WAY ro 
KEEP YOUR GARDEN 
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\s ; ee mack un # C — 
as oneal wens — Always * . 
pune Wat are SJ wince 1m 2 oO 
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4. Garden piney and ren vers alike get rid 
ae \ of insect pests « urely by spraying : 
ec © with Biack Leaf 40 = erk favorite gar : x 
\y den meecticide Cine teaspoonful ix gaikm 
“ | j of soapy Water makes a apray that Kille aphucts BLACK 
< Wet < o \ arxl many other king imects on flowers LE 
=——Y conn pe vegetables, shrube, fruit and shade trees. Hea AF 


> aa . 
Always ot ier dosage kills tougher insects. Black Leaf 40 


ay 





\ . af a0 destroys deatr tive inet Pmt pear’ Doers 
a ’ ae, wack Ut etl and heipful preciatory insects that kill har 
a ful ones. Insecta don't develop resistance to J 
a BLACA Biack la if i) it Werks AS well Dow ae i g 
ate Powerful Bleck Leaf 40 kills in- welll all wason long. It keeps dogs 
ee sects by contact and furnes M ind rabbits away from plants. If 
= wi ito ® oct ©RER, Mut ; » haven't ued Black Leaf 4 
with fungemwikdes for ntarnex) bag get BM tedga see how easy it is to 
enc Isat cost ck iver 4 g* red { neects extra fast’ Dire: 
ever «los n ' thors m pack : Ounce bottle 
or burns Bow t foliage, wor 39 cents 
Ask the man with the best garden! 
— spray —_— an wit? 
Do yo" ‘ 7 Ack the ™ 
=. ofter? —~ $ | For Gardens and Lawns 
toe ; tne best garaee! . : . 
, 2 me, , . a - 
“a ~~ a > ae 
ce ( al — ‘ . , = 
4 > = » . 
- x | : 
= - s] | For Weeds and Brush 
A _ les bs : 
7] aoe a 
. y Aiwsys : For Household Use 
quack Ua? —~ quack At #* Your best answer te any pest — ; 
= ~~ centrei prediem « a rehadle 
: piace - wack Sisct Leal product The com 
.eae Leae giete line (ot right! i cold For Rocent Contro! 
“ a , e a Rat Uiller Bait 


By Detter Gaaters everywhere 


LOOK FoR THE Black Leaf “On THE RED AND WHITE Packace 
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_ BIG PROFITS 


on FAST TURNOVER 


Fast turnover whisks the cartons of America’s best-known 
insecticide on and off your shelves to make Black Leaf 40 


a top money-maker for you. There is steady customer 


demand because insects have never developed resistance 
to Black Leaf 40. People try it and keep coming back for 
more. Regular use pays off for them, and pays off for you 
in steady sales through a long season. Stock enough Black 
Leaf 40 — keep all four handy sizes to suit all your cus- 
tomers. It’s easy and profitable to sell more Black Leaf 40. 


Black Leaf Products 


For Weeds and Brush 
2,4-D Weed Killer 
2,4,5-T Brush Killer 
Arsenical Weed Killer 


For Household Use 


Pyrenone Insect Killer Aerosol 
11-36 Insect Killer Aerosol! 





For Gardens and Lawns 


Black Leaf 40 
25°% Phygon Fungicide 
50°°o Malathion Spray 
Lime Sulphur Spray 
Garden Dust 
1% Rotenone Dust 
White Oil Spray 
Slug & Snail Pellets Fly Spray 
45% Chlordane Spray 
CPR Plant Spray Aerosol 


Arsenate of Lead 
10% Lindane Spray 
5° Dieldrin Granular 
45° Chlordane Spray 
50° DDT Wettable Powder 
5° Chlordane Dust 
P-C Crabgrass Killer 


For Rodent Control 


Warfarin Mouse Killer Bait 
Warfarin Rat Killer Bait 


Warfarin Concentrate 


Black Leaf 40 :r fare. 


- _. 


“ar 
. - COMER Lbs & 





ATTRACTIVE ii 
Black Leaf 40 Display Carton 


(Une-ounce prea kages are easy to handle and sell from 
small space. Packed in dozen display cartons: 4 do: 
en per case, $12.48 to dealers. Retail at 39¢ each 


Larger sizes of Black Leaf 40. Dealer price per case. 
§ oz. retails at $1.19 . . . . . . dozen$ 9.52 
SY SO SS Oe ee ee 
* % | >, ree ofl 


KEEP UP your STOCK OF 


America’s 
Best-Known 
Brand 


OF PEST CONTROL PRODUCTS 


Proven Black Leaf products give you the best of 
the new and the old in pest control hacked by 
the biggest newspaper advertising campaign in 
Black Leaf history. Customers build extra sale 
for vou when they reach for Black Leaf if you 
have plenty in stock 
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SELL MORE TWINE WITH 


epee 


JTWINE SSORTMENTS 


: & +1N GENERAL ASSORTMENT 


This all purpose assortment gives you a real 6 Balls Jute Garden Twine 
6 Balls Polished India Twine 
3 Balls Red Gift Cord 







Twine Department with minimum inventory 


and in minimum space. You stock and dis- 3 Balls Green Gift Cord 

play a wide variety ...the easy way. Each 15 Balls Cabled Household & Kite Twine 
as sal ; . 15 Balls Parcel Post Twine 

+1N assortment contains: (Balls are 10¢ sellers) 


#25 BIG BALL ASSORTMENT t 























This is NEW, this is DIFFERENT . AN 

ASSORTMENT OF BIG BALLS that’s a BIG The King Cotton Big Ball Twine 
sales item lhe twine Is a _—. buy, balls are Assortment +25 contains: 

almost 3 times the usual ftootag The display 10 Balls 300’ Parcel Post Twine 
self shipper is printe in eye-catching blue and 6 Balls 500’ Cable Kite Twine 
yellow on white it's sure to stop the impulse + Balls 500° 4 Ply Household Twine 
buver. The balanced assortment gives you excel. + Balls 160° 2 Ply Jute Twine 

lent variety with very little inventory. 3 Balls 175° = 18 India Twine 

3 Balls 150’ +24 India Twine 
This is the way to stock and SELL ball twine... 3 Balls 60’ #4% India Twine 
the customer is often prompted to buy more than 3 Balls 150’ £15 Mason Twine 
one ball, more than one type (Balls are 25¢ sellers) 




















This assortment gives the customer a Display Box Self Shipper is printed in 
chance to choose India or Jute, heavy or blue and yellow on white and makes a 
light. The display often prompts the cus- very attractive floor or counter display. 
tomer to buy several balls of different 


| Sach #100 ass nt ¢ ime the r 
sizes. This assortment also enables you to Each #100 assortment contains the follow 


carry a wide variety without heavy inven. '"6 popular sizes and types: 
tory of individual types. 25 Balls +60 Polished India 

, : : . y , ro mat . .. 
The uses for twine of this type are innu- 2° Balls +18 Polished India 


and factory — wherever a strong, economi- 25 Balls 3-ply Jute 
cal twine is needed. (Balls are 20¢ sellers) 





THE KING COTTON LINE 












® Sash Cord ® Chalk Line 

® Clothesline ® Cotton Rope 

® Dryer Cord @ Venetian Blind Cord 

° Dryer » Venstion Bie JOHN H. GRAHAM & CO., INC. 


@ Mason's Line © NYLON Cord 105 DUANE STREET = NEW YORK 8, N. Y. 
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_., for iron pipe and 
copper tubing 


The most complete line -. the United 
States of economically priced quality 
valves. 

o 


Standardize on Hammond Valves and 
be sure of customer satisfaction. 


*« 


Write for free catalog of the 
complete Hammond line of vaives- 


. 


Standard of value for over 45 years. 


Order from your favorite wholesaler or write 


HAMMOND BRASS WORKS 


Hammond, Indiana 


Originators of individual yalve packaging 
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Suggested 
| i m Consumer Price 


Slightly higher west of Rockies. 









aounoing the new 
PLUMB F-55 HAMMER 


WITH GUARANTEED 


iorn-oreakalblle 
fiberglass 
handle 


STRONGER THAN STEEL 
—WITH THE HICKORY FEEL 


ae as ho es 


My ri : 
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mt ‘ 









































HARDWARE AGE, MAY 12. 1955 








Pe ae 


EXTRA TOOL SALES 





the Lengational F-55 Hammer 


Now, America’s favorite hammer has a 

handle made of fiber-glass reinforced plastic. 
Tougher than steel—yet with hickory-like resilience 
that keeps shock transmission to a minimum. 





NON-BREAKABLE /n All Normal Hammer Use. The 
fiber-glass reinforced handle of the Plumb F-55 is 
made of the strongest structural material known. Yes, 
pound-for-pound it’s stronger than structural steel. 
And over three years of constant testing under ab- 
normally severe conditions . . . stress tests . . . con- 
tinuous pounding tests . . . have proved this handle 
stronger than any hammer handle ever made. 


HI-IMPACT STRENGTH The impact strength of this 
fiber-glass reinforced handle is so great that it absorbs 
the hardest shocks without fracture. It won’t bend or 
split. 


NON-DEFORMABLE It keeps its shape permanently, 
never takes a permanent “set.” While it will flex in 
use, it won’t deform. 


PERFECTLY BALANCED Less than one-fourth the weight 
of steel, fiber-glass reinforced plastic permits a han- 
dle of normal size and shape with proper overall 
balance. It does the job faster, with less effort. The 


- comfort grip fits snugly in the hand. Yes, it has the 


same time-tested shape your customers want and buy. 


WEATHER-RESISTANT The fiber-glass reinforced han- 
dle won't rust, shrink or swell. 


HANDLE GUARANTEED TO STAY TIGHT IN THE HEAD 
The Plumb F-55 hammer head and handle are assem- 
bled with PERMABOND, a chemical weld—an exclu- 
sive Plumb development. PERMABOND is your assur- 
ance that the tool will never loosen—nor lose its head. 


‘Readers 


will see the F-55 Hammer _ 








wite Saturday 


post 


STRATED 





MECHANIX ILLU 


CASH-IN on this 





Frening 


Tremendous Advertising Progra 





AS ADVERTISED po . LAR 
Rotter Homes 


and Gardens — 


— 
oe . 
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HARDWARE 


ORDER YOUR F-55 HAMMERS TODAY 
Packed 4 only in Shelf Package with Colorful Display Card 
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HERE ARE 


THE FASTENERS 
YOU NEED 






Do you use large fasteners? Small fasteners? Long or short fasteners? Beth- 
lehem makes them all! We turn out headed-and-threaded items in hundreds 
of types and sizes, making it easy for you to get exactly what you require. 
Bethlehem Bolts and other fasteners are made from good sound steel by men 
with long experience in fastener-manufacture. For a satisfactory bolting job, 
you can count on Bethlehem fasteners every time. 


Bethlehem Bolts Are Good Bolts 











MONEY-MAKERS 


All year ’round in your Hardware Store 


Gemine ISIS Pipe Tools 


Fast Selling! 


(Swng) 
ike t& Pipe Wrench 















Original wrench with | 
GUARANTEED housing, i tenicl 


sizes 6” to 60” 







Pipe 
Wrench 
DISPLAY 
















renreptl si 
Ask Your RIGID} 


Pipe Wrenches 


Wholesaler Gueranterd housing Aim 
about it. / = 











strons 
matieable 
frames 
LonGt'P 


Ask your Supply House for FIAID Pipe Tools. 





The Ridge Tool Company « Elyria, Ohio 





























Work-Save 


‘ r Pipe Tools.--Mos} 


e 


ee 


Popular in the World 
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Copper has stormed back into 
kitchens all over the country... 
copper-ware, copper hoods over 
ranges, copper fittings and trim. 


GD — Pystic 
RY RON 





ANTIOVUE COPPER Finttu 


Antique Copper Salesmoker DB 534 


See the whole, impressive 
line of Stanley Cabinet 
Hardware... Antique 
Black Rustic lron, 
Chrome, Aluminum, 
Solid Brass and Ranch 
Craft. Your wholesaler 
has all items in stock or 
can get them for you, 
promptly. Ask him about 
Stanley Cabinet Hard- 
ware, or write Stanley 
Hardware, 385 Lake St., 
New Britain, Conn., for 
your free copy of this new 
12-page catalog. Ask for 
Catalog F100. 


STANLEY 


THE STANLEY WORKS ° 














Copper’s In The Kitchen 
With Cabinet Hardware Sells These Tools 
To Match By STANLEY 


And here’s cabinet hardware to 
keep copper company — Rustic by 
Stanley with an Antique Copper 
Finish. 


Copper isn’t a kitchen- 
only metal, either. This 
cabinet hardware adds 
to the up-to-the-minute 
smartness of any room. 
Order Package 554A, 
which has a retail value 
of $142.00, from your 
wholesaler today. It 
includes a complete 
assortment of the authen- 
tic designs shown here 
plus the salesmaker that 
shows ‘em and sells ‘em. 














June Better Homes 


For Father’s Day 





The Stanley 
“100 Plus’ Hammer 
The aristocrat of nail hammers. 


No. 1114 — 16 oz. — $3.75. 





The Stanley Chisel Kit 
The finest chisel made in 6 most 


wanted sizes. No. 66 Chisel Kit — 
$18.00. 


The Stanley 
Pull-Push Rule 
to 4 2 > 


ie 
face. 


White 





blade 


stee] 
with big, black numbers and 


flexible 
No. 1206W — 6 ft. 


markings. 
tule — 98¢. 


These Stanley Tool leaders are fea- 
tured in the BETTER HOMES 
AND GARDENS June issue for 
Father’s Day giving. Bring Dad 
and his givers into your store. 
Feature the same tools in your 
advertising and displays. Ad 
reprints and mats available from 
Stanley Tools, 385 Elm St., New 
Britain, Conn. 


NEW BRITAIN, CONNECTICUT 
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H58 Jointer Plane 


They're NEW! 
A Jointer Plane 
A Builders Kit 


Show your builder customers this 
new jointer plane. Point out the 
long 16” shoe and the interchange- 
able, *4 h.p., 20,000 r.p.m. motor 
... the same motor powers Stanley 
Router. The H58 Plane cuts 244.” 
wide and deep, and bevels 
from 0 to 45 degrees. Retails at a 
low $79.50. 








H63 Builders Kit 


And show builders this new 
Stanley Builders Kit H63. The 
H58 Plane plus a complete, on-the- 
job shop in a fitted metal carrying 
case. Retails at $145.00. Your 
wholesaler has H58 Plane and H63 
Builders Kit now. 


HARDWARE 


TOOLS 


MAY 12, 1955 
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Handyman Builders Saws 
Make Satisfied Buyers 
Of All Your Customers 





Professional or amateur, the man from — the 6” H65 at $67.50 list 
who works with wood appreciates and the 7” H70 at $77.50 list. 


the value packed into these Build- 
ers Saws. Two models to choose 


Carrying case available for both. 


Check These Four Selling 
Features On Both Saws: 


1. 
2. 


Full ball and roller bearing constru 
tion throughout. 


Multi-grip handle and convenient 
switch for operating ease. 


Automatic telescoping guard fo 
greater safety. 


Exe lu ive “Motor Saver’ pro 
motor from impact loads 


H70 7" Builders Saw PLUS The H70 cuts 2 x 4 at 45° 


3 Handyman Drills At Popular 
Prices For Farm and Home 


H41 ““ Drit Two models of the 
popular 4” drill the geared 
chuck H41 at $26.95 list and the 
hex-key chuck H19 at $24.95. A 
professional quality tool at popular 
prices, 


H12 2” ort A rugged 4” drill for 
the heavy work. Spade and pipe 
handles removable for close work. 
A lot of drill — the H12 at $49.95 
list. 





Order Stanley Electric Tools from your wholesaler. He has 
the complete line of saws, drills, planes, routers, kits and all 
accessories. Or write Stanley Electric Tools, 385 Myrtle 
street, New Britain, Conn., for full details. 


e ELECTRIC TOOLS - ¢ STEEL 


STEEL STRAPPING 









$288.00 Income per Square Foot 
from Floor Machine 
Rental Department 


' 
' 











Average per year income from three stores 
renting Clarke Floor Machines 





“There’s no question in my mind 
that much of the success of our 
rental department is due to the fact 
that we rent Clarke equipment,” 
Januzzi says. “We find our custo- 
mers like to work with Clarke ma- 
chines and that we have very few 
on-the-job difficulties.” 





HERE'S THE FAMOUS 
CLARKE THREESOME 
DU-8 SANDER 


Fastest cutting 
machine in the 





“ rental field Actually, according to Januzzi, it’s 
‘ the sale of related items and im- 
a" pulse purchases that make the 

| } ‘ 
rental department doubly attractive 

P-11 from a business standpoint. 

MAINTAINER 


“T just wouldn’t think of abandon- 


ing this rental business. And I can 


wen ‘ecomme Cl: q. ale ne 
William J. Goggin of the Gog- recommend Clarke rental equipment 


Woxes, scrubs, 
polishes and 
steel wools 


C-5 EDGER to any owner in this field who wants 
Perfect for gin Paint Store, Kalamazoo, to p - 

O provide a service to his customers 
those hard- Michigan, takes time to acquaint 


and build a profitable business.” 


to-reach spots his rental customers with the 


Pee eee eee eee eee eee eee EES operation of a Clarke sander. 
CLARKE SANDING MACHINE CO, 
530 East Clay Avenue Muskegon, Mich. 


“Renta Clarke’s More Business Plan 
Please send me the complete Renta Clarke soles a * . iF 
plan thet will build extra rentol profits for me. really works, says Bill Goggin. “It 
There's no obligation, of course. brings regular and dozens of new 
customers into the store. It creates 
NAME EE. eR A ar 








‘double-sales’ because we always 
SERRA Re sell related items such as sandpaper, 
paint, varnish and stain, as well as 
STREET _________. _____. —_—_———_ merchandise from other depart 


ments. In fact. we average about 
ciTy ee ee 






$1,000 a year in rental fees from 


Last year 1,095 customers rented our 
fourteen Clarke machines.” 











each set of Clarke machines alone! 


| Plus $3.00 worth of related items 






‘The most profitable 





4 sales plan in the floor for every dollar in rentals. That is Theve’n litle wonder that Will 
f machine rental iaialies ae ft ae Clarke a a ) “/ : ittle won = tnat lbiilam” 
- < 7 } ‘ < ; \«< sc- : efor <« ra] Vs ’ » :. 
field is yours FREE — . eC DSLE! and VW j oaeen W ° At hi 
, partment more than pays our rent. son, co-partners in Wolverine Paint 
compliments of Renta ae . | Ran; . 
te eg esa & Supply Co., Grand Rapids, Mich.., 
arke. © pian \ are happy they bought Clarke floor 
shows you how to get % sanders, edgers and polishers for 
the most profit in rental use of their customers. Wol- 
rentals and sales of verine’s floor machine rental depart- 
sandpaper, sealers, ment income topped $6,000. 
ae waxes and Webster explained it was impossible 
on reiated items. to determine the value of impulse 
Send the coupon for items purchased by rental custo- 
5 your plan today! mers when they visited Wolverine 


to pick up or return floor machines. 
“But we know it was considerable. 
After all, we need plenty of store 
traffic to build profits in this busi- 
ness. And we sure build it when 
we stress our floor machine rental 
department.” 


Authorized Sales Representatives and 
Service Branches in All Principal Cities 


Dozens of new customers also ap- 


| h ob & ait lark . , 
SANDING MACHINE COMPANY | a ee peared in the store after he adver- 
530 East Clay Avenve * Muskegon, Mich. chines for much of the $7400 tised the rental department, Web- 
PIONEERS IN THE DO-IT-YOURSELF RENTAL FIELD | rental income he receives. ster reported. 





Frank Januzzi, owner of the 








Watchung Hardware Store, Wat- 
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“SHINYHEADS” 


America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
stand s f ill F 

S “ nm the Ip screws - 

brig sh. Heads n ned tor 

Hexagon faces clean 

h and true, m : ish 

T ic engttf $0 VUYV t Ss. i 
>arri ed stock 


Made steel — bright 
tin se W 7a eat treat 
é t re rd where 
ig -ads satis 
>| eads dis ide 
size chine Points 
ma ne ied. Tens trength 
rdance wit atade 2 

| stock 


FILLISTER CAP SCREWS 


Heads completely machined to; 
and bottom. Milled siots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


““SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specilied 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock 


a 
CONNECTING ROD BOLTS 


Made of alloy stee! — heat treated 

threads rolled or cut finished to 
extremely close thread and body 
tolerances body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process 


Mle elliogy, 


THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD °@ e CLEVELAND 13, 





“HI-CARBS” 


Heat Treated Black Satin Finish 


Made of h os -arbon steel — AISI 
C-1038. Fu lished with blac k satin 
tinish daue tc jouble heat treat 
ment. Hexagon heads die made, 
t machined. Points machine 
irned; tliat and chamfered. Ten- 
strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamiered machined 
point. Carried in stock 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
aaeilodians hexagon head hard; 
polished if specilied threads solt 
to close tolerance points machine 
turned; flat and chamiered 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled 


FERRY PATENTED ACORN NUTS 


For ornamenta! purposes. Stee! in- 
sert — steel covered. Finish plain, 
zinc plated, cadmium plated. Size 


9/16, 3/4 ,15/16 across the flats 


Tapped 1/4" to 3/4" inclusive 
Cross section of Ferry patented 
acorn nut, showing how stee! heze- 
gon nut fits snugly into shell. 





OHIO 


/ 
] 
7 
[ 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 
carried by 


LEADING 
DISTRIBUTOR 





SPECIALS 
furnished to 
BLUE PRINT 
SPECIFICATION 
















WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 









STURDILY 
BUILT! 


MANY EXTRA 
FEATURES! 
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every home workshop Means a 


Customer for 





Display This American Vise In Your 
“Do-It-Yourself” Department 
To Make Quick Sales! 


Mount this general utility vise on a 
model workbench where tool buyers 
can see it. It sells on sight when your 
customers can compare its features— 
and its price! 


Write Today For Complete information, 
Prices and Discount Schedules 


Four sizes of this general utility vise are avail- 
able with jaw wi from 3 to 5 inches and 
jaw openings from 31/2 to 52 inches. Ask 
for your copy of our catalog sheets and price 
information now. Prompt shipment guaran- 
teed on all orders. Write today! 


Sold Everywhere Only Through Wholesalers 


One of ovr many factory representatives is near 
you fo serve your needs. 


Amoucan es | 
general utility vise 


Priced To S-E-L-L — At a Good 
Profit For You! 


Here’s a medium sized vise that is a 
needed tool in every home workshop 
or garage. Its quality will attract the 
craftsman. Its price will sell the man 
who's equipping his shop. 


Specifications 


Screw handle and draw bar of special 
cold drawn steel. 

Removable steel gripping plates on 
jaws. Plates knurled and _ heat- 
treated. 

Positive locking mechanism on swivel 
base 

Durable Kam Hammer finish on top 
and base. Jaws, screw head and 


handle polished steel 

Also fitted with removable pipe jaws, 
anvil with horn for shaping and steel 
cut off tool. 


AMERICAN SCALE AND VISE CO. 





2745 Southwest Blvd., Kansas City 8, Mo. 
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PINCOR “FORTY PLUS” 





















Here are Power Tool Salesmakers 
With Eye Appeal PLUS Price Appeal 


Here is the line of high quality home 
workshop tools that is priced to sell a 
broader, bigger power tool market. 
Every home craftsman can afford these 
handsome Pincor Power Tools and every 
home craftsman would be proud to own 
them. They have power to spare to per- 
form all normal home workshop opera- 
tions. They've got top quality Pincor con- 


Mirror Finish 
Standard 

On All Tools At 
No Extra Cost 
































struction... modern styling and a hand- 
some mirror finish . . . they carry the j 
famous Pincor name—you and your cus- Display this lightweight Pincor Power Saw where your cus- 
tomer’s assurance of dependable power tomers can see it close up .. . handle it themselves. When they 
driven tools. see the price tag you've got another power saw sale. 

| frum | Model PSTSM Sew.............cc cece ccc cees: List $33.50 


Get this free counter-window 
display with your order for 
Pincor Wall Chest Kits > 
Wall Chest 
Model PLZ20GIM-1i2 
4 List $30.40 





'5-in. Drill Kut 
Model P900GM-75 


Eieevinws fistnir / List $59.80 > 


i 173 Place 


i4-in. Drill Kit 
Model P120GTM- 
List $29.70 


Pincor’s wide selection of high value kits will push your 4” and 
/2” drill sales. Customers like the complete set of accessories, the 
sturdy steel tool cases, and the prices they can easily afford. 








4 


4 - 


a” Vertical Drill Stand 
List $10.00 


®@.. 
@ -* 
s | ys 

fe. 


Send for your free copy of the new full line 








Pincor Power Tool folder today, and get in 
on the 40% PLUS DIRECT-TO-YOU deal 


that makes power tool sales a real profit 





maker for your store. Remember, Pincor 


PIONEER GEN-E MOTOR CORPORATION sells you at 40% discount plus quantity dis- 


counts that mean more profit for you. 


POWER LAWN MOWERS oe GENERATORS © ELECTRIC GENERATING PLANTS List prices shown F O. B. factory 
GASOLINE ENGINES e ELECTRIC PORTABLE POWER TOOLS Freight prepaid on Power Tool Shipments of 200 Ibs. or more 


PROFIT MORE WITH PINCOR...START TODAY 
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T’S DYNAMITE FOR SALES! 


MILLERS FALLS 


Bryne Mire 


Power Workshop 


Do-it-yourself enthusiasts are steady customers . . . espe- 
cially when they have power to work with. 

That’s why it’s so profitable to push the Millers Falls 
*“*Dyno-Mite”’ Power Workshop. 

Start a customer with the 888 Basic Power Unit for only 
$39.95. He’ll buy it to drill, sand, and polish — but before 
he leaves the store “he’s got the bug.”” Again and again, 
he’ll be back to add attachments and accessories . . . and to 
buy supplies for the projects his 888 makes possible. 

As a result, every 888 you sell can mean hundreds of dollars 
in extra volume. Place an order with your jobber today and 
Start cashing in on this great new business-building tool. 


1/3 H.P. . . 
No. 888 Basic Power Unit 

fully equipped with ”" Jacobs Geored Key Chuck, ¢ 25 

Rubber Pod, three 6” Sanding Discs, 6” Lamb's Wool 

Bonnet, Spindie Arbor ond Reversible Side Hondle. 


Large Display Free — Ask Your Jobber 


Ow, No. 8814 


Drill Press 
Rugged construction 


throughout — weighs 2514 
Ibs. 





Ne. 882 Orbital 


Ne. 881 Bench 
2.95 Sanding Attach- 


12” x 8’ cast iron base 
with machined working 
surface. 


Aa 


144” steel column — 27’ 
high. 
Ne. 887 
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Depth of feed adjustable 
from 0° to 244”. 





12 Sondi 
$1.25 Maximum — chuck to 


7 = 
. 884 3” Toble table, 1614 to column, 


*/9 22 


Sew, $4.95 o por 
New No. 8816 Vise 


For use with the No. 8814 Drill 
Press Stand or any other drill 


Ne. 8811 6” Port- Meo. 885 Sow Guord 
eble Circulor Sow for Sow, 
Attachment $15.95 $2.45 


MILLERS FALLS 
TOOLS 


seecne ne eee oo} 





New No. 8815 
Speed Reducer 


(Available Sept. 1) 
® 


Millers Falls Company 
Dept. HA-8 Greenfield, Mass. 





press. Smooth operating. Ac- 
curately made. Front jaw has 
vertically and horizontally milled 
slots for — round and odd- 
shaped stock. $5.25 


Cuts the No. 888’s no-load speed 
of 3200 to 460 r.p.m. Produces 
adequate torque for heavy-duty 
drilling in metal, concrete and 
other hard materials. $12.45 
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MULTIPLE 
PROFITS 


from single packages 





@® The do-it-yourself demand is big for these 
Standard Metalworking Drill Sets. Profits 
are high because each sale moves five 
drills. The drills are made of high speed 
steel for long life. Special fast starting 
points prevent slipping and shifting 
on thin metals. Shanks are \” for 
use in electric hand drills. Pack- 

aged in plastic box. 
Ask your hardw are wholesaler 


for Standard Metalworking 
Drill Sets No. 45. 


No. 45 METALWORKING 
DRILL SET 


Five High Speed Stee! Drills, 


sizes Ve", “As, Ve", “We, A 


Drills have %" shank. 


HIGH SPEED AND CARBON DRILLS FOR METAL, WOOD AND MASONRY 








STANDARD [OOL (0. | 


3950 CHESTER AVENUE . CLEVELAND 14, OHIO 





FACTORY SRANCHES IN NEW YORK « DETROIT «© CHICAGO + DALLAS + SAN FRANCISCO 


THE STANDARD LINE: Jwist Drills - Reamers - Taps - Dies - Milling Cutters - End Mille - Hobs - Cownterbores - Special and Carbide-Tipped Tools 


A big 
22 x 17 
inches 


Here’s another sales aid 

from Bridgeport—a screwdriver size 

chart for your wall that makes you sure you're 

selling your customer the right screwdriver for the 

job he wants to do. Keep it where you can use it to help yourself 
to more business with Bridgeport. Get it from your wholesaler, 

or use the coupon to order direct from us. 


... and There are STUFFERS for your customers! 


Each one contains the same valuable information found in the Wall 

Chart. Get a supply—imprint them with your name—put them on your 

counter—mail them to your customers. They — Have you seen ? 
bring in extra business and good-will. - 


The Bridgeport The Bridgeport The Bridgeport The Bridgeport 
850 BEE Line Ar 7 Fewcet Fixer #384 Wood #590 Wrench 
Budget Prices Ki Chisel Kiv Ser 


7 They re Fast Sellers—Ask Your Wholesaler About Them 


a 


= 


Hardware Mfg. Corp. 
Bridgeport, Conn., U.S.A. 
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Pocket cuts are easy! 
9-inch saw shown here is 
power-pat ke a makes 
difficult cuts no matter 
how tough the job! 


$114.50 


B&D 6-inch Heavy-Duty 
Adjustable Saw the 
protession ilsaw ata 
popular price. Fully 
adjustable for angle and 


depth of cut. $64 50 





7-inch Heavy-Duty Saw 
has adequate blade depth 
for all general-purpose 
Sawing. Makes be vel, an- 
gle Cuts, por ket cuts, etc. 
$84.50 


ig 


B&D 8-inch Heavy-Duty 


Saw one of the me 


lar amon ct 


> 


evervwhere. (uts most every 


| 


material known. $96 50 
> 


Amateurs or professionals— 
sell em Black & Decker! 


Sto k thi compl te line of pow rful 


fin if) 
; ’ 
Black & Decker Heavy-Duty Saws Built 


i? 
' 


Is. ‘ a iTV operation. 
' ' f 


In adiustments tor last. easy 
and vou ve TOT a model ct. sel} TQ depth and by vel settings And ill 


prospect Whether he wants the latest satetv teatures' Demon 
me jobs, light carpentry O1 strate them and watch them sel]! 
construction work, he'll Order from your B&D wholesaler. 
appreciat xX 1) features like thes lHe BLACK & DECKER gm — 
B&D-built motors and sturdy over \irc. Co., Dept. H505, de 


ow 9 
all construction for powerful, con- Towson 4, Maryland 
For neorest wh lesaler, 
see  Tools-Blectric” 


LEADING WHOLESALERS EVERYWHERE SELL 


() Black & Decker. 


PORTABLE ELECTRIC TOOLS 

















* Why should we be afraid to produce an adjustable drill that 
could do the work of 8 tools for 1/6 the cost? Well, we felt this 
tool might actually hurt dealers by cutting their volume on drills. 


Made in U.S.A. 


Then we tested The ''6-In-1"' in several scattered areas. The 
results were phenomenal. With inventory cut 80%, test dealers 
still increased volume 61 %! That was the go-ahead we needed! 


Oxwall’s ““6-in-1"... The Only \ Tool that Drills, Countersinks,Counterhores 
Adjusts in 1 Easy Operation for\ Every Standard Length of Wood Screw! 


sf 








USE IT FOR WOOD. .PLASTIC.. FIBER! 


Raise Volume 61%! Cut Inventory 80%, 
FOR BOTH HAND AND POWER TOOLS! 


with Oxwall’s “6-in-1"° Adjustable Drill! 


1. Drills for screw thread portion Does the work of 8 tools! Here's the retail cost of 
2. Drills the body size of screw a typical competitive full set of drill countersinks 
3. Drills countersink for screw head and drill counterbores for a single screw diameter: 
4. Drills counterbore for putty or wood plugs > lengths of drill countersinks $3 75 
z at approx. 75c ea. retail... : 
5. Stops automatically at correct depth | 
3 lengths of drill counterbores 
6. Adjustable for every standard screw length at approx. 2.50 ea. retail . . . 7.50 


$ 
For Flat and Round head screws Total retail cost of full set 11.25 


Comes in 4 most-used screw sizes: 


snew vanes ge vaio v2 | Oxwall's “G-in-1" does it all for #4, 9 f 


SCREW LENGTH up to 2” up to 2%" upto 2%" up to 2%" —— 
Each mounted on an individual display card oa 













































Write For The New 1955 OXWALL CATALOG... See Everything! 
' 
4 EE + | ili eeegey shalt ted erie te 
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CHAN nig; LOCK 


On 


HERE's a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock line every month... they are being told 
and sold. Use display boards, stock the full line... for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line. 


LL, : a ee — 4 
eer, ry) 
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THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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New models—more models—all loaded with new advantages! 


NEW CHEVROLET 


Task-Force 
TRUCKS 








Choose the model that’s matched to your job. You’ll get the most mod- 
ern engineering features in the industry—and cut costs hauling or 


delivering! Your Chevrolet dealer is ready to supply 
full details of these important features... 
Division of General Motors, Detroit 2, Michigan. 







? -——— 9 





wT 


New Work Styling—New Cab Comfort and Safety! 


For the first time, light- and medium-duty trucks with 
their own individual styling—specially designed for the 
job! New Flite-Ride cab (even more durable! ) features a 
Sweep-Sight windshield, High-Level ventilation, and 
concealed Safety Step running board. 









New Power Steering — Power Brakes! 


Driving’s easier and safer with these power helpers. 
Power Steering is available on all models as an extra- 
cost option. Power Brakes are standard on 2-ton models; 
optional at extra cost on all others. Tubeless tires are 
standard on ‘»-ton models! 


50 


. Chevrolet 








New Engines — New Ride! 


A new 12-volt electrical system sparks all six new Task- 
Force engines. That means faster, surer starts; in- 
creased generator capacity. New suspension, front and 
rear, provides a smoother, more stable ride for both the 
driver and the load. 








New Overdrive — Hydra-Matic! 


Count on big gas savings with the extra-cost option of 
Overdrive, now available on '4-ton models. Truck 
Hydra-Matic (optional at extra cost on \%-, *4- and 
l-ton models) makes driving easier and saves valuable 
time on stop-and-go delivery jobs. 
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AMF DeWait's 
Factory-to-you Policy 





protects your profits! 


When you take on the increasingly popular, high- 
profit AMF De Walt” “Power Shop” line. you re 


assured of select dealership and limited competi- 







tion. 
You sell AMF De Walt—a brand known and 
accepted coast-to-coast for over 30 years — pro- 






moted to consumers on nation-wide TV shows 





and in leading magazines to create new traffic for 





your store. 
You deal direct with AMF De Walt—no red 


tape, no middle men. Simplified packaging elim- 





















inates extra handling costs. 

SELECT FRANCHISES ARE STILL 
AVAILABLE! Don't miss out on this big oppor- 
tunity for protected “do-it-yourself” profits. Mail 





















coupon below today! 





















a he . 4 . ‘ 
EASY-TO-SELL FEATURES! No extra floor EXPERT FIELD HELP! Factory-trained dem- 8!GGEST AD BACKING! Featuring the big- 
space needed—only AMF De Walt builds _onstrators are available to help you in all gest, most complete local promotion ever 
into a workbench—radial arm swings out your local promotions! Convincing demon- given any home workshop! Hard-hitting 
of way when not in use. 12 power tools in _strations of “Power Shop” are the best way ads in your own local newspapers and 
1—loaded with sales appeal! to help you get orders. leading national publications. 


Send this coupon off today! 2 


ee es 


AMF De Walt, Dept. HA-55-5, Lancaster, Pa. 





| am interested in the profit advantages of an AMP 






De Wait inc. 


DALAT a 


De Walt ‘Power Shop” dealership. 





| 
| 
| 
| 


NAME —— 
COMPANY attain —_ = , apateeetinamemeees 
POWER SAWS apoeses ia: Ma 
IN CANADA: 
De Walt Canada Limited, Guelph, Ontario SSS eS OeeeEeee 


Another product of AMF... better by design 


we eee 
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THE PROFITABLE 
POINT OF 
NO RETURNS 


Famous Carvel Hall offers guaran- 
teed quality and direct factory 
service to give you premium profit 
protection. 





Any retailer has a right to expect a quality cutlery 


SELL THE LINE THAT’S PROFITABLE 


line to be adequately promoted, styled to sell and | 3 
; No wonder cost-conscious, profit-minded retailers 


priced to move quickly. But unless the manufacturer 


é count their profits made when they sell matchless 
stands firmly behind his product, these same ele- 


| . ree Carvel Hall Cutlerv. You will. too. Write today for 
ments can backfire on him painfully. Increased sell- : ; | a 
: ; : complete details. name of nearest distributor, new 
ing costs, handling costs and damaged goodwill can . ' . 

. , profitmakers in the line. 
change profits to losses overnight. 


THE CARVEL HALL GUARANTEE CHAS. D. BRIDDELL, INC., CRISFIELD, MD. 
If Carvel Hall goes the limit in any one direction, " 
profit protection is it. No other guarantee is more Of, 


complete, more genuine, more clearly stated. Carvel ! 4 

Hall Fine Cutlery and Homemaker Cutlery are sold oan A a 
with 100% quality and lifetime service guaranteed. aT'Tarathala <7 
Other items in the line carry guarantees or warran- Cay 
tees equal to or better than standard for the industry. 


All returns are handled from consumer to factory. 
























CURRENT and CHOICE 
SET No. 9050—5-pc. Homemaker® Set in 
black-copper with Knife-Plok* $19.95 re- 
tail. Also in Ivory. 

SET No. 7700—New Knife Sharpener, UL 
Approved, fully guaranteed in smart 
black-copper, $14.95. 

SET No. 5746—46-pc. Constellation Set in 
black-copper with Tray-Pok, $9.95. Also 
in lwory. 

SET Noe. 6053—Mot. Carver, Slicer, Fork 
with Vogve handles, Jewel-Box Chest, 
$26.00. 


SET No. 5166—4 Steak Knives with Classic 


handles, new Colonial Chest, $33.50 retail. 
*Potent Applied For 


4 
Set No. 7700 } ‘ 
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: | BIGGEST VALUE OF THEM ALL | 
. IN THE LOW-PRICE FIELD! 


THE 1955 
* 














ow cost 
L-PORCELAIN, t 
ace WASHER 


MODEL 


AUTOMA 


FIRST and ONLY All-Porcelain 
Washer in the Low-Price Field ! 


FIRST and ONLY All-Welded 
All-Steel, One-Piece 
Wrap-Around Construction ! 











TOP QUALITY— 
TOP FEATURES— 
LOW CcOosT!? 


® NO need to fill the tub with a hose ie -NO matic washer a5 lg vn 

need to adjust water temperature at the faucet — sensational new low-cost H« 
. NO need to manually advance every step in Automatic Washer Model LH LH7. It’ 

the cycle... NO need to shut off manually. the hottest model in the n arke ett t ; 


5 . Have your Ff | 2 , ee 
This low-price washer is automatic! i day. : Pag: geet. 
depth? 3 tor tell you allabout it! 





RANGES + REFRIGERATORS + DISHWASHERS + DISPOSALLS™ + WATER HEATERS + FOOD FREEZERS + AUTOMATIC WASHERS + CLOTHES DRYERS + ale CompitioNtes 


HOTPOINT CO. (A Division of General Electric Compony) 5600 West Taylor Street, Chicago 44, Illinois 
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K-20 Beginner's Set... 1! at. and 1% aft. 
Seuce Pans and Covers, 6 in. Skillet and Cover, 
Polished Stainless Stee! Rock with 4 adjustable 
Hongers... $15.95. 


2 new Revere Ware Gift Sets... 
more sales — 


Now 4 gift sets! Two important new. Revere Ware Gift Sets are 
now added to your Revere Ware line! They are the new 41800 
Good Cook’s Set, and the new #2200 All-Purpose Set. They 
give you new profit potential on Revere Ware Sets by providing 
you with 4 sets in 4 price ranges to fit any budget. All are beau- 
tifully packaged for attractive counter display .. . all have 
sparkling eye appeal. They sell on sight! 


oO STa,z 
‘ie Ve 
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ts 
~~ 
a 
¢ 
a) 
a 
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#1400 Kitchen Jewel Chest... ! at. 
2 qt. and 3 qt. Sauce Pans and Covers, 
4 at. Sauce Pot and Cover, 6 in. Skillet 
ond Cover, 10 in. Skillet and Cover, 6 
Cup Percolator. De Luxe Hanging Rack 
with 10 adjustable Hangers... $55.95. 
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more profits! 


Sell children too! Now, double your sales. Sell Mom a set, and 
one to daughter, too! These three new miaiature Revere Ware Sets 
—of real copper-clad stainless steel—are exact reproductions . . 
Look and cook like Revere Ware, “The World's Finest!” Revere 
Ware Miniatures are packed in colorful play-stove cartons. They 
have the same appeal to daughter that the large Revere Ware 
Sets have for Mom. 

Feature Revere Ware Miniatures on your Revere counter and 
in your toy section. 


#597 Minieture Set... Covered Sauce Pan—holds 6 

Covered Sauce Pan—holds 7% oz., Covered Sauce 
Pon — holds 9'2 oz., Open Skillet — 4% in. dia., Covered 
Sauce Pot—holds 92 oz., Coffee Pot with Cover—holds 
9% oz., Whistling Tea Kettle with Trigger Control — holds 
9 oz. Packed in colorful play-stove carton... $14.95. 





a 


Added feature! Each Miniature 
Revere Wore carton is printed in color 
to provide a play-stove! 


i 


Rage sigh x 
a Fy “a 
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DELUXE CAN OPENER 


The Can Opener that's 


geared for easier 


can opening. It's 


America’s largest seller 
#507 Cadmium finish *2.49 


Magnetic Model #607 Cadmium finish *3.49 






















For a long time your customers have known that SWING-A-WAY 
is the worth more product, yet costs less. In today’s 
give-it-more-value market, it’s plain good business to 
offer your customers the bigger-value package SWING-A-WAY 
gives you. More than ever before... there are more sales 
. . more profit... for you with SWING-A-WAY 








KNIFE SHARPENER... 





It's a can opener, 
knife sharpener, bottle 
opener...all in one 


convenient appliance. 


AUTOMATIC 
CAN OPENER... 








: , Opens cans in half the 
c an , © tion locks 
PORTABLE ICE CRUSHER ne mon 
on can and removes the 
W's portenie for con- lid. 17S THAT SIMPLE! 
venient use anywhere £1407 Cadmium finish $3.49 
ice Bucket cup holds #1409R-W-Y Red, white or yellow 


enamel $3.98 


crushed ice from two full 
trays. Self-feeding cutters 
and a simple adjustment 
for fine or coarse ice 
1909R-W-Y-B White 


enamel body; red, white PORTABLE CAN OPENER... 
yellow or black cups $8.95 


SWING-A-WAY MANUFACTURNG CO. 
SAINT LOUIS 16, MISSOURI 
In Ceonode: Fex Agencies, Port Credit, Onterio 













Here's a can opener you 


: ae can use anywhere. 


Kitchen, picnics, trips, 


a barbecues. Smooth, 


double-gear action. 





#407 Cadmium finish *1.98 
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— you can build business with film made of Polyethylene 
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Film extruded by Poly Plastic Products, Inc., Paterson, N. | 
Bags supplied by Austin Industries, Marlboro, Mas 






















Here iS a brand new sales tool — ... product visibility t rwuser conven- 
conceived by the makers of Expello lence, and good printing qualities to 





made possible with film made ot highlight the Expello name. 
BAKELITE Brand Polyethylene. Now. with polye thvlene s econ- 

Its simple and ethcient—a “visible- omy, we Can give hang rs away tree 
supply closet hanger moth killer. Put with our 2%. 5 and 10 lb. containers 
in a pound of Expello crystals. Hang ...anew sales angle for dealers.” 

; ‘ Ona hook. CGoodbve Triis¢ rable moths Once avain, BAKELITI Polye thyl- 
and ravVenous lary <. ene Ss wuseé fil combination of prope r. 

How did polyethylene make this ties brings a sales idea to life. And, no eRano 
possible? Sam Knox* explains, “We matte! what YOU Se I}. its an excellent Pol eth lene Plastic 
tested different films for months. Only idea to feature brands pac kaged in y y 
polye thvlen met ill OUT hee cs COTT- him made ot BAKI LIT! Polve thy le ne, 
pletely chemical resistance against if vou do the packaging, see your 
paradichlorobenzene) . . . strength packaging supplier. 
and tear resistance (no need to reen- *Pres., Judson Dunaway Corporation, 
force the hanging hol .. flexibility Dover, N. H., makers of Expello, Vani 
{ii cracking vhet folded into can and oO I ouseti kd pl ducts 


BAKELITE COMPANY, 4 Divist ri f Uni n ¢ arhid and Carly rl ( rpoyqr ifiwn UCC it I t 12nd Street NEw } 3. Wi N Y. 


’ 


The term BAKELITE and the Tretoil Symb ire revistered trade-marks of UCC 
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is available. Ask your distributor. 











This attractive Aqua Ripple display 


In MAY i ler Home y Libbey advertises an 


exciting new pattern 


and Gardens 


Glassware Sets 
‘y LIBBEY Giass 


é 


Hene’s news about an exciting Libbey 
Glassware Set, for volume Springtime 
promotions! Exciting new go-with- 
everything light blue color! Rippling 
circles, blown in each glass, create a 
sparkling new texture. Dramatic with 
modern or traditional china. Glasses are 
prepacked in sets of eight for easy han- 
dling and delivery. 

Aqua Ripple Glassware Sets are so 
rich looking—yet cost so little. So right 
for today's easy-does-it entertaining ... 


LIBBEY SAFEDGE GLASSWARE 


AN (1) PRODUCT 






iY WL | 4 Glassware Sets 


to retail for about $2.00 for set of 8 


so perfect a way to add color to a table 
setting. 

Were giving these sparkling sets a 
big push towards popularity with an 
eye-catching, two-color advertisement 
in the May issue of Better Homes and 
Gardens- the issue that reaches the best 
customers in your own neighborhood. Be 
ready when the *y ask you about Libbey’s 
Aqua Ripple. C ontact your distributor 
or write or wire Libbey Glass, Division 
of Owens-Illinois, Toledo 1, Ohio. 


Owens-ILuINoIS 


GENERAL OFFICES - TOLEDO 1, OHIO 
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HEAVY-DUTY RUBBER EXTENSIONS 











be 
are 
the color protects = , e 
ee? e t 
d. makes ! stand ov 
core, 1 backgrounds 















packed in individual 


° st a 
again corrugated cartons 


% 














is FuLLY UL ListeEb 





@ ROvAL ELECTRIC RED “SJ” CORD Cot.No. [length | Cord | Packed | Sip Cont] Weigh 
@ NEAVY-DUTY MOLDED-ON RUBBER CAP M-1825 | 25° | 18-25) | 1 | 24 | 44 Ibs. 
AND CONNECTOR M-1850 | 50 18-2 SJ 12 | 35 
@ BUILT-IN STRAIN RELIEFS M-1625 | 25 1628) | 24 | 50 
@ EASY TO DISPLAY AND SHIP M-1650 | 50° 16-25) 1 | 12 | 44 
@ COMPLETELY SAFE AND DEPENDABLE _M-16100) 100 | 628) | . is 


cee ener eeentne nena ~ a rd 





for LAWN MOWERS * HEDGE CLIPPERS * POWER TOOLS * and 101 OTHER USES 


ORDER FROM YOUR WHOLESALER... FOR THE BIG SPRING and SUMMER DEMAND 







ROYAL ELECTRIC COMPANY, INC. PAWTUCKET * RHODE ISLAND 


Monvifecturers of WIRE © CORD SETS © FUSES 


WIRING DEVICES »* ROYALITES for Christimes 
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Stock up NOW with this self-selling Sylvania assortment. 


Yes, summertime is fast becoming an important, high-profit 
light-bulb season—for dealers who handle Sylvania Bug-Lites. 


ae ~ tee 


Your customers will pay a premium to stretch the daylight hours 
... and to enjoy the extra outdoor comfort that Bug-Lite offers. 
So get a Sylvania Bug-Lite factory-packed merchandiser on 
your counter now. 

Sixty-four-bulb assortment comes complete with attractive 
display card and colorful wrap-around .. . available with pre- 
pricemarking . . . ready to bring a suggested list of $16.48. 


Get details from your Sylvania supplier today. 


Sylvania Electric Products Inc., Lighting Division, Salem, Mass. 
In Canada: Sylvania Electric (Canada) Ltd., University Tower Bldg., Montreal 


SYLVANIA' ¥ 


... fastest growing name in sight 





LIGHTING ° RADIO ° ELECTRONICS - TELEVISION . ATOMIC ENERGY 
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the year, 4 color 
ads like this will help 


you sell more and more 





housewares made of 
BAKELITE Brand Polyethylene. 


Starting in May, a large-scale pro- 
motion will pre-sell your custom- 
ers on housewares that are tops 
in quality, tops in serviceability, 
and tops in appearance .. . be- 
cause theyre made of BAKELITE 
Brand Polyethylene. 

Make sure the housewares you 
sell measure up to this service and 
satisfaction. Insist on products 
made of Baxe.rre Brand Poly- 
ethylene. Their durability and 
lure-ability mean a faster turn and 
more profit for you. 


STOCK housewares that 
back you up solidly with — 
Advertising, ! : 
ing and Presses 











sO pLiaBle oe” 


TH, 
so LIGHT, SO snore 
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OSROW’S “QUIK-SUDS”" 


CAR & HOME WASHER naa the 
” edie Hydraulic Sudser 


This is the washer that is doubling dealer sales all over 


the country... keeping our production lines on a 24-hour 
basis to meet the enormous demand! 


Everybody’s demanding the 


Quik-Suds | \ Car Washer with the Hydraulic Sudser 
Whirl A Way \ \\ 


with Hydraulic Sudser | \ you just 
retails for only $6.95 
Quik-Suds Wash A Way \\ : 
with non-rotating \ for rich suds | 
horse-hair brush 
retails for only $4.95 | Pi) i] 
for clear water! 


Here's the new principle that cuts washing time 
in half. . . eliminates wiping . . . never leaves streaks! 
So perfect, Osrow guarantees it for a full year! 





ATTENTION 
DISTRIBUTORS: 


New profitable distribu- = ~—sNow Whirl A Way has the New 
torships for Osrow prod- 


ies: ane end ts eusie y HYDROSEAL COUPLING 


ereas! Contact Osrow 4 that guarantees complete protection 
immediately for details! against leaks. An absolutely water-tight seal 
between the washer and your hose! 


OSROW PRODUCTS INC, 95.10 21st street 
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FREE TRIAL SIZE 
FOR YOUR CUSTOMERS! 


For 60 days only! Osrow includes 
free 2 oz. bottle of “Sparkle” with 
every Quik-Suds Whirl A Way and 
Quik-Suds Wash A Way package. 


2 ounces ...more than enough for a 
complete car wash! Independent market 
surveys of '‘In-Package" free-sample mer- 
chandising show that 1 out of every 2 
new ‘‘tryers'’ becomes o permanent user. 
This guarantees a huge, continuing, re- 
purchase demand for dealers handling 
great new ‘Sparkle’’! 


Special 30-Day 
Offer for Every 
Dealer 2 Jobber! 


Expires June 15, 1955 


K 


Liquid Detergent! 


R 


: w'> * 


Specially Created for Car and Home Washers 


Made only by Osrow...Developed by our chemists for our famous 
‘“Quik-Suds Whirl A Way” and ‘‘Quik-Suds Wash A Way” 


made to give better results with these or with any washing method. 


Amazing A-N-O 


A Miracle Additive Makes “Sparkle” the Only 
Detergent that Actually Shines as it Washes! 


Brings out the gleaming surface lustre on cars, windows, or anything you clean, 
after grime and dirt have been completely washed off by ‘‘Sparkle's'' bubbling 
foam action! ‘'Sparkle’’ does all those tough cleaning jobs around the home 
... leaves cars and homes gleaming .. . ‘Brighter Than Bright’’! 


...and 








Less than 16¢ a Wash in these days of $2.00 Commercial Car Washes! 
Retails for $1.59 for 16 oz. bottle...enough for at least 10 car washes. 


0) data Me) lie) 7 7 wile), Me), Me dell) me) ia / ey te)e) © 
ile), 7.) iaee) hl eelt), a2) i elt) miiae)t) le), Bi iici, ime, le) s 


OSROW PRODUCTS, INC. 95-10 218th Street, Queens Village, N. Y 


Gentlemen: Please rush me full information on Extra Discount 


for Osrow's ‘Sparkle’ liquid detergent. Also enclose your de 


scriptive literature on ‘“‘Quik-Suds Whirl A Way” and ‘Quik- 


Suds Wash A Way. 


Name 
Firm Nome 
Firm Address 


City Zone Stote 


eee ee ee 


QUEENS VILLAGE, N. Y. 


HARDWARE AGE, MAY 12, 1955 


63 





? 
Here’ plenty of honey NESCO 
Beautiful new designs... distinctive styling... per- 
fection in usefulness . . plus America’s widest choice 
of matched and blended colors describes the wide 
selections available from Nesco... America’s fore- 
most manufacturer of decorated ware. Shown here 
are three distinctive Nesco patterns that will create 


a “buzz” of excitement with America’s homemakers. 
They're “Honeys”...that will make you money! 


Pa 
ort Complete Assortment of Popular Nesco 


, ‘SINEN 


Everything from popular square canister sets to 
new slant door breadboxes...cookie jars to 
salt and peppers...everything for the kitchen 
is available in crisp Nesco Linen. Choice of 
yellow, red, green and assortments. Popular 
~ Nesco Linen sells on sight. 
= = oe ae ae ae ae oe oe ee oe oe oe ae 
ao 


Plus The Smart New 


MELODY STIX 


Here’s a Nesco original designed by world- 
famous designer Raymond Loewy. In a choice 
of decorator colors that blend with any decor 

. buttercup ... coral... larkspur. Complete 
selections unsurpassed for style and beauty. Be 
on the move with Melody Stix. - 

a 

—_ = 
Pe achineshe semealimmatinne tretsiiams teal matitt 


> wWHOMESTEAD 


in HOUSE and GARDEN Colors 


Provincial country scene in natural colors.. 
complete in every detail from Early American 
farm house to crowing rooster. Choice of 
sandalwood, flame and citron. Complete en- 
sembles to capture “Her” heart .. . open “Her” 
pocketbook for you. 





cm 
a. 
7 
ay 


puofit pacd. 


MATCHED SETS OF NESCO 
LINEN AND MELODY STIX 


There's a Profit Pac set of pretty 
Nesco Linen or Melody Stix for every 
purpose . . . for premium promotions 
.. . gifts . . . introductory offers. 
Starter sets ... apartment sets... 
premium sets and homemaker sets . 
each pre-packed in attractive gift car- 
STOCK AND SELL _. tons. Ask your Nesco Distributor for 
Customer Approved complete details on Nesco Profit Pacs. 
Nesco Decorated Ware, Pa 
Electric Appliances eae o 
and Galvanized Ware. — ind ee 


’ 
“Buzz” ey 7 
stamens ostuer. —a=“e You are always RYTE...with NESCO! 
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Your two big markets: home builders — 
do-it-yourselfers ! 


one-piece counter and backsplash 
Now, with 
new Curvatop, made of famous Consoweld Plastic Sur- 
facing, any builder or do-it-yourselfer can get the “ 
* look 
or forming equipment are required! To you—Curvatop 
profitable “‘package’’ with instant sales 
. a package with BIG profit opportunities. 


Formerly, a formed, 
work surface has meant a custom-made top. 


custom- 


made quickly, easily, at low cost! No special tools 


means a new, 
appeal .. 


Ask for a demonstration on easy installation! Your Conso- 
weld Distributor is now equipped with demonstration 
kits that show you—step by step 
stall Curvatop. The kit also shows how counter edges 
are finished off with beautiful Consoweld Twin-Trim* 
mouldings, color- and pattern-matched with Curvatop, 
for a neat, permanent installation. 


Get the facts on the entire Consoweld line! Curvatop is a 
companion to other Consoweld plastic surfacings, 


how easy it is to in- 


each 
especially designed to produce the best results at a mini- 
depending on the requirements of the job: 
shop fabricated or job-installed;: 


mum cost, 
vertical or horizontal. 
Distributors: a few good territories are still open. Inquiries 
are invited from aggressive organizations. *Trademark 
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see yiaaeaeetene! OR er ARS 


Neat 


Reach NEW profit me NEW 


+CURVATOP 


Preformed plastic surfacing- one-piece counter top and 
backsplash — ready to install in kitchens and bathrooms 


CONSOWELD 


the nation’s finest plastic surfacing 


RE eae w 


Mail coupon today 


y 

» 

for complete information f 

Consoweld Corporation i ) 
Wisconsin Rapids, Wisconsin 

; 

Please have our distributor set up a (Curvatop & 


demonstration for us 
selves if it offers a new source of high-profit sales 


NAME 
COMPANY 
ADDRESS I 
CITY STATE 
SEE harm se PRAEDy 
egistered a : } ' e Art te Company Ltd.. Montreal, Quebec 


4 Curvatop is a one-piece preformed Consoweld unit, | 
= 8% feet long and 25% inches wide for standard coun- 








ter widths. Easily cut to shorter lengths or widths 
Your Curvatop “package’ includes Curvatop ina : 
choice of 10 popular colors and patterns and 
Consoweld accessory items to produce a complete 
installation with that “custom-built look 
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Here is a patented item without compe- 
tition — Lee's sales record over ten years 
proves its worth. Everyone who prepares 
green corn (roasting ears) in any form 
needs the Lee's Corn Cutter and Creamer. 
Cuts cream style or whole grain faster, 
easier than any other known method. You 
make a friend with every sale. Guaranteed. 


RETAILS AT 


Buy early! 











NOW: Display THE FAMOUS 


Leck CORN CUTTER 
and CREAMER 


ON YOUR CHECKING COUNTER 
it sells on sight! 


ORDER LEE’S CORN CUTTER FROM ANY WHOLESALE 


DISTRIBUTOR LISTED: 












ALABAMA 

Allen & Jemison Co 

Tuscaloosa, Alabama 
ARKANSAS 

F. C. Stearns Hdw., Inc 

Het Springs, Ark. 
CALIFORNIA 

The Thomson-Diggs Co 

Sacramento, California 
GEORGIA 

Beck & Gregg Hdw. Co 

Atlanta, Georgia 

Sheffield Hardware Co 

Americus, Georgia 

R. C. Cropper Co 

Macon, Georgia 
INDIANA 

The Schafer Co., Inc 

Decatur, Indiana 
IOWA 

Luthe Hardware Co 

Des Moines, lowa 

Knapp G&G Spencer Co 

Sioux City, lowa 

Cutler Hardware Co 

Waterloo, lowa 


KANSAS 


The W. A. L. Thompson Hdw. Co 


Topeka, Kansas 


KENTUCKY 
Belknap Hdw. & Mfg. Co 
Louisville, Kentucky 


LOUISIANA 


Woodward, Wight G Co., Ltd 


New Orleans, Louisiana 


MASSACHUSETTS 
joseph Breck & Sons Corp 
Boston, Massachusetts 


MINNESOTA 
Marshall-Wells Co 
Duluth, Minnesota 
Marshall-Wells Co 
St. Paul, Minnesota 
Farwell, Ozmun, Kirk & Co 
St. Paul, Minnesota 


MISSOURI 
Shapleigh Hdw. Co 
St. Louis, Missouri 


MONTANA 
Marshall-Wells Co 
Billings, Montana 

NEBRASKA 
Paxton G Gallagher Co 
Omaha, Nebraska 


OHIO 
The Canton Hardware Co 
Canton, Ohio 


The Bostwick-Braun Co 
Toledo, Ohio 


OREGON 
Marshall-Wells Co 
Portland, Oregon 


PENNSYLVANIA 
C. F. Wolfertz & Co 
Allentown, Pennsylvania 
Quaker City Paper Co. 
Philadelphia, Pennsylvania 
TENNESSEE 
Orgill Brothers & Co 
Memphis, Tennessee 
TEXAS 
Cullum & Boren Co 
Dallas, Texas 
Huey & Philp Hdw. Co 
Dallas, Texas 
F. W. Heitmann Co.. Inc 
Houston, Texas 
WASHINGTON 
Marshall-Wells Co 
Seattle, Washington 
Marshall-Wells Co 
Spokane, Washington 
WISCONSIN 
lohn Pritlaff Hdw. Co 


Milwaukee, Wisconsin 
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“J&L WARE MOVES FAST, TOO 


..» with higher profits for you”’ 


Your customers know J&L Galvanized Ware—They'll tion. If you need additional information or help, write 
keep your stocks moving fast. direct to J&L. You'll be glad you did. 

Galvanized ware moves better and profits are more ° 
satisfactory when you stock a line with an accepted name Sones a laughlin 
like J&L. Your customers have confidence in the J&L 
name and its reputation for quality and sturdy service. STEEL CORPORATION 

J&L galvanized ware is priced for the big volume 
market. It yields a healthier profit to the hardware 


405 Lexington Ave., New York 17, New York 
dealer. Ask your hardware jobber for complete informa- WARE 


Galvanized Ware Plants: Toledo, Ohio, and Miants, Georgia 
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it’s the dashing new 

























Backed by e . 
the biggest = ia + 
nationally ice © mia 
advertised . «an ice crusher to treasure 


. .. and the sizzling sales 
sensation of the year 


... get set for warm-weather 
buying 
Combines the Ice-O-Mat’s 
mechanical genius with a 
smartly styled new idea: A 
handsome bucket to catch the 
crushed ice output. Handy for 
hearth-side gatherings, or a 
cool terrace or patio. Versatile, too. 
Turn right for fine ice, left for 
coarse. And its stainless steel 
blades crush a tray of ice cubes 
in about 22 minutes. 


and merchandised 
campaign in 
ice-Crusher 
History 





























Lerge, gleaming chrome hopper with choice 
of black, red or yellow bucket. 


i “3 No. NK480 $] 2?> mace 




















PRE-SOLD FOR YOU IN 
COLOR WITH ADS IN 
LEADING MAGAZINES 














RIVAL TABLE STAND 


A useful accessory for your 
Bucketeer. Its suction base ad- 
heres to any smooth, flat, non- 
porous surface. 

95 


No. 481 
RETAILS $5 1 v.6.8 












Two-Way Vogue 
Wall Model Table Model 
ICE-O-MAT® ICE-0-MAT® 

America’s Most Complete 

Line of ICE CRUSHERS 
















Order now. from your distributor or write 


RIVAL MANUFACTURING CO., KANSAS CITY, MO. 
RIVAL MANUFACTURING CO. OF CANADA, LTD., MONTREAL 
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Hilo Rotisserie units are individu- 
ally packaged complete and ready 
to operate in convenient, attractive 


Red pebbled carrying case with 
double duty handle. 


Hi-Lo “Chow-wagon” 





Portable Lawn Grill 
A real man-size grill! Big brother to the 
model shown below, the ‘‘Chow-wagon 
sets up in seconds and is extremely prac 
tical for indoor or outdoor cookery—any 
where. Incorporates the famous 4-level 
heat control, vented firepan and side 
panels, Kromolite cooking grill—plus 
gleaming tube steel legs and clear plastic 
wheels. Folds down into flat two-piece 
unit to fit carrying container. 





Hi-Lo Folding Picnic 
Stove and Grill 





A natural! Cooks perfectly anywhere 
Use charcoal or other solid fuel. Cooks, 
fries, broils on hinged steel fry top 
or wire grid. No pans required 
Has the original 4-level heat 
range adjusted by moving the 
firepan, not the food. New folding han 
die attached to firepan. Folds down into 
attractive Red carrying case with double 
duty handle. Everybody likes ‘em 











MORE STARS OF THE | 
POPULAR Ff 








1, 


All yours . for a bigger, better, faster moving 
Hilo line that has become the favorite of outdoor 
cookery fans across the country. And now there 
are more sensational new items . . . more exclusive 
new operational and convenience features that 
mean fast, profitable sales on sight. 


The New Hi-Lo Rotisserie 


Here’s another attractive and practical member of 
the fast-growing Hilo line, the new Hilo Rotisserie 
has that special appeal to cookery fans the world 
over, and. . . at a price they'll really enjoy! The 
Rotisserie unit will fit practically any make or 
model grill, fireplace or picnic stove. It’s quickly 
and easily attached, battery operated, requires no 
plug-in, no wires. It's easy to take along to picnics, 
parties, etc. It will operate anywhere. Just display 
‘em ... and they sell themselves! 





Hi Lo Sizzler 
Portable Lawn Grill 


Here's a new one too! Completely differ 
ent, yet so simple and practical. Includes 
all of the famous Hilo features, folds 
compactly for storage or transport with 
no loose parts. Tube legs and heavy duty 
firepan, rust-proof steel Kromolite cook 
ing grill, 4-level heat adjustment. “Siz 
tler’s ore individually cartoned for 


rapid, simple sales 


Hi-Lo Portable 
Folding Patio Grill 


Brazier’ 


Here's the easy way to increase your grill sales 
With the Hilo the only completely 
modern, portable, folding ‘Brazier’ type grill 
available today. This handsome big grill af 


Brazier 


fords beauty, simplicity plus the type of engi 
neering that makes cooking o pleasure. Has 
larger cooking orea, black heavy duty round 
firepan, modern brass plated stee! tube legs, 
balloon tire wheels, natural wood handle and / 
deluxe 4-leve! heat adjustment. Sets up or folds 





with one easy movement—requires no assembly 


and no parts to lose. Individually cartoned for 


fast profitable sales. Priced low for volume sales 








UNION STEEL PRODUCTS CO. 


ALBION, MICHIGAN 





Consumer Products Division 





Filter shows why... 






bugs don't go for 
ut customers do 


...especially during the big General Electric 
Yellow Bulb Promotion starting May 16! 


B IGS buzzin’ ’round a porch light. Bah, what a 
nuisance! Swatting and ducking these uninvited 
guests Can turn a nice, quiet summertime evening 
into a general retreat. 

That's where General Electric Yellow Bulbs come 
to the rescue. Unlike ordinary bulbs that attract night 
flying insects with their brightness, G-E Yellow Bulbs 
don’t send out any invitations. Night-flying insects 
are comparatively blind to them. Don’t see them. 
Don’t gather around. The photo at right shows how 
General Electric Yellow Bulbs look to bugs. . . dark 
and uninviting. 

EVERYONE OF YOUR CUSTOMERS can use the yellow bulb 
for porch lights, backyard lighting, garage lights, 


G-E YELLOW BULBS 


MEAN EXTRA SALES 


WHEN YOU TIE IN 
WITH ADVERTISING 
LIKE THIS.... 






JANE FROMAN TV SHOW: 
JUNE 2,9 





any outdoor installation. Here’s a big market—and 
it's yours if you join General Electric’s promotion 
starting May 16! Put up big displays—reap big profits! 
Display G-E Yellow Bulbs with insecticides and fly- 
swatters. And in your regular bulb display, too, of 
course. And, remember, the extra volume means 
extra profits. G-E Yellow Bulb sales don’t compete 
with your regular bulb business. 


DON’T MISS THIS PROFIT-MAKING OPPORTUNITY. 
General Electric’s Yellow Bulb promotion is backed 
by TV and magazine advertising as well as colorful 
point-of-sale material. 

Plan your displays now. Order a big supply 
of General Electric Yellow Bulbs today. 






















FULL PAGE, FULL COLOR— 
MAY 21 
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SATURDAY EVENING POST: 





BUG'S-EYE VIEW 


Bright light attracts night-flying insects. 
A scientifically designed blue glass filter 
(above) shows how an ordinary bulb and 
a G-E Yellow Bulb look to bugs when 
lighted. Notice how bright the ordinary 
bulb looks. It acts like a magnet for bugs! 
But the G-E Yellow Bulb is almost invisi- 


ble. Bugs can’t see it...aren’t attracted to it. 


muganaverms GENERAL @@ ELECTRIC 
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Your Hardware 
Jobber Today 
direct to factory 


for name of your 


I i | 


O10) 


MONEY-MAKERS 
HARDWARE 


Today, thousands of “Wide Awake” Hardware Dealers 
have found that Lomaware is a real “Eye-Opener” for 


extra Hardware Sales. 


Call your Jobber today . . . he has the complete 
line of Lomaware Money-Makers . . . NOW’s the 
time for you to cash in on extra profits 


with Lomaware Quality Plastic Housewares. 


The Pace Maker Line For ‘55 
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| now... 

more in sight 
in sound 

in chimes 


< — 
. 





by Epwarps 



































@ For freedom from fear of fire—the Edwards Home Fire Alarm. 


@ A completely new concept 
in chime design... fresh, 
interesting, eye-catching. 
Styled by Francesco Collura 
to fit smartly in today’s homes .. 
contemporary or traditional, 









formal or informal. 





New Vibrechord sound, 




















exclusive with Edwards 

Not the usual clipped note, 

but a sustained signal, 

a mellow tone that carries 

all through the house. 

Actually makes ordinary chimes 
sound feeble and obsolete. 


Hear it...you'll be amazed 


New, advanced engineering 





gives finer tone quality 
with enclosed sound chambers. 





No exterior short tubes mar 
the beauty of Edwards Chimes. 





See, hear, try them! 
New Edwards Chimes sell 
on sight...and sound! 


a CANTERBURY... $79.95 


b CLARIDGE ... $44.95 
with clock ... $69.95 


c HIDEAWAY 
recessed ... $9.95 


d BOLERO ... $7.95 
e MINUET...3$8.95 
f CADET... $4.95 


Send for color foider 
with complete descriptions 
of entire line 


EDWARDS COMPANY, INC., Norwalk, Conn. 
in Canada: Owen Sound, Ont. 
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No chipping, no clatter, 
and no wonder... they're 


Rabbermeaid, diskpans 


Pretty soft for dishes' Cushion your sink 

al bowl, too, with a colorful, silent 

—_ . . m 4 
ubbermaid dishpan. Breakage is all but 
: , . . 

4 6 umpossible' Speeds daily dishwashing 
tasks. Handy for meny household uses 

>. 













' From $1.69 to $1.98 in red, white. vellow or 
\ pink, wherever housewares are sold 


’ For free foider showing of! Rubbermeid 
\ products, write The Wooster Rubber Company, 
Depertment 8-35, Wooster, Ohic. 


Pres slightly Asgher in ( snada 


MEME TROT ME AS Ee RRL 












These two full-color Rubbermaid Dishpan 
ads will appear this summer in— 
WomaAan’s Home COoMPANION—JUNE 
AMERICAN HomE—JULY 
Betrer Homes & GARDENS—AUGUST 
McCaL_’s—SEPTEMBER 
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Kebbermaie @ HOUSEWARE 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 










Fiuberwmiaal 
DISH, PAN 
. ‘ t 0 digs 












A Pa 
- = ote 2a 4 
Avaiadte wherever howsewares art sold Prices shgmtly mgher 0 Canada 
Colortul, entirely new dishpans cushion your dishes and sink Choice of three sizes, $1.69 to $1.98 Red, 


white, yellow and pink. For free folder, write The Wooster Rubber Company, Dept. M -35, Wooster, Oto 
i sii ieicesideieienaimenne IRE SEIT en Eis 


With dishpans, toc 
Rubbermaid 
means business 


Now dishpans are part of the best-selling 
Rubbermaid line. And we’re giving them every- 
thing you expect from Rubbermaid. 


¢ Right prices . . . from $1.69 to $1.98. 

e Full-color national advertising. 

* Recognized brand name. 

e Full color, self-selling labels. 

e Three sizes in four colors that women prefer. 
e Healthy margin. 

e Fast turnover. 


It all adds up to another Rubbermaid 
money-maker for you. Stock up now. 
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Selected as on example of Good Design 3 


for exhibit at the Museum of Modern Art 





HARDWARE AGE, MAY 12, 1955 





—hbut first, be sure 
you have plenty of 








SWIF comes in the 
new unbreakable plastic 
tubes, each enclosed in an 
attractive blue-and-orange 
box with a photo-illustrated 
instruction sheet. 

























The big run is on for SWIF Solder. 
Your customers are reading about it 
in ads in the big national magazines. 
They're hearing about it from friends 
and neighbors who have tried it. They're 
finding that Swif, the real 50/50 Tin- 
Lead Solder with flux in paste form, 
enables even a beginner to do perfect 
soldering jobs with no fuss or bother. 


And with a big 40% discount to you 
on this 59¢ best seller, you'll be happy 
to supply them! 


Swif Solder is the “do-it-yourselfer’s’ 


dream. No separate flux, solder, clean- 
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HERCULES CHEMICAL COMPANY, INC. 


ing tools. Just apply Swif, heat (use 
only a match for small jobs) and you 
have a permanent, professional job. 


So—be sure you have plenty of 
Swif Solder on hand when the big 
IRHA and other consumer promotion 
sends your customers in asking for 
Swif. Order today from your wholesaler. 
If he doesn't have Swif, please order 
direct and send us his name at once. 


Priced and packaged 
to sell fast! 


rerau price 59° 


DEALER 
DISCOUNT ra O y | 


332 Canal St., New York 13, N. Y. 


Hottest NEW *4.93° kitchen clock! 






GENERAL ELECTRIC-TELECHRON “CUPBOARD™ MODEL IS SMART, 
VERSATILE, EASY TO READ, SURE TO BREAK SALES RECORDS 
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HERE’S WHY THIS GREAT NEW BEAUTY WILL BE A BEST-SELLER FOR YOU 


1. PROVEN SALES APPEAL of two great names, General 


Electric and Telechron 

2. LOW PRICE—retails at a customer-pleasing $4.98* 

3. CONSUMER PRE-TESTS rank it very high in consumer 
preference 

4. VERSATILE— hangs on the wall, or sits on a shelf or 
kitchen counter 

5. EASY TO READ—big, full-width dial, big numerals 


6. BRILLIANTLY STYLED— mode! 2H103 in red, white or 
yellow case, with white dial; or in rich brown case 
with wood grained effect on dial 





7. POPULAR SIZE—5'%4 inches high, 6% inches wide, 
23% inches deep 


GET SET for the biggest selling year you've ever had on 
electric clocks. Call your distributor salesman—today! 
Clock and Timer Department, Small Appliance Division, 
General Electric Co., Ashland, Mass. 


*Manufoecturer's recommended retail or Fair Trode price, pilus eppliceb/le toze 


Progress /s Our Most /mportant Product 


GENERAL @® ELECTRIC 
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A the L&C brown rome tn vroniing labled 


 «SMET-L: TOP 


®Sell the name everybody knows...the name that keeps 





























merchandise moving! Sell MET-L-TOP—the original all- 


metal ironing table—the pioneer of almost every modern 






ironing table improvement. Nationally advertised for many 






years...and only MET-L-TOP has the famous double-steel 






top that always stays smooth and level—proven in use by 





millions of housewives ! 
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A complete line of models 
in every price range! 


MODEL C-690—Flush side construction allows 
loads of room for knees and legs—‘‘floats” the 2 ‘i 









table right over the user's lap. Instant height ad- 
justment for sit-or-stand ironing. Chartreuse top, 
dark green legs, chrome-plated feet. Retails for 







MODEL C-607 — Easy-to- 
operate height control 
quickly adjusts to eleven 
heights. Chartreuse top 
with forest green legs. 
Wide-spread, 
rubber-tipped 
feet prevent 
wobbling. 
Retails for... 


\ ow 9% 



















Good Housekeeping 


%0, wt 
45 sovranseo ™ 















— 








— 
Ww a 





ae 


For added profits—sell 


_- C0 meretoP 


PADS and 
COVERS 


“Made right to fit tight’... 
for MET-L-TOP and all 
standard-size ironing tables. 
Available with both foam 
rubber and cotton-knit pads. 






MODEL €-605—Same specifications as Model 
C-607, but with sparkling chrome legs. All-metal, 
all welded and riveted; sturdily made 

to last a lifetime. Retails for.........ceeseees 














MODEL P-600 — The 

time-tested leader of non- anc 
adjustable ironing tables. 

Designed to give many 

years of service at an 

economical price. Char- 

treuse top, 


forest green $ i 
legs. Retails 















tt cipneake 
GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Pau! Ave., Milwaukee 1, Wis. 
EXPORT AGENT. 25 Beower St... New York 4, N. Y. 





HARDWARE AGE, MAY 12, 1955 77 







































New! hetter weatherstr 
for doors... 





DRAFIITE 











Sales Tests Prove : 
. there is a tremendous oppor- 

tunity for door weatherstripping 

in the Do-It-Yourself market. 

DrafTite is ideal for this purpose. 

It’s a quality-product: made right, 

priced right and packaged right 


for easier sales. 





DrafTite ... what is it? 


@ a new weatherstrip, door seal made by the 





oldest and largest manufacturer of automo- 
tive weatherstripping. 


@a sealtite wool pile fabric rubber-locked 


into aluminum strips. 


@ aluminum strip will not rust or corrode; 
keeps its shape... lasts for years. 





DrafTite ... why customers buy it? 





@ seals doors against penetrating drafts. 


@ pays for itself... cuts fuel bills; keeps cold 
out even on w arped or worn doors. 


@ easily and quickly installed. 


@ has professional look when installed. 


Packaged .. . for quick sales 





@ Each envelope package (illustrated on oppo- 





site page) has sufficient material for amy stand- 
ard door: 6 lengths 28 inches long... 4 for 
each side of door frame and 2 lengths 18 





inches long for top of door frame; total 17 ft. 





» «+ Anyone who can drive a neil can Install DrafTite easily and quickly *Trademark and patent pending 













Liniversitv of Minnesota tested DrafTite ina sealed 


READ THIS... 
chamber where wind velocity was 45.5 mph. Crack 
Proof that DRAFTITE reduced perimeter around door was of an inch. Yet 


DrafTite reduced leakage past the door by nearly 
draft by nearly 70%! 


709%! This scientific proof is a big selling posnt. 


BUILDING PRODUCTS DIVISION 
Box 678 . Lexington, Ky. 
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best seller...makes money faster 














ideal for the Do-It-Yourself market 


Here’s Your Profit Story 


This superior, best quality, easiest-to-install weatherstrip 
is advertised to sell for $2.49 a package retail. Your cost 


is $1.50... a 40% profit. 


Look! 


fr Only $1.00 


Mail Coupon 
for One $2.49 
Retail 
Package... 





Draffite ... self-con- 
tained selling center. 


DrofTfite . «> package 
tells how to do-it- 
yourself, 
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To prove that DrafTite is right in quality, right in (postage paid) for only $1.00. Just fill in and 


price and right for your customers, we want you mail the coupon below. Include check for 


to SEE it...FEEL it.. 


. convince yourself that $1.00. LIMITED TIME OFFER. Clip and mail the 


you can SELL it. So, we will mail you one package coupon right away. 


Cut Out And 
Mail This Coupon 
To Get a $2.49 
DrafTite Package 


for Only $1.00 


HARDWARE AGE, 


MAY 


12, 





THE STANDARD PRODUCTS CO. 


Building Products Division | 
Box 678 «+ Lexington, Ky. 
Gentlemen: 
| accept your SAMPLE offer. Enclosed is our check for $1.00. Please mail me 
one complete retail package of your DrafTite weatherstripping 
Store Name | 
Address City | 
Stote Signature | 


Name of your preferred Jobber 


Address of your preferred Jobber 
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Hottest-selling 





insulation... 
in smallest 


space! 
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Foil on both sides (Type B) 
and on one side (Type C). 








You save precious space with this compact, high-efh- inside summer temperature as much as 15° — is 
ciency insulation. And you sell it fast to the cash- highly effective in winter, too. Also a good wind bar- 
and-carry trade, because a man can take home enough rier, and fire resistant. Quickly stapled into place. 
under his two arms tor an attic! The material itself Pull outa roll and display a tew feet—or use Reynolds 
has bright Sales Appeal ... handsome embossed alu- special color-printed display—and watch it stop traf- 
minum that feels clean and is clean to handle. And fic. Order now. For complete literature, write to 
you know the scientific story. This insulation re- Reynolds Metals Company, Building Products 
flects up to 95% of radiant heat — can bring down Division, 2026 So. Ninth Street, Louisville 1, Ky. 





THIS ALUMINUM BUSINESS IS MIGHTY GOOD! 


Reynolds /ifetime Aluminum |! Reynolds /ifetime Aluminum ! Reynolds /ifetime Aluminum 


Nails ea. — 


Special Merchandiser 
different colored 


Gutters and Downspouts | Flashing 















Beautiful, rust- Rustproof, looks best, 
works easiest, costs 
less! 50’ rolls in Dis- 
play Carton. Also 
Display Cartons of 


10 18°x48° flat sheets 


proof... homeown- 





cartons for each type ers put up their 





nail, with specifica- 
tions and full sales story. 


own. Slip-joint 









connectors, no sol- 
Customer sees he gets 
nearly 3 times as many 
rustproof nails per 
pound...selis himself! 


dering. Ogee and 
Half-round, smooth 
or stippled. Afttrac- 






tive counter display! 







Get your share of the profits in REYNOLDS Do-it-Yourself* ALUMINUM! 


See “MISTER PEEPERS,.”’ Sundoys, NBC-TV... your customers do! 
*Reg. U.S. Pat. Off. 


REYNOLDS 28 ALUMINU 


BUILDING PRODUCTS 
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HARDWARE 
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buy only the hardware you want 
, .. the items you sell most 





The VisiPak line of carded hardware is the easy line to buy. 
You’re your own buyer, selecting only those items your custom- 
ers want and in the quantities you expect to sell. The colorful 
Griffin cards are compact .. . the smartest in the trade. So 
they'll fit into your counter compartments or hang on hooks 
for easy self-sell display. Each item is protected—wrapped in 
its own sturdy plastic cocoon — which also holds the screws. 


And sell they will . . . as proven by the rush of reorders 
from dealer to wholesaler to Griffin. Yes, it’s Griffin VisiPak 
for faster turnover and more profits. Ask your wholesaler. 


(SRIFFIN 5 - GRIFFIN 


MANUFACTURING CO. ERIE, PA. 
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Standard and Special Washers 
of Every Description to Meet 
the Demands of Your Trade 


A GOOD NAME TO REMEMBER 
WHEN YOU NEED WASHERS 


You need never be at a loss for a dependable source 


of supply when it comes to Washers because Mil- 
waukee Wrot Washers are literally stocked at our 
plant in thousands of different sizes, including all 
standard and semi-standard sizes. In addition to 
this large and comprehensive inventory, special 
orders to meet specific requirements can be made 
up from our more than 25,000 sets of dies with- 
out doubt the most extensive assortment in the en- 


tire washer industry. 


Let us help you keep up your shelf and warehouse 
stocks of fast-moving U.S. Standard, S.A.E., Rivet, 
Lock Washers and various other types of “in de- 
mand” washers. Prompt deliveries: 

HARDWARE DEALERS: gman order from your jobber. 


NO. 200 ASSORTMENT 
MACHINERY BUSHINGS 


This popular assortment 
comprises a total of 200 nar 
row rim Machinery Bush 
ings, in 12 different sizes, 
ranging from %” to 2% 
sizes with 2 or 3 gauges of 
each size. enabling you to 
meet a wide variety of calls 
A handy display board, as 
illustrated, is included with 
the purchase of each No 
200 Assortment. This handy 
point-of-sale merchandiser 
measures 12 inches by 15 
inches and is provided with 
12 hooks to most effectively 
display these narrow rim 
bushings. 


“ 





2218 SOUTH BAY STREET 


. 
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ACHINERY 
BUSHINGS 


yn Pedant *. Se sene 


DISPLAY BOARD FREE 


: wrouent » Waswur mie. co S j 


WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF WASHERS 
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CONVENIENTLY PACKAGED 


All standard sizes are available in 1-lb. and 
5-lb. boxes, as illustrated, and in 200-lb. con- 
tainers for bulk supply. To facilitate ease of 
shipment it is recommended that jobbers 
order paper box units in standard 200-Ib. 
packages. 


DEALERS: Order from your jobber. 








MILWAUKEE 7, WISCONSIN 


A 8264-1P 


HARDWARE AGE, MAY 12, 1955 








Depend on it! 


Sof 
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ANODIZED 
ALUMINUM 
HARDWARE 


¢ Permanent Finish 
© Light Weight 
© Weather - Proof 


¢ Architecturally 
Correct 
















CAN YOU PASS 
Td SCREEN TEST 


Question: What type of home replacement screening 
is growing in sales at a faster rate than any other? 
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Answer: Aluminum insect wire screening! RSS : 
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Question: What type of screening keeps its good looks, 
can't stain siding with red rust streaks, needs no paint 
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or maintenance, and can’t burn? 


—_ 


Answer: Aluminum insect wire screening! 


Moral: It will pay you to take these steps now: 


1) Order adequate stocks of aluminum insect wire 
screening in a full range of sizes to meet the grow- 
ing demand! 


ho 
ae 


Promote aluminum wire screening for big mark- 
up, big profits and for greater customer satisfac- ~ 
tion — now and in the future! = 





the leading screening manufacturers listed below with ards and federal specifications. 





Kaiser Aluminum Wire. .. wire that is nationally recog- 





nized for outstanding quality. 








Made of strong, durable, cladded aluminum, Kaiser tive Office, Kaiser Bldg., Oakland 12, California. 








= tel a setting the pace—in growth, quality and service 





While we do not make insect wire cloth, we do supply Aluminum Wire meets or exceeds commercial stand- 


Kaiser Aluminum & Chemical Sales, Inc.. General 
Sales Office, Palmolive Bldg., Chicago 11, IIL; Execu- 





‘ ne : 
= . 7 
e. : 
~~ ™ — F © 1%, 
=* “ee + 
“~ 
ei” 


Promote the aluminum screening of these leading manufacturers 



































Alabamo Wire Co., Inc. Donald Ropes & Wire Cloth, Ltd Keystone Wire Cloth Co. Seneca Wire & Mfg. Co 

American Wire Fabrics Corp. Hanover Wire Cloth Division, New York Wire Cloth Co. Spargo Wire Co 

Clark Wire & Supply Corp Continental Copper & Stee! Pennwoven, Inc. Stendord Wire Cloth & Screen Co 
Industries, Inc Phifer Aluminum Screen Co Wire Products, Inc. 
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Its the U-BRAND HANDI-PARK way 

.. a well-planned packaging program 
that puts pipe fittings in the easy-to- 
handle, easy-to-merchandise classification. 
The Handi-Pak packaging program was 
developed by hardware men for the hard- 
ware trade ... and it gives you real sell- 
ing and merchandising advantages found 
in no other line of fittings. 


Handi-Pak boxes are only one half the 
size of regular pipe fitting containers. 
They make it possible for you to order 
boxed fittings in ‘‘reasonable’’ small 
quantities, keeping inventories to a 
workable minimum and creating as much 
as 35° in space saving. 


Add to it’s other advantages . Handi- 
Pak’s sales building floor merchandiser. 
An attractive display rack that holds 20 
boxes of the most called-for fittings. It 
stimulates self-service and reminds your 
customers that you sell other plumbing 


supplies. 


For complete information, consult your 
wholesale salesman or write direct. 
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Everything within easy reach. 
Each box clearly identified for 
style, size, price and number. 


A complete, top quality line 
you can sell with confidence. 
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CO 'cos Tt. 4 
A well-organized, well- 
displayed pipe fitting 
department. 






Inventory and re-ordering 
takes a minimum of time. 
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t 
| Increased sales of other @ 
S plumbing equipment and : 
supplies. 





Larger sales volume . and 
a full profit margin on every 
sale. 











Farmers and roofers know that USS 
StormSeal is the ideal galvanized roof- 
ing and siding material. They know 
how easy it is to install, how strong it 
is in high winds, how it stands up for 
years in all kinds of weather. Storm- 
Seal gives maximum protection against 
fire, too, and lightning when properly 
grounded. These are the qualities your 
customers want in roofing, and these 
are the qualities you can give them 
when you handle USS StormSeal. 

USS StormSeal is available in both 
the standard galvanized coating, and 
the extra-heavy, extra-long life Seal 
of Quality coating. And you can carry 
StormSeal accessories to give every in- 
stallation a “custom-fit” look. 

When pointing out the advantages 
of StormSeal, make a point of show 
ing your customers these five signifi 
cant design features available only in 
StormSeal: 





1. Pressure Lip. Slight depression in lower end 
of sheet for pressure contact between over- 
lapping sheets at end laps. Eliminates seepage 
of wind-driven rain and snow. 


2. Triple Cross Crimp. Three dams to stop 
rain from being blown under end laps, or 
drawn in by capillary action. 


3. Twin Drain. Double safety drains—double 
insurance. They trap any moisture that might 
get into lap creas and drain it off. 


4. Flat Top Seams. Make nailing easy. 


5. Tension Curve. Slight arch to each sheet 
mokes it fit snugly to roof decking. 


In addition to StormSeal, U. S. Steel 
makes top quality 144” and 2',” cor- 
rugated and 5-V Crimp Sheets for roof- 
ing and siding, available in both stand. 
ard galvanized and Seal of Quality 
coatings. 


USS 
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USS Formed Roofing and Siding products 
are made from steel sheets, coated with 
a certified, uniform, protective § zinc 
coating, produced in accordance with 
American Society for Testing Materials 
Specification ASTM A-361. 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh, Pa. 
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In handling builders’ hardware, 
Russwin dealers have these important profit advan- 
tages ... how about you? Selected Dealership... 
an incentive to develop a sound, permanent builders’ 
hardware department. A Full Line ... an opportunity 
to handle 90% of the builders’ hardware needs. Two 
Lock Lines ... a choice to meet budget requirements. 
Sales clinchers ... more ways than one to get large 
orders. A Simplified Line . .. from the exclusive label- 


"Stilemoanor™ 
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Standard Duty Lock Line 
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in the 
right 
line 
of 


BUELDERS’ 
HARDWARE 
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ing system to the locks that are so easy to install. 
A Nationally Advertised Line .. . 
business every day. 

With all these advantages and more, Russwin 


cultivating new 


dealers are equipped to pick off the most profitable 
orders... 
feed". Talk to your distributor. Russell & Erwin 


not just those that amount to “chicken 


Division, The American Hardware Corporation, New 
Britain, Conn. 


Miscellaneous 
Trim Hardware 


Screen-Storm 
Doorware 


“Homegard” 
Residentia] Lock Line 








Improved 


LEAKPROOF 


‘> 


RING 


2037737 
2089224 


. ' ; 
2283945 : | & 
2246542 7 
2246543 \, | ad 
\ \ \ i 
ma 


BALLCOCK 


@ Prevents leakage—Nylon Seat elimi- 
nates corrosion 


@ Designed especially for Duck-Bill 
ballcock 


@ Automatic snap shut-off feature 


@ Standpipe and shank are one-piece 
casting 


FOR OLD AND NEW INSTALLATIONS — WRITE FOR DETAILS 


i Plumbing Brass Since 1990 
424, ROCKFORD BRASS WORKS 


ROCKFORD ° ILLINOTS 
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A natural for builders— 
a hit with “‘do-it-yourselfers’’ 
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Here’s a new non-mortise hinge that is 
meeting with real enthusiastic accept- 
ance, and selling fast wherever it is dis- 
played. This new McKinney non-mortise 
hinge is a time and work saver... it 
eliminates mortising of doors and jambs 
§ BIG QUALITY FEATURES and speeds up door hanging to an easy 

16-minute job. It is precision made of 
Cee og oe heavy gauge wrought steel in the popu- 
E-Z-Out Pin... it comes out with a flick lar 34g inch size. Three finishes are 
of the screw driver... at the top—for available: bright nickel, dull brass, and 


tends in eenteehien... bonderized prime coat for use with 











where you want it when door is hung. painted woodwork. You can sell these 
Heavy gauge ... not lightweight... made | new McKinney non-mortise hinges with 
to carry a door 135° thick. confidence to building contractors and 
Staggered screw holes... regular drilling rT ” 

"TEE Gk wond doors. to ‘‘do-it-yourself”’ buyers. 

No special tools required...screw driver Order them now from your wholesaler 
doss the whole job. or write for the name of your 

No mortising ... hang doors 3 times nearest supplier. 


faster. If door must later be removed— 
neither door nor jamb is marred. 

Self aligning .. . easy to use .. . no 
measuring or cutting. 


oo m™ SS! UO! Ce Ww mR) 








Order | MORTISE . . ce metres 
in this eye-catching display package mM H!Nces fa 
(individually packed—25 pair in a carton) . si 

FREE operating sample 
Return the postcard (one in every dis- 
play carton) and receive an actual oper- 


ating hinge mounted on wooden block. 
No red tape—no strings attached. 




















att SINCE 1865 
saz), MANUFACTURING COMPANY 


1715 Liverpool St. Pittsburgh 3S, Pa 


To replace broken panes: 


Sell “PENNVERNON”’... 


not just “window glass” 


Pennvernon label 


light of 


made by 


: tom DISTINCTIVE 
) mere p 
appears on every enn- 


Window the 


Pittsburgh Plate Glass Company. It is 


vernon Glass 
your assurance that you are carrying 
and selling “window glass at its best.” 

The next time one of your customers 
wants a piece of window glass to re- 
place a broken pane, point out the Penn- 
vernon label. And tell him the reasons 
he'll like Window 


why Pennvernon 


Pennvernon Wi 


PAINTS GLASS 


P | 


mee B's age 


CHEMICALS - 


Glass. Pennvernon Window Glass has a 
brilliant, reflective surface with a finish 
that’s so smooth and even it resists the 
accumulation of dust and dirt, is easy to 
clean and is scratch resistant. Its color 
is constant, it doesn't fade or discolor 
with age. 

For information on Pennvernon 
Window Glass, write Pittsburgh Plate 
Glass Company, Room 5196, 632 Fort 


Duquesne Blvd., Pittsburgh 22, Pa. 


BRUSHES - 


ao ae GS Lass 














w Glass 


PLASTICS 


FIBER GLASS 


.O -mPrPA we Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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REPORT ON ““TYNEX’’ FROM MASTER PAINTERS 







“TYNEX 
NYLON BRISTLES 
CLEAN FASTER AND 
EASIER THAN ANY 
WE’VE EVER USED!” 


thur J. Thoms 
and Decorating 


Says Ar 
Painting 
Irvington, N. J. 


Contractor 


Here’s proof Du Pont T “}2 iAnylon bristles mean 


better performance — satisfied customers 


“Brushes with “Tynex’ bristles save us valuable time be- 
cause they’re such a cinch to clean. Any type of finish 





, : : : - “ Ey 
loosens quickly and rinses out thoroughly . . . in mineral WELL-MADE BRUSHES WITH “TYNEX’ BRISTLES 
spirits, turpentine, alcohol or any other commercial HAVE ALL THESE ADVANTAGES: 
cleaner. No wonder my men ask me to keep buying a oe it ‘ 

’” ah ; t pickup . amooth, even flow 
them,” Mr. Thoms reports. on 
Stress this appealing feature of Du Pont “Tynex” 3. Right for all finishes 4. Easy to clean 

nylon bristles to boost your brush sales. You'll be pleased 9. Last 3 to 5 times longer 


to see how satisfied customers—amateurs and profes- 
sionals alike—come back to your store for more brushes 


with ““Tynex”’ bristles. 1 T 
P.S. Don’t forget that household and personal brushes 


with ““Tynex”’ nylon bristles are big sellers, too! 














“TYNEX” is the registered trade-mark for Du Pont nylon bristles 


aca Peuer llores 
TYNEX” bristles are the } = -++PLUS free booklets and streamers [iy | 


most widely advertised bristles... ) J WEI . 
ee ME ... available from your brush 


sal supplier Ma | 
TYNEX  & 
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BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 






amv! 





hy 


















backed by a continuing campaign 


, a: : : ; 
mA s : 
. . , ~ ~ a - eer 
in these leading national magazines _ 





Never was a color 


CIRCLE SEAL CANS HAVE 
EXTRA SPACE TO ADD COLOR 


ki the Miracle Lustre Enamel for 
| chens, Bathrooms and Finest 


SUPER 


Cc sO 


' _ 


This comp! 

gids come® 
Tinting 

144-—-Kem 
: Cascade of Color 
Color Chips * 


Color Tubes 
Disploy aoe f Color 
o fill Cascade © 


+ chips free of charge) 


Hormony Book 
folders : 
‘oo renewing chips 


$63.50 ve! 


(Repioceme” 
\or 
or-Aider Co 
ider Color P ‘ 
¢ Order Cards 


e |—-Dec 
e725 Decor-A 
e 2?-—Reploceme” 


Special Introductory ‘aes 
Simple “one-shot” system starts with color 
base. You use standard Super Kem-Tone 
or Kem-Glo colors and go from there! One 
tube only. No messy mixing. No need for 
short -filled white or gray bases. 
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Z 7 7 
Lakes , fits S44 Ids. hte 


COLORS 


system so simple and successful! 


Dealers report amazing 





Good-by to messy measuring and com- 
plicated tinting! The Kem Tinting Color 
system has the answer— gives you tube 
tinting that’s simple, easy to sell and 
profitable! 

The Circle Seal cans of Super* Kem- 
Tone and Kem-Glo® already have room 
for adding the colorant! You simply add 
one tube and mix. Your customer gets 
a full quart or gallon plus! And never 
was a can so easy to open or seal tight! 
Your customers will appreciate it as 
much as you will! 

This color system is simplicity itself 
and loaded with sales appeal! ‘To make 
any one of 130 customer-tested shades, 
you simply add one tube of Kem Tinting 
Color to a quart or gallon of Super Kem- 


sales increases with 


Kem Tinting Color System! 


’ 


Tone or Kem-Glo and mix. That’s it! 


You get all the selling advantages 
associated with the two fastest selling 
paints on the market, too. The Kem 
Tinting Color system starts with any 
one of the 24 standard colors of Super 
Kem-Tone or Kem-Glo! This gives you 
a complete range of selection, at a mini- 
mum investment. All you add to your 
normal stock are tubes, 8 colors in 3 sizes! 

Order your initial stock now! And if 
you don’t handle Super Kem-Tone or 
Kem-Glo, what’s holding you back? 
Here’s your chance to take the big step 
that has made more money for more 
dealers than any other line! Call your 
or contact 


Kem Products Jobber, one 


of the companies listed below. Do it now! 


e The Sherwin-Williams Co. 


101 Prospect Ave 


© Acme Quality Paints, Inc. 
8250 St. Aubin Street, Detroit | 1, Michigan 
oe W. W. Lawrence & Co. 
1124 W. Carson Street, Pittsburgh | 9, Pa. 
e The Lowe Brothers Co. 
424 E. Third Street, Dayton, Ohio 


130 COLORS FROM 






THIS OR THIS 





2) 





N. W.. Cleveland 1, Ohio 


e John Lucas & Co., Inc. 
1617 Pennsylvania Ave., Philadelphia 3, Pa 
e The Martin-Senour Co. 
2520 Quarry Street, Chicago 8, Illinois 
® Rogers Paint Products, Inc 
8250 St. Aubin Street, Detroit | 1, Michigan 











Self-service! (Customers make color 


from 










Accurate color matching! Only one tube 
is needed to make any of 130 shades. 


Complete stock in one small box! No 


selection beautiful Cascade of large shelf space is required. Entire stock 


Color. And they can see what colors go 
together with the help of Decor-Aider 


Eight colors in 3 sizes are all that is 
The Kem Tinting system is 
both accurate and simple! 


of 144 tubes includes 6 tubes in each of 8 


necessary. colors and 3 sizes(40z.,loz.,and ‘4 0z.)and 


Book and Color Chip folders. is compact and practical for you to handle 
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even Riley’ buys 


YTICA TOOLS trom the 


UTICA H-8 Tool Merchant 


Yes and so will your customers. 
Because the new Utica“ 

Tool Merchant is designed for customer 
appeal. Made of durable lacquered 
red metal, it will fit on standard 
perforated peg-board. And it stocks 
sixteen of Utica’s fastest moving tools. 


a a Market pre-tested in the field—the H-8 
“THE LIFE OF RILEY” Tool Merchant has proved itself a winner and 
STASIS WHAM SENDIZ, NBC-TV now it’s ready to win sales for you. 


Here’s what you get 


2ea.91-8 adjustable wrenches 
is 2ea.91-10 adjustable wrenches 
16 TOOLS. 2ea.40-7 diagonal cutting pliers 
OUR pROFIT © 14.22 2ea.41-6 diagonal cutting pliers 

y 2 ea. 7-6 slip joint pliers 

aii “TOOL pene 2 ea. 50-8 side cutting pliers 
AND ~ po ne rable sacoed ore CUSTOMERS: 2 ea. 507-10 Z joint pliers ) | 
more oP ADVERTISEO ong nosed cutting pliers 


kee 


THE HALLMARK OF QUALITY 


UTICA DROP FORGE AND TOOL 


CORPORATION 
UTICA 4, NEW YORK In Coneda: ADLAM TOOL & SUPPLY CO., LTD., MONTREAL 
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CLEVELAND ETS 


Drills of every type .. . for every purpose... in 
compact, handy sets that appeal to hobbyists, farmers 
and mechanics. The famous symbol ona drill means QUALITY. 
Sold in sets, the quality multiplies... and so do the profits ! 








‘a | Wann H-276 


Regular Length Drills for General Use Short Length for use in Electric Drills Metalworking Drills With 4” Shank 


Plastic container holds 11 high speed Home length drills, Yu" to %" by Sizes ° 
drills, Ye” to 4%". Also with carbon 64ths, in steel case. All drill sizes 
steel drills (No. H-22). plainly marked. 


uw” to 4%", all with 4" shanks. 
Steel container with smooth-fitting 
slide cover. 


aay 








H-755 


Carbide Tipped Masonry Drills Woodworking Drills With '4” Shank Bit Stock Drills 
Tough, flexible plastic container, with Sizes ¥," to %", all with '4" shanks For metal or wood. Clear plastic case 
6 eficient masonry drills in popular These drills cut fast, with little effort holds 9 drills, ' 
sizes — a" to %”. or power. home and farm 


mw” to KK”. Ideal for 


Ask your Jobber about these and other CLEVELAND Drill Sets 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Steckrooms : New York 7 + Detroit 2 + Chicege 6 + Dolles 2 + Sem Fremcisce 5 + Los Angeles 58 
£. P. Serres, itd, lLenden W. 3, England 














CLEVELAND HARDWARE JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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. DISSTON | in 


‘ 


\ HAS THE EDGE, / 


/ 


Finest hack saw 
blades ever 
made... 


Cut yourself a bigger share of America’s 
growing tool business with the great new 
Disston quality hack saw blades and frames. 
Disston tough tempered blades with their 
rugged hardened teeth are milled by a 
special Disston process. They’re the sharpest, 
cleanest, best-cutting hack saw blades ever 
made, outstanding for accurate set, uniform 
teeth, hardness and straightness. 


There are Disston blades for hand or 
machine use, for the ““Do-It-Yourselfer”’ 
or the master mechanic. Supplied in types 
and sizes to meet every home or industrial 
need. Also make sure you carry stocks of 
Disston hack saw frames for complete 
customer satisfaction. They come in 

five styles with strong plastic handles 


in either pistol grip or closed handle types. 












hack saw blades! 






—n 


Greatest advertising campaign in hack saw history 













Disston is going all out to let your customers know about edge in hack saws.”” In addition, we're advertising ree 
these great new blades. There’s a color advertisement in in Popular Mechanics. Home Craftsman, and Homecraft and T hu 
The Saturday Evening Post, plus six more ads throughout the Home Owner. Here's complete advertising support that 
year, telling 19,000,000 Post readers that “Disston has the pay off in increased sales greater profits 


.» oF UUs 
' Sensational Sales Helps CBR. 11 on ic gum nee prumate 


of America $s greatest tool-makers. Stock, display and 
[he Disston hack saw merchandising kit gives you the works, Disston hack saw blades. Henry Disston & Sons, | 


everything you need to step up hack saw sales $4 Tacony, Philadelphia 35, Pa., U.S.A 


NEW DISPLAY CARD 
HENRY DISSTON & SONS, INC 


NEW HACK SAW SELECTOR TELLS S64 TACONY, PHILADELPHIA 35, PA., U.S.A 
RETAIL CLERK QUICKLY THE RIGHT ing kit, including display card, selector, posters. 
NUMBER OF TEETH TO RECOMMEND 

FOR VARIOUS METALS 


NEW POSTERS FOR WINDOW AND WALL 
DISPLAY 


Name Firm 
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TAPER FORGED SHOVEL 














Only one lightweight shovel 
has perfect “down-the-center’ balance 


Pick a ‘True Temper Dynalite shovel off your racks and 
balance it on your hand or the edge of a chair. Do the 
same with an ordinary hollowback stamped shovel. 
Notice how the Dynalite hangs perfectly straight, with 
no side wobble. The balance is exactly down the center, 
from tip of handle to point of blade. This makes the 
shovel more efficient and less tiring to use. 

We build perfect balance into the Dynalite by forging 
the blade, not stamping it from a sheet of steel. The 
blade is thicker in the middle and this extra center 
weight, plus perfect weight distribution overall, makes 
the shovel hang straight. 


RUE 


The Dynalite is the only forged shovel in its price class. 
The blade is thick where strength is needed, and thin at 
the edges for lightness. ‘The neck is strong enough so that 
a curved handle is not needed, and you can rehandle a 
Dynalite shovel in eight minutes. Rehandling does not 
alter the lift, bend or balance. 

The Dynalite sells for only a few cents more than 
ordinary hollowback stamped shovels. Tell your customers 
the important differences. True Temper Corporation, 
Cleveland 15, Ohio. 

DYNALITE—Best Dollar Value in Dirt Shovels, Irrigating and 
Spading Shovels, Rice Shovels, Garden Shovels and Spades. 


You Can Look to 


for Leadership 


EM PER - Finest quality in Shovels - Shears - Garden, lown and farm tools 
Y Hammers, hatchets, axes + Fishing tackle + Golf-club shafts 


STAMPED SHOVEL 


oye eee or estes 
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Triple Industrial 
Supply Convention 





Mill Supply Associations 


Celebrate 50th Anniversary 


Fiftieth celebra- 
tions highlighted the Triple In- 
dustrial Supply Convention held 
in Cleveland, Ohio, last month as 
manufacturers and _ distributors 
recalled historic industry events 
and reaffirmed confidence in the 
harmony and cooperation that 
marks relations between distribu- 
tors and manufacturers. 

All was not reminiscing, how- 
ever. Distributors looked into the 
future. They heard that commit- 
tee work has started on a public 


anniversary 
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Plaques and gavels... 


fty years of association activity 
three Ossi - : 


relations program to re-empaAasize 
to the industry the position of dis- 
tributors as the dominant market- 
ers of industrial hardware. Fur- 
ther developments are to be re- 
ported at the joint meeting of dis- 
tributor associations next fall. 
The present was 
also. Industry speakers pointed 


considered, 


up current trends in catalog costs, 
the education of future executives, 
and salesmanship and advertising 
geared to today’s markets. Na- 
tional speakers reviewed the ef- 


fects of government spending fo! 
military goods on industry, and 
pointed up the need for business 
men to be alert to encroachment 
on their freedom by bureaucratic 
government and by communism 
Elections announced at the con- 
officials 
the position of vice-presidents to 
be the 1955-1956 presidents of the 
three associations. They are: 
Clarence B. Noelting, Faultless 
Corp., Evansville, Ind., 
president of the American Supply 


vention advanced from 


Caster 


99 








& Machinery Manufacturers’ As- 
sociation. 
C. E. Gollwitzer, Pratt-Gilbert 


Hardware Co., Phoenix, Ariz., 
president of the National Indus- 
trial Distributors’ Association. 

Paul J. Stine, Harry P. Leu, 
Inc., Orlando, Fla., president of 
the Southern Industria! Distribu- 
tors’ Association. 


Down go costs on catalogs 


Catalog costs can be reduced 50 
pet and more with one of the as- 
sociations’ plans for using offset 
printing, Alex V. Davies, Moore- 
Handley Hardware Co., Birming- 
ham, Ala., announced in reporting 
to the convention as vice-chair- 
man of the joint committee on 
catalogs. 

The basic plan is for distribu- 
tors to compose the pages of their 
catalogs, with all the other werk 
Other 
plans involve distributors doing a 
greater amount of the work in 
their own 


done by outside printers. 


printing departments, 


up to the final plan which is for 
distributors to do the entire job. 
Manufacturers can reduce their 
costs of distributors’ catalog ma- 
terials, it was pointed out by the 
committee, by using the type, copy 
content and stand- 
ards adopted by the associations. 


illustrations 


Copy for their products prepared 
in accordance with these stand- 
ards will meet the catalog require- 
ments of many distributors. 
feduction in catalog costs is 
important to distributors in im- 
proving their profit position, Mr. 
Davies told the convention. Lower 
costs enable distributors to make 
changes more frequently thus 
keeping catalogs up to date and 
helping salesmen do a better job. 


Three distribution courses 


The associations’ plans for the 
production of catalogs and speci- 
fications are given in a booklet 
distributed at the convention en- 


titled “How to Lower the Cost of 


Distributor’s Catalogs.” 


INDEX 


to this report of the triple convention of the 

AMERICAN SUPPLY & MACHINERY 
MANUFACTURERS’ ASSOCIATION 

NATIONAL INDUSTRIAL DISTRIBUTORS’ 


ASSOCIATION 


SOUTHERN INDUSTRIAL DISTRIBUTORS’ 


ASSOCIATION 


Anniversaries Celebrated at Convention ...... 99 
Officers of Three Associations .............. 101 
Printing Plan Reduces Catalog Costs........ 104 
Impact of Defense Spending 
Three Colleges Offer |. D. Course............ 108 
New Technology Enlarges Sales Opportunities 109 
Distributor Ads Aid Mfrs. Selling Efforts 
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The supply of young men with 
engineering and business admin- 
istration background in industrial 
distribution who will be available 
to the industry in the future will 
be increased through three col- 
leges 


offering special four-year 


courses in this field next fall. 

40 enrolled at Clarkson 
Clarkson inaugurated 

an industrial distribution course 


College 


leading to a bachelor of science 
degree last fall and progress in 
this educational approach to sup- 
plying trained young 
men was termed excellent by Eu- 
gene F. McCarthy, of Eugene F. 
McCarthy Co., Buffalo, N. Y., re- 
porting as chairman of the joint 
educational aids committee. 

Mr. McCarthy announced that 
contact work of distributors with 


specially 


other colleges was bearing fruit 
and that two Western 
will begin 


colleges, 
Michigan and Bradley, 
industrial distribution 
Mr. McCarthy 


also reported two additional schol- 


Lour-year 


courses next fall. 


arships for the Clarkson program. 

The Clarkson program was dis- 
cussed at the convention last year. 
Forty young men are enrolled in 
the course this and their 
scholastic standing is higher than 
the average for the entire college. 
Applications already received in- 
dicate more than 60 men will be 


year 


taking the course beginning next 
fall. 


New concepts on selling 

Salesmanship was approached 
from two angles. 

“Why Salesmen Fail” was dis- 
cussed by Elton E. Hey, industria! 
sales manager, Union Hardware 
& Metal Co., Los Angeles, Calif. 
Mr. Hey outlined the factors back 
of successful and unsuccessful 
salesmen, and what management 
can do to improve the efforts of 
the sales staff. 

New 


involve more than 


that 
a change-over 
from operating in a post-war sel- 
lers’ market to 


business conditions 


a buyers’ market 
were discussed by Carl O. Hed- 
ner, sales manager, hoisting 
equipment, Yale & Towne Mfg. 
Co., Philadelphia, Pa. 

Technical developments in man- 
ufacturing bring changes in sales 
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Officials of three associations . . . Triple Industrial 





Supply Convention 















and distributors can further this 


acceptance by advertising their 









quick service, large stocks, and 






the advantages of having a nearby 






source of supply. 





Mr. Canfield suggested an ad- 
vertising program that will reach 
customers and prospects frequent- 








ly, at least once a month, consist- 






ing of direct mail pieces, catalogs, 
localized advertising, and house 






organs. 






Plaques mark anniversaries 





The manufacturers’ and the 






national distributors’ associations 






were celebrating their fiftieth an 





niversaries. The historical im 






portance of this convention was 






featured at the opening joint ses 





sion and at the business session of 






the national distributors’ associa 







tion. 


Plaques commemorating the 

































S AASS ; y ~r ert ’ shy + , ort ' : 
| J atahaie event were exchanged at the open- 
cA se NC V e€-pre 3Jent: Fronk M_Coruqer tiret e.nresidqent 
' mies wy fF , 14° ing <ee 
> . fe [or nre lané+: U/elle i ose C = ins Session. 
' wv re U ALC 4U WUC JAG oOMmMue _— ' ; 
rk orea re F The national distributors’ asso- 


clation plaque “in appreciation of 
their cooperation during the past 
half century” was presented to the 
manufacturers’ associatior by 
R. H. Barr, distributors’ associa- 
tion president. Acceptance was by 
T. D. Vander Voort, manufac- 


turers’ association president 





Both presidents then change 


roles as the manufacturers’ asso 





clation presented a plaque to the 
national distributors’ association 


“in recognition of a half century 





of distinguished service t its 
‘ A. V. Davies, left members and to industry.” 
t; and Ashley DeWitt 
tirst vice-president, right Presidents note cooperation 
Both presidents noted in thei 
presentation and acceptance 
techniques, he pointed out, and Advertising by distributors speeches that great progress has 
today’s selling needs to be geared backs up the national] selling ef- Leen made in developing coopera- 
to better product knowledge. forts of manufacturers Lee R tion and harmony between the 
Mr. Hedner advised distributors Canfield, vice-president, Griswold different branches of the industry. 
to keep pace with technical de- Eshleman Co., Cleveland, Ohio The Southern Industria! Dis- 
velopments to protect their mar- told the distributors’ joint meet tributors’ Association which cele- 
kets against products moving to ing. brated its fiftieth anniversary 3 
the ultimate user through special- Manufacturers’ advertising years ago joined in the celebra- 
ized distributors builds brand acceptance, he noted, tion. C. McD. England. Jr.. asso- 
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3 new presidents... 


Clarence 8B. Noelting, American Sup 
ply & Machinery Manufacturers’ As 


r~ry 
j ; 


Poul J. Stine. Southern Industrial Dis- 
tributors Association. 
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ciation president, called upon 
J. W. Pitts, Brown-Roberts Hard- 
ware & Supply Co., Alexandria, 
La., to present gold-banded gavels 
to the national distributors’ and 
the manufacturers’ associations. 

The historical aspect of the con- 
vention was featured again during 
the national association’s business 
meeting. 

A fiftieth anniversary booklet 
was presented by Percy Ridings, 
Syracuse (N. Y.) Supply Co., as 
chairman of the committee on as- 
The booklet re- 
lates the founding of the associa- 


sociation history. 


tion, contains a pictorial] record 
of the officers, and a review of the 
association’s outstanding events 
during two world wars, and pros- 
perity and depression. 

H. H. Kuhn, president, Hard- 
ware & Supply Co., Akron, Ohio, 
set the stage for presentation of 
scrolls to representatives of char- 
ter member companies by relat- 
ing the news headlines of Feb. 16, 
1905, the day 45 distributors rep- 
resenting 38 companies met in 
Cleveland to form the association. 
Mr. Kuhn had prepared his ad- 
dress in the Cleveland Public Li- 
brary reading the Cleveland Plain 
Dealer for Feb. 16. 1905. 


Scrolls for early members 

Presentation of the scrolls was 
by a man who attended the 1905 
organization meeting, A. C. 
Vaughan, treasurer of the W. M. 
Pattison Supply Co., Cleveland. 

The past was merged into the 
future by H. R. Rinehart who re- 
tired as executive-secretary. Mr. 
tinehart becomes advisory exec- 
utive-secretary, and Robert C. 
Fernley becomes the new exec- 
utive-secretary. 

Mr. Rinehart, who served as 
secretary-treasurer from 1935 to 
1950 when he was appointed exec- 
utive-secretary, noted the earlier 
efforts of distributors to gain rec- 
ognition. He spoke of the wisdom 
of keeping in mind the basic 
functions of the association and 
warned members against becom- 
ing “careless, lest the gains of 
those 20 years be allowed to de- 
teriorate.” 


There should be a re-emphasis 


to suppliers of “who we are and 
what we are,” Mr. Rinehart con- 
tinued. 

Committee work was done dur- 
ing the convention, he announced, 
on a national and southern asso- 
ciation jointly financed public re- 
lations program to be conducted 
under the guidance of the joint 
advertising and awards com- 
mittee. A report on how the pro- 
gram shapes up will be given at 
the joint meeting in the fall. 

“T feel that it is something ur- 
gently needed,” he said, “and that 
it will benefit each individual 
distributor.” 


Rewards for ad assistance 

The history of the association 
was presented by /ndustrial Dis- 
tribution as Ray Barnett, manag- 
presented the high- 
lights from each era, the major 
confronting 


ing editor, 
issues distributors 
and how committees and conven- 
tions werked to improve their 
position in the industry. 

Efforts of manufacturers to 
support the distributor method of 
marketing products through men- 
tioning distributor benefits in 
their advertisements were reward- 
ed in the presentations of the 
fourth annual advertising awards. 
Presentation of plaques for first 
place and certificates for honor- 
able mention was made by John D 


National speaker . . . 


Mundt, South Dakota, 


fing! ere ~ of fiftieth on- 
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Scrolls to charter members . . . 


Williams, Mau-Sherwood Supply 
Co., Cleveland, Ohio, as chairman 
of the joint advertising and 
awards committee. 

Manufacturers and distributors 
took one day off from attending 
meetings for a booth conference 
in Cleveland’s Public Auditorium. 
They also cast aside their roles as 
industrial suppliers to listen to 
three nationally 
prominent men relating to their 
duties as American citizens. 


addresses by 


Military spending levels off 


William A. Purtell, 
from Connecticut, and 


senator 
former 
president of the manufacturers’ 
association, told the manufac- 
turers that business growth dur- 
ing the next few years will come 
from an expanding civilian de- 
mand rather than from govern- 
ment military goods expenditures. 

The impact of military expendi- 
tures on business has about level- 
ed off, and would remain about the 
same for the next two fiscal years, 
he forecast. 

Readjustment of military buy- 
ing after the Korean War, and the 
realignment of our military poli- 
cies, he pointed out, caused a de- 
cline in expenditures. This. he 
noted, amounted to about half the 


decline in gross national product 
early last year. 


Communism is the single big- 
gest threat to our freedom Kar! E. 
Mundt, from South 
Dakota, told a joint session of the 
convention. We are not making 


senator 
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A. C. Vaughan, on lett 
who attended the Na 
tional Association or- 
ganization meeting in 
1905 presents scrol/s 
to representatives of 
charter members and 
here he posses scr 

to W. M. 
W. M. Pattison Supply 
Co., Cleveland. Mr. 
Youghan now is treas 


Pattison of 


urer ot ate 
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headway against it, he continued, 
because we do not 
what to do. 

Four things communists are do- 
ing now, he said, are infiltrating 
decent organizations, 


understand 


whenever 
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possible, to pervert their pur- 
poses and policies; using espion- 
age to take out production and 
diplomatic secrets; setting up 
sabotage methods to be used after 
the bombs drop; and using propa- 
ganda to spread their philosophy 
of government. 

The danger from communism, 
he noted, is through attempts to 
narrow down government con- 
trols, then take over the key posi- 
tions with their own men after 
controls have been concentrated 
in a few key positions. 

Business men can combat com- 
munism by being alert to propa- 
randa and by understanding what 


(Continued on page 124) 





President 
“Clarence B. Noelting 
Faultless Caster Corp. 
Evansville, Ind. 


First vice-president 
*Charles T. Jordan 
The Charles Parker Co. 
Meriden, Conn. 


Second vice-president 
*Robert L. Hamilton 
The Dumore Co. 
Racine. Wis. 


Secretary 


“Lyman H. Bellows 
Sheldon Machine Co.. Ine. 
Chicago, Ill. 


Treasurer 


Dan C. Swander, Jr. 
Columbian Vise & Mfg. Co. 
Cleveland, Ohio 


Business manager 


W. B. Thomas 
Hunter-Thomas. Associates 


Cleveland, Ohio 


LL xecutive committee 
The president. vice-presidents, 
secretary, treasurer and 
Ceorge L. Abbot 
Warren Belting Co. 
Worcester, Mass. 


Horace Armstrong 
Armstrone Bros. Tool Co. 
Chicago, Ill. 





1955-1956 officers of the 


American Supply & Machinery Manufacturers’ Association 


"Sydney E. Cowlin 
Eaton Manufacturing Co. 
Reliance Div. 

Massillon, Ohio 


Fred C, Emerson 
Spartan Saw Works 
Springfield, Mass. 


Paul A. Johnson, Jr. 
Dake Engine Co, 
Grand Haven, Mich. 


*Harold C. Johnston 
Cincinnati Tool Co. 
Cincinnati, Ohio 


F. J. O'Laughlin 
Commander Mfg. Co. 
Chicago, Ill. 


RK. D. Mount 
The Bassick Co. 
Bridgeport, Conn. 


(. W. Payne 
Safety Socket Serew Co, 
Chicago. Ill. 


Lawrence H. Russell 
Walker-Turner Div. 
Kearney & Trecker Corp. 


Plainfield, N. J. 


lames Y. Seott 
Morse Twist Drill & Mach. 
New Bedford, Mas««. 


Paul Watts 
Skil Corp. 
Chicago. Ill. 


"Nesoly elected. 














Offset Printing Plan Reduces 
Catalog Costs 50 Percent 








by Alex V. Davies 


Vice-chairman 
Joint Committee on Catalogs 


Vice-president 
Moore-Handley Hardware Co. 
Birmingham, Ala. 


Not one of us would question the 
need for increasing industrial dis- 
tributors’ profits through cost re- 
duction on one hand and through 
placing more up-to-date catalogs 
with our customers on the other. 

Last year, J. H. Ruddell showed 
you how the joint catalog committee 
proposed to do this job and save our 
industry three-quarters of a million 
dollars. | am pleased to report we 
are making real progress. 


Four Catalog Plans 

Four plans for preparing dis- 
tributors’ catalogs by offset print- 
ing, suggested by the joint catalog 
committee are: 

Plan A, composing own pages, 
other work done by outside printer. 

Plan B, same as plan A, compos- 
ing own pages, with the additional! 
use of a Vari-Typer, other work 
done by outside printer. 

Plan C, printing own catalog, 
with exception of photographing 
negatives. 

Plan D, all processing done by 
the distributor. 
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. . the plan is flexible. After 


compiling you can sub-contract to 
printer as much of the remaining 


job as you prefer.” 


Your catalog committee wrote 
members of both distributor asso- 
ciations for cost data and received 
replies from 521 distributors, a 
thumping 80 pct of the total mem- 
bership. This was the highest per- 
centage of membership replies ever 
received from an inquiry on any 
subject—clear evidence of the tre- 
mendous interest in reducing cata- 
log costs. 

from your response your commit- 
tee developed that there is at least 
a 50 pet savings to be made by the 
use of our plan, as compared with 
the usual catalog publishers. While 
the publishers’ method produces 
maximum quality work, we find that 
our method produces catalogs satis- 
factory to many distributors. 

Photo offset printing is relatively 
simple since you make a photograph 
of a catalog page and reproduce the 
printing plate by a simple chemical 
process. In order to enable manufac- 
turers to supply distributors with 
copy needed to produce our cata- 
logs by offset, your committee 
adopted standards for size of type, 
printed area, illustrations and width 
of page. As more and more distrib- 
utors publish their own catalogs by 
our plan, it is becoming easier for 
the individual distributor to pro- 
duce a catalog since more manufac- 
turers have copy available to re- 
produce. 

Only a few of our manufacturer- 
suppliers, who understand what we 
want, have refused to supply copy. 
It appears that refusal was due to 


excessive charges for such work by 
their normal channels. Further in- 
vestigation is recommended for ac- 
tually most manufacturers can get 
the copy we recommend for only $25 
to $50 a page. This is considerably 
less than their cost of free electro- 
types and free copy checking ser- 
vice now often supplied to distrib- 
utors who publish their own cata- 
logs. 

We are not suggesting that you 
go into the printing business, but 
that you do your own compiling 
since this is 60 pct of the catalog 
cost. You can save at least half of 
this by doing your own compiling 


Ais i$ QN actfugi size sampie 
following ended 
specification of printed 
sheets furnished as copy f 
distributors catalogs. 


Catalog Specifications 

Specifications for distributors 
catalogs recommended by the joint 
catalog committee are: 

Type, distributor’s heading, 18 
pt. Vogue extra bold; item heading. 
14 pt. Vogue extra bold; subheads. 
8 pt. Ideal bold, all caps. Numbe 
and prices, 8 pt. Ideal bold; body, & 
pt. Ideal light face, caps and lower 
Case. 

Page sizes, trim, 84 by 11; type. 
7 by 10 with head, 7 by 912 without 
head. 

Columns, two to page, each 20 
picas, 2 picas between columns 
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INDUSTRIAL SUPPLY COMPANY. PHONE: MAIN 1-2345 











““‘DIAMOND-ARROW” 
WOOD CHAIR CASTERS 


Highest quality double ball bearing 
wood chair casters — full case-hard- 
ened swivel] bearing assemblies. 

“Atlasite” non-marking phenolic 
wheels for rugs and carpets — “Baco” 
finest soft rubber tread wheels for 
hard surfaces and floor protection. Ox- 
idized copper finish. 

No. 3 gripneck socket for %” bore, 
1%” deep, having 1” toothed track 
plate, supplied as standard. 





Carton Packing 
Wheel Tread Price 





Type of Diam. Width Per Boxed Gross 





Wheel In. In. Set (4) Sets Weight 
“Baco” 15% % $3.00 20 30 lbs. 
“Baco” 2 1%, $3.60 20 £35 lbs. 

“Atlasite” 15% % $2.80 20 30 lbs. 
“Atlasite” 2 1%, $3.40 20 365 lbs. 








“‘DIAMOND-ARROW” 
ALUMINUM CHAIR CASTERS 


These “Diamond-Arrow” casters with 
X26 stems are designed for use on metal 
chairs, where the socket is an integral 
part of the chair leg, and are most com- 
monly used on aluminum chairs made by 
The General Fireproofing Co. and The 
Shaw-Walker Co. Sockets are not avail- 
able for these casters. Nickel finish. 

Friction ring stem is % inch dia. by 
1% inch long. 





Carton Packing 
Wheel Tread Price ————— : 


Type of Diam. Width Per Boxed Gross 








W heel In. In. Set (4) Sets Weight 
“Baco” 15% % $3.10 20 £30 Ibs. 
“Baco” 2 1%, $3.70 20 # £365 lbs. 

“Atlasite” 15% % $2.90 20 30 lbs. 
“Atlasite”’ 2 IM, $3.50 20 # 35 Ibs. 














PLAIN BEARING GRIPNECK 


Inexpensive casters used on wood fur- 
niture such as dressers, bureaus, chiffo- 
robes, or other light furniture not fre- 
quently moved. They will not allow too 
easy movement of furniture when draw- 
ers are opened as is the case when ball 
bearing casters are used. Oxidized copper 
finish. 

No. 25 socket for %” bore standard. 
Packed six sets per box. 





Wheel Tread Price -— 











Type of Diam. Width Per Boxed Gross 
Wheel In. In. Set (4) Sets Weight 
“Atlasite” 1% & $0.70 72 £237 ibs. 


“Atlasite”’ 1% %, $0.85 48 44 lbs. 
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“DIAMOND-ARROW” 
TUBULAR CHAIR CASTERS 


These “Diamond-Arrow” casters with 
X3 stems are most commonly used on 
Cramer, DoMore, Fritz-Cross, Harter, 
Metal Office Furniture, Sheppard, Stur- 
gis, and other tubular metal chairs, and 
are used in conjunction with “Grip-Ring” 
sockets (see below). When ordering soc- 
kets specify inside diameter of tubing. 

Stems are “%@ inch dia. by 1°%2 inch 
long. Nickel finish. 





Carton Packing 
Wheel Tread Price -——--— 








Type of Diam. Width Per Boxed Gross 
Whee! In. In. Set (4) Sets Weight 
“Baco” 1% % $3.10 20 30 Ibs. 
“Baco” 2 1%e_ $3.70 20 35 Ibs. 
“Atlasite” 1% % $2.90 20 30 lbs. 
“Atlasite” 2 1%— $3.50 20 36 lbs. 








“GRIP-RING” SOCKETS 


FOR TUBULAR LEGS 


These “Grip-Ring” sockets are for 
use in steel tubings with casters hav- 
ing X3 stems (see above). Built with 
a friction ring that holds casters in 
place, but allows removal of the caster. 


The sizes shown are most commonly 
used in metal office chairs. Bulk pack. 


Inside of Tube i 





: — Price 

be Nominal Exact Per 
Diam. In. In. In. Set (4) 
29 TTT $0.64 
1% 6 812 $0.64 
299 .894 $0.64 
l 1.000 $0.68 
lis 1.072 $0.70 


1% 1.137 $0.70 











Carton Packing 








METAL BED CASTER 
BALL BEARING SWIVEL 


Popular type inexpensive single ball 
bearing caster for metal tubing applica- 
tions. 

It is advisable to have customer bring 
in a sample of old caster to assure re- 
placement of one with proper spring size 
to fit tubing. 

Brass finish standard. Packed one set 
to box. 


—— re eee ne —— ee a 


Carton Packing 
Wheel ForLD. Price —-—--— neat 


Type Of Diam. Tubing, Per Boxed Gress 
W hee! In In. 


Set (4) Sets Weight 


— _-—— . en —— — 


“Atlasite”’ 1%  %e $1.00 16 = 15 lbs. 
Non- 1% % $1.00 16 15 Ibs. 
Marking 1% 1% $1.26 16 ~=« 18 Ibs. 
Hard 1% 1% #£=$%$s1.32 18 # 23 Ibs. 
Tread 


1% 1°%2 $144 18 = 265 Ibs. 
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which means gathering and arrang- 
ing manufacturers copy. 

Our plan is flexible. After com- 
piling you can sub-contract to off- 
set printers as much of the remain- 
ing job as you prefer. 

Most catalog publishers copy- 
right the distributor’s catalog in 
the publisher’s name which prevents 
the distributor from freely reprint- 
ing any part in any manner. Should 
a distributor wish to reproduce his 
original catalog or use parts of it in 
later catalogs, he is unable to get 
free competitive prices from print- 
ing firms since the original pub- 
lisher holds the copyright. Your 
committee recommends that dis- 
tributors compiling their own cata- 
logs obtain copyright release from 
manufacturers who supply copy, 
then copyright the catalog in the 
distributors’ name. 


We at Moore-Handley use these 
recommended methods and can 
prove conclusively that we save 40 
pet on the first catalog and even 
more on subsequent editions. Sav- 
ings multiply for us since we only 
need to bring original copy up to 
date on reprints. 

There are substantia! savings to 
the manufacturer. Once offset copy 
is prepared, only a printed sheet il- 
lustrating the manufacturers prod- 
ucts need be sent to distributors: 

It saves electrotype cost. 

Standardization will save corre- 
spondence as to what is wanted. 

It eliminates checking copy sent 
in by distributors. 

It gets a better display of manu- 
facturers’ line in more distributors’ 
catalogs. 

Distributors tell us they will print 
catalogs more frequently if the cost 





is less. A surprising number of 
manufacturers have written us ex- 
pressing appreciation of our activ- 
ity. Many have said that our plan 
saves them money. 

Some manufacturers have adopt- 
ed our plan in producing their own 
catalogs with reports of large sav- 
ings in cost and time. When manu- 
facturers do adopt our plan they 
automatically make available the 
copy we need. 

Thus our program benefits all 
three levels of distribution: the 
manufacturer, the distributor, and 
finally the industrial consumer since 
he receives an up-to-date catalog 
service. We sincerely believe this 
plan will save our industry over 
three-quarters of a million dollars 
annually, which is seven times the 
annual dues of both distributor as- 
sociations. 


impact of Defense Spending 








Baie 


by William A. Purtell 


Senator from Connecticut 


As manufacturers and distribu- 
tors of industrial supplies, you are 
naturally interested in the level 
and composition of defense spend- 
ing as it affects the volume of your 
business and that of your cus- 
tomers. 

Although major national se- 
curity expenditures have been re- 
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. . . military expenditures are 


leveling off and business must 
look to civilian economy for 


growth in next few years..." 


duced by almost $10 billion from 
the peak of $50.3 billion in the 
year ended June 30, 1953, they 
will still account for almost 65 pct 
of the total federal expenditure 
for the coming fiscal year. 
Although the drop in defense ex- 
penditures from the 1953 peak was 
important from an overall eco- 
nomic point of view, there was an- 
other development which had an 
even greater impact on business. 


This was a sharp decline in the 
rate of contract placement. 

The basic reason for this sharp 
drop in defense contract place- 
ments last year was the revision 
of the military program after the 
Korean war. 

The defense department in the 
three years following the begin- 
ning of the Korean war placed con- 
tracts totaling $105 billion. Of 
this, about $91 billion was for hard 
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Sen. Purtell Ils Former 
Association President 

Sen. William A. Purtell ts a 
former president of the Amert- 
can Supply & Machinery Manu- 
facturers’ Association. 

The senator also is former 
president of Holo-Krome Screw 
Corp. and Bulings & Spencer 
Corp. 


goods: airplanes, ships, tanks, ve- 
hicles, electronics, ammunition, etc. 
At the end of June, 1953, more 
than half the hard goods pur- 
chased had yet to be delivered. 
Even for the defense department, 
this represents a huge backlog of 
undelivered goods. 

Program revisions required an 
examination of all inventories and 
outstanding orders. Common busi- 
prudence dictated that the 
services recompute their require- 
ments and reassess their on-hand 
and on-order positions for all items 
before new orders were placed. It 
took the military department most 
of fiscal 1954 to complete this task. 


ness 


That is why business dropped 


Impact on the economy was two- 
fold: that resulting from the sub- 
stantial decline in expenditures 
and that from the great reduction 
in new orders to industry. 


From the standpoint of overall 
business activity, half of the de- 
cline of the gross national product 
from an annual rate of $370 bil- 
lion in the April-June quarter of 
1953 to about $356 billion for the 
January-March quarter of 1954 
can be attributed directly to the 
drop in national security expendi- 
tures. 

The dramatic drop in private in- 
vestment in plant, equipment and 
inventories during the same period 
is related to the changes which 
took place in the defense program. 

It is fair to conclude that the 
decline in defense expenditures 
and new contract placements, par- 
ticularly hard goods, was respon- 
sible for a substantial part of the 
decline in industrial activity during 
fiscal 1954. 

Adjustments from the _ reap- 
praisal of our defense program are 
largely behind us. The rate of 
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expenditures and order placements 
are expected to be more stable 
from here on. 

Total expenditures for the de- 
fense department for this fiscal 
year are: $34.4 billion for military 
functions, $2.5 billion for military 
assistance mostly hard goods. 

For the fiscal year beginning in 
July, military function expendi- 
tures are estimated at $34 billion 
and military assistance at $3 bil- 
lion, about the same totals as for 
this year, indicating a _ general 
leveling off in the defense program. 


What defense dollars will buy 


These major expenditure pro- 
jections are for our military func 
tions, not for foreign military as- 
sistance, and the years are fiscal 
years. 

Operations and maintenance, in- 
cluding purchases by military ser- 
vices for direct use, $7.9 billion for 
1955, somewhat higher for 1956. 

Major procurements and 
duction, $12.6 billion for 
lower slightly for 1956. 

Aircraft, $7.5 billion for 1955, 
same for 1956. 

Ships and harbor 
million for 1955, $1 
1956. 

Combat and 


pro- 
1955, 


craft, $900 
billion for 


support vehicles, 
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Ammunition, $1 billion in 195», 
lower in 1956. 

Guided missiles, $500 million in 
1955, $600 million in 1956. 

Electronics and communication 
equipment, $800 million in 195», 
$600 million in 1956. 

We may conclude the defense 
spending decline that began in 
fiscal 1954 has come to a halt. The 
defense program for the next few 
vears, at least, will be a stabilizing 
influence in the overall economic 
picture. 

Business must look for growth 
to its 
ment. 


customers, not to govern- 


The civilian economy now is in 
health. The tax cuts, 
timed to offset the drop in defense 
expenditures, contributed greatly 
to the continued high level of dis- 


vigorous 


posable personal income and con- 
sumer expenditures. Government 
credit policies have contributed to 
the extraordinary high level of 
construction. 

There is every indication that 
the government’s fiscal and mone- 
continue to De 


tary policies will 





$700 million for 1955, lower in geared to the needs of a strong, 
1956. growing American economy. 
1955-1956 officers of the 
National Industrial Distributors’ Association 
President Board of governors 


‘Cc. E. Gollwitzer 
Pratt-Gilbert Hardware Co. 
Phoenix, Ariz. 


First vice-president 
Frank M. Cruger 
Indiana Mfrs. Supply Co. 
Indianapolis, Ind. 


Second vice-president 
Stuart A. Russell 
I. Russell & Co. 
Holvoke, Mass. 


Advisory secretar> 
George A. Fernley 


Philadelphia, Pa. 


Executive secretar> 


Robert C. Fernle 
Philadelphia, Pa. 





*William T. Ryan, Jr. (Area 1) 
Cutter, Wood & Sanderson Co. 
Cambridge, Mass. 


Kenneth E. Yorke (Area 2) 
Hansen & Yorke Co.. Ine. 
New York, N. Y. 


John N. Failling. Jr. (Area 3) 
Chas. A. Strelinger Co. 
Detroit, Mich. 


Samuel H. Clark (Area 4) 
Samuel Harris & Co. 
Chicago, Il. 


Charles L. Wheeler (Area 5) 
The Salt Lake Hardware Co. 
Salt Lake City, Utah 


Wallace H. Campbell (Area 6) 
Campbell Industrial Supply Co. 
Seattle, Wash. 


"Newly elected. 
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2 Colleges Join Clarkson 
In Offering |. D. Courses 








by Eugene F. McCarthy 
Chairman 

Joint Educational Aids 
Committee 


Eugene F. McCarthy Co. 
Buffalo, N. Y. 


Thirty-eight freshman students 
arrived in Potsdam, N. Y., last 
September to enroll as the first 
class in Clarkson’s new industria! 
distribution program. 

Of these, six are the recipients 
of scholarships offered by mem- 
bers of our industry as a result 
of the cooperative effort the three 
associations have put forth to es- 
tablish this first course specifi- 
cally designed to train young men 
for a place in the industry. 

At our convention last spring, 
you heard Clarkson's president, 
Dr. William G. Van Note, tell us 
of the tremendous interest he and 
his associates had in initiating 
this program. He spoke of their 
hopes and plans as well as of the 
challenge that a new course of 
this nature offers to an educa- 
tional! institution. 

As the first year of operation 
draws to a close, | am particularly 
pleased to be able to report to you 
that this course is off to a fine 
start—Clarkson’s plans are work- 
ing out well, their hopes are being 
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" .. this college course is off to 
a fine start; Clarkson's plans are 
working well ... in the near future 
we will have courses in three 


colleges” 


fulfilled, and the challenge for the 
years ahead continues bright. 

At the beginning of the spring 
term, one of the 38 freshman stu- 
dents in industrial distribution 
dropped out, but three additional! 
men joined the group by trans- 
ferring from other engineering 
courses. Thus, enrollment in the 
I.D. course at the present time has 
risen to 40 students. 


The class as a group has an 
academic point average slightly 
higher than that achieved by the 
balance of the freshman class. 
The point average of the six schol- 
arship students is considerably 
above the class average and | am 
advised that the academic per- 
formance of the group as a whole 
is highly satisfactory. 

As you know, Clarkson has a 





President 


Paul |. Stine 
Harry P. Leu, Ine. 
Orlando. Fla. 


First vice-president 
Ashley DeWitt 
Briges-Weaver Machinery Co. 
Dallas. Texas 


Second vice-president 
4. V. Davies 
Moore-Handley Hardware Co. 
Birmingham, Ala. 


Secretary-treasurer 
E. L. Pugh 
Atlanta, Ga. 


Executive committee 
Ben S. Barker 
Pve-Barker Supply Co. 
Atlanta. Ga. 





1955-1956 officers of the 


Southern Industrial Distributors’ Association 


*C. MeD. England, Jr. 
Logan Hardware & Supply Co. 
Logan, W. Va. 


*John R. Foster 
The McLeod Companies, Inc. 
Creensboro. N. C. 


W. P. Marshall, Jr. 
Marshall Supply & Equipment 
Co. 


Tulsa, Okla. 


L. D. Montague 
B. L. Montague Co., Ime. 
Sumter, 5. C. 


H. B. Tonsmeire 
Turner Supply Co. 
Mobile. Ala. 


*Newly elected. 








HARDWARE AGE, MAY 12, 1955 








strong engineering background, 
which it maintains by keeping 
abreast of current trends and re- 
quirements in industry itself. One 
of the important parts of Dr. Van 
Note’s program has been the visi- 
which 
with college departments through- 


tation committees work 
out the vear. Consequently, it was 
a logical move to establish a visi- 
tation committee for the depart- 
ment of industrial distribution. 

This committee is made up of 
graduates and nongraduates, who 
have an interest in the college 
and in the industrial! distribution 
course itself. 

Present members of the commit- 
tee are: Clarke H. Jovy, chairman, 
Clarke H. Joy Co.; 
phenson, air appliance division, 
United States Hoffman Machinerv 


Revis L. Ste- 


John R. Proven. Porter-Ca- 
ble Machine Co.: Harold E. Torell. 
Supply Co.; Dr. Jerome 


Corp. , 


Syracuse 
Barnum, retired publisher, Syra- 
Post-Standard; Thomas NN. 


Kettles, Canadian Stebbins Eng!- 


cuse 


neering Co.; Robert Wilson, Good- 
vear Tire & Rubber Co. 

This committee cooperates with 
the college in making a thorough 
analysis of the curriculum, fact! 
ties, personnel, and needs of the 
department of industria! distribu- 
tion. By visits to the campus, the 
committee confers with facult\ 
members and individual students 
To develop constructive sugyges- 
tions for the best conduct of the 
department, which is under the 
able direction of Dean Lowell W. 
Herron. 

Both 


Harold Torel] and John 
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Proven report that the first meet- 
ing of this visitation committee 
held in Potsdam in February was 
interesting and productive. With 
men such as these representing 
our industry, we can feel confident 
that the course itself will be well 
planned and channeled in the 
right direction 

So far this spring the college 
has received a large number of re- 
quests for information on the in- 
dustrial distribution course from 
high school seniors. To date 21 
voung men have actually applied 
for admission to the I.D. class e: 


(Continued on page |24) 


New Technology Will Enlarge 
Opportunities for Distributors 








by Carl O. Hedner 
Sales Manager 
Hoisting equipment 
Yale & Towne Mfa. Co. 
Philadelphia, Pa. 


The volume of business indus- 
trial distributors of America do 
is only one measure of the vital 


role they are playing. 


Last vear the 2,500 distributors 
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", .. the $3'% billion done last 
year can be increased immeasur- 
ably if distributors will seize their 
new opportunities ...- 


in our country did just a 


is a formidable volume for anv 


segment of American business 


Sut this sizable amount 


industria! distributors’ role 


Actually what is that role? It 
is the performance of a logistical 
service in which 2,500 enterprises 
in the United States, some large, 
some small, accomplish the move- 


little 
under $3'~ billion in volume. This 


itself 
does not adequately describe the 


ment of a vast variety of indus 
rial yoods, from one factory Lo 
another, from source to user. They 
ultimately bring to 
upon thousands of different plants 
materials without which these 
plants could not function. I be- 


thousands 


lieve this is a key role in our in- 
dustrial picture. 

Business-like nature abhors a 
vacuum. This is probably the 
reason the industrial distributor 
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came into existence in the first 
place. 

As American industry ad- 
vanced, productive capacity grew 
faster than distributive capacities. 
The void was filled inevitably by 
the industrial middleman. He 
came into the picture to bridge 
the gap between the expanding 
producer and the eventual 
wherever he was or 
found. 


user, 


could be 


In the course of this develop- 


ment, industria] distributors as- 


sumed more and more lines of 


products and became the inter- 


mediate sources ior a very broad 


range of goods, extending trom 
very small items to iarge pieces 
of equipment, including raw mate- 
erials, maintenance goods, pro- 
duction tools and machinery. 

In my 


should be offended by the often- 


opinion, none of you 
used description of the industria! 
“the hardware 
industry; for, as the 
hardware store is the source of 
without which the home 
function, the industrial 
distributor is the source of goods 


distributor as 


store’”’ of 


goods 


cannot 


without which the industrial plant 


cannot function. 


Advertising Award Presentations 






















































These are the plaques and certificates awarded in the annual competition. 


Presentation of the fourth an- 
nual advertising awards was a 
special feature of the grand open- 
ing session of the Triple Indus- 
trial Supply Convention. 

The National and Southern In- 
dustrial Distributors’ Associations 
annually present awards “to en- 
that sell 
mention 
distributor benefits in their adver- 
tisements.” 

Presentation of plaques to first 
place and certificates to honorable 
mention winners was made to rep- 
resentatives of the companies by 
John D. Williams, Mau-Sherwood 
Supply Co., of Cleveland, Ohio, as 
chairman of the joint advertising 
and award committee. 

There are seven classifications 
covering various mailing 


courage manufacturers 
through distributors to 


pieces, 





ndvertisements, catalogs, house 
organs or annual reports. 


Plaques were awarded to: 


Republic Rubber Division, L 
Rubber & Tire Corp. 

Simonds Saw & Stee! Co. 

New York Belting & Packing Co. 

Tube Turns. 

L. S. Starrett Co. 

Republic Steel Corp. 

Certificates for honorable men- 
tion were awarded to: 


B. F. Goodrich Co. 

Norton Co. 

Keystone Lubricating Co. 
Goodyear Tire & Rubber Co. 
Torrington Co. 

Jacobs Manufacturing Co. 
Sterling Grinding Wheel Co. 
Standard Pressed Steel Co. 
Nicholson File Co. 





The analogy is good ior another 
reason. The hardware store, when 
it has moved with the times, has 
constantly changed. The success- 
ful hardware store today is some- 
thing very different from the one 
we knew as boys. It is a modern 


emporium that sells very broad 
product lines that have expanded 
with the broad advances in our 
economy. The old lines of nuts 
and bolts and hammers and nails, 
are carried; but also carried are 
housewares, electrical appliances, 
tools, fixtures 


ceramics, garden 


and a host of other products. 


Keeping in step with progress 


When a particular hardware 
store did not change to meet new 
conditions, the consumer market 
it served had a vacuum which had 
to be filled. So in time, either a 
competitor moved in with the 
lines, or the 
flanked 


dealers—here an ap- 


needed broadened 


old store became with 
specialized 
pliance store, there a housewares 
store. 
All of you know that very simi- 
lar developments have taken place 
in the field of industrial distribu- 
tion. There are many industrial 
products which ordinarily should 
have found their level of distribu- 
industrial distributors. 
These 


moved into distribution 


tion with 
They did not. products 
through 


specialized means because indus- 


trial distributors at the time 
failed to understand the oppor- 
tunity. 


Competition from specialists 


A very specific example oc- 
curred around 1920 when newly- 
materials 


dev eloped h a fi d ing 


equipment began moving off the 
looked for 
This 


Vy 


equipment was a natural area oi 


production lines and 


channels of distribution. 
supply 


expansion for industrial 


houses, but they failed exploit 


it. The 


moved into specialized channels of 


result was these lines 


distribution which in this case 
were newly-established materials 
handling sales centers. 

The failure of industrial dis- 
tributors to take on new lines of 
reason 


products is not the only 
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goods are diverted to other chan- 
nels of distribution. 





If I may use the analogy of the 
hardware store again. it could be 
pointed out that many lines which 
normally started through this 
dealer channel left it because of 
inadequacy of selling and mer- 
chandising. Everywhere you go 

today you will find hard-selling, 
promotion-minded, skillful mer- 
. chandising competitors taking 
business from the neighborhood 


> 


Distributor Advertising Must Back Up 
Manufacturers’ Selling Efforts 


hardware store in lines of prod- 
uct he started with and should 
have held on to exclusively. He 
holds his own against all comers 
when he sells imaginatively. He 
fails in many when he 
doesn’t compete in merchandising 
techniques with the nearby drug 
supermarket, both of 
which now carry products which 
were once exclusively in his prov- 
ince. 


lines 


store or 


Very much the same situation 





by Lee R. Canfield 
Vice-president 

The Griswold-Eshleman Co. 
Cleveland, Ohio 


Distributor selling today needs 


the strongest possible one-two 


punch of advertising. 
It needs punch number one: the 
full wallop of the manufacturer's 


national advertising effort. It 


needs punch number two: the 
hefty follow-through of consistent 
advertising and sales promotion 
on the local level by the distrib- 


utor. 
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a month...’ 


You have all the product fea- 
tures the manufacturer offers plus 
your own powerful buyer appeals 
local stocks of 
simplified 


such as leading 


brands, quick service, 
purchasing. 

Let’s look at how you can Ccapi- 
talize on this potential. 

The job of advertising is to help 
reduce the cost of selling, to help 
you sell more and make more 
profit. 

Advertising supplements per- 


sonal selling by making calls on 


... contact as many customers 
and prospects as economically 
possible and do it at least once 


Triple Industrial 
Supply Convention 















with 
industrial suppliers. During peri- 


has often many 





happened 






ods of easy selling, as in the last 
seller’s market, the industrial dis- 
tributor’s salesman often became 
a mechanical order taker. He lost 








(Continued on page 128) 



























, 


known and unknown buying influ 

ences fo! pennies or nickels pel 

call. 
Advertising interests the pro 


pect with news or information 
about your products and services 
that can solve his problems. 

Advertising helps build the rep 
utation of your company and con- 
ditions the prospect for more ef- 
fective personal selling. 

Your salesman 
time to cover the subject because 


requires less 


(Continued on page 132) 








Gifts, Toys and Housewares 


... become a single department to attract 


women customers at Alabama store 


Most purchases of gifts, toys 
and housewares are made by 
women. That’s why three depart- 
ments related- 
selling team under one manavger at 


J. Oviatt Bowers Co., in 


became a single 


Tus¢a- 
loosa, Ala. 

At Bowers it was discovered 
that gift purchases were made in 
all three departments during 
every month of the year. Whether 
a4 Woman stopped in for a gift, a 


, 


ov for junior or an item for her 


Gifts, toys and housewares combined into a single department now 





own household, there was always 
the prospect of another sale in the 
other lines if they were displaved 
in the same department. 

During special display seasons 
the three lines dovetailed to pro- 
vide a flexibility far greater than 
three separate departments could. 
At Bowers they used the strong 
pulling power of gifts and toys to 
expose nousewares to more im- 
pulse buvers. A single department 


head for the three lines was the 


logical answer to coordinate the 
three parts of the department in 
buying, selling, customer requests, 
store displays and advertising. 
This department occupied one 
end of the 26 by 36 ft store when 
it opened in 1946. Today, after en- 
largement, gifts, toys and house- 
wares occupy the entire origina! 
store area—33 pct of the present 
floor space, representing 9.8 pct of 
the stock. This triple department 


(Continued on page 135) 


ccupy all of the original store area. 
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4. Steps to 


; Gardening Profits 


...complete stocks 


full display 


... product knowledge 


rental department 


The success of Melntire’s gar- 
den supplies department rests on 
carrying complete lines of quality 
merchandise; having well-trained 
sales people who can answer any 
pet of the 


question; putting 95 


yet al 
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Salespeople, trained to help customers with prob- 


: , . _ 7 
ar C nrr f ute se rhe high Oies Your P=) 
AA Int roa < nee ian C ner jeporrn an? Store 
° : aa Vs WF W/O ¥ 4 / " A 


ager, William Maddox, center, supervises the tra 


Ing 17 shia Roth, ’ y - 
inventory On display for impuise yarden goods volume fol the three 
sales; and rendering extra ser- McIntire hardware stores in Bet! 
vices such as rentals. esda. Chevy Chase Lake, and Ken- 
That is how this hardware re- sington, Md. 


tailer operates his merchandising A sampling of Meclintire’s larg: 


program to bring in a $150.000 and diversified stock reveals 15 
different types of fertilizer; 10 
t\ pes of weed killers, LWwo complete 


fungicide 
10 different 


insecticides, 


of 
soil conditioners: 


ines 
and 
types of bulk and packaged grass 


seed; packaged vegetable a! 


flower seeds; hand and power ga! 


den tools: garden furniture, and 


outdoor play equipment. Ana 
every item is on open display 
Demonstrations play that customers mav examine and 
an important part in handle them. 
crawing gardening William Maddox, manage: 
prospects fo the store the Bethesda store, advising on 
how the store achieves maximum 


“We feel that the gar- 


ay 


sales, says: 


den supplies department with 


pet of its stock set out in colorful, 
eve-catching open displays, is an 


(Continued on page 144) 
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Know-How and Show-How 


paves way to paint profits 





eeu plays above the 
4 two agitators. 


How a Wisconsin dealer combines his knowledge of paint- 


ing technique with good service and attractive displays 


Experience gained as a former 
painting contractor has given Gil 
Haasch a most effective sales tool 
at his hardware store at 2523 W. 
Vliet St. in Milwaukee. 

Mr. Haasch has the necessary 
know-how and show-how ability to 
painting novices. to 
tackle a wide range of interior and 
exterior jobs. As a result paint 


encourage 


and related lines are large volume 
and substantial profit-makers for 
the firm. 

Typical of the chains of paint 
sales made by Gil Haasch was one 
experienced last year. A customer 
visited the store, told Mr. Haasch 
that he had followed directions 
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given him for repainting his kit- 
chen. 

The visitor “Following 
your advice gave me a very attrac- 
tive kitchen. I am going to paint 
two bedrooms. Tell me how to do 
the jobs, help me to select color 
schemes for both rooms. Success 
with the kitchen encourages me to 
do more painting.” 

After the customer was assisted 
in selecting the color schemes, 
type of materials to use, plus nec- 
essary brushes and other accessor- 
ies he tackled the two bed rooms 
Not long after, he came back for 
advice and demonstrations for re- 
finishing a bathroom. At a later 


said, 


date, Mr. Amateur Decorator 
visited Gil Haasch for some do-it- 
yourself instruction on painting 
the exterior of his home. 

One satisfied do-it-yourself cus- 
tomer recommends or brings other 
paint purchasers to the Haasch 
store. Many of these customers 
make at least one substantial paint 
purchase each year at the 18x50-ft 
store. 

Gil Haasch has two paint agita- 
tors in his store, for he considers 
proper paint mixing a key to paint 
profits. Two agitators are em- 
ployed to enable the firm to give 
fast service to paint customers. 

Mr. Haasch says of the use of 
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paint agitators, “Correct mixing is 
most important. People do not 
want to spend very much time 
stirring and mixing paint. Very 
few people will mix paint properly 
by hand. They usually stop stir- 
ring before the job is completely 
finished, with poor results.” 

Recently a customer bought a 
gallon of flat paint, came in the 
following week to tell of his pleas- 
ure in the nice job he was able to 
do. The customer said, “That 
paint was well mixed. I formerly 
bought my paint from a chain 
store at which the sales clerk told 
me they had only fresh paint. 

“I found that paint hard. It 
took quite some time to mix. When 
we opened your paint, my wife and 
I were pleased to find that it was 
mixed properly.” 

Gives Decorating Advice 

Many customers praise the 
paint mixing service and sugges- 
tions offered at the Haasch store. 
Where necessary Mr. Haasch 
visits a customer’s home to give 
advice on preparing and painting 
various types of surfaces. In most 
instances, he is able to explain the 
proper methods to a customer 
right at the store. 

Paint brushes and related items 
are displaved above and alongside 
of the paint agitators. Thus when 
a customer is waiting for the mix- 
ing of his paint, he is reminded of 
these extra items. 

To feature his varnishes and 
stains, Mr. Haasch built two 
swinging panels, each side of 
which has 8&x10-in. sections of 
wood on which various stains and 
varnishes have been applied. Each 
of the smaller sample panels is 
marked as to its shade, number. 

The rear-of-the-store wrapping 
counter has a staff-built sand- 
paper rack. All customers at the 
wrap counter, or standing next 
to the paint agitators see this 
rack. 

Reserve paint stocks are kept in 
case lots in the basement in 
shelves constructed by Mr. 
Haasch. With the end markings 
indicating container sizes and 
paint shades, cases can be quickly 
slid into or out of their shelves. 
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90% of Stock is on Display 


Store is merchandised for impulse 
buying, and self service is 
encouraged. Special price coding 
shows margin on each item sold 


Nine. 9x5 tt islands such aos these are on the 38x80 sales fioor 
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Abode Hardware—so named because its aim is to 
supply all the needs of the homeowner—uses adjusta- 
ble 9x5-ft display islands, wall shelving and perforated 
display board to put all but 10 pct of its merchandise 
out on display. 

The store’s lines of garden goods, housewares, tools, 
paints, cleaning supplies, electrical goods and plumb- 
ing supplies as well as sundries are all brightly lighted. 
All are an invitation to buy to the homeowners in 
Rockville, Md. 

There is a 38 ft wide by 80 ft deep selling area; a 
20x50 ft storage area and an office 15x60 ft. Immedi- 
ately behind the glass front is a garden supply depart- 
ment which runs the entire front of the store and is 
7 ft deep. 

With so spacious a sales floor, Glen J. Koepenick, 
owner of Abode Hardware, was able to install 9 of 
his 9x5 ft display islands and still keep his aisles over 
4 ft wide. The islands are so designed that the two 
top levels are removable, and each display level is 
recessed six inches from the one below it. 

Mr. Koepenick changes the arrangements of mer- 
chandise and also each department every two months. 
He doesn’t want his customers to be able to look for 





merchandise too automatically at the same location 
every time and thus lose awareness of other items. 

While self service is encouraged, a staff of four full- 
time salesmen and one part-time worker is available 
Also, a 2x5 ft U-shaped check-out is near the front 
entrance to the store. 

Pre-packaging of nails and other small fasteners is 
practiced. The packages are priced. 

A store sign reads, “Pick Your Purchases and Please 
Pay the Cashier.” Though the sign invites self ser- 
vice, the open displays in the well-lighted interior are 
the strongest invitation for handling and examining 
merchandise. 

“I believe the supermarkets have done a good job 
in training customers to wait on themselves,” says 
Mr. Koepenick. “At our monthly staff meetings, which 
have been conducted since the store was opened, we 
have trained our salespeople to approach customers 
only when they indicate they want help. Leave cus 
tomers alone, and they will sell themselves and buys 
more than if waited upon.” 

Every item in the store is not only priced, but coded 
to indicate the ross profit. The cash register used 


n the store is not keved by departments, but has 11 


Pertorated board has been effectively used in this store. 
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keys, five of which indicate whether an item brings 
25, 35's, 35, 37, or 40 pet gross profit. The other 
keys are for excise tax, sales, cash, charges, received 
on account, and paid out. 


Owner Koepenick includes free soil tests as a bid for the 


gordeners bSusiness. 
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This mail in g 
piece goes ouf 
to new fathers 
in the neighbor 
hood. 


As an example of how the code works, if a price 
tag reads “$1.50-B,” it means that the item brings 
333 pet gross profit, and it is rung up on the regis- 
ters “B” key. 

“This helps us to know our gross profit on sales 
volume daily,” reports Mr. Koepenick. “‘At the end of 
the day when we get our total gross sales and divide 


, 


it by the number of customers, we arrive at our aver- 
age sale. 

“If our average sale goes down, we look for the 
trouble. Our pricing may be in error, so we check 
that. We also get a copy of our running balance, daily, 
of outstanding accounts. I do not encourage charges 
and do not allow them to run over 90 days.” 

Located in an area that is rapidly being built up 
with new homes, Abode Hardware carries on a strong 
promotion to homeowners. Mr. Koepenick makes 10- 
minute goodwill calls, in person, at homes in his trad- 
ing area. 

During those calls, made usually after 10:30 a.m., 
he sells the town and the store to neighbors, describing 
the various special services he offers. He also leaves 
a gift, such as an outdoor thermometer. 

The store’s services include free soil tests, budget 
plan arrangements; demonstrations in making wood, 
metal and plastic items for the home; a rental! service 
on garden tools, waxers, polishers, etc.; 
service. 


free delivery 


Demonstrations are held on Friday evenings and all 
day Saturdays under the supervision of a skilled 
craftsman who operates power tools. A 10x7 ft space 
in the store is set aside for these demonstrations which 
are extremely popular. Mr. Koepenick reports that 
these demonstrations are the most effective sales me- 
dium for new homeowners have to be taught how to 
use tools. 

The store advertises weekly using three or four 
specials so that they will stand out prominently. “We 
feel that now there is so much confusion in the pub- 
lic’s mind as to when a sale is bona fide, that present- 
ing a large selection of specially priced items would 
only increase the doubt,” says Abode Hardware’s 
owner. 

A special direct mail promotion goes out whenever 
there is a birth in the neighborhood. A congratula- 
tory message is sent to the father, along with @ small 
gift and a message stating that Abode Hardware is 
ready to render assistance during his busy days. 
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Roll-up glass doors provide this 
store with a garden shop that 
is easily adapted to changing 


weather conditions 








To the left of Snyder Hardware yin st s the Garden Shop 


annex which in good weather 


Garden Annex Converts 


Into Outdoor Display 


opportunity 
play and at the same time protect playing its part in m: 
the merchandise against bad lawn and garden volum 


How to maintain an outside dis- ter display 


weather has been neatly solved by day is five times yvreate 


an architectural feature of the over-all volume for the 
Garden Shop Annex of Snyder's 


VW hen if wis opened 7) 
Hardware in Falls Church, Va. 


avd. 


The shop was constructed with About the 50x20 ft vard 


glass roll-up doors so that when O. G. Snyder says, “We didn’t plan 
weather permits, the doors can if that war Our annex or warden 
easily and quickly be rolled up'to hop evolved out of os If 
convert it into an outdoor display was to be a sort of covered porch 
area, easily accessible to passers- for mowers and heavy garden and 
by. irk tools that would be on open 
Display has been one of the display when we rolled up the 
most important factors contrib- ioor in seasonable weather. That 
uting to the build-up of Snyder vould save us the trouble 
Hardware’s garden goods volume ting equipment outside 
The annex is the latest bid for bet- (Continued on page 152) 
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Service & Repair Dept. 





Service for 86 years 


A New Englund firm changes 
with the times, but continues 
to service any mechanical 
equipment it ever sold. Mowers 
for servicing are collected in 


Service is a much used word these days in all types 
of advertising. 

Service has been a key to the growth of Silliman’s, 
Inc., in New Canaan, Conn., ever since the business 
was established in 1869. 

This is one of many reasons this hardware firm 
serves an extensive commuters’ section miles beyond 
the limits of the town of 8000 in which it is located. 
Silliman’s will repair or recondition, if humanly pos- 
sible, any product ever sold by the firm. If unable 
to do the work in the firm’s own repair department, 
arrangements will be made to have the work handled 
elsewhere. Although the firm no longer handles trac- 
tors, having sold the last unit in its stock more than 
four years ago, it continues to service light- and 
heavy-duty units in its shop. 

Most repairs are done on the premises in a four- 
man shop equipped with drills, lathes and grinders 
large enough to handle even major automotive parts. 
Until 1940 much of the shop work was on farm im- 
plements. After the war, local farmers sold out to 
development companies by whom hundreds of homes 
were constructed. At present about 90 pct of the shop 
work is in the reconditioning of mowers from hand 
units to large gang-tyvpe models. 


120 


mid-fall and returned at winter's end 









In the summer months current repairs keep the 
shop crew working overtime. In the fall when home- 
owners are no longer cutting lawns Silliman’s seven 
trucks make their routine deliveries, then return to 
the shop with lawnmowers for servicing. By appoint- 
ment each truck picks up all mowers on one day that 
are to be serviced from a specific neighborhood. This 
minimizes the number of pickups and back tracking 
needed. Later in the fall one truck makes a sweep-up 
trip throughout the firm’s entire trading area. 

During the mower collection period work in the 
shop is usually stopped entirely with mechanics aid- 
ing drivers in making collections. No shop work is 
done on mowers until termination of the annua! pick- 
up period. Mowers are stored for the winter without 
any charge, a summer goods storage area beng used 
for storing the mowers. 

There is sufficient mower work to keep the entire 
shop crew busy until the following summer. Work is 
handled on an assembly-line basis. A group of ma- 
chines is air-blown and cleaned off in the yard. Then 
mowers are taken into the shop where one man tunes- 
ip, cleans or repairs motors, another specializes on 
blades and a third on wheels, etc. No time is wasted 
by mechanics waiting for a turn at the various shop 
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Four-man shop 
has chain hoist 
for easy move 
ment of heavy 
power mowers 
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FE. D. Drew manages the store. Despite 


extensive stocks ond willingness tO piace 





special orders, the stores annual turnover 


rate is 2.5 times. 


‘ 4 - 


tools, as occurs when each does service-work on a 
complete machine before going on to the next job. 

Labor turnover is no problem in the shop, base 
wages being at the same level as those received by 
local garage mechanics. Mechanics also receive a per- 
centage of the difference between actual shop payroll 
costs and labor charges paid by the customer. 

A separate repair department is maintained for 
television sets, radio receivers, record players and tape 
recorders. A skilled specialist handles service work 
on these items. 

In addition to servicing equipment sold by the store, 
Silliman’s service units which customers have bought 
elsewhere. Many customers who have bought off- 
brands or discontinued models, or from outlets provid- 
ing no service, have their service needs handled by 
Silliman’s. 

A single and complete line of major appliances is 
handied, these being sold by a department manager 
working on commission. Responsible for sales and 
servicing of these lines, he discusses many home equip- 
ment problems not involving Silliman’s merchandise. 

That the firm cannot afford to hire poorly paid ser- 
vicemen is the contention of E. D. Drew, manager of 
Silliman’s store. He says, “You must protect your 
reputation with good service.” 

Another type of good service provided by Silliman’s 
is in its delivery department. Prompt deliveries are 
the rule. In emergency the firm will deliver, accord- 
ing to Mr. Drew, “a package of paper plates to Poun- 
dridge,”’ seven miles distant from the store. 

All deliveries are completed by Friday night of 
each week, 

Silliman employees call many customers by name, 
an important factor in building friendly business rela- 
tions with them. Charge account customers are par- 
ticularly impressed when salespeople know their 
names, recognize them as having charge privileges. 
Good wages and a small year-end bonus are among 
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Dependable service is a key factor in promotion of big-ticket merchandise 
volume. There's ample room for inspection and comparison. 


the factors resulting in low employee turnover. De- 
partment heads receive a bonus, based on increases 
in sales over the previous year’s volume. After the 
war, when the entire Silliman business was completely 
departmentized, managers were made buyers for their 
departments. In effect each department is operated as 
though it were a separate specialty shop. 

Gross volume in 1953 was $715,000. Many cus- 
tomers shop by phone. Two women are employed to 
receive phone orders, make out the sales tickets. Fully 
90 pct of the firm’s business is with charge account 
customers. 

Silliman’s plumbing supply department is so active 
serving week-end plumbers that the April, 1954, issue 
of American Magazine based a “how to” article on 
the firm’s service to its do-it-yourself plumbing cus- 
tomers. Many women customers, employing full-time 
maids, visit Silliman’s to get advice on doing their 
own interior painting. 

Maintenance of varied stocks is another phase of 
the firm's service to its community. Variety of stocks 
helps to induce many customers to do their compari- 
son shopping at the store, for instead of looking at 
limited variety at Silliman’s and then looking in other 
stores they can usually find what they want at this 
hardware store. One entire table, for example, is 
given to a wide assortment of paper napkins. 

One corner of the first floor display room has noth- 
ing but lampshades. Many lampshades are bought 
on impulse, customers being urged to take them home 
to try them out with the understanding that they may 
bring them back for full credit if they are in salable 
condition. 

Should the ample variety offered not meet customer 
needs, the firm will try to obtain merchandise on spe- 
cial order. A sizable special order business is handled 
by the firm in locating unusual! items customers seek. 

Silliman’s provision of service for its customers is 
what its management terms a “good neighbor policy.” 
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Build your Aluminum Farm Roofing 
business in the great 1955 


ALCOA ROOFING 
SALES ROUNDUP 


...the greatest profit opportunity ever offered dealers serving the 
nation’s farm areas! 

You get magazine advertising, radio advertising, I V advertising, 
direct-mail advertising, displays, building plans, color movie to 
help you build YOUR business in YOUR county! 

All you need in stock is a selection of Alcoa® Aluminum Farm 
Roofing Sheets and Accessories. Our nearest jobber carries large 
stocks, offers you over- 


night delivery. Phone ALCOA 


your jobber or send the 
coupon TODAY for com- ALU RA 4 ahd u PA 


plete information. 





ALUMINUM COMPANY OF AMERICA 


ALUMINUM COMPANY OF AMERICA 
2128-E Alcoa Building, Pittsburgh 19, Pc. 


Rush me details at no obligation on how | can tie in to the Alcoo 
Farm Roofing Sales Roundup with sample stock selection 


Name 
Company 
Address 


City 
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Screen door 


HINGES 


you can depend on 
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e Shelby has pledged its repu- 
tation on dependable products 
for over half a century. Shelby 
adjustable-tension Screen Door 
Hinges are made for heavy duty 
service—heavily plated, highest 
quality finish and lacquered for 
maximum rust resistance. They're 
used everywhere! You and your 
customers can depend on Shelby. 







































































THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 













































































SCREEN DOOR HINGES 
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Mill Supply Associations 
Celebrate 50th Anniversary 


(Continued from page 103) 


is back of efforts to nationalize 
and socialize industry. 

The constitution is the bulwark 
of American 
Manion, South Bend, Ind., attor- 


freedom Clarence 
ney, told a joint session. He urged 
business men to look beyond their 
immediate business and pay more 
attention to the way the govern- 
ment is spending tax money and 
making treaty and trade commit- 
ments by skirting the constitution. 

The federal government now is 
broke, he stated. Government to- 
day is costing 20 times what it did 
during the depression. The nation- 
al debt, counting auxiliary obliga- 
tions, actually is over $500 billion. 

Business men should be as con- 
that 
profits that goes into taxes as they 


cerned about 


are about the part they retain in 
At least 10 
percent of a business man’s time 
should be devoted, he 
government affairs. 


their own companies. 
said, to 


“It is later than it ever has been 
in our country,” he predicted. 


Farewell address... 


te 


ON A he. bb cn ~tenend 


4 —_ - A ae 

After serving the Notional Associo 
tion tor 20 yeors. 15 os secretory 
frreaosurer and 5 oS executive secre 


tary, Henry R. Rinehart makes /h 


tinal address before retiring to con 


~F ~ - a) art « 
~) ~ ' *, ta © 


part of their 





remedial! 
action were to support the Bricker 


His suggestions for 


amendment to fortify the constitu- 


tion, and to reduce government 
s vending. 
Total attendance at the conven- 


tion was over 2000. 


Two Colleges Offer 


Distribution Courses 


(Continued from page 109) 


tering next fall. This is an excel- 
lent start toward a full enrollment. 
One of the most important as- 
pects of enrollment is contacts 
with guidance directors and senior 
students in high schools located in 
from which Clarkson 
normally draws its students. 


the area 


A fine cooperative contribution 
to this problem is being made by 
a group of eastern manufacturers 
and distributors under the leader- 
ship of Mr. Proven and Mr. Torell. 
Eight distributors have offered to 
work with members of the Amer- 
ican association in visiting local 
high schools to familiarize guid- 
directors and eligible stu- 
dents with our industry, and the 
opportunities offered by Clarkson 


ance 


for a college course leading to a 
bachelor of science degree with a 
major in industrial distribution. 
of the six scholar- 


ships offered in this course last 


You know 


vear, and undoubtedly are aware 
of the need for additional scholar- 
ships for the future. It is encour- 
aging to report that in addition to 
a second scholarship to be given 
by the Henry G. Thompson & Son 
Co., the New York State Industrial! 
Supply Association is underwrit- 


ing a scholarship, and several 
other scholarships are “in the 
works.” After you return to your 


offices, you will receive an inter- 
esting brochure from Clarkson 
produced with the help and advice 
f the educational aids commit- 


e3' 
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it’s EASY to boost your SUMMER PROFITS 


fiberglass 
insulation 


~ —— 
‘STOPS . 
sy ~~ DRIPPING 
eos ae 4 > . h 
ADVERTISING < *PIPES | 


_FOR DEALERS ~ INSTANTLY 
( 


WRAP-ON QUALITY means business! 
this ad over your name First on the market—First in sales success! WRAP- 
ON is the original quality fiberglass pipe insulation 
in handy packaged form. Ideal for the do-it-yourself 
trade. Instantly successful when introduced, 
WRAP-ON’s continued sales leadership is an over- 
whelming tribute to the quality of the product. 


STOPS DRIPPING pip oo ee cag real volume from REPEAT SALES! 


PIPES INSTANTLY One Chicago store recently sold a repeat order of 









SA 


“ 





can be run in your local paper af no cost 
to you! And—the more you buy, the more 
FREE ads you get—the same ads being run 
in such powerful national magazines as. . 


















. ; F ackagec _o “1, « TT 
Low cost do-it-yourself American oe pac kages to one customer: It's not unusual, 
1 ~ > Fiberglass Insulation Home practically every purchaser is a prospect for many 
¢f QUICK . . EASY TO USE ep packages. You can insure profitable repeat orders 
Seep rust snd ruined fess caused opviar by selli WRAP ] ality fil age pr 
Stop ad sutnnd Reaves cn ry selling tAP-ON—the quality fiberglass pro- 
y dripping pipes. Protect base Mechanics aoa 
super-tough, long 4 ON fiberglass insulation and vapor auct. 
at Dept & Hdw stores sai tape | Pke vers |i @ , . . ‘é . es ‘ 
mceee aft hetiations pe Smooth surface takes oe e No dirt or muss—just “wrap-it-on” e Clean to 
insist on ‘WRap-on’ Wrap-On Co. Chicago 10, Dept 000 clence handle ¢ Won't tear or rip—super-strong @ No tools 
e S ainti ‘face ' cost- 
DEALER NAME © and ethers needed | Smooth painting surface e Low cost 
i | economical to use 
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MAKE THIS QUALITY TEST 
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FREE DISPLAY! 


This hard hitting self-seller display car 
ton starts selling the minute it’s on the 
counter. Absolutely FREE and shipped 
to any dealer who orders 12 packages of 
WRAP-ON from his jobber or direct 


BEWARE OF IMITATIONS 
folks ask for WRAP-ON 





WRAP-ON success has encour- 
aged imitation—yet no product 
can surpass its quality! Unroll 
the fiberglass and try to tear it. 
Do the same with another prod- 
uct. Long, extremely fine fibers 
of electronically melted glass 
make WRAP-ON super-strong! 
























15 5—-WRAP-ON ¢ 


JOBBERS! DEALERS! 


join the WRAP-ON profit 
parade — start selling now Address 


MAIL COUPON TODAY! i re 


My Jobber is 


WRAP-ON CO., 340 W. Huron $1., Chicage 10, Ill., Dept. 305 


| om o deoler. Please send me FREE WRAP.ON display corten. | enclose $7 80 
for 2 pokes. of WRAP.ON pipe insulotion. (Retail @ $! per pkg.) 
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tees ol al! three associations re- 
ferring to this scholarship prob- 
lem to which we hope you will 
give careful consideration. 

All through our planning and 
working with Dr. Van Note and 
his associates, we have been hope- 
ful that other colleges would be- 
come interested in our industry 
once they found that a course in 
industrial distribution had a 
broad appeal, and could be suc- 
cessfully integrated with their en- 
gineering and business adminis- 
tration departments. 
winter Paul Rickman 
brought the Clarkson course to the 
attention of Dr. J. W. Giachino, 
head of the vocational-industria! 
and technical department of West- 
ern Michigan College. Western 
Michigan College, in Kalamazoo, 


Last 


is a coeducational institution with 
a present student body of 5,000. A 
fully state supported institution, 
it draws its students mainly from 
the middle west and has experi- 
enced a very substantial growth 
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during the past few years which 
shows no signs of abating. 

became apparent that 
Dr. Giachino’s interest was very 


It soon 


real and therefore the joint edu- 
cational aids committee was de- 
lighted to back up Mr. Rickman’s 
original contact and to work with 
him in furnishing complete data 
to the administrative departments 
of this college. Our committee was 
asked to review a proposed cur- 
riculum and offer suggestions as 
to changes and additions which 
would produce a four year course 
well-adapted to the requirements 
of our industry. 

3efore leaving for the conven- 
tion, I learned from Mr. Rickman 
that Dr. Giachino has 
final approval for a course in in- 


received 


(Continued on page 128) 
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“Use the yardstick. When you ‘smell a yard’ 


people think our rope is musty.” 
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IN FLAT, SEMI-GLOSS, GLOSS, HOUSE PAINT AND DELUXE ALKYD ENAMEL 


A Complete Paint Stock For Less Than $420.90 


INCLUDING BASE PAINTS, TUBES, ALL ADVERTISING AND MERCHANDISING SUPPLIES 


McDougall-Butler presents the complete and practical 
color tube system .. . Surfastyle Custom Colored Paints. 


an sales volume and turnover. 
This system uses only 2 base paints and 12 tube 


Your paint inventory is reduced by 50%, you save 
75% of your shelf space and increase both your total 


colorants. The suggested dealer assortment totals only 


Complete advertising and merchandising plans are 
38 gallons, 84 quarts and 60 pints. 


now ready. Dealerships available everywhere! 
complete details, write, wire or phone today! 


McDougall-Butler Co., Inc. 


DEPT. “H’’ BUFFALO 14, NEW YORK 


For 
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STOCK ’EM... 
DISPLAY 'EM... 
AND YOU'LL SELL ’EM! 


| #eveerrcee ve 










No. 
201-N.E, 


There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman ...to 
No. 202 do-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 

All Klein pliers are 
made of finest tool steel 


x 


—precision fitted— 
individually tested. 
Tops in quality “since 
1857." Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 


Write for your 

free copy of the 

No. 203 A/lein Pocket 
Tool Guide 
Today! 





DISTRIBUTED 
THROUGH JOBBERS 
Foreign Distributor: 
International Standard 
Electric Corp., New York 


Mathias KLEIN or 








dustrial distribution to begin next 
fall. 

Also, I just received word 
through Forest Bennett that Brad- 
ley University, at Peoria, Ill., will 
offer a four-year course in I. D. 
starting next fall. 

Thus, we will have courses of- 
fering training specifically de- 
signed for young men interested 
in our industry established at 
three colleges located in different 
areas of the country, the north- 
east and midwest. 

Additional! interest is 
ing in other sections as well, but 


develop- 


it has not progressed far enough 
for me to make any report to you 


as vet. 


y ry” . 
New Technology Enlarges 
Sales Opportunities 

(Continued from page 111) 

and sometimes never regained the 
habit of creative selling. 

I know such a situation devel- 
eped in the electric hoist 
try. As you 


indus- 


know, hand hoists 
moved 


dustrial! distributors 


have always through in- 
In the realm 
of more complicated electric 
hoists, however, some of the dis- 
tributive function is getting away 
from industrial suppliers and is 
being assumed by specialized sales 
agencies. 

The reason is that the selling 
of electric hoists cannot be most 
effectively accomplished by per- 
functory sales effort. You can’t 
get maximum sales of this equip- 
ment if all vou use are a pencil 
and order book. Real sales results 
will come only from creative sell- 
ing, based upon full knowledge of 
the product and full understand- 
ing of the need for such product 


$32 billion is starter 


You can multiply these exam- 
ples in your own minds over and 
over again 

The important fact to remem- 
ber is that in our constantly ex- 
panding economy, must 
move. If suitable channels do not 
exist, they will be created. 

I submit that the industria! dis- 
tributor, centrally located in our 


goods 
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industria! scheme, is the most log- 
ical channel for more and more 
goods. 

volume done 
increased im- 
measurably if the distributors ot 
industrial 


The $3% billion 


last vear can be 
goods seize their op- 
portunities. 


Now it is buyer's choice 


The first thing they must do, | 
to face up to the realli- 
market. The 
from 


believe, is 
ties of a buyer's 
transformation scarcity to 
abundance happened in most lines, 

th an almost unbelievable speed 
It caught most people in a state 


of mental unpreparedness. 


The 
found themselves suddenly forced 
sense—rathe 
than to listen. It required that the 
habits of the war years and 


to talk, and talk 


post- 
war years of easy and lazy sell- 
ing had to be shed. It required 
that they ) 
selling, the buyer’s market way, 
the competitive way. 


With the 


instances, 


adopt a new way otf 


restoration, in most 
of absolute free choice 
to the buyer, he can roam over 
the world to get what he wants 
The advantage is now almost al- 
wavs his. Such an environment 
is an invitation to every kind of 
competition, foreign 
You and I both know that foreign 


distributors have successfully in- 


including 


vaded some of our markets 


Product know how counts 


In such a situation selling can- 
not be mechanical. The salesman 


must be expressive, must know 
what he’s talking 
know his products, must be able 


to describe them with knowledge 


about, must 


technician 
The way you meet the challenge 


He must be a sales 


of the buyer’s market is to have 
the right goods at the right price 
and to be able to tell about them 
in the right terms to the 
people. 


right 


In a word, you’ve got to sell. If 
you don’t, both producers and buy- 
ers will be brought together by 
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other means. This is the natural 
law of business; it is the way 
business fills the vacuum. 

[ think, however, there is a 
problem far greater than adjust- 
ment to the buyer’s market. It is 
coming upon us rapidly and in 
full force. Before most of us real- 
ize it we shall be up to our necks 
in it. I am referring to what is 
becoming known as “the new tech- 
nology g 

It is a fact of life that time and 
tide wait for no man, and that 
change is as inevitable as tomor- 
row. We are living in a period 
in which change occurs more rap- 
idlv than at any other time in his- 
tory. Even now, industrial Amer- 
ica is undergoing profound and 
rapid changes that sometimes hap- 
pen before they can be reported. 


New way of doing things 

It is a baffling problem to define 
the new technology. Its charac- 
teristics, however, can be noted. 
Everywhere around us we hear of 
a thing called “automation” which 
is a system of doing things in 
which machines operate machines. 
We know that the new technology 
involves the development and ap- 
plication of hitherto unused 
energy sources such as the energy 
of the atom and the energy of the 
sun. We are familiar, from our 
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Package 





The stand is vours—free—w hen you order the “Motors 
On View” Package. It means more sales for you... 

more motor sales and more sales of power tools & 
and accessories. 

This attractive display stand actually puts motors on view in vou 
store where they can be seen and sold. Use it as the center attraction 
of your “do-it-yourself” department. 

Included in the package are six Westinghouse Handy-Craft 
motors in popular easy-to-sell ratings (one ‘,-hp, two 's-hp and 
three '4-hp motors). To aid their sale you receive two window 
banners, a motor decal for window or door, the “Tell-All-Tag* 
on each motor, and newspaper advertising mats in addition to the 
stand and its colorful sign. 

Ask your local distributor for details. Or use the coupon below 


Lows 


you CAN BE SURE...iF is Westinghouse 





Westinghouse Electric Corporation, Small Motor Division, Lima, Ohio 


YES! I'm interested in increasing my motor sales. Tell me how | can get the 
“Motors On View” Package. 


Name 
Company 
Address 


City Stote. 
HA-5.12-55 
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Mr. Dealer! 


WAKE UP SUMMER PROFITS WITH 
LOW-COST, HIGH-PROFIT STEWART 
"DO-IT-YOURSELF" FANS! 


The Stewart “build-it-yourself” fan 
outfit is right in line with the hottest 
trend in the country. An item that 
will increase your summer profits 
with good high-profit turnover. 
They’re easy to handle, easy to store 
and most important, easy to sell. 
At these prices they'll buy two or 
three. 


QUALITY 


Only finest materials are used. All 
moving parts precision tooled in- 
suring maximum air movement and 
smooth, silent, vibrationless opera- 
tion. Composition blades (wash- 
able) do not warp, bend, rust or 
vibrate. All necessary parts sup- 
plied as illustrated. 


PACKAGING 

All parts in one 
easy - to - handle 
package. Takes 
little storage 
space. 3” x 18” 
x 38”--shipping 
weight 835 Ibe. 


ASSEMBLY 


Easy to follow 
instructions in- 
cluded in pack- 
age. Simple 
enough fur wo 
men to assem- 
bie. 


PRICE 


Wholesale extremely low cost. Set 
your own retail prices. 
FAN SIZES 


24” and 30” (blade size). 


TIE-IN SALES 


Selling fan makes customer strong 
prospect for companion items: paint, 
brushes, tools, motors, etc. 


WRITE—WIRE—-PHONE TODAY FOR 
FULL DETAILS—BULLETIN WA 2153 


5. J. STEWART 


[ELECTRIC] 
56 yeors In business—same location 
529 St. Joseph St. New Orleans 12, Le. 
Phone RA 4308 


daily reading, with the emergence 
of new materials, both metals and 
plastics. 

We know that throughout the 
United States new ways are being 
developed to make things, new 
uses of heat and pressure, new 
ways of forming raw materials 
into finished parts. We know that 
new skills have to be developed 
and old skills re-directed into new 
applications. 

All around us we encounter new 
terms and new concepts, many of 
them mysterious except to the 
specialist. All of these phenomena 
are characteristics of the new 
technology. 

As in the past, but even more 
so today, rapid technological 
changes leave in their wake ob- 
solete enterprises that failed to 
foresee the future and did not 
change with change. The history 
of American business is replete 
with stories of companies that 
died believing things would re- 
main forever the same. 

On the positive side we know 
that the new technology is a great, 
life-giving force. The tremendous 
new sources of strength it offers 
will be exploited by our industry. 
As time goes on it will be char- 
acteristic of factories and service 
enterprises throughout the length 
and breadth of the land. 

Where will the industrial dis- 
tributor fit in the new scheme of 
things? 

Fundamentally, the industria! 
supplier is ideally situated in the 
center of our industrial complex 
in a position to fulfill a greater 
and greater role in the distribu- 
tion of industrial goods. 


Change is the key word 


Several] factors, however, must 
be recognized. 

The first is that the producer 
of goods is changing his appear- 
ance and his way of doing things. 

The second is that much of the 
goods made for industrial con- 
sumption are new, and the new 
ones will increase in number. 

The third factor is like the first, 
the changing appearance and way 
of doing things of the user of in- 
dustrial goods. 
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In recognizing these factors, tae 
industrial distributor is imme- 
diately faced with the need of ad- 
justing his operation to the new 
technology, just as he was faced 
with the need of adjustment once 
he recognized the revival of the 
buyer’s market. 

The adjustment, it seems to me, 
will require the acquisition of 
knowledge of new developments in 
methods, materials and equipment. 

It will require that a great vari- 
ety of new terms, the nomencla- 
ture of the new technology, be 
learned and understood. 

It will require that you have 
the courage to take on new lines 
of products, even if they seem 
strange and out of place in your 
present establishment. 


Knowledge is sales tool 


And I think this adjustment will 
require the training and educa- 
tion of your sales organizations 
so that its 
knowledgeable and sophisticated. 
To know is to be able to sell and 
a lot of new knowledge is going 
to be required in the sales mis- 


members will be 


sions of tomorrow. 

There are varying estimates of 
the size of America’s economy 10 
years hence. 

Gross national product is seen 
in the neighborhood of $500 bil- 
lion. An enlarged population with 
a per capita income up 50 per 
cent is another vision of the next 
decade. 

Tremendously enlarged fac- 
tories and many, many new fac- 
tories are part of the picture. 

The vista before us is one of 
unabated growth and teeming ac- 
tivity, all centering around a 
great and growing American in- 
dustry. 

If the industrial distributors of 
America equip themselves with 
product, knowledge, organization 
and sales vitality to serve this 
hungry and opulent customer, 
they will entrench themselves and 
prosper in scheme of 
things. 


the new 
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Find Out 
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Dealers everywhere report BPS sales are flying high 
el -iaelt tM © WEGOP Golalo Mal Mill Mal Mel Ml -lae Mle) olteltlelliay 
favorites are backed up by a unique, thoroughly 
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.. sky-rockets paint sales and all other sales... 
keeps customers coming back. It's personalized to 
your own business, too. 

Get BPS— it's the line thot sells! 


——> 
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THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


I'd like to see how BPS can boost my paint sales with the BPS Line 
and the new Merchandising Pian 


NAME 

STORE NAME 
ADDRESS 
CITY 








This Display 
Gets Attention... 
Nells them 



























VLCHEK 


PUNCHES and CHISELS 


This self-serve display pays for its small 
space in a hurry by attracting customers, 
making sales ... 









































makes buying quick, 
easy ... saves time of busy sales people. 











There is a complete selection of punches 
and chisels for every need in this 48-piece 
assorimen!—with good mark-up. Proved 
sellers, these punches and chisels are 
backed by more than 50 years’ experience. 


SELL VALUE—SELL VLCHEK 





















































STANDARD 


PUNCH and CHISEL Sets 








This set enables you to sell 5 pieces at 
a time. Set contains %” and %” edge 
chisel; 4%" and %" solid punch and %&" 
center punch. 


All Vichek Punches and Chisels are 
forged from a high carbon steel and proc- 
essed to give longer life for less money. 





























How's your stock? 
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Distributors’ Ads Back Up 
Manufacturers’ Selling Efforts 


(Continued from page 111) 


the prospect is more receptive and 
better informed about your prod- 
uct. 

Your salesmen can make more 
calls per day and close more 
orders if effective advertising has 
paved the way. 

Between calls. advertising con- 
tinues to keep your customers sold. 

How can you get the greatest 
help from this selling tool? What 
are the basic principles of effec- 
tive distributor advertising? 

The requirements vary all over 
the lot. The problem of what to 
do depends on the size of your 
market, the type of products you 
sell, your competitive picture, the 
volume of your business and other 
factors. 

First, analyze the basic job that 
should be done in light of your 
sales objectives. 

Draw a blueprint for consistent 
advertising to accomplish your ob- 
lectives. 

Plan on contacting as many cus- 
tomers and prospects as you can 
afford to on a regular basis. at 
least once a month. 





HARDWARE HUMOR 
By Hardware Age 
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"| demond a refund. This screwdriver 


wouldn't even chisel of ca three- 
eighths bolt.” 





There are many sound princi- 
ples to follow in preparing and 
programming 
but probably the most important 
is correct timing to tie in with 
your salesmen’s efforts and with 


your advertising, 


advertising and 
sales promotion activity. 
Here is your golden opportunity 


manufacturer's 


to cash in on the big investment 
your manufacturers are making in 
advertising. 

Many manufacturers prepare 
highly effective material in com- 
plete kits with suggested proved- 
ure for best timing and tie-in with 
national advertising. : 


More field calls needed 


I do not want to give the im- 
pression that all is rosy in the 
support given by manufacturers. 
I'd like to say this: a basic fault 
in the whole picture is that many 
manufacturers’ ad managers do 
not work closely enough with dis- 
tributors. One large eastern dis- 
tributor told me that in his nine 
vears with the firm he has been 
visited by only four advertising 
managers of manufacturers. How 
can manufacturers’ ad men know 
the distributors’ problems without 
sitting down with them and e¢all- 
ing with them on customers?” 

Direct mail is the leading ad 
tool of industrial distributors. In 
talking to distributors who use 
considerable direct mail advertis- 
ing, I get these suggestions: make 
sure your list includes all impor- 
tant buying factors of your ac- 
counts, it must be personalized, 
it must be kept up to date! 

Many distributors have their 
lists classified according to sales 
divisions of the company and by 
product interest of the individ- 
uals. Where mailings are made of- 
ten, put names on Addressograph 
plates. 

(Continued on page 134) 
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HARDWARE LINE 











Here’s a big money-making pack- __ Bits and “ Red Circle’’ Shanks. ing Simonds Hardware Line right 
age —- 6 famous Simonds quality Each and every one’s a top away. Get details from your jobber 
lines: Si-Clone Saws, ‘‘Red Tang’ profit, steady seller with one qual- or nearest Simonds Branch. 

Files, ““Red End’ Hack Saw ity standard the highest you 

Blades, Pulpwood (Buck) Saws, can get. So hop aboard for 
Crosscut Saws, “Blue Tip’’ Saw _ greater profits. Start stock- 


SIMONDS 


Factory Branches in Boston, Chicago, Son Francisco and Portlond, Oregon SAW AND STEEL CO 
Coanedion Factory in Montreal, Ove. Simonds Divisions. Simonds mr - Mall, or all N.Y, ———— _ 
Simonds Abrosive Co., Philo., Po., ond Arvide, Que, Conade a... FITCHBURG, MASS. 
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SUMMER 
odorits 


wit SEYMOUR SMITH 


ELECTRIC LAWN 
TRIMMERS %, 


Don't fail to collect 
those worthwhile 
June, July and even 
August profits on 
Seymour Smith Elec- 
tric Lawn Trimmers. 
Home owners buy 
whenever they de- 
cide they want 
easier, quicker 
lawn trimming. 
It's an all-sum- 
mer business if 
, you stock ‘em 
\ and display 

\ ‘em. 


¥ 


No. 70 


Trimmer 


$19.95 


’ 


: 


No. 700 


Trimmer 


$29.95 


Me 
ahd 
Qe, 


~ 


This display will 
make you money 
all summer long. 
The trimmer sea- 
son lasts as long as 
the grass. 


Made by the mokers of the famous “Snap-Cut"® 
pruner ond backed by the best known name in 
garden tools. 


_ A 4 
a ALA COC 


Seymour Smitx 


SEYMOUR SMITH & SON, INC., Ockville, Conn. 
Sales Representatives: John H. Graham & 
Co., Inc., 105 Duane St., New York 8, N. Y. 


i34 


Turnover in industry is now 


about 25 to 35 pet per year so 
have salesmen report new names 
and changes with complete infor- 
mation so you can continually 
keep the list up to date. 

Once a year one distributor 
sends out a checker upper to its 
entire list to keep lists up to date 
and to add new names. 

Teamed up with this continuity 
should be reader appeal, meaty in- 
formation, user benefits, news, 
reference data to make advertising 
pay off as a sales tool. 


These attract attention 

Your company catalog is typical. 
You know how it is in demand. 

Mailing pieces with meat get 
add a little 
spice, something like a 
blotter. To get action, put in a 
return card. Sometimes you can 
stop the prospect with a gimmick 
Many distrib- 
swear by the _ self-mailer 
teaser on the outside, facts inside. 
They are simple to use and afford 
a good way to keep your name and 


response. To 
include 


good 


such as a cartoon. 
utors 


your brand names before your cus- 
tomers. 

Some are wondering about the 
renowned envelope stuffer. Its ef- 
fectiveness depends on how it is 
used. As an enclosure in a per- 
sonalized mailing or as a handout 
swell. As an enclosure with in- 
voices, etc. it is usually lost in the 
shuffle. 


House organ is good, too 


One of the best ways to be sure 
that you have a consistent direct 
mail program is to develop a house 
organ. Here you have a distinctive 
format all your own. Your cus- 
tomers look for it on a regular 
You can pack it with news 
and sales punch about your com- 
pany and your lines. 

You make use of direct mail ad- 
vertising? That’s just the begin- 


basis. 


ning. 
Make sure of a fast follow-up. 
Follow up inquiry cards imme- 
diately with catalog or other ma- 
terial asked for. 
Advise your salesmen so 
can take appropriate action. 
Keep in mind, too, opportuni- 


they 


ties for publicity about your com- 


Triple Industrial 
Supply Convention 





pany. When a distributor moved 
into a new building in Los An- 
geles, it prepared a release for the 
newspapers. 

Here is another for your check 
list. Many distributors, especially 
maintain consis- 
of advertising in 


the larger ones, 
tent schedules 
local or regional publications. 
Some prepare special ads. 
use plates supplied by manufac- 


turers. 


Ma ny 


Don’t forget this all important 
spot, your classified telephone d’- 
rectory. 

Are you alert to the opportuni- 
ties for sales demonstration kits?” 
It’s easier to sell when you can 
show off the real McCoy. Some- 
times a mailing can include a sam- 
ple of the product. 

How about your place of busi- 
ness? Are you using space in your 
room and effec- 

How about your building 


sales windows 
tively? 


signs? 


Advertising check list 

Here is a quick summary of the 
guideposts for effective advertis- 
ing: 

It takes continuity, contacts at 
least once a month, to get results. 

Be sure to personalize your ad- 
vertising contacts, be as selective 
as possible. 

Be informative. Give them some- 
thing to chew on. Strive for ac- 
tion, a follow-up. 

Time special promotions with 
selling effort and tie-in with man- 
ufacturer’s campaigns. 

Follow up inquiries fast to con- 
vert into orders. 

Use all of the advertising tools 
you can. 

How are you going to do the 
work required? I suggest that you 
put an advertising Man on your 
staff, as so many distributors have, 
or obtain the part-time services of 
It is 
paying off for many distributors 


local advertising facilities. 


It can pay off for you. 
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Gifts, Toys and 
Housewares 


(Continued from page 112) 


leads all the others in turn-over 


and profits. 


The layout and arrangement of 


stock in the allotted area is one of | 
The | 
front and back walls are devoted | 


the main keys to success. 
to gifts, four island displays to 
housewares, and the end walls to 
toys. 

Mrs. Mary Johnson, department 
buyer explains the 
arrangement this way, “Sparkling 
displays of gifts on front and back 
walls draw visitors along- 
side and through the housewares. 
Toys in the rear of the store pull 
shoppers through the entire de- 


and manager, 


store 


partment, usually down one side | 
aisle and out the other to the gift | 
are on | 
display the year ‘round and chil- | 


wrapping counter. Toys 
dren are eager to come to Bowers’. 
Even though mother shops in an- 
other part of the store, small-fry 
usually head for the toy depart- 
ment where mother has to look for 


°°? 


them before leaving. 


Uses six windows 


The department has six display 
windows with five usually devoted 
to gifts and one to toys. Even 
though the store is off the window 
shoppers’ route, the parking lot 
for some 50 cars encourages Win- 
wheels. Fre- 
quently customers return the next 


dow shopping on 
day to purchase items seen in dis- 
plays the night before. 

Toys replace housewares on 
island displays next to the 
during the pre- 
Christmas season, starting in Sep- 
special gift occas- 
as Mother’s Day and 
the two peak 


three 
toy department 


tember. For 
sions, such 
wed- 
dings, one or more of the center 
island displays are devoted to ap- 


seasons for 


propriate gifts. 

Electric housewares and match- 
ing sets of chrome and aluminum 
ware are shown as gifts through- 
out the year. With the exception 
of staple housewares, it is hard 
to determine where housewares 
end and gifts begin. The entire 
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Built to perform... BEST! 


riced to sell...FAST ! 


iN TWO 
SIZES 


to meet every 
screw driving 
requirement 


A top-quality precision tool for every power drill owner 


SUPAEM 


by the makers of famous Supreme Brand Chucks 


Here's the tool you can sell to every 
power drill owner. The Supreme Screw 
Driver Attachment performs perfectly 
... Sinks screws in a flash in all woods 
... works with any %” (or larger) ca- 
pacity power drill. It's good looking, 
well packaged, and has clear instruc- 





Driver 


Attachment 
$6695 
List 


$495 


ar 
int 
sail 


rT 
ie 
hall 











SCREW DRIVER 


ATTACHMENT 


tions. And ... most important of a!!-- 
it is priced fo sell. . . several dollars un- 
der any similar tool of comparable per- 
formance. Get full details on this sure- 
fire profit maker from your wholesaler 
or by writing direct. Do it at once. 


These points make Supreme 
the line to push 
® Lowest prices by far 
® Top performance @ Two sizes to sell 
© Top appecrance @ Best packaging 
®@ Simple instructions 
® For “Do-it-yourselfers” 


Overwhelming approval 

of power tool makers 
Leading power tool makers (names available on 
request) ore ordering thousands of Supreme 
Screw Driver Attochments for inclusion in 4" 
power drill kits. They hove recognized the greot 
sales appea! of the unit. Sell Supreme in your 
store to the hundreds of power drill owners who 
come in. 


SUPREME PRODUCTS, INC. 
2222 Se. Calumet Avenve, Chicago 16, Illinois 


Mokers of: Supreme Brand Chucks © Supreme Electric Hair Clipper Sets © Supreme 
Electric Knife and Scissors Sharpeners © Supreme Electric Small Animal Clipper 















Better — for you! 


GRIES cs ete 


SELF-SCREW _ 


its ao... 


Micke! & bress 


HOOKS = 
c Zz tel Fe ae 
Tha is Mh, 
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The ONLY 
one-piece 
utility hook 


NO screws, no tools! Ball points protect 
towels and clothes. For homes stores fax 
tories. Bright plated finish 


GRIESe-z 


one piece | 


CUP HOOKS 


















j 





e+ F 


rn Fa 


1 gross 











10 8 Dox 
A Al en 9A nickel and 
. 6 to @ card— 


all colors and finishes 


Strong, rustproof zinc alloy cup hooks 
in bright colors. One-piece construc- 
tion; shoulder cannot get loose. A 
kitchen and closet standby ae 
attractively finished in white, yellow, 
red, blue, green, nickel, brass. 6 
sizes, ‘/2" to 1'/," 

Write for somples ond catalog poges 











See your jobber salesman 
for immediate delivery. 
jobbers inquiries invited 















GRIES REPRODUCER CORP. 





W orid’s Foremost Producer of Smal! Die Castings 


16) Beechwood Ave.. New Rochelle, 8. |. 
Phone: New Rochelle 34-8600 


gift emphasis is on practical, sen- 
sible gifts that cover as many gift 
occasions as possible. Frills, fads, 
and gaudy merchandise are avoid- 
ed except in the gadget line. Every 
effort is made to be the first to 








show anything new that comes out. 

In all respects the gifts, toys 
and housewares department sup- 
ports the store’s slogan—“Tusca- 
loosa’s Most Modern Hardware 


Store.” 





Flexible Displays Help Sell More Sporting Goods 
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Another pane/ used for 
showing seasonal sports 
tems at various /evels 


Since James Peterson installed 
peg-board backgrounds in_ the 
sporting goods section of his hard- 
ware store at 703 W. Lake St. in 
Minneapolis, the neat arrangement 
has helped improve sales of these 
items. These panels permit easier 
rearrangement of displays, help 
customers to view lures, baits, etc.., 
without unnecessary handling of 


samples. 


Fishing lures are hung on a 
2x10-ft panel fastened on a wooden 
wall. Lures hang on small metal 
rods resting in metal hooks placed 
at intervals across the light green 


panel. 


The neatness of fthis 
section is an eye 
cotcher itself? 
















A wooden shelf with glass bins 
below the peg-board holds other 
baits in boxes, these being over- 
stock of the mounted samples. At 
another point along the wall, at 
counter top level, other fishing sup- 
plies including hooks, sinkers and 
lines are shown in glass bins. Flies 
on cardboards are attached to one 
section of peg-board. 

A like arrangement is used for 
seasonal showing of baseballs, golf 
balls, tennis rackets, and other 
sports supplies. The same tech- 
nique will be used for other sec- 
tions of the sporting goods depart- 
ment. 
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HUGE ADVERTISING 


CAMPAIGN ASSURES 
TREMENDOUS DEMAND 


+ 


Double poeges, full 
pages and half 
pages in color in 
national publica- 
tions such as these 
are pre-selling your 
customers on the 
new, sensational, 
profit producing 
Soss Lev - R - Latch. 
Send your order 
today. 
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ODERN DESIGN 


> 


V7: 


Soss Lev-R-Latch 
is @ fitting com- 
penion te the 
werlid-faemous 
Soss Invisible 


OF INSTALLATION 


Now! For the very first time, here's oa 
door latch with flush, smooth, streamlined surfaces that 
ore in keeping with modern architecture. it has no 
knobs to domage walls—a feature which eliminotes 
the need for door stops 


To install o Soss Lev-R-Latch, all that's 
necessary is to bore two holes and insert four screws 
This con be done so easily and so quickly that labor 
costs ore cut as much as ‘4. 


A L The simple, yet striking beauty of this 
new, modern latch will give home interiors an odded 
smartness and modernity they ve never had before 
Also, its low cost and high quality make this Soss-Lev-® 
Latch an item that will be used in homes of every 
price class 


MECHAN Al 


SOSS Manufacturing Company 
P.O. Box 38, Harper Station, Dept. 90 
Detroit 13, Michigan 


Pleose rush me complete information and prices on 


The startling new Soss Lev-R-Latch 
The world-famous Soss Invisible Hinge 


loam a deoler jobber 
NAME 

FIRM NAME 

ADDRESS 


CITY 











a MEW “Do-It-Yourself” 


product from NATIONAL 


secause Many men pride them- 
selves on their cooking ability, 
tailey-Milam Hardware Co., Inc., 
Miami, Fla., retail division, adver- 
tised and displayed these lines for 
Father’s Day gifts. 

A large ad showed illustrations 
of both a barbecue pit and a port- 
able barbecue outfit. The ad had the 
heading, “Here’s that much appre- 
ciated Father’s Day gift for the 
dad who likes to cook.”” Beneath was 
a long list of gadgets and equip- 
ment of interest to barbecue fans. 

A window display featuring these 
lines had green panels for a back- 
ground on which were hung copper 





T Sashes sleis 


/ White Metal and Felt 
WEATHERSTRIPPING 


For doors and f 


windows 





Promotes Barbecue Equipment for Father’s 











Day Gifts 


bottom pots and pans. Centerpiece 
of the window was a large kitchen 
table in back of which there was a 
life-size cutout of a man in a green 
apron. The man was breaking an 
egg into an actual! green bowl, while 
looking in worried manner at an 
open cook book. In front of the table 
was a large inclined panel on which 
were attached a wide 
cooking utensils. 

The housewares section had a 
large table of a variety of cooking 
utensils and gadgets. A large-sized 
card had the message, “Here’s that 
much appreciated Father’s Day gift 
for the dad who likes to cook.” 


variety of 








Can be installed in 
minutes with scis- 
sors and hammer 


_ Sidewalk Merchandiser Builds Sales 












Here’s another National product 
that’s bound to get a big play 
from all your customers— 
Columbia Sealer-strip. This 
unique aluminum-felt weather- 
stripping can be readily installed 
by anyone in a matter of minutes. 
What’s more, it can be used 
where units are “out of square” 
and will efficiently cover 
extremely wide cracks. If your 
jobber can’t supply you, write us. 


Packaged fo Sell on Sight! 
Each attractive 2- 
color box contains 
17’ of Sealer-strip 
with complete in- 
stallation in- 
structions. 


It’s good business to sell 
the complete National line: 


® WEATHERSTRIPFING « Thresholds « 
Spring Bronze « Metal and Felt Sweeps 
* Door and Window Sets 


® SPECIAL ROLLED MOLDINGS 
& BINDING AND EDGING 


TRIPL-TITE ALUMINUM SIDING 





When 140 merchants in the area 
held their Big Fiesta, Black Hard- 
ware at 18195 Livernois St. in De- 
troit, used a cart labeled Fiesta to 
promote a wide variety of small 
items. Subject to constant change 


Write today for complete details 


the cart stocks included grass seed, 
toys, small appliances and house- 
wares. The cart was in charge of 
salesmen wearing gay 
hats. 

One salesman of Black’s was as- 
signed to passing out sales litera- 
ture to passersby, including a Toy 
Guidance Council book. Free bal- 


fiesta-type 





2 Goetewoy Center Pittsburgh, Pa. 
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Sombrero attired salesmen with Fiesta cart outside hordwore store. 


loons were offered to youngsters by 
the hardware dealer. 

Many sales were made from the 
cart and from sidewalk tables dur- 
ing the five business days during 
the event. Many first-time visitors 
were attracted to the hardware 
store during the district’s Fiesta 
promotional activity 

Music on the streets, banners and 
decorations on fronts and 
small carousels on the sidewalk 
helped in promoting the Fiesta sale 
for Black Hardware and other re- 
tail firms. 


store 
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NOW! --- 


- PRE-FABRICATED 
STORM WINDOW 











SPECTACULAR 


stereue]K WI HIT 


COSTLY ALL-ALUMINUM,..DOUBLE-HUNG 


FEATURES Be) Te te) ae 


made storm windows 


a HALF-SCREEN : | V5 


Compl te 


GET THE DETAILS \4 iT S 
ON pale) e e e to retail from 


KWIK-KORNERS, With 
INVISIBILT DESIGN, FP 
CHANNEL SPRINGS | 


and other EXCLUSIVE 
ADVANTAGES! 


ANYONE CAN ASSEMBLE IT IN MINUTES! 
ONLY 3 THINGS TO DO! ————a 


NO CUTTING — NO DRILLING — NO MITERING 
1—WNail top and side chan- “Selling sock” unmatched! Rustproof, all aluminum extrusions—ready to assemble! 
nels to window frame. Patented features that make anyone an expert! Easy assembly that makes the initial 
2—Lock sash together with sale start a chain of multiple window sales to home and apartment owners! They “go 
K wik-Korners. wild” over the “custom-made” quality, fit, easy sliding and handsome appearance of 
3—Place frame in channels KWIK-FIT at a fraction of custom prices! No dull season—sells all year! 
—that’s all 
A KWIK-FIT KIT TO FIT EVERY SIZE WINDOW... 
(AND EACH ONE SELLS GLASS AND SCREEN CLOTH FOR YOU, TOO) 
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Larger displays, better variety helped this 


mid-west dealer triple his dinnerware sales 


How to triple dinnerware sales 


James Olson, manager of the dinnerware and allied 
lines section, and a co-partner at Schiedermayer 
Hardware in Appleton, Wis., wanted to increase sales. 

Mr. Olson’s prescription was better display, greater 
and more varied stocks, perpetual inventory on 
dinnerware and use of individual customer records for 
use in follow ups 

The basement display of dinnerware and related 
lines has been expanded to a 20x30-ft space. The 
former $2000 stock of these wares was turned every 
45 days. Now a $10,000 stock is maintained and the 
turnover rate is slightly lower than with the more 
limited stock. 


Fifty dinnerware patterns are now stocked, with 
starter sets priced from $5.95 to $18.95. Bette: 
dinnerware sets begin at $17.75, some of them being 
priced at more than $100. 

A perpetual inventory for the dinnerware section 
helps in keeping stocks up to date. 

Several display tables are used at al! times for 
featuring dinnerware with each unit having a dif- 
ferent color tablecloth. Starter sets are shown with 


5. 
r 


. 


a variety of accessory items, as a means of selling 
more complete sets. 

Mr. Olson has made up a special printed individual 
customer buying record which he uses for brides and 


How the firm advertises its dinnerware section at the local annual Home Show. 
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Bride's record used to record purchases by and for 
the bride. People from distant points refer to these 
records as well as local residents 
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Promotion Ideas 











Specialty shop type 
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a variety of dinner 
wgre items was shown 
of several ieveis on 
this neatiy covered 
fabie. 


other women on dinnerware and glassware. The pur- 
chase record contains a wide range of items, and has 
a column for recording what the customer buys and 
also what she desires in this and related merchandise. 

For weddings, first, silver and golden, as well as 
for the average housewife, this record is very useful, 
states Mr. Olson. Customers wishing to purchase 
items for friends, can see these lists to help them 
guide their buying. 

No charge is made by this department for gift 
wrapping of purchases, unless a special wrap is 
desired. 

Mr. Olson also believes in displaying dinnerware at 
local home shows. Each year at the Appieton Home 
Show he has a- distinctive display of dinnerware, some 
of it on a panel. Some sets are sold at the show, while 
other housewives are sufficiently interested to visit 
store for inspection of the complete dinnerware stock. 

Since the department has been enlarged, Mr. Olson 
also gives dinnerware more window showing. He finds 
that good window displays bring in additional traffic. 
In his dinnerware window displays, he tries to bring 
in the atmospheric motif of each line. Backgrounds 


142 


Complete sets are 
shown on tablecioths 
to lend the right aft- 
mosphere. 


for such displays are lly very colorful and at- 
tractive. The sets are displayed on small tables and at 
the sides. Colorful tablecloths are used which further 
enhance the beauty of the displays and attract women. 

The store advertises on a local television station 
every day, dinnerware and glassware getting frequent 
mention in those commercials. In addition, newspaper 
advertising is used extensively. 

“One advantage of an extensive department like 
this is that customers who visit the store and buy 
dinnerware here are quick to tell their friends and 
neighbors about our varied stock,” says Mr. Olson. 
“We have a fine trade from Appleton and all nearby 
surrounding towns.” 

When a customer recently asked Mr. Olson, “What 
will I do with my old set of dishes if I buy a new set?” 
he immediately set up a promotion program whereby 
he gave a small discount to everyone who bought a 
new set of dishes and turned in an old set. The trade- 
in sets were donated to charitabie institutions in the 
county. 

This promotion created so much interest that the 
store may repeat it annually. Mr. Olson says. 
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WEATHER-PROOF | 


St. Paul, Minn. 
Detroit, Mich. 


Indianapolis, Ind. o 


Konsos City, Mo. ae 


Troy, N. Y. 
Camden, N. J. 












puo-maTic KANGAROO "| puo-por 


Extruded Aluminum nly Aluminum 
3-Track Combination . iutitesen Cuiiaitned Combination Door 
Window. Retails for ) : : Retails For 


15.95 0 ln 39.95 


thru opening sizes 29° x 55” ' | Any standard size 
Other sizes slightly higher. | oo ote mpartment Slightly higher in 


some areas 


WE'RE MAKING SURE 
RED HEAD TRIMMERS 


_ SELL: 


RED HEAD el: 

ag new produc’? 

power ecger onc 
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compo gn — OC! nm sucn n ogozmes OSs 
LIFE, BETTER HOMES & GARDENS 
HOUSE & GARDEN, ELK 


SEND FOR FREE FoLpER 


Newsp Iper nas, cL rishicd) ae 
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THE 
CINCINNATI 
VENTILATING 
co. 


4 Steps to Gardening Profits 


(Continued from page 113) 


impulse department, attracting 
even people who are not thinking 
of buying garden supplies. 

“Permitting a customer to look 
around and examine new and in- 
teresting items, provides a tremen- 
dous stimulus to impulse buying 
on a serve-yourself basis.” 

But the fact that a degree of 
self service has been achieved in 
this department does not eliminate 
the need for trained salespeople. 
For when customers need help 
with their gardening problems, 
sales people have to supplv the 
answers. 

Thus Mr. Maddox sees to it 
that the clerks are continuously 
schooled in basic gardening pro- 
cedures and in new developments. 
At monthly meetings, for instance, 
suppliers’ representatives are at 
hand to instruct the sales staff 
Various gardening product uses 
to conduct demonstrations, and to 
show films on gardening proce- 
dures. 

The store also maintains a ref- 
erence library on gardening suab- 
jects for the use of store person- 
customer 
stumps the staff with a question, 
suppliers are called upon to pro- 


nel, However. if a 


vide the answer. 


Visits customer's homes 


Should a customer experience 
failure with an item purchased at 
the store, then Mr. Maddox per- 
sonally inspects the garden to see 
what’s wrong and calling on the 
supplier's representative for help 
if necessary. 

MclIntire’s offers a free soil test- 
ing service. Soil samples are sent 
for testing to the University of 
Maryland's agriculture laboratory. 

jut one of the most valuable 
store services is the rental depart- 
ment which makes spreaders, post- 
hole diggers, picks, ladders, fence 
stretchers, power mowers avail- 
able in a rental range from 50¢ 
to $2.00 a day. A 2l-in. rotary 
mower is rented for $5.00 a day. 

However, when a customer buys 
fertilizer, seed, or other garden 


supplies, the fee is waived on the 
rental of a spreader. 

Twice each season, demonstra- 
tions are held for garden supplies 
prospects. One demonstration, on 
soil conditioning and how to use 
soil testing kits, drew 400 persons 
to the Kensington store. Mower 
demonstrations have also proved 
to be good traffic pullers. 

Other promotions include the 
mailing of advertising fiyers;: a 
consumer catalog which is distrib- 
uted in the store; and a weekly ad 
in a local shopping newspaper. 


Do-It-Yourself 
Electrical Display 


To help in speedier selection of ele 
trical sundries, C. M. Swenson mair 
tains this rear-ot-the-store display 
pane/ of a wide variety of do-it-your 
self items in Mankato. Minn. Most 
of the items ore marked as to name 
and price 

Reserve stocks ore kept in nearby 
Jrowers, sample items being kept on 
the pane! at al/ times. Several types 
and grades of rope are displayed of 
the bose of the panel, stock being 
dispensed by drawing it through holes 
in the store fioor. 


HARDWARE AGE, MAY 12, 1955 





; 
{ 
: 
; 
} 
i 





— 


a =~ 


 f 


“PERMITE 


expands line to meet 
increased dealer 
demand for 
aluminum paints 


ALCOA 1s pleased to tell the success story of 
Aluminum Industries, Inc., a consistent leader 
in the aluminum paint business. This com- 
pany recognized early the tremendous market 
for specialized aluminum paints, introducing 
many new products which have enabled 
dealers to make big sales . . . big profits. 

ALCOA does not make paint, but ALCOA® 
Aluminum Pigments are used in all the best 
brands. Special formulas have been developed 
by your paint manufacturer to solve individual 
problems. Paints made to these formulas 
actually cost less to use because of the better 
and longer lasting protection they give on 
specific jobs. 

Write us today for FREE BOOKLET, 
Painting With Aluminum. \t will help you 
answer your customers’ questions. We also 


have a new booklet, A/uminum Asphalt Roof 


Coatings Make Time Stand Still. Send for it. 
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ALUMINUM INDUSTRIES INC. . 3 


2436 BEEKMAN STREET + Wabash 6000 + CINCINNATI 25, OHIO 


Pebruary 15, 1955 


Aluainum Company of Americe 
2331 Vietory Parkway 
Cincinnati 6, Ohic 


Attention: Mr. Lowell H. Gray 
District Manager 


Gentlemen: 


We believe you will be interested to know that after « 
quarter of a century of working closely with Alcoa, 1954 was the 
best year in our history for Permite Aluminum Paint sales. And 
our sales for January this year were almost Ggow@le Wose for tae 
same month of 195k. 


Ever since we originsted ready-mixed si qinu® paint, we 
have expanded our line with special types to spread the ae of 
aluminus paints over wider fields--and sales Seve climbed sccord- 
ingly. When we developed Permite Hot Seal (using Alcoa pigeent), 
the first 1000° F. heat-resisting al wainue psint, sales responded 
quickly. 


Now, dealers’ repeat orders are rolling in on Pernite 
"Do-It-Yourself* Smudge-Proof Aluminum Paint, our latest new pro- 
duct formulated with Alcos pigment. Deslers are finding that it, 
alone with the other 12 numbers in the new line of Permite Aluninu: 
and Coler Enamels in sorey cans, is a sure winner in the "Do-It- 
Yourself" market. 


We are confident that the popularity of aluminum peints 
will continue to grow, ami thet our 1955 sales will tep our 1954 
record-breaking volume, 
Cordially yours, 
ALUMIQR LADUSTAIES, IM. 
~~ 4 oo" 
R. Wain 


Bowman, Vice President 
Permite Paint Division 


RWB: PT 





Company 


Address 


City __ 










Ail Om 


ALCOA ©. | 
ALU AAINU AA 


ALUMINUM COMPANY OF AMERICA 











OP a ee ae 





Paint Service Bureau, Aluminum Company of America 
1735-E Alcoa Building, Mellon Square 
Pittsburgh 19, Pennsylvania 


Please send me your FREE BOOKLETS: 
[] Pcinting With Aluminum 


[] Aluminum Asphalt Roof Coatings Make Time Stand Still 


Zone Stote 











Demonstration 





Selling 


Forest Smith and the 
special window display 
set up in connection 
with recent demonstra- 
tion. 


$6 Per Capita Paint Volume 


Give paint up-front attention to do a good volume in it and related lines 


says an Ohio dealer. His store does more than $42,000 job in department 





A highway sign used to remind high 
way fraftic that the Stor City Hare 
ware Co. sells paint. 
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Would you like to do a volume 
of more than $6 per capita in 
paint and related lines in a town 
of less than 7,000 population? 

Star City Hardware in Miamis- 
burg, Ohio, accomplishes this be- 
cause Forest Smith, and his son 
Kenneth, study, demonstrate and 
give paint and sundries front-of- 
the-store attention. 

Store demonstrations are held 
and advertised several times each 
year with a factory representa- 
tive on hand. These promotions are 
advertised in a local newspaper 
and are usually well attended as 
the result of a souvenir offer. 

More than one-quarter of the 
firm’s $175,000 annual volume is 


done by the paint and related lines 
section. 

Paint’s front-of-the-store loca- 
tion is visible through an open 
backed window through which the 
firm’s paint agitator is also seen. 
Window displays are used much 
of the year to show paint and re- 
lated merchandise, these including 
colorful display material supplied 
by manufacturers. 

Display and classified ads tell 
the paint story for Star City, and 
are frequently supplemented with 
direct mail material sent to all 
city and rural routes. Highway 
signs are also used to advertise 
the store’s paint department. 

(Continued on page 158) 
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ANOTHER 


MACKLANBURG-DUNCAN 
Quality Building Product! 




















MWu-ART ALUMINUM 


Light, Sturdy 
Extruded Aluminum 
for Long, Rugged Wear! 


Glossy Red Interior 
with Silvery-Satin 


Look at these amazing prices! 





ED: céccchinnutnaieisiecsibini $3.95 LIST 
— BEET nunovvetpiesnnicoenuneebines $4.25 LIST 
Tough, Non-Breakable 2G n-nensnseneesnenenencnsenees $4.50 LIST 
Pyrex Vials—Replaceable! BO” ....-cenneeeeeeereeeeeeeeees $4.75 LIST 

SE suncnddacccinmennasnssniiiiil $5.50 LIST 
Individually Packed BBM wnennneneneneeeeeneenenvens $7.75 LIST 
in Polyethylene Tubing TD” ceccccrcerccsccorscecesees $14.50 LIST 
to Display Product, Te” ureccccccvccccccesecescees $15.50 LIST 





Protect Finish! 


Long lengths for plumbing doors and windows — 
Shorter lengths for carpenters, masons, home-handymen! 


Sold by Hardware, Lumber and Building Supply Dealers! 


DEALERS ORDER TODAY! 
Your Order will receive prompt shipment! 











Leaders in the Building Specialty Field for 35 Years 


MACKLANBURG-DUNCAN CO. 


BOX 1197 OKLAHOMA CITY 1, OKLAHOMA 







gene 


Modern-tront store with canopy to provide outdoor display 
space, window-shopper comfort. Garden center is at right end. 


Do-It-Yourself Advice 



































































































See 


All usable display space is utilized by John F. Killinger in his stor 









e. 


Brings Profitable 





ag 


MEG. CHevER 
HAROWANSE 


: s 9 


Business 


Six years ago John F. Killinger 
started a new hardware business 
at 9620 Grand Ave. in Franklin 
Park, Ill. The area included nu- 
merous private homes and small, 
but fairly new industrial plants. 

Mr. Killinger believed that he 
could serve do-it-yourself home- 
owners as well as industrial ac- 
counts by having well diversified 
stocks. His business has grown 
with expansion in the neighbor- 
hood. 

Many formerly vacant home- 
sites are now occupied by owners 
wanting a wide range of do-it- 
yourself tools and materials for 
interior and outside use. And 
there is still vacant land in the 
area, future sites for homes and 
industrial units. 

Recent expansion of the busi- 
ness includes a garden shop an- 
nex, additional storage space. 
Despite the fact that no usable 
(Continued on page 158) 
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Joe Lagow 
Texas 





Jimmy Reel 
Texas 








Joe De Wolfe 
Connecticut 


Frank Neimuth 


Wisconsin 


Well-known hunters and shooters trom every 
section of the country are saying, “Peters 

These hunters help packs the power.” They know that Peters 
“High Velocity” shotgun shells can't be beat 
for power and perfect patterns. 


you sell Peters And they're telling their friends and fellow 


shooters it pays to shoot Peters—through 


44n5s =a. 99 big color advertisements in the magazines 
High Velocity hunters, shooters and farmers read the most. 


Arthur K. Spicer Ihe result is more sales for you. So check 


© peake Bay | your supply of Peters “High Velocity” shot- 
shotgun shells! gun shells—and while you're at it, make sure 


you have a full stock of the entire Peters line. 




















sales 
PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity’ is a trademark of Peters Cartridge Division, Remington Arms Company, inc 
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How Do You Attract Farmers? 


An lowa dealer does it with lines not commonly 


found in city hardware stores. Neat displays, of 


good vuriety, tie-in with extensive advertising 


Cliff McGhee, owner of the McGhee Farm Center 
at 99 Main St. in Dubuque, lowa, wants to attract 
farmers from a wide area. He does so. 

What is the answer to his quest for farm traffic? 

Many customers say, “Why, you’ve got merchan- 
dise here that we cannot get at the Sears Farm 
Store.” Mr. McGhee smiles at this remark; he goes 
to some trouble to have it that way. 

Mr. McGhee carries a wide and varied stock of 
hand and power tools, housewares, paints and plumb- 
ing and electrical supplies. A number of items and 
lines having heavy demand in agricultural areas are 
featured in neat and orderly manner. 

Some of the big-ticket items sold by the Farm 
Center are not commonly found in city hardware 
stores. A small-sized cement mixer at $65 is in that 
category. Display of one of these units has led to 
numerous sales to farmers having small concrete 
jobs to do. Tank heaters, large hog waterers at $45, 
poultry nests and equipment, tractor mounted spray- 
ers at $150 are among the other farm lines for which 
there is good demand. Feeders and box stove heaters 
for small farm buildings are other good sellers. 

A sizable stock and variety of farm chemicals are 
displayed for use in weed and insect control. Large 


and small sprayers are related items sold in this 
section. 


Serves do-it-yourself trade 

Barn ventilation equipment is much in demand in 
the area served by McGhee’s, the firm selling them 
for installation by the farmers. All of this type 
of merchandise is displayed in the roomy store, some 
in a rear section, smaller equipment being shown 
between islands in wide aisles. 

Mr. McGhee says, “Other farm stores sell a wide 
variety of merchandise which the farmer must as- 
semble or install himself: we figure we can do the 
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same. Sears men regularly visit our store to see what 
we are displaying. We check their stores.” 

Dairy equipment is given front-of-the-store dis- 
play. Featured are milking machine parts, dairy filter 
discs, milk pails, water pails, cream cans, milk house 
disinfectant and related merchandise. The firm suc- 
ceeds in having one of the most complete dairy farm 
items in the county. 

Farmers are users of large quantities of paint, 
especially for their barns, other outbuildings. Occa- 
sionally the firm mails mimeographed advertising on 
paints and related lines to at least 1000 farms in its 
trading area, these mailings being a good sales 
stimulant. 


Assists customers in color selection 

To help farmers and their wives in selecting paint 
colors for interior work, Mr. McGhee has painted half 
sections of paint paddles with popular colors. These 
hang on nails from the wall overhang. They can 
easily be taken off and handed to a customer who can 
observe at first hand how certain colors look on a 
sizable piece of wood. 

To reach more farm customers, Mr. McGhee adver- 
tises weekly in a local newspaper with rural cover- 
age. He also does some radio advertising over station 
KDTH, Dubuque. There is a large packing house 
located in Dubuque which means that many farmers 
haul livestock here from considerable distances. Con- 
sistent radio and newspaper advertising reaches 
many of these farmers and encourages them to buy 
in Dubuque when there on trips. 

This store also sells field seed on a cash basis. 
Seeds have developed into a considerable volume, the 
store selling more than $75,000 last year. Farmers 
find the quality corn and field seeds here that they 
need. Many Iowa farms are of 300 to 500 acres, with 
individual farmers buying a great volume of quality 
seed each year. 
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Dairy supplies, including filter discs, get up-front 
display in this neat manner. 


Special farm lines display includes 
cement mixer and barn ventilation 
equipment where there's ample room 
tor inspection. 
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Section of the store's well-arranged hand tool depoart- 
ment, each item being plainly price marked. 


Bulky, fast selling farm 
items are featured in 
this wide aisle display 


Fast-selling paints are shown on easily 
removed halves of paint paddies 
Many farmers remove the paddles to 
-losely examine the colors. 





ene fas 


On a baby, dimples are cute. On a 
floor, they’re murder! 

Bassick Rubber-Cushion Glides stop 
floor gouging for good. Attached to fur- 
niture legs, they slide smoothly on a 
broad, flat base of polished, hardened 
steel, can’t mar the finest floors. Live 
rubber cushion absorbs shocks. 

Keep an open carton right beside 
your cash register — and you'll ring up 
extra impulse sales. 


People know Bassick 


Bassick’s constant national advertis- 
ing in the POST makes Bassick the 
easiest to sell. Take full advantage of 
it. Check your stock today on Bassick 
Rubber-Cushion Glides. Order from 
your distributor. THE BASSICK 
COMPANY, Bridgeport 2, Conn. In 

Canada: Belleville, 


“7, A Ont. 
rot ‘ree, 
u ers 


f 
= 


Bassick | 
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A DIVISION OF 


Garden Annex Converts 
Into Outdoor Display 


(Continued from page 119) 


morning and taking it back in the 
evening. The garden supply de- 
partment was to remain a part of 
the regular store. 

“But customer acceptance of 
our store and its lines pushed gar- 
den supplies from the main store 
into the adjoining annex. Now, we 
could do with twice the amount of 
space we give garden supplies.” 

Inside the shop are 10 ft open 
display step-up tables on which 
are displayed, in season, spring 
vegetable and flower plants and 
bulbs. There are four racks, 12 
ft long, for packaged seed. 

One gondola display is given 
over entirely to 25-lb packages of 
fertiiizer. Bins for grass and vege- 
table seed, in bulk, have been built 
into an &x4-ft table. 


Connects to main room 


A 50-ft wall displays 
garden tools, and farm and work 
implements at one end, and gal- 
vanized ware at the other. Al! 
items on display are clearly price- 
marked. 


section 


In the annex there is a double 
door entrance to the main store. 
and on the main store side the en- 
trance has a large sign, “Lawn 
and Garden Needs.” There is also 
a door from the annex to the park- 
ing lot and another one leading to 
a basement stock room. 

Even with the annex garden 
shop in use, space is at a premium, 
necessitating emphasis on season- 
able lines. Consequently as the 
season advances, insecticides and 
fungicides come to the fore, re- 
placing growing plants: fall bulbs 
replace spring bulbs. By October. 
garden supplies give way te heat- 
ers, toys, sleds, winter merchan- 
dise. 

A merchandising principle for 
the successful operation of a gar- 
den shop, according to its mana- 
ger, John A. McCallev. is to know 
the products to be sold. Customers 
need advice and service and have 
to be told specifically and accu- 
rately how to use a product. 


One means of gaining product 
knowledge is through studying the 
product labels and supplementing 
that information with facts ob- 
tained from gardening books and 
manuals, newspaper garden sec- 
tions. 

“Sales people must not only 
know a product and where it is to 
be found on the shelves, but also 
its use and application,” advises 
Mr. McCalley. “This is readily 
learned by having them put away 
stock and re-arrange displays.” 

A rental service has proved to 
be an invaluable asset to garden 
shop volume. Lawn rollers, aera- 
tors, post hole diggers, and fence 
stretchers are included in the long 
list of rental items. In season, the 
store averages about 50 fertilizer 
spreader rentals weekly, bringing 
in additional sales of 
fertilizer. 

Snyder's 


seed and 
promotes its garden 
shop in a weekly county newspaper 
and by a monthly bulletin, which 
highlights garden 
items, and which is prepared for 


seasonable 


the store by an advertising agency. 
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GILBERT@® 


nite-glio 


THE GREATEST SELLING FEATURE IN VOLUME-PRICED ALARM CLOCK HISTORY 


THE WHOLE FACE GLOWS! 


Here's the most exciting development in clocks 
since “radium numerals”; The NITE-GLO 


ALL-LUMINOUS clock face. 


In a darkened room the face glows with a cool, 
bluish-white light which is surprisingly intense. The 
secret is a scientific blending of a luminous 
compound with plastic to form a good-looking 
ALL-LUMINOUS clock face that’s EASIER TO 
READ. The NITE-GLO face “stores up” light 
automatically when subjected to ordinary daylight 
or artificial light, and “gives off” light for 12 hours 
or more in the dark, so there is nothing to wear 

out or fade, and it’s unconditionally guaranteed. 


Gilbert NITE-GLO clocks are available in 

Square and Round shapes (Ivory only). Price to 
you: $2.40. Retail: $3.75. Get your share of 

extra profits and sales with these revolutionary new 
NITE-GLO clocks. Order your convenient 

12-Pak (6 round, 6 square) with FREE counter 


display today! 


WILLIAM L. GILBERT CLOCK CORPORATION 


Clock makers to the nation since 1807 - Winsted, Conn. 


GET THIS FREE DISPLAY NOW 
A real STOPPER, this sturdy, eye- 
catching counter display, printed in 
brilliant “day-glo” color, is like an 
extra salesman in your store. It's 


FREE withevery NITE-GLO 12-Pak. 


t ms 
MTEGLO Rush me... NITE-GLO 12-Paks (6 rnd, 6 sq.) 


QUANTITY 


cv —" Bill me through my wholesaler who is: 
/ P 6 ‘ ‘\ wilt aia SAR 8 
« > i 


Address Sree as Te ees > 











/ \ 
es iA} \ Ship to: 


Name. 








Street__ 


~—— ee ne ee EE —— — — 





City. Re ea ay 
WILLIAM L. GILBERT CLOCK CORPORATION 
Dept. H, Winsted, Connecticut 






























Demonstration Selling 
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Invitations Promote Big Ticket Volume 





How a Minnesota firm uses How would you interest more people in looking at 
your big-ticket merchandise, including kitchen appli- 


admission tickets to attract ances and TV sets? 
TV and appliance prospects Hardy Rickbeil does it in Worthington, Minn., a ‘ 
° town of less than 8000 population, with invitations 
to scheduled demonstrations to see a TV show at the store and to attend a demon- 
stration of new appliances. The firm also tells its 
story on appliances, TV and other big-ticket items in 
newspaper advertising several! times a week. 

In the fall of 1953 the store staged a series of free 
admission TV parties in its appliance and television 
department. Video reception was made possible in 
Worthington and vicinity, for the first time, by estab- 
lishment of station KELO-TYV in Sioux Falls, S. D. 

Invitations together with admission tickets were 
mailed to 20 prospects each week, with the suggestion 
that recipients bring friends with them. As a result 
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Distillate Heater 
Electric Refrigerator 
Electric Freezer 
Electric Stove 
Garbage Disposal 
Electric Dishwasher 
Electric Dehumidifiers 
Electric Water Heater 
Gas Cook Stove 

Gas Heating Stove 
Power Lawn Mower 
Johnson Outboard Motor 
Power Tools 

Sewing Machine 
Vacuum Cleaner 
Radio 

Television 


OO OE OE ee EF LO LO Ln 
tlt 





FREE Gl FT e AR Check the Item You Would Like to Own Next, and 
Bring This Card to Rickbeil’s Appliance Store, 
Worthington, Minn. and Receive A Valuable Surprise Gift We Have Set Aside For You. 






( ) Kitchen Cabinets 
Laundry Equipment 
( ) lroner ( ) Dryer ( ) Washer 
Furniture 
( ) For the Kitchen 
( ) For the Living Room 
( ) For the Bed Room 
( ) For the Dining Room 
( ) Separators 
( ) Milkers 


Wame 
Street Address 


City & State 
ASK ABOUT CONVENIENT PAYMENT ARRANGEMENTS 








Prospect lists were built by issuing cards on which recipient told of appliance, other 
big-ticket items they wanted. Those bringing cards to store received a free gift. 


of these invitations 40 to 50 adults attended each TV 
party. In addition to seeing telecasts from Sioux 
Falls, visitors saw motion pictures taken from TV 
shows and heard a talk on what Rickbeil’s could offer 
in the way of video receivers, installation and repair 
service. 

Another excellent direct mail promotional idea 
used by Mr. Rickbeil was an offer to wash and dry 
bedspreads at the store. About 200 women in the area 
received tickets for these free laundering demonstra- 
tions. Each ticket indicated that the laundering job 
had a value of $1.50. 

The bedspread cleaning offer brought hundreds of 
prospects into the store for a demonstration. Some of 
the visitors later bought washers, dryers and other 
merchandise. 

The firm’s own regular mailing list has been sup- 
plemented with mailings sent for it to homes on the 
county REA customer lists. REA is willing to address 

tickbeil mailings to its customers to help increase 
its sale of power. 

Last fall Mr. Rickbeil sent direct mail pieces to 
more than 4000 homes in Worthington and surround- 
ing areas on appliance offerings. A letter inviting 
visits to the store’s appliance department had pic- 
tures of Mr. Rickbeil and four of his appliance sales- 
men. 

The printed message said, “This fall our area has 
been favored with one of the finest corn and bean 
crops in many years. A large farm income is gratify- 
ing to all of us. This good fortune encourages every- 
one to invest in those things that add to the comfort 
and enjoyment of living. 

“We at Rickbeil’s have recently made large quan- 
tity purchases on many appliances. This enables us 
to offer you a really complete selection of top quality 
nationally famous home appliances at real bargain 
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£1.58 VALUE $1.50 VALUE 
THIS CARD ENTITLES BEARER 








To One FREE Washing and Drying of a 
Chenille Bedspread or 
Woolen Blanket at 


RICKBEILS' APPLIANCE STORE 


at any time to suit your convenience) 


Card exchangeable for free washing and drying of a 
spread or woolen blanket as part of store demonstration 
plan. 














FREE 
TELEVISION PARTY TICKET 
At Rickbeil’s Appliance Store 
Every Tuesday Evening at 8 o'clock P. M. 
See For Yourself The Miracle of Television 
Register for Door Prizes (3—$4.50 Kanisterettes) 
TV Snack Lunch Served: 9:15 to 10:00 


Come ond Bring Your Family and Friends 











TV party admission ticket included participation in a 
drawing, no purchases being required. 
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prices. A few of these fail specials being offered at 
our appliance store are listed below... .” 

Another recent mailing included a card on which 
people were invited to check major items they would 
like to own. They were told that if they would bring 
the card to the store, they would receive a specia! 
gift. The items listed for checking included electric 
dishwashers, power lawn mowers, outboard motors, 
power tools, milkers and cream separators. 

Many customers and prospects visited the store, 
with the firm acquiring an excellent prospect list. 

On a recent Saturday, Mr. Rickbeil staged an elec- 
tric razor sale, with a factory representative on hand 
to meet and talk with electric razor owners. A specia! 
invitation was mailed to 375 electric razor owners. 
An ad in the local newspaper invited men to visit the 
store for razor check-ups and inspection. Many new 
electric razors were sold that day. 

Other promotions include participation in the 
annual Turkey Day parade in Worthington, as wel! 
as in 4H and other farm parades. Colorful floats are 
used in these parades by Rickbeil’s. 

Worthington, Minn., is publicized as the World’s 
Turkey Capital. When the local Chamber of Com- 
merce gave away 60 turkeys as attendance awards at 
member stores, Rickbeil’s was one of the participants. 
Although no purchases were required for participa- 
tion in the drawings, many visitors bought merchan- 
dise on impulse. Thousands of shoppers visited the 
town for the drawings. 

One of the keys to good sales in the firm’s apnli- 
ance and TV department is a well-trained staff with 
modern equipment for servicing and repairing all 
major appliances sold by the firm. Included in the 
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Working mode! 
kitchen used to 
help sell pack- 
aged kitchens 
and a number of 
individual appli- 
ances. 


department is a spray booth for refinishing exteriors 
of appliances. 

Managed by Harold Bauer, the shop repairs in 
excess of 1200 major units in a year. The department 
rebuilds approximately one washer per business day. 

The firm’s efficient service shop enables the resale 
of trade-in units at top resale prices. 

An accurate list of used appliances enables Mr. 
Rickbeil to know how fast rebuilt units are selling. 
These records serve as a guide to planning advertis- 
ing for used equipment. 





Built-Up Display Promotes Fittings 


Since Semler Hardware Co. in Longview, Wash., placed 
panels at the back of its plumbing accessories and fittings 
table, sales in the department have shown a sizable in- 
-rease. Demand for the items on the panel is such thot 


; 


many of them must be reordered each week. 
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HERE’S YOUR BEST SELLING POINT... 


It's A FACT. USS American Fence is so 
good that customers who buy it once always 
buy it. And they tell their friends what a 
handsome fence it makes, how rugged and 
long-lasting it is, and how it can be kept in 
tip-top condition with the very minimum of 
time and labor. Small wonder its the 
country s fastest seller. 


eeeeseeeenveeeeeeeeeeeenense You can handle the complete line of USS 


American Products and extend the sales 
potential of every department of your busi 
ness. Youll attract customers who buy in 
big amounts. You'll widen your trading 
area. And you won't have to do it without 
help. American Fence is backed by strong, 
consistent advertising that will keep your 
prospects informed, will keep your sales 
climbing. 


~ 
7 ~ 
a 


Are you handling all of these 
fast-moving “AMERICAN” Products? 


i 


—s 


\ 
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~ 
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Be sure you are well stocked with USS 
American Fence Products. Display them 
prominently, and keep your customers re 
minded that the time is always right to put 
up American Fence. 


" 


SEE THE UNITED STATES STEEL HOUR. it's a full-hour TV 
program presented every other week by United States 
Steel. Consult your local newspaper for time and station. 


USS American Galvanized 
Barbed Wire 





USS American Tie Wire 
for Automatic Bolers 
AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





USS American Hex-Cel 
USS Americen “'U”’ ond ; 
Studded ‘’T’” Posts Voutey Metting 


USS AMERICAN FENCE AND POSTS 


U N ee > | Aer > 3 & es 
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Turn to Turnbuckles 
for Handy Assortment 
Displays that Sell 

for You 












TURNBUCKLE ASSORTMENT 
52 Turnbuckles in 10 fast telling sizes and 
styles. Attroctive 14” « 6” oli metal dis- 
pley pane! in 3 colors. Unit packed for 
shipment. A complete line of open stock 
Turnbuckles eveiloble. 















$6 Per Capita Paint Volume 


(Continued from page 146) 


Fred D. Randall, right, Martin Senour representative, demonstrating use of 
a paint roller at store. At left ore Forest Smith, Ray Penwell, head of paint 








EYE-BOLT ASSORTMENT 
One dozen each of the 10 most populor 
sizes of Eyebolts, boxed by size. Sturdy 
14° « 6” otf metal disploy panel in 3 
tolors. Unit pocked for shipment. Open 
stock Eyebolts availoble in 8 thread sizes. 

























































































U-BOLT ASSORTMENT 
One dozen each of the 5 most popular 
sizes of U-Bolts, boxed by size. 14” x 6” 
oll metal displey pane! in 3 cofors. Unit 
packed for shipment. U-Belts also aveail- 
able from open stock. 
































































































































Forest Smith says, “Although 
we carry a paint stock of from 
$5,000 to $8,000 throughout the 
year, it is possible for the hard- 
ware man to start now with a few 
hundred dollars invested in paint 
and color tubes, to supply his cus- 
tomers with hundreds of colors 
and combinations.” 

Color guides, provided by manu- 
facturers, are loaned to Star 
Color chips are 
also given out to customers to help 
them in deciding upon the com- 


City customers. 


department, and Kenneth Smith, store manager. 


binations they want for their 


homes. 

Among the special inducements 
for attendance at paint demon- 
strations are offers of free plastic 
aprons, samples of paint and other 
free paint department items and 
accessories. 

A recent 
tive’s 


factory representa- 
demonstration offering a 
free plastic apron, valued at 59¢, 
invited people to “get your Clean- 
up, Paint-up, Fix-up decoration 
ideas from Star City Hardware.” 





Do-It-Yourself Advice 


Brings Profitable Volume 


(Continued from page 148) 


display space is overlooked, the 
neatness of all display units gives 
visitors an impression of a well- 
stocked but uncluttered store. 

By studying the needs of local 
plants Mr. Killinger is able to 
provide them with a wide assort- 
ment of items used for mainte- 
nance, repair and operation. His 
previous experience as 
tion manager for a 
manufacturing 


produc- 
local oven 
company helped 
him in selecting and maintaining 


industrial stocks, a service appre- 
ciated by local industries. 
Population of Franklin Park 
has increased from 7500 in 1948 
to more than 13,000. And there are 
more industrial plants in the dis- 
trict—more prospects as a result 
Trained as a locksmith in Ger- 
many, in his youth, Mr. Killinger 
makes many good contacts with 
homeowners and industrial plant 
men through his lock and key- 
making service. 
(Continued on page 162) 
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. WATER SYSTEMs 
' Performance. Pro Ved Since 
| 
0 


IN EVERY MARKET 


F & W VARIJET Shallow Well. 40 to 
70% more water, yet cuts current 
used. 720-1800 G.P.H. % to % H.-P. 


F & W Multi-Purpose Jet. : meal F & W “Economy” Muiti- Fa W Deep Well Multi- 
Easily changed to deep- ™ Purpose Jet. Ys H.P. 350 Leia . Stege Jet. | to 4-Stage, 
well use. 2, % & 1 HP, . G.P.H. Easily changed to ’ % to 5 H.P. (500-4000 
1 and 2 stages. Pressures deep well operation. | GPH.). Control Volive, 
to 100 Ibs. Maximum co- a 4 7 ) Wits, : Speedi-change Seal, Air 
pocity 950 G.PH. oF a 4 Imector. 


F.W means Flowing Wit by Flint & Walling 
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Product knowledge to aid 
dealers boost their profits 


is keynote of ... 


They listened and learned how fo s; 


—/ 


dealer group at the Ogilvie Clinic. 


Ogilvie Housewares Clinic 


Product knowledge as ammuni- 
tion to help dealers increase their 
sales and profits in housewares 
was the theme of the Housewares 
Merchandising Clinic conducted 
recently by Ogilvie Hardware Co., 
hardware wholesaler in Shreve- 
port, La. 


Attendance 


Company hosts, from left to right, R. J. Ogilvie, Jr., 
president and general manager; R. L. Matthews, secretary 
and merchandise manager; A. Herbert Dews, purchasing 
agent; and W. B. Ogilvie, treasurer. 


These dealers, 
followed a program of classroom 
meetings where factory represent- 
atives presented the selling and 
usage features of their lines. The 
clinic was held on a Sunday so ity 
dealers would not be away from 


102 dealers. 


seven groups, 


their stores on a business day. 
Product knowledge made avail- 
able in a clinic meeting is consid- 
ered by Ogilvie Hardware manage- 
ment as its plus aid for its dealers 
beyond the supplying of good qual- 
merchandise, at competitive 


(Continued on page 170) 


Factory representatives who supplied the product 
knowledge, left to right, Ernie Jackson, Cosco; Bill Simp- 
son, Color-Flyte and Cal-Dak; Pat Melton, Presto; Joe 
Tipton, Revere Ware; Steve Simpson, Color-Flyte and 
Cal-Dak; George Mueller, Rubbermaid; Clair Van Etten, 
Pyrex; Gay Gardner, Weor-Ever: Dick Quinn Pyrex; and 
Bill Irvin, Rubbermaid. 
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701-9 Bracket 
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30-9 End Insert 





A one-package set, the Coburn #5916 Door Set 
is easy to stock and handle... eliminates 
possibility of missing parts... relieves you of 
troublesome boxing problems. The complete* 
package contains two hangers with bolts, three 
brackets, two end inserts, three lag screws. 


Coburn #5916 Door Set handles doors up to 300 
pounds and up to 134” thick. With standard 

track lengths in stock, you're in a position to meet 
all demands for lighter sliding door hardware. 


For additional information write to 
Coburn Sales and Engineering, 56 Sterling 
Street, Clinton, Mass. 


2768 
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PERFORMANCE PROVED 


FENCE CHARGERS 


Electro-Line makes a model 
fa> all fencing purposes — 
battery, hi-line, combination, 
weed control and super-shock 
chargers so you serve bet- 
ter, sell better and profit bet- 
ter with Electro-Line. Electro- 
Line fencing doesn’t cost — 
I'T PAYS and it pays to sell 
Electro-Line. 


See your distributor — write 
for FREE FENCING MANUAL 


ELECTRO-LINE PRODUCTS CORP. 


Saukville, Wisconsin 



































































































































A MODEL FOR EVERY FENCING JOB 








































































































Do-It-Yourself Advice 


Brings Profitable Business 


(Continued from page 158) 





Despite temporary floor in garden center its neat groupings of stock make 


t a home gordener s source for much merchandise 


Whether it’s lawn and garden 


advice, help on a wiring problem 
or some other home alteration 
problem, Mr. Killinger is always 
willing to give complete advice, 
and to provide from his varied 
stocks the necessary materials and 
tools to complete the project. 

Often homeowners ask for an 
assortment of parts and tools for 
a project without indicating what 
they intend to make or repair. 
Care is taken to find out what type 
of work the customer wants to do. 
Frequently this leads to the sale 
of entirely different merchandise 
than originally requested. 

A recent example was the case 
of a customer asking for certain 
types of hinges. The customer 
indicated the units were to use for 
a gate, drew a rough sketch of 
what he wanted to do. The hard- 
ware dealer explained why the 
hardware would not do the job the 
customer had in mind, sold him 
entirely different hinges with a 
resultant satisfactory job. Mr. 
Killinger also suggested other 
changes in the gate’s construction 
for a better job. 





Customers ordcring paint are 
asked for what type of surface it 
is required. Then care is taken to 
instruct them as to the type of 
finish they should use, how the 
should be 


what type of 


_ irtace 


prepared and 
brush or roller 
should be used. Related lines such 
as sandpaper, turpentine, brush 
cleaner, paint cleancr and other 
materials are needed. 

Electric wiring problems are 
the cause of many customer in- 
While explanation of the 


proper technique, necessary mate- 


quiries. 
rials, etc., consumes considerable 
time, customers are impressed, 
look upon Mr. Killinger as their 
chief source of supply for many 
do-it-yourself items. 

It is not unusual for an amateur 
gardener to phone an inquiry with 
the idea of buying materials for 
which the season is not right. Ad 
vice that different procedure be 
followed is appreciated by the 
customer, with rather sizable o1 
ders being sold for delivery t 
ome other proper time. 
Killinger’s new garden centel 


(Continued on page 166) 
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HODELL CHAIN 
for every farm use 


Chains of all types and sizes are needed on the 
farm. That means good, year-around profit possi- 
bilities for you when you stock the full line of 
Hodell welded and weldless chains... high-quality 
chains for your farm customers. Display Hodell 
animal and farm chains in your store, and Hodell 
Pailettes to sell Proof Coil and BBB Coil chain, to 
make steady profits from sales for the farm. 

Ask your distributor about the full line of Hodell 
Chains or write today for your Hodell Chain catalog. 


, 
, 








‘an TRACE 
CHAINS 
CHAINS | 


Hodell Pailettes are strong, all-steel, re-usable con- 
tainers. Each holds 100 ibs. of Proof Coil or 886 
chain in the four most populor sizes: “As, “4, “es, or 
% inch. 600 or 1000-lb. barrels, Proof Coil, BBB Coil 
or High Test chains, also available in these and 
larger sizes. 


HODELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


 Natiine [ a fs Hodell Chains L Chester Hoists 
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Pertorated board 


Perforated panels, both wood and 
metal, are proving to be one of the 
most versatile display developments. 
Both decorative and functional in 
use, these panels can be put to dis- 
play and sales work in windows and 
the store interior. 

In Fig. 1, perforated panels are 
shown in use in backless windows 
in a manner that does not obstruct 
vision into the store. In this illus- 
tration, the panels are attached to 
metal poles, also a relatively new 
display item. 

The metal poles can be extended 
to fit between the floor and any ceil- 
ing height. Tension, exerted by a 
heavy spring, holds the pole firmly 
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in any position. Thus the use of 
perforated panels and the poles, 
makes it possible to set up a feature 
display in any part of the store or 
in windows without drilling any 
special holes or using any special 
clamps or fasteners. 

Detail drawing, Fig. 1A, shows 
how to build the unit in the left- 
hand window of Fig. 1. The con- 
struction can easily be done by a 
carpenter or store handy man. 

Perforated hardboard panels can 
be purchased in sizes up to 4x8 ft. 
Be sure to design the overall! shape 
and size of the perforated unit so 
that it can be cut economically from 
the size panel you purchase. 


extends display area 


But first build the frame for the 
panel out of 1x2-in. lumber. Dimen- 
sions of the frame should be about 
2 in. smaller than the panel itself 
so that the panel overlaps the frame. 
This eliminates trying to fit the 
frame to the rounded panel corners. 

Spray the panel in an attractive 
background color for the merchan- 
dise you intend to display. Then 
when assembled, attach the panel 
to the pole by two clamps as indi- 
cated in the detail. 

Different types of hardware are 
available for displaying merchan- 
dise on the panel. These are easily 
fitted into the holes in any desired 
arrangements. 
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To build the display prop for the 
right-hand window, in Fig. 1 refer 
to the detail sketch 1B. The neces- 
sary materials are the perforated 
board, a metal pole and a few 
lengths of pine board. In this case, 
however, two perforated panels are 
used, one for displaying merchan- 
dise on the street side, and the other 
for displaying it on the store side. 

Cut and affix the perforated pan- 
els in the same manner as in Fig. 
1A. In this instance, both sides of 
the frame will be covered. In sizing 
the panels for both windows, size 
them so that when attached to the 
poles, the center of each panel wil! 
be about 54 in. above the sidewalk. 
This is considered to be the best 
evye-level height. 

Short lengths of pine board can 
be attached to the metal pole with 
self-tapping screws so that card 
signs can be used, as illustrated. 

Finish off the panel and the base 
in attractive colors to compliment 
the merchandise. Use the panels for 
small items, and the shelf units for 
heavier or bulkier items. 

Now moving into the store in- 
terior, Fig. 2 shows how to con- 
struct a feature display for a stand- 
ard counter unit. Here again per- 
forated panels and the tension poles 
are the main props. 

The small detail in the upper left 
of Fig. 2 shows how to construct 
the frame for the panel, using 1x2 
in. lumber. The top and bottom of 
the frame are then attached to the 
metal pole with small metal ciamps, 
as shown. 
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Poles can be purchased with the 
necessary fittings for attaching a 
goose neck light fixture. The wire 
used to connect up the light fixture 
is run down inside the pole and out 
through a hole in the base. 

Drawing A in Fig. 2 shows how 
the perforated panel can be built 
with an arrow, of plywood, to point 
to impulse items displayed in the 
table bin. A talking sign can be 


used above the panel to tell the price 
and merchandise story. 

The height at which the panel is 
attached to the pole can be varied. 
It is best to set them at eye-leve! 
and facing a main traffic aisle. 

These perforated panels on their 
tension poles can also be set up, 
free standing, in any suitable spot 
in the store or in a wide traffic aisle, 
without hindering traffic flow. 






ALLER 
HEAD 


ALLEN 
KEYS 


New bright finish 
New kit 


Lower prices 





Now Allen key kits pack 
more value and new sales 
appeal. 

Keys furnished in our 
key kits have a high luster 
coating — rust resistant — 
better looking — makes size 
markings easier to read. 

Six different sets, fur- 
nished in attractive new red 
plastic trimmed envelopes 
are now available at leading 
Industrial Distributors and 
Hardware Jobbers. 

Write us for descriptive 
bulletin C38, and the name 
of your nearby supplier. 


Do-It-Yourself Advice 


(Continued from page 162) 


at present has a low ceiling and 
temporary floor covered with 
crushed stone. Later enlargement 
of the store and its extension to 
connect with the new addition in 
the rear will provide a better 
flooring, higher ceiling. In the 
meantime the room is neatly ar- 
ranged to display steel goods, 
seed, fertilizer, garden hose, plant 
foods and insecticides in an or- 
derly manner suggesting related 
sales. 

Garage doors in the garden cen- 
ter and new 30x90-ft rear-of-the- 
building storage area permit easy 


receipt and removal of bulky 
goods. The entire storage annex 
is of cement block construction, 
substantially lowering insurance 
rates. Prior to construction of 
the ground floor storage exten- 
sion, bulky merchandise including 
power mowers, pipe, ladders and 
large power tools were kept in the 
basement, requiring great incon- 
venience to the staff, and con- 
siderable time-wasting work in 
shifting stock. Much bulky mer- 
chandise had to be moved up and 
down in a freight elevator before 
the improvements were made. 

All parts of the store are hooked 
to an inter-com system, connected 
to the owner’s office. 





Publicizes Firm’s Change of Name 


Back in March, 1951, Mr. and 
Mrs. Walter Schauer became own- 
ers of Lagoni Hardware at 6324 S. 
Ashland Ave. in Chicago. In 1954 
the store became affiliated with the 
Ace Hardware Corp., and announ- 
ced the new franchise. 

teasons for the change, and ref- 


erence to a “blessed event” in the 
form of bundles of bargains and a 
free measuring tumbler for each 
adult, were given on the announce- 
ment which was attached to an 
eight-page color broadside of a 
spring sale. The firm is now known 
as Schauer Ace Hardware. 


niversary announcement used fo tel/ story of the new affiliation 





ON OUR THIRD ANNIVERSARY 
WE ARE GETTING MARRIED 





decided to take the leap. 


After flirting with the idea of changing our name we have 





WHO? | Se agent Herdwere Since Merch 19, 1951. 





Ve bb ACE HARDWARE CORPORATION 
With 180 Progressive Stores. 





MARCH 19, 1954 


WHEN? 


Doors Open at 8:30 A.M. with Our Spring Valve Sale in Full Swing. 





WHERE? | 6924 souty aswiano avenue 





you, our customers, friendly persona! service with 

and highes? quality, we joined hands with 180 Ace inde- 
. Elsie and | feel in ovr personal contact with 

that the name, Lagoni Hardware, didn't represent us on a 





SCHALIER ACE HARDWARE 








expect to have bundles of bargains, and rather than o 
hove a free measuring tumbler for each adult. 
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A. H. HAWKINSON, 
western sales manager of 
Greenlee Tool Co., of Rock- 
ford, Ill., began working 
for membership in the 
50 Year Club when he 
went to work for Greenlee 
in 1904. 

Mr. Hawkinson’s career 
has been divided about 
one-third in manufactur- 
ing and two-thirds in sell- 
ing. 

He entered the hard- 
ware field as a helper in the blacksmith shop 
forging auger bits, car bits, ship augers and nut 
augers. Then he worked in the polishing depart- 
ment and became foreman of the shipping depart- 
ment when 16 years old. The next step was to be 
placed in charge of inspection and production 
control. 

Mr. Hawkinson started his selling career in 1919. 
He learned his selling techniques by the leg work 
method. Mr. Hawkinson would first buy a map of 
the town he was working, unfold it on his hotel 
bed and mark the location of customers and pros- 
pects. Then he would take a street car or bus to 
the center of one group of calls, and cover the area 
lugging his cases from office to office. 

Mr. Hawkinson has traveled in all parts of the 
United States and eastern Canada. During the 
1940s he was appointed assistant sales manager, 
and several years ago named western sales man- 
ager. 
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STAR 
HACKSAW 
FRAMES 


Colorful Functional 
Design 









GREEN Tenite handle. Long- 
wearing rustproof crackle finish 
similar to that found on most 
expensive office machines. Every 
frame complete with 12-inch 
genuine Star Unbreakable Spe- 
cial Flexible 18-tooth blade. 


RED Tenite handle. Smooth, 
easy-to-clean, high gloss, rust- 
proof finish for lifetime protec- 
tion. Comes complete with 12- 
inch Star “Moly” High Speed 
_18-tooth blade, that outlasts 
standard blades 10-tc-1. 


Look At These Exclusive Features 
of BOTH New Star Frames 








—the most rigid construction known. No 
external lever or other side projection. 
Cuts closer to work. 


——— Ries. a 
— : 


5, 


—cam-action lever- 
lock automatically tensions blade cor- 
rectly. Flip it open, blade’s released Snap 
it shut, blade’s locked in tension To 
change from 10-inch to 12-inch blades, 
release the lever, lift it out of tension bar, 
slide bar forward, snap lever into second 
hole—and you're all set for shorter blade. 


ae | \\ 


ed right around the 

steel back for greatest Zyr 
strength. Comfortable, - 
attractive, easily wiped clean. 


No. 20 
Completes the Star Frame Line 


$325 usr 








Long a favorite with mechanics, this gun-meta! finish adjust- 
able pistol-grip frame with lever for lock blade feature extra 
easy blade change. 


CLEMSON <= 


CLEMSON BROS., Inc. agg 


MIDOLETOWN, WN. Y., U.S.A. Machines 
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‘illage Hardware finds participation in a local flower show an excellent promo- 


tion of its lawn mowers, garden supplies, 


ang mower service and repair department 


Mower service is sales maker 


Mower sales and service operated as a specialty department pro- 


motes entire store. 


Lawn mower repairs and service 
are playing a big part in sending 
the sales curve of the Village 
Hardware, Kanawha City, W. Va., 
to new highs. The gain has been 
felt not only in mower sales, but 
in every department of the hard- 
ware store. 

G. H. Custer, who is in charge 
of lawn mower sales and service, 
operates his department in a 
building specially constructed for 
that purpose. It is located next to 
the storage room, behind the mod- 
ern hardware store building. Thus 
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Power mower sales average 100 a season 


customers can shop the 
store conveniently. 

The repair and service shop is 
62x25 ft and has an attractive 
wrought iron sign over the en- 
trance. A bed knife sharpener 
grinding machine is one of its me- 
chanical features. 

Since this is the only one of its 
kind in the immediate area, it 
creates new customers for the 
store and holds old ones because 
of the satisfaction its work en- 
genders. And since homeowners 
spread the word around, 


repa ir 


sales 


soon follow all the repair jobs. 

The shop has been most effec- 
tive in promoting the sale of lawn 
mowers, particularly power mow- 
ers, and also has had its effect on 
gardening supplies sales. 
the service was installed a few 


Since 


vears ago, mower sales have more 
than doubled, averaging about 100 
power mowers a season. 

Village Hardware offers a pick- 
up and delivery service during off 
seasons to encourage customers 
to bring in repair and service jobs 


(Continued on page 170) 
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New Sclvcout Deluxe Sauce Pots 


Exciting New Styling and Quality sell on sight! 


@ Deluxe quality porcelain on heavy gauge 
steel—for long service 


® Beautiful new Curvex styling—your women 
customers go for it 


® Bakelite knobs, new comfort-grip handles 





® Smooth rolled-under rims can’t snag 
fingers or towels 
® Cooks fast with low heat—extra easy 
to clean 
Designed and manufactured by 


THE BELMONT COMPANY - pe 
100 Belmont Street, New Philadelphia, Ohio i Pe. wi NE Re a Deluxe Black Beauty 
Division of The Ridge Tool Company ae ee ee fs 5 Curvex Sauce Pot 


--- if pays you to sell 


Write for new Catalog B today! 


New Deluxe PORCELAINWARE 





Highest quality . . . Lowest priced . . . Completely adjustable 
all-metal ironing table . . . Infinite height adjustment at finger- 
tip touch, between 24” and 36”, by never-failing mechanism 
... Safety lock prevents accidental closing . . . Stands firm, with- 
out wobble, on wide non-skid feet . . . Folds flat for easy storing 
ARVIN STANDARD Promotional Champion! Lowest priced, largest- 


selling all-metal ‘‘standard’’ (non-adjustable) ironing table on the 
market. 


TWO beautiful models: No. 19900 DeLaxe, chrome legs and feet, 


ee enamel top. No. 1800, Azure Blue enamel throughout. aici 2 , LO, g ' 
Shipped completely assembled! OAOUULEIERD £080 NS SPOON: OT GRRL, Sane VO GY Oh 
NATIONALLY ADVERTISED * ORDER NOW FOR PROMPT DELIVERY 


Free mat service and layouts on request. 
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COMPLETE LINE 
OF QUALITY ELECTRICAL 
WIRING DEVICES 












The 1” Line That Offers 
More for Today's Selling Needs 


© COMPLETENESS—one purchase order, 


one shipment, one invoice; better stock 
control, saves time and reduces handling 


costs. 
e LOW COST—Eagle’s 3 plants basically 


produce all materials, keeping costs 
down and allowing you a greater profit 
margin. 

e EFFECTIVE MERCHANDISING —Fogle 
products are smartly packaged 
quicker sales, and clearly marked tor 
easy shelf identification. 





—for over 35 years Eagle has 
| pea sot as the quality wiring 
device line, at competitive prices. 
and Eagle Wiring Devices are 
SOLD EXCLUSIVELY 
THRU WHOLESALERS 


























BUY Eagle with CONFIDENCE 
s SELL Eagle with CONFIDENCE 
© > USE Eagle with CONFIDENCE 


a Write for Complete Eagle Cetelog and Price List. 


. SOLD THROUGH 
= WHOLESALERS 
: ONLY 










?' — 





EAGLE ELECTRIC MANUFACTURING CO. INC 
Perk Clio“ “aor 


Occ deal 


ae 
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| Ogilvie Housewares Clinic 
: (Continued from page 160) 


prices, with prompt service. 
| Dealers were informed of the 
| meeting by Ogilvie salesmen who 


| stressed that this was not to be a 
| “buying” meeting but a meeting to 


give them ammunition to increase 
sales. The dealers were told that 
the company would benefit through 
product knowledge increasing 
dealer dealers in turn 
would buy more housewares mer- 
chandise. 

The clinic, held in a Shreveport 
hotel, started at 9 a.m. The open- 
ing remarks and explanation of the 
program were made by R. J. Ogil- 
vie, Jr., president and general 
manager of the company. In at- 
tendance were 102 dealers and deal- 
er personnel, 14 Ogilvie Hardware 
personnel and 10 factory represen- 
tatives. 

Each dealer was given a badge 
and assigned a group number, 
upon registering. On each chair 
in the opening meeting room was 
a file folder containing pertinent 
reading material, a want book. 
pencil, and a clinic program. 

Four classes were conducted in 
the morning and three in the after- 
noon. 

There were coffee breaks, both 
morning and afternoon, with din- 
ner served by Ogilvie Hardware 
from 12:45 to 1:45 p.m. 

The final class ended at 4:10 
p.m., and a closing general session 
held from 4:15 to 4:30 p.m. 

An Ogilvie representative as- 
signed to each group was a time- 
keeper, to remind the speaker two 
minutes before the end of a ses- 
sion, and to keep the group pro- 
gressing from class to class on 
time. 


sales so 


Mower Service 


Is Sales Maker 


(Continued from page 168) 


then. This helps spread the work 
during the year. But during the 
height of the season, a charge is 
made for pickup and delivery. 


Power mower sales average 
from $80 to $100 each. Owners 
Vincent Reichman and George 


Guthrie have arranged with a lo- 


cal bank to carry power mower 
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purchases on an instalment basis. 
This arrangement helps promote 
the mower department. 

A surprising and encouraging 
experience for this West Virginia 
firm is the ready acceptance bj 
customers of the idea of power 
mowers as a Christmas gift item. 
Consequently, in December, the 
store displays mowers on the floor 
and in the windows, wrapping 
them in cellophane and with ap- 
propriate holiday ribbons. 

An out-of-store promotion tor 
the lawn and garden supplies is 
participation in the flower show 
at the nearby Morris Harvey Col- 
lege. At the show, the store has a 
large department display which 
attracts many inquiries from visi- 
tors to the flower show. 

A further indication of how 
well the firm ties-in with local in- 
terests to create more business is 
its large seed, bulb and lawn sec- 
tion. Many homes in the Kanawha 
City area are noted for their land- 
scaping and gardening achieve- 
ments, and many Village Hard- 
ware customers have won recog- 
nition for their gardening abili- 
ties. This is reflected in the store's 
reputation as a reputable garden- 
ing supplies center. 

As an example, a recent cus- 
tomer, from Charleston, won an 
expense-paid trip to Holland as a 
result of her success with Holland 
bulbs bought at the Village Hard- 


ware. 





HARDWARE HUMOR 
By Hardware Age 





“I'm sorry, we don't have her gift 

list for this wedding, but we still 

have the lists from her first and 
second marriages. 
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for the 


BIGGEST 
HOME BOTTLING SEASON 
in years 





























Reports from all over the country — 

West Coast, South, Mid-West, 
New England—tell us of tremendous increases 
in home capper sales .. . for bottling 

































© FRUIT JUICES e SAUCES 
© ROOT BEER e HOME BREW 


The Everedy No. 150 Gear 
Top Capper is the best known, 
biggest value in the field——a 
real deluxe item. Equipped EAR T 
with “‘Hold-cap, Double-seal”’ 

throat that eliminates cap 





Y No 15 
° O 


balancing and assures closure by crimping sides and 
depressing top. Easily adjusted to bottle size. 
Heavy non-tilt base. Packaged '% doz. to carton 4 
with display card. 















EVEREDY No. 250 f 
CLIMAX CAPPER ue 


Here’s a durable capper 






priced for volume sales. 
Caps quickly and easily. 
Adjustable to bottle size. 
Rounded stamped metal 
handle springs back to 


i 





position after sealing sya P 

bottle. Lasts for years — 

Packaged one dozen to > 

carton with display card. | Oe = 
RS 









7 


EYE-CATCHING 
DISPLAY 


On window, door or counter, this sales- 
booster will work for you. Handy two- 
color card stands with capper or can be 
taped to flat surface. Furnished FREE 
with each % dozen #150’s and with 
each dozen # 250's. 


STOCK BOTH CAPPERS FOR MORE SALES! 


ATT-T4°) f 


THE EVEREDY COMPANY ©¢ Frederick, Marylend 


mas Lorgesf Morers of Chrome Kit: hen Ulensit 











PHONE 
YOUR JOBBER 


for details and prices. Ask 
him about Everedy'’s Chrome 
Housewares Specialities, too. 
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Counterfeit Money 


Here is the late information on several new counter- 
feit bills as reported by the U. S. Secret Service. 
Train yourself and your sales people to study all 
bills so they know where to look for the identifica- 










Watch for it 


tion listed below. After a little practice you will be 
able to check bills quickly and unobtrusively with- 
out offending the customer. These pages can be 
filed for frequent review of counterfeit bills. 












NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF ST. LOUIS, MISSOURI 

















These notes are printed on one sheet per from the 
same plotes thet printed counterfeit $10 eR aTh, aarti No. 214. How- 
ever, in this instence the printing is inferior. The most noticeable 
detects are the gray ar omengy ol the portrait and the style of type used 
for printing the serial 





CHECK LETTER ANDO 
TE case PLATE NUMBER C129 
C129 
C176 
C176 
C176 
O17 
SERIES 1950 
BACK PLATE NUMBER 1648 
6844 
4286 
Appeared: 17-55 2648 
St. Lowis, Mo. 2586 
SS No. 1465 1648 

(Card No. 321) 
















NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 
FEDERAL eve — OF New YORK, NEW ae 









Ye 
“A B= eT bane. i: TO 








ll 









With the exception of « different Federal Reserve Diswict and seria! 
number, this note is identical to counterfeit $10 FR (1462), Card No. 320. 














CHECK LETTER AND 


fi 


FACE PLATE NUMBER 


SACK PLATE NUMBER 


Appeared. |-7-55 
Chicago, ill. 
SS No. 1466 


(Cerd No. 322) 
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NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 
FEDERAL RESERVE SANK OF ST. LOUIS, MISSOURI 
UNITED STATES © bene 


ss i 








This is @ deceptive note printed on genuine paper. The most noticeable 
detect is the improper prefix letter “A” for the Federal Reserve Bank 
District of St. Lewis im the seria! No. A36650145H. This note is as- 
societed with counterfeit $10 FR(1455), subject of card No. 316. 






















CHECK LETTER AND 


FACE PLATE NUMBER 


fi 


BACK PLATE NUMBER 


Appeared 2.11.55 
Boston, Mass 

SS No. 1470 

(Card No. 323) 
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Why hand out a 10¢ fuse 
when they'll buy a °1.50 


MINI-BREAKER’ ? 


Chances are the customer who 
comes into your store for a 
fuse is a pretty disgusted 

man. He’shadashortcircuit, 
he’s been fumbling around 
in the fuse box only to find 
he’s fresh out of spares. 





He’s in a mood to end his 
fuse troubles forever—even if 
it means giving you 15 times 
the normal fuse profit. Put a 
Mini-Breaker in his hand, show 
him it is a miniature circuit- 
breaker that screws in—right 
in place of the fuse. Point out 
that it doesn’t blow .. . it trips 
. . that it can be reset instantly 
after every overload, safely, with- 
out any doubt as to the defective 
circuit (the button pops up). 







; 
\ J Tell him that a ten-year-old child 
. : can reset a Mini-Breaker without 
shock hazard, without any know!l- 
edge of electricity . . . just by pushing a button (no waiting 
until Papa gets home before the TV can work again). 


Explain there is a delay timer, so that normal starting loads 
of power tools, freezers, air conditioners, won't trip the 
Mini-Breaker . . . that only abnormal loads will send it into 
action. Point out that it’s UL listed . . . and guaranteed to 
keep right on performing, time after time. Chances are he’ll 
buy ... at a whopping big plus-profit to you. 


Ot course, you could give him just what he asked for—a 10¢ 
tuse. But wouldn't you rather sell him a $1.50 Mini-Breaker? 











In 10, 15, 20, 30 amps. AC 
only. 125 volts maximum. 
The only device of its kind 
to meet all requirements of 
Underwriters’ Laboratories. 









Mechanical Products, Inc. 


1824 River Street Jackson, Michigan 
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New! S terling. 
sliding door locks... 




















for by-passing doors 


The first sliding door lock for by- 
passing doors. Now closets can be 
locked and contents kept secure 
from pilferage. Designed on a revo- 
lutionary new principle. One half 
turn of key raises tongue to locked 
position or returns it to unlocked 
position. Cylinder is geared to 
tongue and action is positive. Simple 
to install—bore one hole. Fits 4” 
to i154," doors. 














for pocket doors 


A new type of lock for bathroom or 
bedroom doors. Privacy is assured 
by turning locking button on inside. 
Emergency button on outside per- 
mits unlocking with screw driver or 
coin. Neat, simple installation. Fits 
14%,” or 1354" doors. 









STERLING HARDWARE MFG. CO. 
Chicago 18, Illinois 
SEE OUR CATALOG IN SWEET'S: 
Architectural File © Light Construction File 
VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C. 
Chicagoland Home Building Center, 130 W. Randolph St. 





Cy Young's Patio adjoins the modern hardware store 
Note the huge identification sign and portrait 
which hos become the firm's trade mark. 


room 


onstrotion. 


Nal 
. a4 a. iy 2 % » 
See 
o <A a 


Close-up view of the Patio which was constructed entirely 
of materials sold by the store to serve as a working dem- 


Kansas City hardware store builds a Patio Garden 


Shop and brings new interest to outdoor living items 


Outdoor Sales Room 


Promotes Outdoor Living Theme 


If you've got the space for it, 
here’s an idea for injecting new 
sales life into outdoor furniture, 
barbecue equipment, garden orna- 
ments and such items. It’s a Patio 
Garden Shop. 

When the Cy Young Hardware 
Co. in Kansas City, Mo., built its 
shop, business doubled that of the 
previous year. The Patio Shop 
has also proved to be a boon in an- 
other way. There’s more room in 
the store to display and sell other 


174 


lines now that the bulky garden 
equipment is being sold out-of- 
doors. 

The Patio Garden Shop came 
about because Cy Young decided to 
capitalize on the booming interest 
in outdoor living, a natura! for 
the store which is located at 8312 
Wornall Rd., in the heart of the 
residential section of the two 
Kansas Cities which abound with 
patio dwellers. 

When plans were made for the 


design of the patio, it was decided 
to build it of materials that were 
sold by the store, so that it would 
not only be an attractive show case 
but also a demonstrator for dif- 
ferent lines of materials and mer- 
chandise. 

First step was to cover an 8-ft 
sidewalk along one side of the 
store building with corrugated 
fiber glass. Each panel of this 
canopy is in a different color, and 

(Continued on page 179) 
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#5500 AIR BOUND 
> 
#5505 SUNFLITE 





aonees! 3 
patible uto 
Car Crib Seat Value ticketed 
Priced to - for about 


retail for 
about $5.00 


CB #155 


CHILD'S 
DRESSING 
ORGANIZER 
' Educational — 
Fun Promotion- 
ally priced. 
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#5513 SILVER STAR 


#5552 SONNETEER 





SONG BIRD 


By the Makers of the Sen- 
sational "NEW 
LOOK" in Ve- 
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Enlarged building's new front has two-level display facilities and 


recessed first-floor window for outdoor display, window shopper 


comfort. 


2,000 Attend Opening 
In Enlarged Quarters 


To celebrate its 25th anniver- 
sary and consolidation of its hard- 
ware and appliance divisions in 
one building, Square Hardware in 
Kennett Square, Pa., held an open- 
ing sale Dec. 16-18, 1954. 

More than three pages of adver- 
tising in a local newspaper told of 
the new and enlarged quarters. 
special offerings and drawings for 
some big-ticket items. No pur- 
chases were required for partici- 
pating in the drawings. 
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Pennsylvania dealer moves hardware division 


into same building as his appliance department 


after enlarging building for combined operation 


Two-thousand people registered 
during the three-day opening sale. 
Some were first-time visitors. 

Square Hardware’s appliance di- 
vision had long been located at 
106-108 E. State St. in Kennett 
Square, across the street from its 
hardware store. The appliance di- 


vision building was enlarged and 
completely rebuilt to accommodate 
both units of the business. 

In the new quarters of the com- 
bined businesses, hardware, 
housewares, hand and power tools 
and paint are displayed in open 


display units on the main floor 
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Ly PROMOTIONS! 


¢, 515 


NG CO., Dep 
ykee 17, Wis. 


MANUFACTURI 
uN Ave., Milwoa 


5055 N. Lyde 
Plecse rust FREE moter >| tj Oster zer OC > 
a ¥ nee- Action 


and information on your | 
; ‘ 
[ Yate SnorTPy 


JoheD DE 
MANUFACTURING CO. 


SOSS N. | 
LYDELL AVENUE 


MILW 
WAUKEE 17. WISCONS 
== in. U. Ss. A 


Heck your atcribrijor Today 
A 














Now... BURNS 


presents a quality, 
American-made 
FRENCH FRIED 
POTATO CUTTER 


$) Heavy, solid metal handles 


for extra strength and longer 
lide. 


One piece construction— 
nothing to get lost or out of 
order. 


Extra-long space holds large 
potatoes up to 4° 


, 


<% * wide. 


long by 


Cuts 25 pertect trench try 
pieces from each potato at 
a single stroke. 

All parts heavily nickel 
plated tor rust prool beauty. 


Invert cutter and use this 
edge for slicing beets, cole- 
slaw, onions, carrots, cottage 
fries, etc. 


BURNS col"ine "* 


SYRACUSE, N. Y. 


" a 
ie 


Well-lighted display room has one wide aisle for free movement of store 
traffic. Only bulky items are shown atop the wall fixtures. 


with some front-of-the-store space 
given to major appliances, radio 
and TV. The basement is devoted 
to big-ticket merchandise with a 
special room for video demonstra- 
tions. There are five model kitch- 
en display units in the basement. 

The store’s second floor is used 
partly for showing kitchen cab- 
inets, in steel and wood, and the 
balance is utilized for storage pur- 
poses. 

To provide as much quick-ser- 
vice as possible, encourage greater 
self-selection on the first floor, 
open display units are used. The 
check-out table is located in the 
middle of the first floor. 

The visual-front store has two 
recessed windows and a double- 
door center entrance with ample 


canopied space for outdoor dis- 
play and customer comfort while 
window shopping. Raised lettering 
above the first floor identifies 
Square Hardware. Another ex- 
terior eye-catcher is a second- 
story window running the full 
width of the store from which dis- 
plays of wood and steel kitchen 
cabinets and other big-ticket items 
may be plainly seen for some dis- 
tance by outside traffic. 

Square Hardware’s former ap- 
pliance building was enlarged and 
rebuilt without moving that divi- 
sion from its first-floor location 
until the consolidation of the two 
units was started in the larger 
quarters. 

The expanded quarters provide 
in excess of 10,000 sq ft of space 
for the firm’s activities. The store 


Suggesting a private-home kitchen, this display of kitchen cabinets and 


sinks is a magnet for all store visitors. 
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is air-conditioned for summer 


comfort. 

A later customer magnet and 
convenience will be the opening of 
a free parking lot in the rear of an 
adjoining building. 

The business is owned and op- 
erated by twin brothers Burton 
and Alan Kanofsky, whose father 
and retired partner Joseph Kanof- 
sky, entered business in 1929. The 
Kanofsky brothers are assisted by 
two women and three men in oper- 


ation of Square Hardware. 


Outdoor Sales Room 
(Continued from page 174) 
under the canopy are displayed 
those items which require protec- 

tion from the weather. 

The next step was the construc- 
tion of the 20x30-ft patio adjoin- 
ing the roofed-in area, and a huge 
store identification sign which in- 
cludes an impish portrait in giant 
size. This portrait has become 
the store’s trademark. 

As part of the patio, and at the 
base of the sign, which also marks 
the entrance to the parking lot, is 
a tiered planter box built of ma- 
terials handled by the store. 


Stages cooking school 

The patio itself is paved with 
pressed blocks which the com- 
pany sells. These are white and 
vellow and are set in checkerboard 
pattern. The paving is enclosed by 
a wall of the same material and 
design. The wall has an outer and 
inner shell and the space between 
has been filled with soil and is at- 
tractively planted with flowers. 

In the patio, hammocks, croquet 
sets, garden ornaments, lawn fur- 
niture, barbecues, and _= similar 
items are on display in a natural 
setting. These are removed each 
night and locked behind a fenced- 
in enclosure behind the store. 

To start off patio selling with a 
flourish, the Cy Young Hardware 
staged a barbecue cooking school. 
Its pull was so strong that on 
opening day more than 2,000 peo- 
ple were on hand for the demon- 


stration and to see the outdoor 
living items. Now this outdoor 
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NEW BRIDES’ PROMOTION BRINGS 


Here S§ vour Dig Mav-lune Brides Promotion. second teature in 
Boontonware 8 dynamic prog im to make every month a peak 
month for vou. It’s backed by national advertising in “GUIDE FOR 
rHE BRIDE.” It’s supported by national publicity in 200 LU. S. Steel 
Bride's Homes And its tested in conc ept DS pre’ ious Boontonware 


window promotions 


IT PAYS TO BACK THE BOONTONWARE PROGRAM — 


Hardware and housewares stores all Ove the country are now 
reporting spectacula! results trom ther first promotion in the 


Boontonware "$4 program Ihe, re chalkine up sales records 


j | | | | j ; j 
I ine Vv re Seine nen Msroqre;rs neopie who dont ordinarily sit 


g 
in hardware or housewares stores. And, for every dollar's worth 
of Boontonware promotional merchandise they sell, they re moving 
a dollar's worth of regular stock at reguiar prices’ 

You still have time to join the Boontonware Program. Ask your 


Boontonware representative for all the details now 


MOST PROMOTED — MOST PROMOTABLE 
Your /1 Line of MELMAC» Dinnerware 


MANUFACTURED BY BOONTON MOLDING CO BOONTON 


Second Big Event in Boontonware Program 


YOU NEW CUSTOMERS, NEW VOLUME 








N 















cooking school has become a regu- glass so that it can become a toy 





lar promotion. shop during the  pre-Christmas 
| Mr. Young estimates that the season. 
| cost of building the patio was re- The Patio Garden Shop has cer- 
| covered in just about the first tainly proved to be a natural and 
month of its existence. Plans are live working demonstration for Cy 
afoot for enclosing the area in Young’s outdoor living lines 





92-Week Toy Display Features Quality Toys 


Some toys are displayed every Dam, Wis., with emphasis on the 
business day of the year at the quality numbers. 
Volkmann Hardware in Beaver At least one island is used at ail 














® EYE-APPEALING 
© BUY-APPEALING 
© PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transporent pockage is o 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO 








MAREN 





— 


~ DISPLAY REVIVA 


— it sells on sight 
DOES 


WHAT 
iT SAYS! 
















Island used throughout the year to show toys is located next to a doll case 
and adjoins sporting goods section. 


REMOVES — stubborn surface spots. 
CLEANS — dirt and grime. 

POLISHES — to high dry lustre, covering 
minor scratches. Triple-action tonic for marred 
furniture — For Varnished, Shellocked or 
Locquered surfaces — 
All in One Bottle! 


Keep @ stock on hond; 
N's alweys in demend. 
Nationally advertised. 
Retails at: 
$1.25 half pt. — $1.75 pt. — $2.75 q 


Pecked 1 dozen te carten. Trede discount 40% 
F.0.8.—Factory: Leag island City, N. Y. 
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Typical of the store's windows is this one including both toys and housewares. 
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times for featuring toys. Some wall 
space and frequent spot displays in 
windows promoting adult merchan- 
dise also help remind customers of 
the 12-month toy department. 

Many of the firm’s customers will 
gladly pay from $5 to $20 for a 
better quality wheel toy or tractor, 
stocks being varied enough to meet 
a wide range of interests. Some 
customers make several visits in a 
year, at times other than Christ- 
mas, to select toys, dolls and games. 
Although some cheaper toys are 
stocked for those with limited 
‘unds, most of the merchandise in 
the department is of high quality. 

A wall case of dolls is shown 12 
months of the year, with many Lay- 
away sales being made in the sum- 
mer. Tourists frequently buy dolls 
to be held at their homes for gifts 
to be given youngsters at some dis- 
tant date. Other travelers buy a va- 
riety of games and toys for use of 
their youngsters while making ex- 
tended motor trips. 

In addition to frequent use of 
spot displays of toys in windows, 
the firm occasionally devotes the 
major portion of a window to these 
lines not only for Christmas but at 
other seasons 

Toys are most heavily advertised 
for the Christmas season, but are 
also given space in Volkmann’s 
newspaper ads at other times of the 
year 
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Now is the time to 
PROFIT 
from the sale of 
MATCHED 


MASTERWARE 


This ultra-smart brilliant ALL 
CHROME Masterware is the last 
word in kitchen glamour. It is the 
same 


CERTIFIED SANETTE QUALITY 


that has created millions of satisfied 
Sanette customers over the past 
quarter-century. 


sme With this unequaled Sanette reputa 


Breadette tion behind these BIG-VALLI 


kasy to move about. Built-in wood slicing 
board Removable shelf: rounded. easy-t 


clean bottom sales where you made one before 


necessities, you can make 3 or 4 















MASTERWARE 
Available in 
3 POPULAR PRICE RANGES 


ALL-CHROME 


CHROME and ENAMEL 


’ « 
Canette 
Specially designed to conserve space. 5 ibs ALL-ENAMEL 


Sugar and Flour: | Ibs. Coffee and Tes White, Red Yell 
e, Red or Yellow 


Display SANETTE WAXED BAGS 


The preference of housewives 

everywhere! These famous green 

bags stand alone in wmoisture- am 
f 


resistant durability. Sample bag in IH a 
every Sanette. In handy, 50 bag ~~ 
dispenser packages. No. SB-3-50 for 
10 to 14 qt. cans. No. SB-5-50 for 
15 to 20 at. cans 


























_ustette _ MASTER METAL PRODUCTS, INC. 


Roomy. 
space-saving 
16 «at. canpecity 








P. O. Box 95 Buffalo 5. WN. Y. 
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WHEEL RACK SELLS AMERICA’S 
FAMILY GAME FASTER! 


(,realer sales will be your customers rest 
kling new teatures of the South Be nd lin 


South Be na anc you il traveci pre hitabiv: 








WRITE FOR 
1955 CATALOG 
AND NAME OF 
NEAREST JOBBER! 


, 


Tisec i. the Sparl- 


lravel 1955 with 


GROOVED 
BALLS! 


righted Rule Book 
With Each Set! 


_ A 


MODELS 
FOR EV ERY 


CUSTOMER NEED! 


Sales Representatives 
fest — Jviivs Levenson, 7 East 17th Street, New York 
Midwest — Sovth Bend Toy Mfg. Co. South Bend, ind. 


Sovth — Lovis Williams & Company, 3rd Nationa! Bonk 
Building, Nashville, Tennessee 


Denver & Pac. N.W. — Leo Scherrer, 2840 West 93rd 
Street, Seottie 7, Washington 


Collff. & $.W.— Anderson Sales Company, 730 West 
10th Place, Los Angeles | 5, Californic 


SOUTH BEND TOY MFG. CO.; Dept. HA-5, South Bend 23, Ind. 
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from Hardware Age readers 


A Rebel Yell 
Dear Editor: 

We would like to add our rebel 
vell to the letter from a Connecti- 
cut Yankee that appeared on pags 
172 of the April 14 issue. 

Mr. Bozarth, who wrote the let- 
ter, hit the nail on the head. De- 
creasing profit margins for dealers 
has been a sore spot with us fo! 
some time. There has been an in- 
creasing trend, as product prices 
go up, for both wholesalers and 
manufacturers to reduce dealers’ 
profit margins, rather than te 
raise retail prices. 

The wholesaler and manufac- 
turer do not see anything wrong 
when they must increase the deale. 
cost, but try and sell some of these 
items at more than the suggested 
retail price to offset the increas 
in net cost, and then the rub comes 

A dealer must either guiltily 
raise his price, expecting that the 
discount boys and the profit cut- 
ters are going to knock him out of 
a sale, or he sells it at the sug- 
gested retall price and suffers a 
margin loss 

When prices go up, 
operating a business 
vores up 
turer will assert that 


Frequently a manufas 
increased 
consumer advertising will give the 
dealer better turnover and better 
profit, but quite frequently this 
doesn’t happen. 

As it was stated in another letter 
on that same page in HARDW ARI 
AGE, it does take a Superman to 
run a hardware business and re- 
ceive a fair margin for his efforts 
Yours truly, 

B. Yates McConnell 


McConnell’s Home & Garden 
Supply, 
Charleston, South Carolina 


Editors’ Note—Letters published on 
this page express only the views of 
the writers of the letters; they do not 
necessarily reflect the opinions of 
Hardware Age. 
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IRE es aN ee ic 2 rs RIES 
Great Outdoors! ‘ 
GREAT SELLER FOR SPRING and SUMMER! 


STERNO ‘, 
COOK STOVE 


FOR AUTO TRIPS * FOR BOATING « FOR PICNICS 
FOR HUNTING « FOR CAMPING « FOR FISHING 


Spring’s here. Summer’s on the way. Your customers _ 

are making 1001 plans for outdoor vacations . . .out- 

door living. A Sterno Cook Stove fits into every one. And every sale of a 
Sterno Cook Stove means repeat profits on STERNO CANNED HEAT FUEL, 


aiso available in 
two burner model £46 


Sterno Canned Heat Fuel 
* Sterno Cook Stove is great to pack in 


the car and take along for everything enjoys a 12-month season indoors. The huge boom in chafing dishes, coffee 
from warming baby’s bottle to cooking servers, plate warmers and casseroles that are fitted and advertised to burn 
a fresh-caught trout. STERNO CANNED HEAT FUEL boosts your sales year ‘round. Naturally Sterno 
Cook Stoves are a must for homes located in hurricane, Spring flood and storm 


*® Folds compactly. All metal with rust areas. Now, Civil Defense makes them a must for every home in the land 


proof baked-on black enamel finish. No 
rough edges. Door in front fully en- 


Your wholesaler should have STERNO COOK STOVES and STERNO CANNED HEAT FUEL 
closes the flame. 


in stock. If not, mail us your order with his name and we will see that it is delivered. 


* Your customers know they can count STERNO INC. + 9 EAST 37th STREET + NEW YORK 16, N. Y. 


on Sterno Canned Heat Fuel for de- 


pendability—safety—economy. Youcan | Makers of STERNO CANNED HEAT FUEL 


Cal Wohlert, sporting goods 


aoa — ‘tthe most staple bait 
we carry... 














Once an Ike user. . . always an Ike user! Just let a man see how 
No. 0OO—FLY IKE 1-1 /16”, 1/32 oz.—A reel fly 


rod size. Accurately boelanced for avthentic minnow 
aviver LIST $1.10 
No. T8—TOP KE 3%", Ve oz.—Pops, gurgies, 
chugs—retrieves with authentic surface action 

Lis?’ $1.25 
No. T9—SPINNING TOP IKE i> we ee 
er ee LIST $1.25 
Neo. O—TINY IKE i. wee oe 
size om: « LIST $1.10 
Nos. 1, 2, 3—LAZY MIKES For spinning, casting 
a, ee ee ee, ee ea, ee ee) 
Ya on LIST $1.25 
No. 4—HUSKY IKE Vee nee ee 

LIST $1.35 
Neo. 5—SALTY IKE ewe A ee ws oe 
water spinning, muskies, big northerns LIST $1.75 
No. C—BOUNCE IKE .*. . new and different! in spin- 
Su i ee ee es 
“a ot.—4 0 hooks LIST $1.25 
No. D—DEEP IKE new deep-running lke. in spin 
su ee ee ee 
oz, 3” LIST $1.25 
No. $—SKITTER IKE control action by attaching 
ee A oe ee LIST $1.25 
Foir Traded for Your Profits! 
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Ikes hook fish even when others can’t get a strike and he’s sold for life. 
That's how Ikes build steady, repeat business for you 
bring customers back again and again 
*Sales-boosting, traffic-pulling Lazy Ikes cut inventory costs with a 
short, easy-to-handle line. Sound, aggressive promotion backs you all the 
way... helps you keep your stock moving for quick returns. 
Put yourself in line for those extra Lazy /ke profits. Write for 
catalog or contact your jobber now / 


va ” the tast turn-over line! 


FLY « SPINNING ,. LAZY « HUSKY « SALTY 
IKE IKE IKE IKE KE 


s = y twa 


KAUTZKY //<¥ s/f COMPANY 


» 


re eT 8060.0 88 6, 806 Fa 





perforated 


HANGER IRON 


in coils 





product 
of 1000 
uses 


Milled,.burr-free edges — kind to your hands 
Two widths, %4” and %” electrogalvanized — 

clean to work with and rust-proof 
20 ele Mame le)lo MM leMmol'l) @Mmlslelhaleltlcl Mm clela delet _t: 
" r. 7 iL , ‘ 
or handy 24-unit cartons; 7% 18 ga. in bulk 
Teme mmr ticellolal Mm -ialehiar: 

; etre 
=< 4 


THE BEST CRAFTSMEN ALWAYS TAKE pAINE’s 





Theres a complete line of PAINE producti 
... made right le do the job right 





Book 




















**900"' Expansion Pipe and “Spring-Wing”™ 
Screw Anchors Conduit Clamps Toggle Bolts 
Pipe and Hanger Rings “Snuofit” 
Romex Straps and Bolts Pipe Hooks 








Send for Catalog of Paine’s Complete Line 





THE PAINE COMPANY 
5 Westgete Road, Addison, Iilinois 





the best craftsmen always take p 





for a dealer's library 





“Drill and Reamer Facts” in th: 
fifth edition illustrates and de- 
scribes the construction of twist 
drills, correct drill pointing, use 
and care of drills, cutting com 
pounds and drill points for various 
materials, and lists recommended 
speeds and feeds. The booklet also 
has tables of decimal equivalents 
hardness conversion tables, tap 
drill sizes and basic thread dimen- 








sions of machine screw sizes and 








fractional sizes and similar useful! 
information. The 36-page booklet 
is free, when requested on com- 
pany stationery, from Whitman & 
Barnes, Plymouth, Mich. 
































“Make it with Aluminum” is a 
book for the hardware dealer's 
bookshelf and an item for resale 
to do-it-yourself customers who 
want to work with aluminum—one 
of the most recent additions to do- 
it-yourself materials. 

Pictures and text tell how to 
work aluminum with ordinary hand 
tools. Step-by-step directions are 
given on 23 different projects that 
include screen and storm windows 
and doors, bathtub and stall shower 
enclosures, furniture, and. gift 
items. 

Published by Arco Publishing 
Co., Inc., 480 Lexington Ave., New 
York 17, N. Y. 144 pages. Price 
$2.00. 





































































































“What Every Businessman 
Should Know About Advertising 
Agencies” is a booklet of interest 
to hardware dealers and whole- 
salers now using, or thinking of 
using, an agency to handle thei: 
advertising. It gives general infor 
mation on how to select an agency. 

















what an agency does for a client 
how agencies are paid, standard 








terms and conditions of agency- 














client relationship. Single copies 
of this 16-page booklet are avail- 
able free from the League of Ad- 
vertising Agencies, 220 W. 42nd 
St.. New York 36. N. Y. 
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ADJUSTABLE 
TUBULAR 
HACK SAW 
FRAME 


ee 


All Chrome Plated with 
Handle and Blade 
Finished in Gold ... 


A Perfectly Balanced 
Work Tool for 
’ suster Mechanics and Craftsmen 


Unbreakable butcher boy handle has special, firm 
“safety-grip” design for added protection 


Permanent thumb rest on tubular frame for easier, 
balanced cutting . .. prevents greasy hands from 
slipping 

Tubular- frame construction is lightweight, yet ex- 
ceptionally sturdy for heavy duty work 


Frame is furnished with Great Neck’s standard 10” 
gold finished tungsten blade. . . individually boxed 

aad aseyertee a for profitable year round 
‘ Retails for $2.98 


Standard Tungsten 
and high speed Mo- 
lybdenum hand hack 
saw blade displays — 
available for easy, self- 
service selling. 


Hack saw frames with 
butcher boy and pis- 
tol-grip handles avail- 
able in a full price 





® Order from your jobber 


Write for Complete Catalog 
of Too!s and Kits for Everyone 


Great Neck 


SAW MANUFACTURERS INC 


WAY MINEOLA NEW YORE 
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WANT LARGER SHARE OF DO-IT-YOURSELF TRADE? 


Rent | SANDERS 


HOLT. EDGERS 


POLISHERS 


Here's equipment that quickly pays for itself, 
while increasing store traffic and sales of paint, 
shellac, varnish, wax, sandpaper, steel wool, etc. 
_ 
New HOLT Rental Sander. 
Stronger vacuum, improved pick- 
up reduce dust. Short coupled, 
well balanced; easy to handle and 
transport. Does truly professional 
job. Has same durability, same 
quickly demountable drum cush- 
ion (patented) as HOLT profes- 


sional sander. 


New HOLT JW12 Pol- 
isher waxes, polishes, 
scrubs, steel wools. Easy 
for women to use. Motor 
grease-sealed for life. 
Stowaway handle requires 
less display space. 


HOLT Edger never has 
been surpassed for sand- 
ing floor edges, corners, 
closets, boats, etc. 


Safe, simple to use, built for rental abuse. See 
how this HOLT profit-making trio builds do-it- 
yourself business — fill in coupon NOW. 


MANUFACTURING 
COMPANY 


Better floor machines for more than 25 years ‘* 


Room PS, 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, #. J. 


| ——<_——<— — <= =e eee ee cee ee eee ee ee ee ee ee ee ee ee eee ee ee ee 
HOLT MFG. CO 
Room PS. 669 -20th Si 
Nework 6 WN. J 


Please send me folders describing HOLT rental machines 


Octiend 12, Colif.. of 272 Badger Ave 


NAME __ POSITION 
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Sells Itself, 
This Popular i 
“Do-It-Yourself” ) 


Line! 


*“*e*e* 




















KESTER KESTER 
SOLDER SOLDER 


SOLDER 





KESTER | 


















“RESIN-FIVE” 
sol SOLID WIRE 


Plestic Rosin-Core 
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KESTER 





SOLDER 



































KESTER SOLDER 


EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 











is available in the profit-maker Kester Solder line. But your 








“do-it-yourself” customers won't buy it if they don’t see it. Make 








a display for Kester products, be sure it’s in a good location, then 








see how it attracts the trade. Don’t forget to feature Kester’s free 


16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal 











supply is yours for the asking! 











KESTER SOLDER COMPANY + 4207 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY + BRANTFORD, CANADA 
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~ Washing ton 


NEWS and VIEWS 


(Continued from page 10) 


Propose Sunday Blue Law 
For Capitol Retailers 

Most retailers would be pro- 
hibited from opening on Sunday 
under a proposed “Blue Law” now 
being considered by Congress for 
the District of Columbia. If 
passed, the law could become a 
“model” for many other states and 
cities. 

The measure, sponsored by Rep. 
Roy W. Wier (D., Minn.), would 
prohibit a commercial establish- 
ment from opening to the public 
on Sunday or from selling anv 
merchandise on Sunday by phone 
or otherwise if it falls into one 
of several categories, including 
“furniture stores, radio, and tele- 
vision stores, electrical equipment 
stores and related salesrooms and 
warehouses and variety stores.” 

Most hardware dealers, accord- 
ing to a spokesman for the House 
District Committee which is study- 
ing the bill, would be barred from 
opening on Sunday under the 
above provision although hard- 
ware is not specifically mentioned 

Terms of the bill provide a fine 
of not less than $25 nor more than 
$100 for each conviction. A store’s 
commercial license would be re- 
voked for three convictions. 

Because of a series of com- 
plaints in the District of Columbia 
and other cities and states, the 
measure has a fair chance of win- 
ning enactment either this or next 


vear. 


Certified Mail Service 
Goes Into Effect June 1 

Certified mail, a new Post Office 
Department service designed to 
give mail patrons most of the ad- 
vantages of registered mail at less 
cost and trouble, wil! go into effect 
about June 1. 

The new service will be avail 
able across the country as soon 
as the necessary forms are re- 
ceived at all post offices. 

Under the plan, a mailer goes 
to the local post office and for 15 
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cents buys a certified mail sticker 


to place on an envelop. The mail 
is not imsured nor guarded but 
for that fee plus the regular post- 
age, the postman upon delivery 
of the mail takes a receipt which 
is filed in the post office of des- 
tination for six months. If the 
receipt is needed by the mailer, 
another 7 cents may be paid in 
advance, or any time up to six 
months, and it is returned to him. 

Commercial mailers will be per- 
mitted to use meter stamps, and 
bulk mailing receipts may be ob- 
tained. 

Special delivery, return re- 
ceipts, and airmail services will 
also be available for certified mail. 
For mail carrying valuable pa- 
pers, however, the registered mail 
service should still be used. 

The Post Office is also testing 
the use of check-writing machines 
in Washington, D. C., area stations 
to speed up issuance of postal 
money orders and give added pro- 
tection against altered money 


orders. 


Offers "Tax Break” 
For Home Repairs 

A bill to encourage home main- 
tenance and ownership by per- 
mitting taxpayers to deduct up to 
5 pet a year of their outlays for 
home acquisition and repair from 
taxable income has been intro- 
duced in the House by Rep. Ralph 
W. Gwinn (R., N. Y.). The bill 
would also stimulate sales of home 
repair materials and tools. 

The measure, according to its 
sponsor, would encourage people 
to keep their homes in good repair 
and avoid later demands on tax- 
payers for urban renewal and 
slum clearance funds. 

“We permit deductions up to 20 
pct from taxable income for gifts 
to charity,” the Congressman says. 
“Isn’t it just as important to en- 


courage people to provide for their 


own future security through the 
ownership (and repair) of a 
home?” 


{Resume reading on page 11) 


IN INDUSTRY... 


The grip, accuracy and durability of the 
Jacobs Plain Bearing Chuck have made it , 
standard equipment all over the world. 
This model, especially designed for 

drill presses, features a Jacobs- y, 
engineered PLUS — the threaded 

locking collar for extra safety 

and more versatile use of 

the tool. 


The Jacobs Plain Bearing Chuck equipped with threaded locking 
collar makes any drill press a safer, surer, more versatile tool. 

Safer because the threaded collar keeps chuck locked on tapered 
spindle regardless of speeds or type of thrust. 

Surer because it’s a Jacobs, the most accurate, holdingest, long- 
est lasting chuck of its kind — anywhere. 

More versatile because it eliminates the necessity of using 
special collet chucks or similar adapters for holding routing, carv- 
ing or dovetailing bits. 

When you buy a drill press or portable electric tools for sale i 
your store ask for Jacobs ( hucks . .. your aSSiG~ 
customers do. And se// the Jacobs Chuck... Git’ 
it’s a recognized value that your customers 
buy. The Jacobs Manufacturing Co., 

1405 Jacobs Road, West Hartford 10, Conn. 





ra. Little Giant “ 


PATENTED 


ng 


LOW COST 
FAST SELLING 


This Little Giant Lown Edger 
Ts a ee 
istied customers and moxi 
mum profit 


it cuts with ease and efficiency 
hos self shorpering, serrated 
blade, tull length handle and you 
con sell it tor os low os $3.30 and 
make o 50 per cent profit 
Don't poss up these sales - order 
your L.G. Lown Edgers trom 
your jobber today. Free sales 
aids 
Ask about the popular 
a al a ld ee 
write wus for 


FREE catalog 


A FRE! HATHAWAY SHIRT 
to Mr. Kiel Bonnell, Bonnell Hard 
ware 4 sidg. Supplies, Ruidoso, 
New Mex Send ue your shirt 
size. Also, free shirt to your jobber 
salesman who sells North Wayne 
Tools Piense send is name and 
CmMnpany 


NORTH WAYNE TOOL CO. 


Ocklend 1, Maine 


use IT 
| SELLIT 


Cr _— 
SS 
an 





@ //LOCKEASE 
ty Graphite? 


Ta 





I steel 


LOCK-EASE 
Graphited LOGK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 
freezing. 4-o0z. “Drop or 
Stream” can, 39c. Order from 


your jobber. A 
Gs 


PRODUCTS 





American Grease Stick Co. 


Muskegon, Michigan 

al Stainiess DOOR-EASE Stick 

Lubricant in two sizes. 1S¢c and 

39e AMERICAN Dripless Oj in 
4-o2z. oiler, 29 














sal 


Gift & Fancy Goods Show 


Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 


Er ae 








Convention Check List 











National Events 


American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardware Assn., Oct. 23- 
26 at Atlantic City, N. J. Headquar- 
ters, Marlborough-Blenheim Hotel. 
Arthur L. Faubel is secretary of 
the manufacturers association with 
offices at 342 Madison Ave., New 
York 17, N. Y. Thomas A. Fernley, 
Jr.. is managing director of the 
wholesalers association with offices 
at 1900 Arch St., Philadelphia 3, Pa 


(Inter- 
national), Aug. 21-26 at the Hote! 
Astor, New York City. Sponsored 
by Trade Exhibition, 331 Madison 
Ave., New York, N. Y. Charles 
Snitow, president. 


National Builders Hardware Exposi- 
tion, Sept. 18-21 at St. Louis, Mo. 
Sponsored by the National Builders 
Hardware Assn., managing direc- 
tor, John R. Schoemer, and the 
American Society of Architectura! 
Hardware Consultants, executive 


secretary. W. A. Mathewson. Ad 
ministrative offices of both associa 
tions are at 515 Madison Ave., New 
York 22, New York. 


National China, Glass and Pottery 
Show, July 17-22, at the Hotel New 
Yorker, New York City. Under 
George F. Little Management, 220 
Fifth Ave... New York 1, N. Y 


National Fishing Tackle Show, Aug 
7-12. at the Conrad Hilton Hotel. 
Chicago 


National Hardware Show, Oct. 17-2! 

at the Navy Pier, Chicago. Spon 
sored by National Hardware Show 
Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, di 


recto! 


National Housewares & Home Ap 
pliance Show, July 11-15 at Cor 
vention Hall, Atlantic City, N. @ 

House- 


Sponsored by the National 
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..- after allis said and done, 
it’s the head 
that makes the gun! 


Bradson spray heads handle, 
a Sox without clogging, any material you mix 
with water to apply. Any type or 
brand. Liquid or powder. How? Bradson’s 
patented open air mixing makes 
possible a BIG suction hole while making 
Sprayers backflow impossible! Spray material 
| is accurately, evenly distributed in the spray 


pattern. Better headwork. Better value! 


THE GUNS WITH 
\» tHE BIG HoLeEs 
“IN THEIR HEADS 


FOR INSECTICIDES, FUNGICIDES, Re “= es le a Bradson head 
WEED KILLERS, FOLIAGE FEEDING: — a 7m D. : 

6 gal. Insect-O-Gun, $5.95: ———— oa sprays an 

3 gal. Gard-N-Gun, $3.95; 

1% gal. Bug Gun, $2.65; list oven spread 


FOR VOLUME SPRAYING: FERTILIZERS, 
LAWN TREATMENTS, TREE SPRAYING. 


20 gal. Gro-Gun, $2.95; new unlimited 
capacity Lawn Gun (no jar, draws from 
bucket) $1.95. 


THE BRADSON COMPANY, INC 10903 CHANDLER BLVD... NORTH HOLLYWOOD, CALIFORNIA 


SCHUMACHER ADDS ALUMINUM 
DOOR TO LINE! 


New Door Now Available from Leading 
Screen Goods Firm 


Long famous for first quality screen goods including screen 
doors, combination doors and adjustable window screens. 
The F. E. Schumacher Co., has rounded out its line with a 
new aluminum combination door! Now you can supply 
your customers with every kind of top quality door from 
one dependable source, and one-source buying saves you 
time, effort and money. 

Here are some of the features of Schumacher’s “Strong- 
Lite” aluminum door: perfected “Z” bar design for easy 
installation; heavy aluminum mullions with full door 
thickness; Alclad aluminum wire cloth 18x14 mesh. 


f x f 4 : Packaged complete with hardware and installation instruc- 
| tions for direct shipment and over-the-counter sales. 

\ PRODUCT 4. 4 ins | ) 

Write for catalog and price information. Schumacher's 

“Strong-Lite” aluminum door .. . like all Schumacher 

products . . . has a background of quality and future full 





2 a ys ee Solon ae a 
_ ~ 4 — - = . ee 
1 ae - - > , bs 
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ee - 

= a ae 

a5 


; —  — 


of sales! 


THE F. E. SCHUMACHER CO., HARTVILLE, OHIO 
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CHICAGO 
Western Saies Office 
1534 Monadnock Bidg. 


NEW YORK CITY 
Eastern Sales Office 
50 Church St. 


NORTH TONAWANDA 
Central Sales Office 
and Plant 


HOW... 
PROMPT PERSONAL SERVICE 


You can be sure of getting your order of Buffalo Bolt Handy- 
Pack cartons when you need them because... 
Our key personnel in branches and factory 
are set up to support you and your whole- 
saler with the finest and fastest service in 
the industry. 
They'll give immediate, accurate price in- 
formation...set up delivery dates...expedite 
shipment of the quality line of fasteners you 
can handle at a better profit. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
NORTH TONAWANDA, N. Y. 


Making both FASTENERS & FRIENDS for 100 yeers 


wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54. 
A. W. Buddenberg, executive secre- 
tary. 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indianapo- 


lis, Ind. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Manufacturers 
Assn., Oct. 23-26 at Atlantic City, 
N. J. Headquarters, Marlborough- 
Blenheim Hotel. Thomas A. Fern- 
ley, Jr., is managing director of the 
wholesalers association with offices 
at 1900 Arch St., Philadelphia 3, 
Pa. Arthur L. Faubel is secretary 
of the manufacturers association 
with offices at 342 Madison Ave., 
New York 17. 


Regional Events 


Ace Hardware Corp. Summer Conven- 
tion and Toy Show, June 5-7 at 
company warehouse, 2355 8S. Blue 
Island Ave., Chicago 8, Ill. Charles 
B. McClaskey manager in charge 

Gift Shows: Washington, D. C., July 
24-27 at the Hotel Willard; Chi- 
cago. Aug. 1-12 at La Salle Hotel 
and Palmer House: New York City, 
Aug. 22-26 at Statler and New 
Yorker Hotels; Boston, sept. 12-16 
at Hotel Statler; Philadelphia, Oct 
2-5 at Hotel Benjamin Franklin 

George F. Little Management, 220 

Fifth Ave... New York 1, N. Y 

Chicago show conducted by Eastern 

Manufacturers and Importers Ex 

hibit, Inc. 


Lamp Show, July 10-15 at the Hotel 
New Yorker, New York, N, Y 
Under George F. Little Manage- 
ment, 220 Fifth Ave., New York 1, 
> 4 


Store Management Conference at Kel- 
logge Center, Michigan State Col- 
lege, East Lansing, Mich., June 7-8, 
sponsored by The Michigan Retail 
Hardware Assn., 1916 Michigan Na- 
tional Tower, Lansing &. 


Texas Wholesale Hardware Assn. a: 
nual joint meetings with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


pper Mid-West Housewares Market, 
July 31-Aug. 3, 1955, at the Min- 
neapolis Auditorium, Minneapolis, 
Approved and recommended 
Minneapolis-St. Paul House- 
wares Club, Inc. Noel Van Tilburg, 
exposition manager, 1201 Washing- 
ton Ave., South, Minneapolis 15. 
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PRE-SOLD TO 
TB aa: 


Folding Leg Hing 
oy o 


; ° 


1) Permanent riveted latch lasts 


indefinitely — cannot loosen 


Latch eccentric prevents over- 
stressing of coil spring. (3) Hard 
drawn spring wire keeps latch 
securely and tightly in place in 
both open and closed positions. 
4) Threaded holes and iam nvts 


on hinge bolts insure proper per 


manent adjustment. Will not loos- 


en; keeps table legs rigidly secure 


5) Flanges give maximum support 


ot stress points. (6) Screw loca 


tions accommodate various leg 
widths and ore placed to insure 
utmost support. (7) Catch is integ- 


| 


rol port of ‘Ye hot rolled steel 


Large scale publicity, national advertising, a 
self-selling carton and consumer folders all 
work to sell the Bostrom Hinge for you. No 
question about it, these selling aids save you 
valuable time in your store. This compact, 
sturdy one-piece hinge guarantees fast turn- 
over and plus profits just by putting it on your 
shelf. So many uses — on kitchen and dinette 
tables, ping-pong, game and card tables, end 
tables and many, many more. So easy and sim- 
ple to attach it is ideal for even your most 
amateur “do-it-yourself” customer. Screws and 
instructions included in each box. Packed 12 
boxes to the carton. Carton shipping weight 
50 Ibs. 


Almost every customer you have will see 
large ads in Model Railroader, Popular 
Mechanics, Mechanix Illustrated, Ameri- 
can Home, Better Homes and Gardens, 
Home Craftsman or Family Handyman. 
Be sure you have your Bostrom Folding 
Leg Hinges in stock when these customers 
come to your store to buy. Order today. 


Available at most hardware wholesalers 


lf your wholesaler has not received his Bostrom 
Folding Leg Hinges write 


BOSTROM 


MANUFACTURING CO. 


Oregon St., Miitwaukee 4, 
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imagine selling all these tools— 
a complete power-packed 


for only 


omeworkshop :4gos 


included: 

angularly 
ad;ustable 
handsow 
attachment 


included: 
drill press 
attachment 


included: 
saw table 


attachment 


included: 
combination 
steel 
carrying 
case and 


woll rock 


SpeedTools advertised in Se - 
LIFE included 


Now, ingenious precision engineering has developed these 
professional attachments all powered by Thor's famous 


201-J 2500 R.P.M. SpeedDrill 
STOCK and DISPLAY THIS PROVEN BEST SELLER NOW! 
201-JTD HommeWorkshop includes: 


No. 20!1-J '«" SpeedDr 10 Sending Discs 
No. 210 DrillStand 4 Lamb's Woo! Polishing 
Anavlarly Adiustable Portable Bonnet 

Saw Attachment 4S” Rubber Bocker P 


eite te 
Bench ‘sale lahilal® wt Telale, >. indina D ee — see 
Power Sow Table 


4 = 


Point Stir 
tory Sow 


cr) 
a 
par o 


ecessoary Adapte: 
t« ‘ehh’ lala. anae ate 


C oth Ruff 


Mo. 201-J7 Mit... =. o « 8399S 
nciudes everyth ng above but Dr ress Attachment 
ce ee oe a 


cludes everything obove but Drill Press and Saw Table 


SpeedWay manufacturing co. 
‘ Thor Power Tool Co. 
1834 South S2nd Avenue, Cicero SO. tilinois 





WHAT’S NEW 





® For more information on these products and services 
use free post card on page 195. 


(Continued from page 13) 


$4.95. Triple roll dispenser, $4.49, 
is for wall mounting or table top 
use. It dispenses Saran or foil, 
waxed paper and paper towelling. 
Locking cake cover holds both 
square and round cakes up to five 
layers high. Retails for $2.98. 
Federal Tool Corp. 


For more data circle No. 8 on postcard, p. 195 


Lambs-Wool Roller 


Lambs-wool roller for coating 
wire fences has double-grip natu- 
ral finish hardwood handle, 10 in 
long. This longer handle, together 
with wire connecting shaft, pro- 
vides an overall reach of 20% in 
Wire connecting shaft penetrates 
only half-way into handle so that 
handle can be shortened for alter- 


nate use if desired. Use of 1% 
in. extra-thick lambs-wool on a 
7-in. wide roller enables nap to 
reach around the wire to coat 
about 70 pct of the other side of 
the fence in one operation. Rust- 
Oleum Corp. 


Fer more data circle No. $ on postcard, p. 195 


Hand Pipe Tool Power Unit 


For power operation of hand pipe 
tools, this new small lightweight 
power drive on a new type folding 
tripod with integral tray is for 
power operation of hand pipe tools. 
Named the Ridgid No. 200, unit’s 
legs and tray fold in compactly and 
chain for easy carrying by a built- 
in handle on the power unit. It sets 


192 


up by spreading legs and pushing 
down the tray. Unit is equipped 
with speed chuck designed to grip 
any pipe, conduit or rod tightly 
forward or reverse, closing jaws or 
releasing them easily by turn of 
hand wheel. Centering device at 
rear automatically centers and holds 
pipe by turn of cam, and revolves 
with pipe. Power unit can be bolted 
to bench or truck and is equipped 
with pipe benders and slots for 
hanging tools. Capacity ‘% to 2 in. 
pipe or conduit, 4 to 2 in. pipe or 
conduit, 4 to 2 in. bolts. Ridge 
Tool Co. 


For more data circle No. 16 on postcard, p. 195 


Centrifugal Pump 


Lightweight, low-head, high-ca- 


pacity 1% in. centrifugal pump wil! 
deliver 100 gal. per minute at 25 ft. 
total head and 36,000 RPM. Espe- 
cially for rapid transfer of large 
quantities of water, it will handle 
water containing reasonable 
amounts of solids and abrasives. 
Pump is equipped with leakproof 


seal, self-priming with automatic 
suction valve, open type impeller. 
replaceable wear plate, alignment 
rails and balanced pressures. Alu- 
minum pump complete with engine 
weighs 47 lb. Engine is standard 
make, air cooled, four-cycle, single 
cylinder with 2 HP rating. Flint & 
Walling Mfg. Co., Ine. 


For more data circle No. 11 eon postcard, p. 195 


Radiant Gas Circulators 
This accurately scaled 15 in. high 
all metal miniature model of new 
Hearth-Glo-Matic radiant gas cir- 
culators is offered to dealers with 
initial purchase of units. Comes 
complete with background card, ex- 
tension cord and on-off flasher in- 
side cabinet. New circulators do 
not have any visible radiants when 
gas is turned off. When it is turned 
on the radiants are visible through 
the chrome grilles which screen the 


a 


PEPRESE 





, rrr fo os 


er gerne ee | 


heating elements. Other features 
include new special alloy-steel com 
bustion chamber, aluminized cab 
inet interior and new type stain 
less steel radiants that last in 
definitely and are guaranteed not 
to crack or break. A choice of vari 
ous preassembled control manifo!ds 
is available. Unit comes in coppe: 
tone hammered enamel finish with 
bonderized under-coating. Jackes- 
Evans Mfg. Co. 


For more data circle No. 12 on postcard, p. 195 


Utility Lantern 


Radar-Lite utility lantern uses 
a battery which itself is the bat- 
tery case. For use as a car or 
home emergency light, battery is 
lightweight, leakproof, and mea- 
sures 4x5 in. It is powerful enough 
to also serve for industrial stand- 
by lighting, civil defense equip- 
ment, sports and other outdoor 
uses. Consisting of two 6-volt bat- 
teries, unit is entirely sealed in 
steel and attaches to a removable 
twin light head with two insulated 
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ONLY THE FOLD-A-WAY 


HAS ALL THESE FEATURES: 


% COMFORT-ZONE WIDTH ... extra 3 
inches wide for real dining comfort. 


% ALCOA ALL-ALUMINUM for light weight and 
strength. Holds over 40 times own weight! 


% PUSH-BUTTON OPENING. 








Made without skimping . . . of ALCOA aluminum 
. . . with features no imitation can match! 


Let's face it . . . since All-Luminum Products pioneered the folding 
aluminum table, a number of imitations have come along. They 
couldn't compete in quality, so they turned to price. Today you 


can buy folding tables in a variety of materials at a variety of 
prices—deceive your customers—hurt your own reputation. But 
the Fold-A-Way remains the Cadillac of the industry . . . the best 
made, the best value, the best advertised. And our sales continue 
to increase. It's easier to sell the best (and the best stays sold)! 


% PATENTED SLIDING CHANNEL CONSTRUC- 
TION no imitation can match. Braced legs 
eliminate side-sway. 


% GUARANTEED BY GOOD HOUSEKEEPING! 


% SCRATCH-RESISTANT FIESTA EMBOSSED TOP. 


SUN N SURF FOLDING ALUMINUM CHAIRS 


ie ww 7; 
seg: J 
Pe the LAWN KING CONTOUR KING fold- SUN KING 5-position TERRACE KING budget 
: “Wonder Fold’’ ing chair. Unbreakable chair. Finger-tip con- chair in check or Plaid 
On way chair. Extra wide plastic arms; one mo- trol. Plaid Saran on Saran. Plastic lacing. 
‘*Tu-Tone’’ web- tion fold. Extra wide polished aluminum. Folds in one motion. 
bing. Unique one “Tu-Tone” webbing. Adjustable head rest. 
motion fold. Folds in one motion. 


SOLD ONLY THROUGH JOBBERS ... NEVER DIRECT! 
Write for — 


name of 
your local Made only by 


Jobber 


36th & Reed Sits, 
Phila. 46, Pa. 
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WHAT'S NEW 





screw caps. Comes in two models: 
TW3 with both spotlight and red 
flashing light, $11.95 
with battery; and TW4 without 
the warning signal, $9.40 complete 
with battery. 


complete 


Replacement bat- 
reries cost s? 15. Ruraess Rat- 


feru € 0 


For more data circle No. 13 on postcard, p. 195 


Swivel Seat 
Model HO-33 


or sSWivel seat is of all stee| COfi- 


Holiday stadium 


struction and has comfort curved 
conto ired hack 


pressed wood Seat has 


made of painted 
Vice-grip 


clamps for attaching to a boat seat 


board. It 
portability. 


folds for convenient 
Available in black or 
green baked-on enamel finish, with 
gray, red or green. upholstery. 
Lists for $8.95: West Coast, $9.25 
Scott Port-a-fold Seat Coa. 


For more data circle Ne. 14 on postcard, p. 195 


Outside Wall Faucet 


Non-freezing outside wall faucet 
has been redesigned. It is quiet at 
all pressures because shut off thread 
and valve seat are located in the 
same end. Guide mark has been 
added which permits the installer 
working inside the building to posi- 
tion the head vertically. Other fea- 


194 


tures include a choice of four inlet 
connectors that let the dealers cover 
a variety of installations with a 
minimum inventory—including an 
inlet adapter to convert a % in. 
Wheel and seat 
rubber are now stock items, avail- 
able locally for replacement if need- 


faucet to a *4 in. 








ed. Choice of plain brass or rough 
nickel head finish. 
tained include loose key 


Features re- 
handle and 
individual packaging. James 
Knights Co. 


For more data circle Ne. 15 on postcard, p. 195 


Seven New Gas Heaters 
Seven re-designed gas circulators 
are in 1955 line of vented space 
Available in both visible 
and non-visible flame models, all of 
the new 


heaters. 


units are insulated with 
glass fiber. 
Enlarged one-piece top grille, seam- 
welded heat 


foil-faced glass-faced 


exchanger of heavy 
yage steel, and corrugated heat con- 
verter are combined with airflow 
cabinet design for greater circulat- 
ing power. Heaters are equipped 
with built-in draft diverters and 
regulators. Open 
30,000, 


pressure 


grille 


front models 10.000 and 


55,000 Btu sizes are finished in 
deep-tone, mahogany baked enamel! 
Models with visible flame Pvyrex 
glass front are available in a choic: 
of mahogany or a lighter two-ton 
finish. Input ratings of visible flame 
models are 30,000, 40.000. 55.000 
and 70,000 Btu. All models are 30 
in. high and 16 in. Width 
varies from 20 to 381%. in. Coleman 
(oO. 


For more data circle No. 16 on postcard, p 


deep. 


New Housewares Sets 

New five-piece housewares set 
in pink, Coronado 
fork, turner, 
with five 


consists of 

masher, 
hooks 
Each piece has a solid stainless 
steel shank, 


crown and 


spoon, ladle, 
brass hang-up 

topped with a 
brass stainless stee 
hang-up ring. Set lists for $10.00 
Also new is Coronado VII, a seven 
piece set in pink, 
fork, turner, 


consist Ing oO] 


Spoon, ladle, mashe} 


- a Je ee ee 
Th 
r 





- 


TAL 


a 


SiX-pile¢ e hang- 


and spatula, with 
rack. Fashioned the same as 
(Coronado V set, this set lists 
Parker-Gaines, Dui 
Machine Co. 


$14.00. 
of Tex 


Fer more data circle No. 17 on postcard, p. 195 


Convertible Jet Pump 

New series of jet pumps designed 
for complete convertibility from 
shallow to deep well operation with 
one adjustment is known as the 
series 4000 Adapto-Jets. They are 
converted to deep well use by re- 
moving the jet fitting from the 
pump and placing it in the well. The 
changeover is made without any 
additional parts or major changes 
Two models avaliaie are the Fig- 
ure 4030, 1/3 h.p. pump with a ca- 
pacity up to 725 gph, and Figure 
1050, 4. h.p. pump with capacity 
up to 900 gph. Complete water sys- 
tems furnished with 6, 10 and 25 


(Continued on page 198) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 














more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 





get you all the information you need, quickly. 














BUSINESS REPLY CARD 


cessory if ma ied in the United States 








POSTAGE Witt BE PAID BY 


Please use this P. O. HARDWARE AGE 


Box Address for Quick Post Office Box 60 


Check Cards Only Village —— 
NEW YORK 14, N. Y. 
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| Here is Your Quick Check Card | 


quickly receive, tree, complete details on the product from the manu 


many items as you wish. Separate intormat 


Be sure to give your full name and address on the post card. Print or type 
cannot service post cards with incomplete addresses. 





@® Each issue brings you dozens of descriptions of new products, new dis | 
gaaaea ° asi ' T 
Baaaa plays, etc., in the “What's New’ columns. You get more of the | 
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| HARDWARE AGE than in any other magazine. | 
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| @ When you want more free information on any of these products, simply 
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FIRM ADDRESS 


CITY or TOWN 
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PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
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HARDWARE AGE 


Post Office Box 60 
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NEW YORK 14, N. Y. 
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A big help for busy deal- 
ers. Use this card for free 
information on new prod- 
ucts described in this. issue. 








SE TS as 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 


Ban i 
Baege. ifo i 
| ate bo 


PUTTY KNIVES 
WALL SCRAPERS 
PAINT SCRAPERS 
GLASS CUTTERS 


MANUFACTURING CO., SOUTHBRIDGE, MASS., U. S. A. 


WALLPAPER TOOLS 
SPECIALTY ITEMS 


full 40% profit 


ON ALL ITEMS TO RETAILERS 


ORDER NOW FROM 
YOUR DISTRIBUTOR 








6m, 

















Wrapping up a good sale 


When you wrap up Griffin Hack Saw Blades, you 
can be sure your customer will be satisfied. 

Ile"ll like their long-lasting sharpness and the 
smooth straight cuts they give. 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he'll be back for more. 

For more information ask your jobber — or write 


to us. 





* - 7 “ 
SS ae NM . NY , 
+s ‘ » : .. : 
we Se Sane > : 
er oe Se . ud . 
¥ oe N ~ 7 rs 


"Seles Agents: John H. Grohom & Co. tne. 105 Doone Street, New York 8, N. Y. 














gal., 





° "FRANKLIN, NEW HAMPSHIRE 





and larger pressure tanks are 
available with Adapto-Jet pumps. 
Figure 4030 pump with 6 gal. pres- 
sure tanks lists at $99.50 f.o.b. Du- 
bugque. A. Y. McDonald Mfg. Co. 


For more data circle No. 18 on postcard, p. 195 


Lawn Edger Attachment 


Lawn edger attachment has 
metal guard covering cutting blade. 
Exclusive design enables blade to 
trim grass and weeds around trees 
and shrubbery and close to walk- 
ways and driveways. Tool lists 





for $14.50. Model 149 14 in. geared 
chuck electric drill, with which the 
attachment must be used, lists for 
$23.95. Mall Tool Co. 


For more data circle No. 19 on postcard, p. 195 


Fire Extinguisher 

Pressurized water type brass fire 
extinguisher, Elk-Air, uses only air 
pressure rather than a cartridge 
charge. Saves money because no 
soda-acid recharge or CO, cartridge 
replacement is necessary, and there 
are no annual inspection costs. On 
the spot recharging is done by re- 
placing the water and pressurizing 
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the air the same as an automobile 
tire. Valve controlled, the extin- 
guisher is operated by pulling pin, 
directing hose nozzle and squeezing 
handle to release stream. Valve con- 
trol permits stream to be turned on 
or off, to conserve water and elim- 
inate excess water damage. Easy-to- 
read pressure gage indicates if ex- 
tinguisher is ready for use. No 
bumping or inverting is required: 
it can be held or placed on floor to 
operate. Gives full capacity use of 
the 2% gal. of water and will main- 
tain a steady stream length of from 








3) to 40 ft. Elk-Air carries the 
Underwriters’ Laboratories Ap- 
proval for Class A-1 incipient fires. 
Elkhart Brass Mfg. Co., Ince. 


For more data circle No. 20 on postcard, p. 195 


Outdoor Lamps 


New outdoor lamps fur- 
nished for flush-to-wall mounting 
(illustrated) or for attachment to 
the corner of a structure to pro- 
vide lighting on both sides of the 
building. Lamp has frosted glass 
panels, and with bracket, 
cast in full they fit to- 
gether to form one-piece construc- 
tion. Unit installed on 


are 


comes 
scrolls - 


can be 


wood, masonry walls or any type 
Lamp is easily re- 
bracket 


construction. 


moved from for bulb re- 
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NOW The Only 


COMPLETE LINE 


of Tapes, Rules and 
Tape Rules from one 
manufacturer .. . 
























Completely illustrated and de- 
scribed in one all-new fully illus- 


trated 160 page catalog. 


ee - 
: 
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[UF KIN 


TAPES 
RULES 


PRECISION 


TOOLS 


From Your 


Hardware 


Wholesaler 


—_—— 


MEASURING TAPES i: 
ayLes and TAPE RUL 


a 
catatos _ 


| we Mich. USA 
the LUFKIN AULE CO., sew" 


as 
You'll find it a valuable reference 
on all types of tapes, tape rules, 
and rules. Send for your Free 
Copy Today. 


—~ ee ee ee ee 5 ee 


THE LUFKIN RULE COMPANY, Saginaw, Michigan 













Please send me a copy of your new Tape and 
Rule Catalog No. 104. 


NAME 
ADDRESS 


CITY STATE 


WHAT’S NEW 





@® For more information 
on these products and 
services use free post 
card on page 195. 


placement or cleaning. Both lamp 
and bracket are cast in durable 
aluminum, finished in Swedish 
Black. tetails for $72.50. Ten- 


make Sit | nessee Fabricating Co. 
tent eniiiiaaael | 


For more data circle No. 21 on postcard, p. 195 


Hammer Guard 


customers for you! es: 9h 


prevents damage in driving and 
pulling a nail due to the DuPont 
Neoprene forming the face and ful- 


When you sell a Greenves chisel, you are 
selling the means to fine workmanship and 
sure satisfaction. Each Green ves chisel is of 
highest quality . . . carefully balanced... 
blade is selected tool steel that long retains 


its fine-cutting edge. Attractive green 

crum block on top of the hammer. 
Each guard weighs less than 1 oz. 
grip. Available in Socket Butt, Socket Packed 1 doz. to a display, retail 


plastic handle provides comfortable, sure 


; 7 rice is 75é eac : a 

Firmer, and Tang Butt types. Sell them in ye we ene S ich. Highland Indu 
rries. 

sets shown below for extra volume! StTOC ked For more data circle No. 22 on postcard, p. 195 


by leading wholesalers. Write for : ‘ . 
| | New Fire Extinguisher 

New 10-lb pressurized dry chem- 
ical fire extinguisher is UL ap- 
proved for a pressure range of from 
150 to 250 lb. Unit features pistol 
grip trigger release mechanism, a 
new dust and moisture-proof gauge 
which shows at a glance the unit’s 
charged pressure. It also uses dif- 


complete information. 








Sets of four GREEN Sets of three chisels Sets of six or nine 
LEE chisels in hard in metal-edge fibre chisels in oftractive 
wood cases. boord boxes. plastic roils. 


= 
GREENLEE 


GREENLEE TOOL CO., 1805 Herbert Ave., Rockford, Iilinols 
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fuser horn which gives extra wide 


coverage of the discharge pattern | » complete lines for greater profits 
to make the most efficient use of the 


dry chemical. Walter Kidde & Co. 
For more data circle No. 23 on postcard, p. 195 


Hack Saw Frames 


Three-color counter or wall dis- 
play (illustrated) consists of six 
new 4-way keyhole hack saw frames 


7 : You can meet every level 
with die-cast handles and 4-way 


and vise need of every cus- 
tomer with Columbian— 
made and guaranteed by a 
firm which, for over 65 years, 
has been famous for quality 
and service. 











Extra value of 524 and 528 Columbian 
Aluminum Levels will boost your sales 


blades. No screws or tools are 
needed to change blades, which can 
be faced in four directions. Also 
new is the Viking V250 Hack Saw 
which has an easily adjustable ) | 
tubular steel frame that does not Er J Metallic-sealed vials are used to eliminate drawn 
collapse when blades are changed. “— a glass tip which is the largest source of leakage and 
Butcher type handle is die-cast. : ; failure. Vials are solid-set with special cement for per 
Tubular back is polished and nickel- : | manent accuracy. 

plated. Comes individually pack- | | @ Columbian Aluminum Level No. 524 

aged with one 10-in. Hy-Flex blade. D43'A-D44-D 45 Workshop Vises 
Forsberg Mfg. Co. f 


For more data circle No. 24 on postcard, p. 195 2 : are “do it yourself” best sellers 
Oil Furnaces 1. . ‘ & 2 =. in 


Two new oil-fired winter alir- 











conditioner furnaces have Regu- 
laire Blower, which regulates cir- 
culation of air according to amount 








SPECIFICATIONS 
Vise No | Jaw Width | Jaws Open | Pipe Capacity | Vises Per Case 
043% 31” 4” Ye -1%" 
D 44 4” 5° Ye -2° 
D45 i 6” “%a-2'Ar" 




















of heat in plenum chamber. Model 

OB 95V has a 95,000 B.T.U. out- ; 

put: Model OB 110V, 110,000 The Columbian Vise & Mfg. Co. 
; : CLEVELAND 4, OHIO 

B.T.U. These automatically con- 

trolled units, designed for base- 

ment installation, have cabinets 

finished in silvertone brown baked 


Sold through wholesalers only 
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Customers STOP-LOOK and BUY 
the Sensational New GEY Gide 


with SEALED 

BEAM wr . $1950 
STANDARD 

BULB TYPE $995 


Prices less bottery 





There's something magnetic 
about the Bic Beam Beacon Lamp 

the way it draws customers 
to it. With its bright red case and 
polished metal lamphead, the Beacon 
LAMP is a real trafic stopper .. 
but it's the flashing red beacon 
(that tolds up and down) that really 
gets ‘em. Place your order now for 
fast-selling Bic Beam Beacon Lamrs 
They're nationaly advertised in Sports Illustrated, 
Field @& Stream, Sports Afield, and Outdoor 
Life (set these sales boosters on your shelf 
right away. 


Ask your jobber or write direct — 5624 


U-C LITE MFG. CO. 1036 W. Hubbard St., Chicago 22, Ill. 


IN CANADA: Bernard Morks & Co., Lid., 459 Church Street, Toronto 5, Ont. 








Shifords 
HAWTHORNE 


CLOTHES LINE 
Reaps the big profit 
that demands display! 


Actual surveys prove clothes line profits 
are greater than many other items... 
that clothes line sales are increased 
25% by conspicuous display. Haw- 
thorne’s NEW “Counter-Case” 

does the job for you! 


Sell Hawthorne for more 
strength and longer wear. 
It’s “pre-stretched” solid 
braided cotton! Nationally 
advertised Hawthorne is 
tightly sealed in a trans- 
parent EVER-WRAPPED 
BAG containing two con- 
nected 50’ hanks ... keeps 
clean, stays wrapped even 
after cut apart. 


Sell Shuford’s TIGER LILY Plastic Clothes Line, too. The best in the 
market. Comes in Tiger Yellow, Pin-up Pink, Azure Blue color-fast colors 
and white. Packaged in Shuford’s famous EVER-WRAPPED BAG, packed 


in the “counter-case” that sells. 
SINCE 1880 OVER 
YEARS 
Mills. inc 


MICKORY NC 




















































WHAT’S NEW 


® For more information 
on these products and 
services use free post 
card on page 195. 





enamel, bonded to rustproofed steel 
casings. Fiber glass liners are 
faced with aluminum foil. Fur- 
naces perform a four-fold job— 
warm, filter, humidify and circu- 
late the air. Perfection Industries, 
Inc. 


For more data circle No. 25 on postcard, p. 196 


Plastic Pipe Clamp 

This clamp is designed specif- 
ically for plastic pipe and other ap- 
plications where complete corrosion 
resistance is essential. Called Hy- 
Gear, the new clamp is made en- 
tirely of stainless steel. It’s inter- 
locked construction eliminates the 





use of rivets or spot welds for fur- 
ther insurance against corrosion. 
Clamp also features compact screw 
and housing, designed for extra 
clearance in casings and other close 
quarters. /deal Corp. 


For more data circle No. 26 on postcard, p. 196 


Semi-Automatic Rifle 

Added to line of rim fire rifles, 
Model 77 semi-automatic 22 is 
chambered for the long rifle cart- 
ridge. It is available with either a 





= aay 
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clip or tubular magazine. With clip 
magazine (illustrated), the rifle is 
$29.95, and has a capacity of eight 
shots. With tubular magazine it has 
a capacity of 15 shots and retails 
for $34.95. Trigger guard is made 
of nylon, and safety is provided by 
a large rotary thumb safety on 
right side of receiver which direct- 
ly blocks trigger when rifle is in 
safe position. Rifle weighs 5% Ib.; 
barrel is 22 in. long. Olin Mathieson 
Chemical Corp. 

For more data circle No. 27 on postcard, p. 195 


Masons’ Magnesium Levels 


New line of masons’ lightweight 
level in extruded I-beam magnesium 
levels come in five sizes—24 to 72 in. 
Lighter by one-third than aluminum 





and virtually unbreakable, the lev- 
els feature clear-fluid vials cement- 
ed into magnesium holders fastened 
with screws so as to be easily re- 
placeable. Prices range from $6.70 
for the 24 in. size to $20.70 for the 
72 in. size. Stanley Works. 


For more data circle No. 28 on postcard, p. 195 


Charcoal Lighter Spray 

New push-button Safe-T-Spray 
charcoal lighter makes fire starting 
easy. A few squirts provides enough 
flammable mixture to light up char- 
coal with a match. There is no dan- 
ger from flare-backs and liquid 
burns without odor or soot. 10 oz 
container lists for 79¢. Bostwick 
Laboratories, Inc. 


For more data circle Neo. 29 on postcard, p. 195 


Slide Pump Sprayer 

1955 model of the Slide-Spray 
slide pump sprayer incorporates 
several improvements over the pre- 
vious model. These include easier 
pumping, more efficient operation, 


less friction, sturdier fittings, more | 
colorful handle. and a versatile dis- | 


play board provided free with each 


unit. Spare parts kit No. 939 is | 

, . , ene i 
especially designed for the Slide- | 
Spray. Packed in a transparent | 
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UISSELLIINE CHAIN 


Has New, “One-Glance” Labeling 


To Save Your Time 










STEEL * In spotting the 
item you want 















500 ’| BRIGHT 





* In checking 
inventory 








































SASH CHAIN 
JACK CHAIN 
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? SAFETY CHAIN 
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_® I cl il- , 
| rysta clear, tell-all labeling ATTACHMENTS t 
is ust one aspect of Russell's OR #30, 35, 40, 85, 50 CHAIN 
extra-service attitude. This EES 16 me: COU eee COD 
close-knit, flexible organization PLUMBERS’ ; roa 
gives prompt, individual attention LINK CHAIN 
t . we d ’ ; k ow eh oe ee oe = 
oO yous inquiry or order. Quic WITT 
deliveries from factory stock. 
2 2 6a oe eo 














Special emphasis is placed on packaging 
for protection plus convenience. 
Double wall corrugated boxes are used 
(where suitable) to facilitate reshipment. 










"$”" HOOKS 


Leip secon 
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Send For New, Free, — 
Complete Catalog! — 


Actual size illustrations. Gives sizes, wire 

gouges and diameters, links per foot, tensile \ 
strength, shipping weights, \ 
metals, finishes and packing dota. 
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THE RISDON MANUFACTURING CO 


John M. Russell Division—Est. 1904 Gr» 


Also Mfgrs. of RUSSELLLINE QUALITY PLUMBING SPECIALTIES 





203 

































WHAT DO YOU NEED? 


We manufacture Galvanized Steel, Self- 
Colored Steel or Bronze Turnbuckles in 



















| either open or pipe type bodies—with Hook, | 
| Eye, Jaw or Stub End fittings. Available in 
| all standard lengths in sizes from 14” to 2” 
| diameter. 
The W-C line of Heavy and Shelf Hard- 
ware also includes items ranging from Blocks 
<a &) & Pulleys to Drop Forged 
| etl Ase rot Steel Shackles. For com- 
os Ly \ plete information on the 
} ci = @Q\ “Dependable” Line write to- 
Vv ae day for your free copy of 
—— SD © O| our new Catalog H-55. 
OG 4 on + 
-_- one 
. as 2 
= WILCOX-CRITTENDEN DIVISION 
| NORTH & JUDD MANUFACTURING CO. | 
| 77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


WHAT’S NEW 


























Here’s the 


newest. 
from UNION 



































. «+ The most practical cabinet of its kind ever designed Die cut LOK-TAB 
for small parts storage. Two sizes—the 24 drawer model may be bent ovt 
- - . | @s shown to lock 

U-24 and the 12 drawer model U-12 .. . both cabinets } , 
eoch section s0- 











Same width to permit stacking in space-saving multiples 
of 12 or 24 drawers. Means minimum inventory for you 
too... All you do is stock fwo sizes! 


Features | voBBERS Hf RS ! toned and 





lidly, one on top 
of the other. 

















® Stands on any level surface D prices now! 

@® KLEER-VU Plastic ‘Spill-Proof’’ Drawers 
moke contents visible .. . easy to index IDEAL FOR STORING 

® Has removable drawer dividers . .. Photo Supplies ® Bolts, Screws, Nuts 

@ One-piece drawer guides an oe Buttons 

© Welded steel cabinet frame ee —_ eee 

* 


. 
. 
Service Station Supplies © Paper Clips 
Baked ‘Silver Dentone’’ enamel finish Washers, Nails, Brods © Pins 
























































a STEEL CHEST CORP. 
BLUSE fF UNIO LE ROY, NEW YORK 



























® For more information 
on these products and 
services use free post 
card on page 195. 











plastic box, it is effective in spray- 
ing shrubs, plants, trees and vines 
R. E. Chapin Mfg. Works, Inc. 


For more data circle No. 30 on postcard, p. 195 


20-inch Bicycle 
New 20-in. American style bi- 
cycle, Model B-22, features white 
sidewall tires, butyl inner tubes, 
quality coaster brake, sturdy fend- 
ers, spring saddle, American thread 
in. pedals, and three-piece bal- 


“V 


\ 


anced crank set. Double bar con- 
struction gives added strength. 
Dealer cost ranges as low as $25 
in lots of 12. Standard Cycle Co. 


For more data circle No. 31 on postcard, p. 195 


Motor Lubricant 

POW lubricant for power mowers 
and outboards acts as a complete 
lubricant and can be used in place 
of ordinary motor oil. It prevents 
gumming of the motor during stor- 
age and formation of acid and 
sludge. Keeps engines internally 
clean, giving longer engine life and 
eliminating costly repairs. Pro- 
vides faster and easier starting and 
maintains peak engine power. Sells 
for 85¢ a pint. Petroleum Solvents 
Corp. 


Fer more data circle No. 32 on postcard, p. 195 
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Boiler-Burner Unit 

New oil-fired boiler-burner unit, 
pre-assembled and pre-wired, is 
specifically designed for low-cost | 





installation in small to medium- 
size homes. Called Model WB-1l, 
it is part of the firm’s Parkway 
series. Unit uses modified down 
draft design to achieve maximum 
heat transfer, with gross output 
rated at 93,000 b.t.u. per hour. Ad- 
ditional features of burner are in- 
stantaneous-type domestic water 
heater and new burner-mounted 
primary control. Heil Co. 


Fer more data circle No. 33 on postcard, p. 195 


Letter Plate 

New gravity-type letter plate No. 
2208 is of weatherproof heavy gage 
construction. Available in wrought 


> ferA 








brass, bronze, steel or aluminum, 
its 14ex7 in. opening meets Federal 
specifications. Safe Padlock & Hard- 
ware Co. 


For more data circle Neo. 34 on postcard, p. 195 


Barbecue Motor Spit 
Roto-Wizard Bar-B-Q motor spit 
is a portable unit that operates on 
two standard D flashlight batteries. 
It fits any type grill, brazier or fire- 
Motor unit is of durable, 
rustproof aluminum; highly 
chromed spit is rust, stain and tar- 
nish proof. Cooking capacity is up 
to 10 lb and batteries provide up to 


place. 
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ARROFIVTE CARBIDE MASONRY DRILL 





LAG SCREW EXPANSION SHIELD 





A-C-E EXPANSION SHIELD 





DOUBLE EXPANSION SHIELD 
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O-E EXPANSION SHIELD 





SOLVING YOUR DRILLING 
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STEEL TOGGLE BOLT 


RIVETED HEAD 
TOGGLE BOLT 
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LITTLE MAJOR TURNBUCKLE 17 

FOUR-POINT HAND e 

MACHINE SCREW ANCHOR STAR ORILt 1 
= 

THREE-POINT ORILL POINT “y 
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STUD 





LEAD SCREW ANCHOR 





BOLT ANCHOR 
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MAL-LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1600 Boone Ave., Marion, Ohio 





TWIST DRILL POINT 


RUBBERGRIP 
DRILL POINT HOLDER 





FOUR-POINT DRILL POINT 
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CAPTURE 
BIG COMPANION 
SALE 
PROFITS 








WERNER 
ALUMINUM 


EXTENSIONS 


NEW! IMPROVED 500 SERIES 
WITH ALFLO* RUNGS 


Featuring ALFLO—hydro-locked 
rungs, an exclusive Werner feature. 
Wider, stronger side rails, wider, heav- 
ier rungs make the new 500 even 
better than the best they were before. 


Triple your ladder profits with the 
complete WERNER line of Steps—~ 
platforms—extensions, etc. Werner 
produces more aluminum ladders than 
any other manufacturer of aluminum 
ladders. 

Follow the leader. 

Ask your distributor 

or write direct for in- 

formation — today. 

R. D. Werner Co., 

Inc., 295 Fifth Ave.., 

) Ve 16, Dept. L-36 


WHAT'S NEW 





10 hours continuous operation. Re- 
tails for $11.95, batteries not in- 
cluded. Accessories available are a 
steak basket at $2.50; a Shish-ke- 
bab wheel, $2.00; and spit fork, 50¢. 
U.S. Associates, Inc. 

For more data circle No. 35 on postcard, p. 195 


Storage Cabinet 

This welded steel cabinet, the 
Stackmaster, is especially for stor- 
age of small parts. Has a baked 
silver finish and plastic drawers. It 
also has removable drawer dividers 
and one-piece drawer guides. Avail- 


12 and 24 draw- 
cabinets are the same 
Special tabs may be bent 
out to lock each section solidly, one 
on top of the other. 
Chest Corp. 


able in two sizes: 
ers. Both 
width. 


Union Stee! 


For more data circle No. 36 on postcard, p. 195 


Gas-Powered Rifle 
Gas-powered Pellgun rifle, Series 
160, uses two Powerlet CO, cylin- 
ders as its source of power. Its 
bolt action automatically sets the 
safety as the 
New blade type 
matted ramp and 


thumb-operated 

breech is opened. 
front sight on 
adjustable two-piece open 
sight insure sighting ease. The 
20'— in. blued steel barrel, rifled 
for accuracy, and the approximate 
700 F.P.S. muzzle velocity, make 
this rifle ideal for target shooting 


rear 


7 Fastest Moving 
CHROMTRIM 


il ul 
i i Profit Makers 
PLUS 


ut Stainless Steel 
, Snap-on Channels 
‘ Interlock 
Thresholds 

Door Saddles 


at FREE 

'T)} Mats—Literature 

Project Plans 
Nationally 
Advertised 











CHROMTRIM 
DISPLAY 


Here's a big help to your metal 
moulding sales...a colorful wire rack 
display that sets up famous Chromtrim 
so it says ““Come look me over.’ Good 
for self service too...mouldings slip 
in and out easily and display has “tell- 
all’’ sales story. 
New assortment has ten most popular 
shapes, counter edgings, corners, coves, 
snap on channels, stair nosings, inter- 
lock thresholds, door saddles. Fasten- 
ers included. Low initial cost, steady 
repeat profits...Refills can be reor- 
dered from open stock. 
There's lots of ‘‘do-it-yourself’’ sales 
in this unit . . . ask your distributor for 
Werner Chromtrim Unit No. 55/10... 
or write direct for catalog information 
ee ee ea ae 
to R. D. Werner Company, Inc., § 
295 Sth Ave., N. Y. 16, Dept. C-361 ; 


“WERNER: 


2 4.4/7 F708 Fh 4 IV 


Alumiladders, Chromtrim, Sink 
Frames. Alumidryers. Screen Framing 
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WHAT'S NEWER 





and small game and pest control. 
Weighing 5 lb., its overall length 
is 39 in. Available in either .177 
or .22 caliber for $19.95. Cros- 
man Arms Co.. Inc. 


For more data circle No. 37 on postcard, p. 195 


Good Humor Play Truck 
Newest addition to Murray line 
of wheel goods is model L-950 Good 
Humor truck. White baked enamel 
body with blue tank and wheels is 


trimmed in 
built-in 


The 


closes 


white and red. 
rear compartment 


with a snap-down steel door. 
Murray Ohio Mfg. Co. 


For more data circle No. 38 on postcard, p. 195 


Power DrivenLawnsweeper 

New power driven lawnsweeper, 
Model No. P-30, has 
brush wheel 


chain driven 


and cut steel drive 


HARDWARE AGE, MAY i2, 1955 


gears incorporated in both wheels. 
Unit has 30 in. sweeping width and 
has such features as a recoil starter, 
and an all-steel hamper with a spe- 
cial self-dumping action. Lists for 
about $169.95; $173.50 West of 
Denver. Lambert, Inc. 

For more data circle No. 39 on postcard, p. 195 


Slip Joint Plier 

Models H16, H18 
Diamalloy slip joint 
been redesigned. They now 
a wire-cutting slot 
bolt for extreme 


H110 
have 


and 
pliers 
have 
the 


jaws 


ahead of 
leverage ; 


hold both small and large objects : 
one side of handle has a 
curve for 


reversed 
gripping. Fully 
chromium plated, pliers retail for 
$1.20, $1.50 and $2, respectivels 
Diamond Calk Horseshoe Co. 


For more data circle No. 40 on postcard. p. 195 


easier 


Carriage Basket 
Sturdy 

basket, 

chromad 


and strolle: 
vage 


hung on 


carriage 
made of heavy 
plated steel, is 
carriage pusher handle with strong 
hooks that can support heavy loads 
other 


removed 


of grocerie 


Basket 
as a shopping basket with the aid 


and items 


Can ve and used 


of a carrying handle. Available ir 
the basket retails for 
approximately $1.69 D « 
Mitchell Industries 


For more data circle No 


three sizes. 


yi vied & 


fl on postcard, p. 195 


Steel Cylindrical Lock 
Trim and lock mechanism of thi 
new cylindrical lock is constructed 
entirely of stainless steel. Trim is 
available in both a bright and soft 
brush finish. ' 


urrentiv available in 


YOULL SELL MORE 
WITH THE NEW 


50°50 PAC 


COMPLETE ASSORTMENT 
OF BEST SELLING BLADES 
ALL AT 100-BLADE PRICE 


Designed to help you sell, priced to 
help you profit, 50-50 Pac gives you 
a wonderful counter display and 6 
different hand hack saw biades in 
a single 100-blade assortment. Your 
choice of Technite all-hard molyb- 
denum high speed steel blades, Tru- 
flex molybdenum high speed steel 
“safety” blades hardened or toothed 
edge only, and Flextung special alloy 
low tungston steel blades in the fol- 
lowing assortments: 50 Technite, 50 
Truflex; 100 Technite; 100 Truflex; 
50 Technite, 50 Flextung; 50 Truflex, 
50 Flextung (3 tooth counts in each 
50-blade Pac.) 
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¢ APEWELL 


THE CAPEWELL MFG. CO. 
85 Governor Street, Hartford 2, Conn. 
50-50 Pac details, please. 

Company 

Street 

City 
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by popular demand! 


Squared 


to match. 
today’s kitchens! 


Holds more! + Built-in defumer! + Stay-open lid! - 
Ordinary paper bags are square; fit Magikan’s square 
design! « Handle for easy carrying! «+ Aluminum inner- 
can; never rusts, chips or peels (one free if it does). 


Magikan's square design makes round styles obsolete ... sells homemakers 
looking for something new, different! In hit-of-the-season pink-with- 
copper... chrome... chrome-copper ... plus yellow, red and white. 
Stands out on your shelves, moves fast, pre-priced marked for full profits! 


IT’LL PAY TO INCREASE YOUR STOCKS! 
METALCRAFT MFG. CORP., 1025 FIRESTONE BLVD., MEMPHIS 17, TENN. 
Magikan—Magikooler—Magitainer—Magitwirl Twins 


~~ 


Fast Turnover—good as gold when it's Goldblatt. (Goldblatt Tool Co., 
1940 Walnut, Kansas City 8, Mo.) 


WHAT’S NWEW 











@ For more information 
on these products and 
services use free post 
card on page 195. 


Plymouth and Hanover designs of 
“C” and “D” series heavy duty 
locks, new unit is recommended for 
marine, commercial, industrial and 
residential installations requiring 
hardware to withstand extreme cor- 


rosive abuse. Schlage Lock Co. 
For more data eircle Neo. 42 on postcard, p. 195 


Drill with Built-in Light 


Standard duty ™% in. drill now 
comes equipped with a built-in work 
light. Unit is designed for all jobs 
requiring drilling in dark, hard-to- 
get-at places. Drill has an industrial 
capacity ball-bearing motor, the lat- 
est type Jacobs geared chuck, a 


Cutler-Hammer lock action trigger 
switch and a comfort contoured 
pistol grip handle. Fairchild Indus- 
tries. 


For more data circle No. 43 on postcard, p. 195 


Five New Brushes 


New pocket suede brush, two new 
kitchen brushes and two new shee 
daubers have just been introduced. 
All five of the new items are pack- 
aged in display cartons. Scouring 
brush (illustrated) has stiff brass- 
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For New Volume-Profits 
in Winches... Couplings .. Hitches 


<=... SHOW THEM 


FULTON 


| The Quality Line 
wire bristles set in hardwood block | for Farm. Automotive. Marine 


with natural lacquer finish and red . 
tip. Called Dot, it is packaged two and Industrial Use 
doz to a four-color counter display. 

Lists for 25¢. Ox Fibre Brush Co. 


For more data circle No. 44 on postcard, p. 195 No. 270 WINCH 





Heavy-Duty Floor Edger ae a Made entirely of precision steel stampings 
} a 4 (no cast gears). Ojul-impregnated bronze 
This new heavy-duty floor edger, ; 3 a bearings. Positive spring-loaded ratchet lock 


called model BE-7. has motor a we FF, for safe operation. Capacity 1,800 lbs. Gear 


which develops up to 2 h.p. Mo- - ratio 5 to 1. Mechanical advantage 35 to I 
a PEE wes , with empty drum, 19 to 1 with full drum. 


List, each, $25.00 


rv 


tor drives 7 in. disc at 3200 rpm 
under any service condition. Han- 
dies are close coupled for easy grip. —a 
One-piece casting houses motor, | 

1,000 LB. WINCH 
Constructed of heavy-gauge steel stamp- 
ings (no cast gears), this winch 1s rugged- 
ly built to make the hard jobs easy at a 
reasonable cost. Internal tooth driven gear 
and concealed drive gear cannot damage 
rope or injure fingers. Positive spring- 
loaded ratchet lock operates safely in any 
position. Mechanical advantage 38 to I 


with empty drum, 9 to | with full drum. 
No. 230-A, drum CUSTOM 


capacity 30 ft. 

¥%" rope, List, each $ 7.80 v4 
No. 245-A, drum capacity 45 ft _— 

¥%” rope, List, each $10.00 


TRAILER : <P ‘@\ TRAILER 
as > HITCH 


. ee Designed for hauling utility and boat 
and all electrical connections. Mo- om, : pe trailers, Fulton Custom Hitches attach 


motor brushes, operating switch 


tor brushes can be replaced with- solidly to rear cross member of car 


PRs , ) frame. Cross bar suspends from bump- 
out dismantling any art of ma- 

hi H llight , = ligt COUPLINGS er brackets. Stainless steel cover on 
. ; a¢ rr) "sag? Ty eS r " 

seas pepper sabes : om & Sell FULTON — the name that means protruding end of the hitch head for 
surface when working in dark quality and dependability in trailer meat appearance No drilling or special 
areas. Flat top provides easy couplings. Welded construction, heat- tools for installation 

change of sandpaper. Clarke Sand- treated bolts, aasy-operating hand 
wheel, positive safety latch, die-formed 
steel balls. These seven models will ful- 
fill most utility hauling needs 


— 


FOR THESE CARS 
Buick 1954-55 


ing Machine Co. 
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Model Capacity List, each 
A.6 8.000 ibs 35 
8-6 000 ibs 00 
0-7 000 ibs 25 
Duncan Hines Bar-b-fuel, comes s 000 Ibs 25 
om 4 - 
in 10 and 20 |b cartons and 40 Ib aoe “~~ - 


bag. Product is clean to handle 2,500 tbs 30 


New Barbecue Fuel 


New type barbecue fuel, called 


even for cooking, burns clean, 


® 682eeeewvt wo 2 Cee & 


; All prices slightly higher west of Rockies 
does not spark and leaves a mini- 


mum of ash. All three packages THE (ait ge) | ae) 2: ). 2 arene 


have a white background with a | in Canada J] C ADAMS COMPANY Ltd. Terentc. Ontario 
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MARTIN STAMPING & STOVE CO. 


Our 50th Anniversary Year y 


oe 
Ne 


AS HEATERS 


‘ J 


A million gas heaters will be 
sold this year...get your share! 


STOCK THE 
COMPLETE 





Hecater 
Lime 








A STYLE AND PRICE FOR EVERY NEED Vv370 


8 Fully Vented 


Mrs. Damar’s Deluxe Multi-Purpose 


CLEAVERS 


. \ DP), NOW PRICED AS LOW AS 


ORDINARY CLEAVERS ! 
, Gift Qvolity—Made to Delight 
Housewives and Amateur Chefs 


Professional construction! 
Heavy tempered stee! with 













inish. Beautiful herd- 
wood handles, brassrivets. 
Practically indestructible. 


KLEVER KLEEVER 


New Low Price 
$2.98 Retail 


For chopping, tenderizing, cut- 
ting, prying loose ice trays, 
opening cans, etc. Special cut- 
ovt center opens screw tops. 


FOOD MIZER 
New Low Price 
$5.98 Retail 


The indispensable household 
tool. It's a tenderizer, a 
cleaver, can opener, a sow! 
Now the housewife con saw 
frozen foods and save. Makes 
a distinctive gift. 


LOWEST PRICED CLEAVER OF ALL 
DELSAMIZER 


A low-priced, sturdy vitility \ 

tool. A good promotional item. NN -\ 

ideal as a premium. Chops, ten- 

derizes, opens bottles. Rosewood 

Hondie. Only $1.98 retail. 

SEE THE WHOLE DAMAR FAMILY OF BEST SELLERS 
CONTACT YOUR JOBEER OR WRITE DIRECT! 


DAMAR PRODUCTS INC., “issx""" 


26-! Damar Building, Newark 5, New Jersey 
1% WEST: 268 Merchandise Mart. San Franeisce 


f 





210 


Heaters Heaters 
15.000 BT 9,000 BTU 
to 85.000 BTU to 50.000 BTU 
A AGA mDorovedc ‘or r 

‘ ; ed 


ee, mirror chrome | 









TOILET 
SEATS 


ere ; 


really only one best 


PURITAN 


most beautiful 


most sanitary 


they sell on sight 


CENTURY PLASTIC 
aS PRODUCTS, INC. 
g 4 CLEVELAND 2, OHIO 












WHAT’S NEW 


@® For more information 
on these products and 
services use free post 
card on page 195. 





red and blue imprint. Each pack- 
age has a starter 
each five lb of fuel. 
Products, Inc. 
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included for 
Western Chef 


Baseball Game 

New baseball game, called Slug- 
ger, is for boys and girls of all age 
groups. Completely automatic re- 
load and feed, with pitcher and 
batter, it is a sturdy glass covered, 
self-contained game, measuring 15 
x 21 x 2 in. Has a multi-colored 





playing surface, heavy wood frame 
and metal legs. Comes complete 
with polished metal balls and in- 
structions. Retails for $3.98. North- 
western Products Co. 
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Adjustable Drill 


Just out is this 6-in-1 adjustable 
drill. It drills for screw thread por- 
tion, the body size of screw, counter- 
sink for screw head, counterbore 
for putty or wood plugs, and stops 
automatically at correct depth. In 
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addition it is adjustable for every 
standard length of screw. Lists for 
$1.98 and comes in four most-used 
screw sizes: No. 6, No. 8, No. 10 
and No. 12. Oxwall Tool Co. 
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Screw Shield 

This screw shield is designed for 
handling household articles such as 
towel bars, dispensers, medicine 
cabinets, mirrors, curtain rods, pic- 










tures, etc., as well as giving secure 
anchorage to screw hooks. Standard 
size is available for %4 to %% in. 


wallboard. Jumbo size for % to 


34 in. plaster walls. E.G. Building 
Fastener Corp. 
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Spun Nylon Line 

Spun Nylon all-purpose line can 
be used as a mason’s line-chalk 
line, garden line, for hanging pic- 
tures and mirrors, drapery cord, 


furniture lacing, crafts and hob- 
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Advertised in 


LIFE 





tft) 


A= = 


Ps 















Junior Engineers, Young Campers, and 
Playtime Explorers love it outdoors. 
























Only 8'2” tall. We designed the ELECTRIC COMET as a sales provok- 
Fire Engine Red. ing novelty that appeals to the youngsters so that they 
Quality made. have “matchless” safety. Its rugged construction means 
individual Picture = outdoor satisfaction for fun, sport, or utility and brings 
Sox. BIG Summer Sales. It's so cute and old fashioned that 





“Bar-B-Q” experts want ELECTRIC COMET 'S new per- 
sonality for outdoor atmosphere — that’s why you 
should put the littl ELECTRIC COMET at check-out 
or wrapping counters (you'll profit). 


$3.00 retail (less batteries) 


Stuffers and advertising mats sent to dealers 
on request. Order from your favorite jobber. 









GET QP PAPERS 
“OUT FRONT” 


for 





The nation’s No. 1 Freezer 
paper is KVP — first on the 
market, first in low-cost pro- 
tection, first in national ad 
vertising. Keep it on display, 
along with the other popular 
KVP Paper Maids for steady 


er DUSTING sales all year. Samples on re- 
04 PAPERS 

ALSO, Waored 

papers, Baking Ff 

cups, Pile tape, 


quest write. 
ery porch- 


THE KVP COMPANY 
ment, and Gift 


Wrapping paper. Kalamazoo, Michigan 








WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 195. 


bies, etc. Line is waterproof and 
will not absorb dirt or dust. Avail- 
able in sizes 18 and 21 on 100 ft. 
spools, individually wrapped in 
cellophane, and packaged 12 in a 
display box. 
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Columbian Rope Co. 


_—-- 


Home Workshop 

Paramount Home Workshop com- 
prises five basic power tools in 
20x26 in. floor space. Machine can 
be operated as a cut-off saw and a 
self-retracting push-up saw; a 
sander with full 8™% in. sanding 


The choice of farm, 
home and ec 


aOR Geom apree. 


Submga PUMPS 


THE WORLD'S FINEST 


THE PUMP 
YOU DON'T SEE 
CAN'T HEAR 


NO COSTLY PIT 


REQUIRED 


SIZES 


i 
% 


— RED JACKET 


Twater® 
service 
products 


NEVER LUBRICATE 


OR PUMP HOUSE 


V2 H.P. TO 3 H.P. 


# were 


NS ee ae oS 
a Figs <, 2 a 
% 


ree 2 


FOR PUMPING 
LEVELS DOWN TO 
1000 FEET 


CAPACITIES TO 
1650 GALLONS 
PER HOUR 


One of the most compact, 
attention-free and easy-to-sell 
pumps ever offered. Exclusively 
designed with high-quality 
materials, precision assembled, 
makes the Red Jacket "Submerga”™ 
the most wanted water system 
pump all over America. Hurry and 
join the many Red Jacket dealers 
who are enjoying nice profits from 
the easy sale of this popular pump 
and associated items. Write today 
for the name of your nearest Red 
Jacket jobber. Gomeiate colorful 
brochure and performance data 
available free on request. 


WATER SYSTEM 
MONTH 


RED JACKET « 


MANUFACTURING COMPANY 


Dept. HA-55 


“Vhe Choice “Vhat's lade Friends” since 


Davenport, lowa 


1878 


surface from 0° to 45°; a lathe; a 
horizontal drill, and a 360° radial 
drill press. Magic Boom feature 
slides, rotates and tilts; it changes 
from tool to tool quickly. Home 
Workshop, complete with motor and 
attachments, retails for $279.50. 
Ideal Metal Products, Inc. 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 








Price Marking Machine 
This hand - operated machine 
especially adapted for price-mark- 
ing small lots of merchandise 
prints from bands of rubber in five 
characters. The machine handles 


pin tickets, button tags, string tags, 
slip-fold tickets and gummed labels. 
These are in rolls. Store name 
can be pre-printed on each ticket. 
Monarch Marking Machine Co. 
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Ungummed Label Sealer 

Here is a hand sealer to handle 
ungummed labels and also for the 
sealing of cartons. This Lezam 
sealer weighs 5 lb when filled with 
adhesive. Ever-Seal Industrial 
Glues, Inc. 


For more data circle Ne. 53 on peosteard, p. 195 


Resume reading on page 13) 
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BEST MOVE eee 


5S MOST COMPLETE 


PLYMOUTH 


GARDEN HOSE 
AND LAWN SPRINKLERS 














FOR MORE 


Ay TH A M ; R ' « A 


NO ee * QUALITY 


S _-. * by 
Good Mouseheoping. 


100° VINYLITE GUARANTEED 


(;uaranteed 
for 


12 years 


oa = ett Cm 


25 


PLYMOUTH LAWN SPRINKLER 


e Brilliant transparent green 
e@ Exclusive “Lay Flat” design 
@ Flush-out cap for easy cleaning 


t ae 





(,uaranteed tor 2 year Guaranteed for 5 years 


arueen CANTON 


SS” 


CANTON 
@ Opaque green 
@ WNon-rust Perma-grip couplings 
@ Outstanding vaive 


PLYMOUTH TRANSPARENT 
@ Brilliant red or green 
@ Re-attachabie brass couplings 
@ America’s greatest vaive 








Also Plymouth Featherweight, Worthmore Opeqve 
and Worthmore Transporent Gorden Hose. 


AVAILABLE IN EITHER 25-FT. OR 50-FT. LENGTHS 


PLYMOUTH RUBBER COMPANY, Inc. 
on) Ba -) ae Eee 
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here’ Ss the answer 


push-button : 
FLY CONTROL | 


(high profit margin) 


ae = 
—— IN LEADING FARM MAGAZINES 


WIDELY PUBLICIZED results of a leading university's 
experiments prove that Johnson Push-Button Fly Control 
cuts insect spraying costs more than one half. DOES A 
BETTER JOB. SAVES TIME AND MONEY. 


EVERY FARMER iS 
A GOOD PROSPECT 





PAYS FOR ITSELF! Your customers 
will save enough in insecticide costs 
alone to pay for the whole unit. 


They'll use the labor and time saving SPRAVS ¢ PAINTS 


LUBRICATES 
BLOWS « CLEANS 


compressor for paint spraying, in- 
flating tires, greasing and dozens of 
other farm chores. 


THE JOHNSON FLY-CONTROL PACKAGE INCLUDES: 


* All-Purpose, portable Air Compressor, '/s hp, 100 Ib. 
capacity. 25’ of air hose, a blow gun and tire chuck. 


* Insectospray with non-break plastic bottle and 
4-way directional nozzle. 


* One half pt. of Piperonyl-Butoxide and Pyrethrine 
Concentrate (makes 5 qts. of insecticide). 


RETAILS AT *82° 


JOHNSON—OVER 70 YEARS IN PNEUMATIC FIELD 
MAIL COUPON FOR INFORMATION AND PRICES 


Compressor Division 
Dept. HA-55, 507 E. Michigan St., Milwaukee 2, Wis. 


Send catalog and prices on the Johnson Compressor and 
Push-Button Fly Control Unit. 


NAME 








ADDRESS 





CITY & STATE 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


and Rule Catalog No. 104 covers 
complete line of tapes and rules 
divided into sections devoted to 
different types. Catalogs Nos. 8 
and 104 are both 5'4x7% in. and 
contain 160 pages. General] Cata- 
log No. 14 combines these two in 


_- 


a large 742x10% in. edition. It 
is a side-stitched volume with a 
heavy paper board cover for use 


as a reference. Lufkin Rule Co. 
For more data circle Neo. 54 on postcard, p. 195 


Fish Spinning Booklet 


New illustrated booklet on spin- 
ning is available in bulk to Airex 
dealers free of charge to be used 
as over-the-counter giveaways. In 
addition to answering questions 
on spinning, the booklet contains a 
story by Jon Gnagy. Atrex Corp. 


For more data circle No. 55 on postcard, p. 195 
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WITHSTANDS YEARS OF ABUSE... 


34F 
| 
5 
4 
3a) 
77 












3} wit 
CANS 
HAVE THE 
“RIGHT” 
ANGLE 














Years of abuse and hard usage 
is the destiny of probably every 
WITT Can. Yet, have no fear 
they’re designed for punish- 
ment—-will outlast 3 to 5 
ordinary cans. Take a good look 
at a WITT Can or Pail 
Notice the heavy gauge steel, the 
deep rolling corrugations, the 
steel bands and the rigidity of 
the straight sides. Quality’s the 
word for it—quality, so certain, 
that every WITT Can is Guar- 
anteed. When you sell Cans, 
make sure they’re WITT. 


‘Oniginators of the Corrugated Can” 
THE WITT CORNICE COMPANY 
2110 Winchell Ave.. 





Cincinnati 14, Ohio 






Two Ribbon Assortments 


Two new merchandising deals 
for year-around retail display of 
Sasheen and Decorette brand rib- 
bons have been made available. 
Deal No. 500—the Christmas as- 
sortment—holds four doz %% in. by 
15 ft 25¢ rolls of Sasheen in a 
color assortment of red, 


emerald 



































green, royal blue, gold, and white: 
24 ft 39¢ rolls 
emerald green, 
gold, and white; and one doz 
20 ft 39¢ rolls of Decorette 
in green, red with green and silver 
stripe, white with red stripe, and 
white with red, green and silver 
stripe. Deal No. 600—the Every- 
day assortment (illustrated 

holds four doz %s in. by 15 ft 25¢ 


one doz “ in. by 
of Sasheen in red, 


in. by 


rolls of Sasheen in red, turquoise, 
polka dot, old rose, goldenrod, Nile 
green, light rose, white, 
shades of vellow, blue 


and pastel 
and pink: 
and one doz “. in. by 20 ft 39¢ 
rolls of Decorette in pastel pink, 
vellow, blue and white with stripes 
of pastel yellow, blue and pink. 
Minnesota Mining and Mfg. Co. 
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Yacht Rope Dispenser 

New merchandising unit, called 
the Salesrak, dispenses nylon, 
dacron, linen or Manila yacht rope 
in 144, 5/16, %4 and \% in. diameters. 
Rope is put on 100-ft spools, three 
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TOHELP YOU SELL 





connected, in the 4, 5/16 and %% 
in. sizes and rope can be dispensed 
in any length up to 300 ft. One- 
half in. diameter rope is put in two 
100-ft connected spools. Rack is 
provided free of charge on any 
initial order. Replacement units 
consist of six 100-ft spools of 44, 
5/16 and in. diameter and four 
100-ft spools of % in. diameter 
Plymouth Cordage Co. 


For more data circle No. 57 on postcard, p. 195 


Cut Nail Folder 


New LaBelle cut nail folder has 
just been released. The 12-page 
publication lists, describes and 
illustrates the various type cut 
nails produced by the firm. It also 
includes a comparison chart be- 
tween cut nails and wire nails. 
The statistics are based on official 
tests made at the U. S. Arsenal, 
Watertown, Mass. Wheeling Cor- 
rugating Co. 
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Exterior Paint Color Card 


New exterior paint color card (il- 
lustrated) shows 50 colors that are 
available in exterior finishes such 
as exterior house paint, Trim & 
Trellis Enamel, porch & deck 
enamel, and Shingle ’N Shake Paint. 
Back page of card gives helpfu! 
hints on preparation of all exterior 


oR SR ---~ - ae” 

Ciro Te 
a OSE 

8 SSeeg8 
O58 Saa88 


surfaces and procedure for success- 
ful paint application. Also avail- 
able is a rubber latex color card 
featuring 60 decorative colors in 
vinyl kote flat wall finish, viny! glow 
enamel, and vinyl kote masonry 
paint. All colors in this card are 
made with only seven tube color- 
ants in three sizes. Seal Rite Caulk- 
ing Co., Ine. 

For more data circle No. 59 on postcard, p. 195 


Propane Torch Manual 
Merchandising manual on Bernz- 
O-Matic propane torches is an 
eight-page, 8%.x11 in. fully illus- 
trated booklet giving tips on ex- 
hibiting, displaying and demon- 
strating the torch. Suggestions are 
included for window and counter 
displays, promotion material avail- 
able is described and illustrated, 
and special promotions and teaser 
campaigns are offered. Otto Bernz 
Co. 
For more data circle No. 60 on postcard, p. 195 


Tarpaulin Folder 


“Comic Book” consumer folder 
on line of Eagle Farm Tarps and 
Eagle Truck Tarps gives the com- 
plete sales story on the new Eagle 





> a 


tt an 6M « 
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Handy ate 
Copper Cleaner / 


Wipes Copper Sparkling Clean in Seconds! 


Talk about repeat sales! Many stores report selling more 


dozen ‘Cops’ a week for 10 weeks in a row! 


With prominent display, one store sold more than 


50 dozen 


in a single week! That’s tremendous volume 


and profits. Order ‘Cops’ Sponge Copper Cleaner today 
display it—you'll rack up top repeat sales, too. 
CONTACT YOUR WHOLESALER NOW! 
Mfd. by G. N. Coughlan Co., West Orange, N.J. 
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TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 195. 


aluminum treated tarpaulins. Il- 
lustrated in five colors in comic book 
form in an easy to read manner, the 
folder shows how ordinary tarpau- 
lins are broken down by Rot, Drip 
and Sol—the main characters in the 


tarps resist these elements. Supply 
of folders is available free to deal- 
ers for distribution to their cus- 
tomers. H. Wenzel Tent & Duck 
Co. 
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Masonry Anchors Display 
Counter merchandising display 
that features the one-piece Diamond 
Hammer Drive masonry anchors is 
a corrugated two color unit design- 






book 





and how the treatment and 
construction of aluminum treated 


ed to serve as its own shipping con- 
tainer. Compact in size to take up a 
minimum of counter area, display 
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DRIES INTO 
A TOUGH 
ELASTIC RUBBER 






for 





® MENDING 
® PATCHING 
® SEALING 
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12-TUBE 
DISPLAY CARTON 


lf your wholesaler can't 
supply you, send us bis 
name and your order. 
Offer expires June 30th, 
1955. 





WHAT IT IS 


speciaAL "UL(UXG)9/7 













rm NEW...Pyroil 
FLEX-O-FIX 



























WHAT IT DOES 
Flex-O-Fix patches torn rubber 
goods. Mends tents, tarpaulins, 
covers, convertible car tops. Seals 
air and water leaks around glass or 
trame. Repairs rubber soles. Plugs 
holes in sport boats. Puts new treads 
on lawnmower tires. Keeps rugs 
and mats from skidding. It’s for 
every “do-it-yourselfer.” 


Flex-O-Fix is a 
self-vulcanizing 
adhesive rubber 
whichis squeezed 
from a collapsi- 
ble tube like a 
paste and dries 
into a tough, elas- 
tic rubber. 


HOW IT SELLS 


One dealer sold 18 out of 20 customers. Another small 
dealer sold 3 doz. the first two weeks. Many other 
unusual sales success stories. 


> Giolla Ds 


(UEV EIN 


BUY 11... —— 
GET 1 FREE 


HERE’S THE DEAL 


Receive 12, 2'/2-oz. tubes Flex-O-Fix at 75¢ list $9.00 
You poy for 11 (1 tube free) 


ree eeeese eeeeeeete« 


Deger PROFIT—45 per conf. .ccccccccccecece $4.05 


Use a free tube to demonstrate this amazing product 


and create more sales. Order as many deals as you want. 


PYROKM COMPANY, INC. 
DEPT. HA-55, LA CROSSE, WIS., U.S.A. 





* WORLD FAMOUS SINCE 1929 





holds a good supply of the six most 
popular sizes of DHD anchors. Also 
contains 10 eight-page instruction 
booklets. Diamond Expansion Bolt 


Co. 
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Caulking Packaging 
Redesigned package for Caulk-O- 
Seal Tube is a red and blue carton 
with directions, uses and other in- 
formation clearly worded. New de- 
sign appears on both the medium 
size tube box which holds '. pt. of 


Caulk-O-Seal, and the 11/3 pt. 
Jumbo tube. Also packaged in cart- 
ridge and bulk cans, the caulking 
compound comes in 26 colors. Calbar 
Paint & Varnish Co. 


For more data circle No. 63 on pestcard, p. 195 
> 7 
Fence Pliers Display 
New display for Fence Pliers No. 
1932-1014” 


or counter. Card is printed in three 


can be used for window 
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THESE SIX 
NUMBERS ARE / 
THE BEST SELLERS TODAY. 


Most caulk manufacturers carry VITAL 
guns and load their caulk in VITAL made car- 
tridges. If your local caulk manufacturer does 
not stock the VITAL gun model you want, 
write us direct for folder showing our complete 
line. We manufacture 14 gun models and 30 
different nozzles designed to fulfill every caulk- 
ing need for home or professional use. There is 
a licensed VITAL distributor near you who can 
make immediate delivery. 


Only VITAL manufactures a COM- 
PLETE LINE of top grade caulking equipment. 


MANUFACTURING CO. 
7508 QUINCY AVE. * CLEVELAND 4, OHIO 


HARDWARE AGE, MAY 12, 1955 


—paint all over 


their equipment 


everyth ing’s 


all cleaned up! 


TOR WALLS AND WOODWORE - 
erty | 


Your usStOMeE:rs USC NACUTAILIN pick ne Casv-fO-use 
paint-- new Gold Bond Velvet. They like the way it 
cleans off roller ofr brush with piain water It RocS 

on quickly and dries quickly, too! Paint a room in the 

morning, use it that night. No painty odor. Veivet s 

( olors plus white are rich different. They an 
ntermixed with deep toned Csold bon | lowne 


rs for any color match 


the time to make more profits with easy-going 


id Velvet. For complete details, WRITE TO 


NATIONAL GYPSUM COMPANY, BUFFALO 2, 


ee 


Velvet lLotex Masonry Sunflex 
Wall Paint Texture Texture Paints Primer Wall Paint 


Paint better with 


COR BLY hme. PAINT PRODUCTS 





TO HELP YOU SELL 











colors and features the actual pliers 
superimposed over a photograph of 
the tool. Uses of tool are illustrated 
on display—hammering nails, splic- 
ing, stretching and cutting wire 
and pulling staples. Display is free 
with purchase of three pliers, which 
list for $2.80 each. Utica Drop 
Forge & Tool Corp. 
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For every home or commercial use. 
Efficient nozzle—wide range of 
capacities — continuous or intermittent 
action. The accepted standard of 
hand sprayers. 


SPRAYERS AND DUSTERS 
FOR EVERY NEED! 


Whatever sprayer or duster he wants, you've got 
it — with Universal! For house and garden, farm 
or industrial uses 
versal unit guaranteed to do the job and priced 
to sell on sight. Just call your Universal jobber 
for fast delivery and service on any of these 
popular sellers. 


SPRAYERS, Compressed Air 


A complete range of sizes, types and capacities for 
every need @ Premium quality galvanized steel @ 
Safety Lock pump @ “D” handle @ quality engineered 
discharge equipment @ Nozzles for cone or fan 
shape @ mist or residual spray. 


Tool Assortment Displays 


New Wall-Ettes self-selling units 
can be hung anywhere. Each unit 
has two top hooks which fit into any 
perforated panel used for display, 
or unit can be hung on wall or door 
by instantly-attached “magic but- 
tons” (included free). Units are 
lightweight and made from metal 
to give maximum service. Sixteen 


theres an attractive Uni- 








Complete range of sizes and types 
with hand, bellows or crank operation. 


Write for 
latest catalog! 


UNIVERSAL METAL PRODUCTS COMPANY 





SARANAC Division Air Control Products, Inc — Michigan MICHIGAN 


218 








different assortments are available 
covering end wrenches, box 
wrenches, adjustable wrenches, pipe 
wrenches, pliers, cutters, 
drivers, chisels, punches, sockets, 
ratchets and all attachments. Pen- 
ens Corp., Challenger Div. 
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screw- 


Rule, “T" Square Display 
Meta! display rack, which fastens 
to the wall with two screws, stocks, 
dispenses and displays rules and 
“T” squares retailing from 25¢ to 








$12.50 each. Rack is given to deal- 
ers in an introductory offer wherein 
a profit of $16.50 is made on a 
$28. 
Co. 
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50 investment. Fairgate Rule 


Fastener Chart 


Dimensional chart for expansion 
bolts and screw anchors is a com- 
plete reference for fastening any- 
thing to masonry, stone, or similar 
material. Its size is 14 x 26 in. Hole 
is provided for hanging. Available 
without charge. Rawilplug Co. 


For more data circle No. 67 on postcard, p. 195 


Masonry Bits Display 


Cyclo-twist merchandiser 


con- 
tains an assortment of 10 Carbide- 
ranging in 


Tipped masonry bits, 
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GIVE A“ROKER” BOOST 





Where the 
Housewares Industiy Meets 








Busmess — al the 
Personal [evel 








| BOKEp | 
| QUA 
| tiTy reTey] 








BOKER tools are as finely made as BOKER 
cutlery. BOKER’s trademark stamped on 
them is a guarantee of quality, workman- 





ship and performance. BOKER tools are j 
made of special analysis, chrome vanadium / 
: » AT i 0 K AL steel. They're load-tested, diamond-tested f 
for hardness, and accurately machined from j 
; the time the steel is forged until final pol- f 











ishing. In short, they're the kind of tools 

| your customers will go for. They look qual- 
ity — They feel quality — They are quality! j 

~ al 


£275C —.7” - 10¥e” - 


12%” sizes 

Heavy duty Combination Pattern 
Snips will cut curves as well as 
straight lines. Other patterns and 


sizes a@iso avaiiabie. 


te £6507 — 10” size 
Patented Groove-Grip, 5 po- | 
sition adjustable Plier- 


Wrench—cannot slip. Forged 
ATLANTIC CITY meee 


* You get the latest infor- 
mation direct from policy 





275C 



















£5332 — 6” ami 7” sizes 

A popular Lon-Nose Plier with keen 
Side cutters# For electrical, radio 
and telephone work. The ali ground 
home tool. 














£5612—6” - 72" - 82" sizes 






making top management on Reem duty olde cuttin : 
. . . Plier widely used by line 7 
production, delivery, prices. bs lp ly 5612 = 
maintenance repair work , 





*% You make new contacts and meet 


old customers. +. 5” . 6” - 70" sizes 


ting Plier used by tele 
> and electrical workers 
ss’ and for general 


*% You see all the new products 
under the most favorable 


conditions. W ‘ —_ 
Cc _ per 
— NER Ue 4 


* You learn the latest 
merchandising pro- PL IE! 
motions and 
techniques. Mi 


bw 






| fae 
— | 
4” .6" -8" - 10" -12” sizes 
Chrome p ated finish specia 
alioy steel thm Wrenct Ex 
ceptionally strong 






Thete is No Substitute 


eS. 18637 


A 
BOKE ¥ — 
BORER ) POS] 


. the National Housewares Exhibit 
0 





i 









NATIONAL HOUSEWARES =u. soxer a co. inc. ognized 
MANUFACTURERS ASSOCIATION Esablohed 18 Rec ; 
| 1140 Merchandise Mart, Chicago 54, Illinois Be et = Va lu 
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diameter from 3/16 to % in., to 
be used with electric rotary drills. 
For counter or wall display, mer- 
chandiser’s factual representation 
of drilling through different kinds 
of masonry establishes the use of 
these bits. New England Carbide 
Tool Ce., Ine. 


For more data circle No. 68 on postcard, p. 195 


See Veevesees son 


Pliers Display 
Two-color counter display pack- 


age is designed to promote the 
self service sale of a new line of 





Channellock precision-made slip 
joint pliers. Display measures 
7%x10 in. and contains four 6 
in., three 8 in. and two 10 in. 
pliers. Each plier is packaged in 
an individual protective box in 
which it is visible. Champion De- 
Arment Tool Co. 


For more data circle No. 69 on postcard, p. 195 




















toHiT the \ 
ATTIC FAN 


MARKET 


SELL the NEW 
sensationally 
priced 


Clothes Line Display 


Hawthorne clothes line now 
comes in a self-display shipping 
carton. Printed in red and blue on 
a yellow background, display fea- 
tures the Good Housekeeping Seal 
and a place for price on the rear 





La 














— 














SS 4, ,Shvterd’ | 
4 HAWTHORN: | 
r i | 


; ATTIC 
Ul) awa COEANS 


CERTIFIED RATING 














Bullseye for business! That's the score for 
every dealer who stocks Conso Windmasters 

the lowest-priced high-quality fans on 
the market today. The turnover’s terrific 
customers clamor for Conso economy. Backed 
by A & M Certified Rating. Wire or write today 
for complete information. 


10-YEAR GUARANTEE 


CHECK THESE IMPORTANT 
CONSO WINDMASTER FEATURES: 
® Underwriters Laboratory Approved © Com- 
pact and easy to install, either vertically or 
horizontally © G.E. motor with thermal over- book tells the history of tools and 
load cut-off © $.K.F. Neoprene-mounted sealed- a RE a Sa 

forife bearing © Quiet, counter-balanced die- ae am ibes the complete , line of 
cut steel blades © 100% welded construction throughout © Vibration-proof Cummins portable electric power 
rubber-padded frame mount © Automatic spring-hinged belt tensioner. tools. Book is available to dealers 


as a giveaway. John Oster Mfg. Co. 
For more data circle No. 71 on postcard, p. 195 


AUC UAMT IGM ACUUA RH fm | Power Too! Handbook 


Power Tool Handbook contains 42 


2401 Nicholson P. ©. Box 7425 Houston, Texas pages of information on —- 
power tools. Photographs and il- 
















riser. Front and sides further 
identify the product and emphasize 
major selling points. Shuford Mills, 
Inc. 


For more data circle No. 76 on postcard, p. 195 




















Portable Tool Booklet 


New full-color, 16-page comic 









Manvtacturers’ agents: Choice territories available for reliable agents with followings. 
Write immediately for information on the fastest-selling line in the country. 
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\/ 
x 
FROM THE INCOMPA 


COUNSEL 


_ SOMES THIS\STRIKING 
' NEW ADDITION TO THE 
COUNSELOR FAMILY 


$795 . y MODEL 600 


INTRODUCING THE 
COUNSELOR 


== Capré 


From the fabulous Counselor Coronet comes a new 


bath scale that completely outdates all other $7.95* 
scales in styling, accuracy, and quality. This sister 
model is Counselor’s answer to widespread demand 


for a finer scale at a competitive price. Be sure to feature 
it the year around. 


PLUS VALUE FEATURES 
Exclusive “clear-view™ magnifying lens 
Tip-proof design — just 144" high 
Line-O-Site indicator for accurate reading 
Spacious platform ... 107 sq. in. of surface 
No-mar plastic feet 
Triple-plated chrome dial head 
Scuff-resistant, anti-skid pebbled rubber mat 
Monotrol movement for precision weight transfer 


Free-floating bearings insure instant action 
COUNSELOR PRE-SELLS YOUR CUSTOMERS THIS SPRING IN 


+ wset 
: BETTER Hom 
ES & GARDENs 


ge BEAUTIFUL 
Go 
Op MOUSEKEEp),, . 


White with Black mot; aise Sunten, Burgundy, Green, 
Bive, Yellow, Pink with matching pebbied rubber mots. 


aa, TTI & 


Geod mnie \PARENTS / 


THE BREARLEY COMPANY © ROCKFORD, ILLINOIS 


"For West, 50c higher. Prices higher in Cenede 
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yet a 
(\- OCEOPEELR 








Shown “4 actual size 


New Tru-Test 


KFantltiin 


Gummed Tape Dispenser 


A fast-selling, high-profit item 
for the home, school, 
small office, and shop 


Now .. . for the first time . . . everyone can 
enjoy the convenience of gummed tape to seal 


packages and cartons the easy professional way 


Yes...the handy new TRU-TEST Dispen- 
Ser moistens and dispenses tape with the pre- 
cision of expensive commercial-type equipment 
It’s attractively styled...handles tape from | 
to 3 inches in width... yet is compact enough 
to fit desk or table drawer. Above all it's 
priced to sell. Yields from 433'/,% to 40% 
profit on selling price, too. Order a supply now 


Write direct if wholesaler can’t fill your order 


Mid. by TAPE, INC., GREEN BAY, WIS 


/ 


4 
i Tre -TEST 


Orbrtwsee 








TO HELP YOU SELL 





® For more information on these products and services 
use free post card on page 195. 


lustrations show, quickly and clear- 
ly, how to get the most out of a 
home workshop. Booklet is offered 
to the public for a nominal charge 
of 10¢ to cover handling and mail- 
ing costs. Toolkraft Corp. 

For more data circle No, 72 on postcard, p. 195 


Fishing Line Display 


New furnished line display card 
comes with No. 8 gold hook, sinker 
and about 20 ft of nylon monofila- 


“| 


ment line and double Snap-on- 
Bobber on plastic winder. They 
are mounted 12 to the card and 
are available with both %4 in. and 
1 in. bobber. Cards are mounted 
with an easel and are also suitable 
for hanging. Buckeye Bait Corp. 


For more data circle No. 73 on postcard, p. 195 


Line Level Display 

No. 555 line and surface levels 
now come individually enclosed in 
clear plastic tubes with “Columbian 
red” ends. Dozen levels are packed 
in box which opens to form counter 
display. Columbian Vise & Mfg. Co. 
For more data circle No. 74 on postcard, p. 195 


Cutlery Display 

New window and counter cutlery 
display is offered free with display 
assortment No. 115. Black and 
chartreuse display features two 
Frozen Heat magnetic cutlery sets; 


one forked, white-handled steak set 
in black wood block; and a 26-piece 
set of Bright Dawn tableware with 
black wood service tray. 
Cutlery Co. 


Robeson 


For more data circle No. 75 on posteard, p. 195 


Paint Remover Display 


Orange and blue floor mer- 
chandiser features Strypeeze semi- 
paste paint remover. Display also 
suggests the purchase of related 
items such as sandpaper, putty 


» SAVOGRAN 
Mrwpeere 6 
—_, > ay 


steel 
Display can be set up in a 
few seconds and will hold up to 100 
lb. of merchandise. 


knives, paint brushes, and 
wool. 


Savogran Co. 


For more data circle No. 76 on postcard, p. 195 


Power Tool Offer 


Complete electric portable power 
tool line is offered direct to dealers 
at a 40 pet discount. Called Pincor, 


the line includes 14 and 1% in. drills, 
drill kits, power saws, tilt saw at- 
tachments, vertical drill stands, 
bench saw tables, and accessories. 
Pioneer Gen-E-Motor Corp. 


For more data circle No. 77 on postcard, p. 195 


Ice Cream Freezer Display 


Counter merchandiser for Home- 
Aid ice cream freezer is available 


—. , 
«ey " 
4 


without cost. Unit is fully auto- 
matic. No hand-cranking, ice or 
salt is needed. Enterprise Mfg. Co. 
Of Pa. 


For more data circle No. 78 on postcard, p. 195 


Mouse Trap Package 

New 2-pack for Victor mouse 
traps is red, white and black pack- 
age with cut-out windows. Re- 
verse side of the package carries 


b The Sate, Easy Wey Catch Mice 


instructions and simple illustra- 
tions on proper baiting and setting 
procedures. Pack is prepriced at 
two traps for 15¢. Comes in car- 
tons of 72. Animal Trap Co. 


For more data circle No. 79 on postcard. p. 195 


Rifle Scope Folders 

Three new folders on the Bear 
Cub rifle scope line are now avail- 
able to dealers and jobbers on re- 
quest. Kollmorgen Optical Corp. 
For more data circle No. 80 on postcard, p. 195 


(Resume reading on page 14) 
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.--to sell it faster 


DISPLAY IT BETTER 


M & D builds strength into their fixtures. 


with of gees Hate Gare are 20: rags 
DISPLAY FIXTURES 
and ACCESSORIES 


Mr.Wayne R. Hudson of Valley Hardware, El Centro, California, 
has this to say about M & D Displays: 

“In appearance, there is, in our opinion, nothing available that 
is more pleasing. In installation, there is nothing easier or sim- 
pler...indicating very sound engineering. Their versatility 
makes possible many different arrangements with the same 
type of fixture. Perforated metal shelves and backgrounds en- 
able us fo instantly change displays anywhere without leaving 
any evidence of the previous arrangement.” 


GOOD REASONS 


TO STANDARDIZE ON M&D STORE FIXTURES 


Low-cost installation — greater 
flexibility. 

Easy -to-keep~-clean — boked 
enamel finish. 

Perforated metal shelving for 
fast, flexible binning. 
Perforated metal backing to 
accommodate clip-on hangers. 
Departmentalization with econ- 
omy of space. 

Stendardization of fixture width, 
length and height. 

Fast, economical store moderni- 


zation. 
@ A successful self-selection utility tool 


disployer. Note convenient storage bin 
in bock of lower display ponel. 

M & D Displays cre nationally repre 

sented by the largest wholesale hord Write for 

ware houses. iMustrated catalog No. 100. 





#D DISPLAY COMPANY 


_-—s«s71S SOUTH PALM AVENUE, ALHAMBRA, CALIFORNIA 





MODERN STORE EQUIPMENT 
THAT STOPS THE CUSTOMER—STARTS THE SALE 


5 A A A A A 
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IN BRIGHT 


COLORS 
without 


LON, OT RS rasace 


GLARE 
OR SHINE! 


Kyanize Lo-Sheen Bright Color, No-Shine Enamel is a tougn 
washable alkyd for walls, woodwork or furniture, indoors or out. 
Non-chipping, self-smoothing. 


A sensational “island” type merchandiser ts 
provided with each Introductory Assortment. 


| wiTH 


Ky 





For information write 
KYANIZE PAINTS, INC. 
Everett 49, Mass. 
Springfield, Ill. » Montreal, Canada 
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Tracy-Wells Co. Elects William P. Tracy 
Chairman; Charles O. Tracy, President 


William P. Tracy, associ- 
with The Tracy-Wells 


ated 
Co., wholesaler of Columbus, 
Q., for the past 47 years, and 
president of the company 
since 1924, was elected chair- 
man of the board of directors 
April 5. 
Charlies O. 
William 


Tracy, son of 
P. Tracy, and for- 





WILLIAM P. 


TRACY 


me! 
firm, 
succeeding his father. 
O. Tracy joined the 
pany 


of the 
president 
Mr. C. 


com- 


vice president 


was elected 


in 1932. 
Edward A. 
the 


has 


Brown, who 
company in 1938, 
served in several 
executive positions, including 
assistant general manager, 
was elected vice president. 
John E. Howell, who joined 
the company in 1933, 
served as 


joined 
and 


and has 
secretary since 
1947, was named treasurer. 
Harold K. Armstrong, for- 
merly a vice president of a 
hardware firm and a hard- 
ware buyer for Tracy-Wells 
since 1946, was named secre- 
tary. 

Joseph J. Steig, named as- 
sistant treasurer, has been 
the firm’s credit manager 
since 1945. 

The board of directors con- 
sists of Mr. W. P. Tracy, Mr. 
C. O. Tracy, Mr. Brown, Mr. 
Howell, Mr. Armstrong, Mr. 
Steig and Howard H. Koch, 
now semi-retired. 

Mr. Koch, oldest employee 





224 


of the company, with a record 
of 65 years of continuous 
service and a member of the 
board of directors since 1924, 
formerly served as secretary 
of the firm. 


——— 


L. Coffin Retires From 
Luthe Hardware Co. 


LeRoy E. Coffin, vice pres- 
ident of Luthe Hardware Co., 


wholesaler of Des Moines, 
lowa, has retired from the 
firm. 

Mr. Coffin joined Luthe 
Hardware in 1902. Two 


years later he was placed in 
charge of warehouse opera- 
tions at the company’s Ninth 
and Cherry location. In 1926, 
he was elected secretary and 
a year later, advanced to his 





LeROY E. 


COFFIN 


present position of vice presi- 
dent. 

Mr. Coffin had been a di- 
rector of Luthe Hardware 
since 1191S, 


Weldon Tool Elects 
Chairman, President 


The Weldon Tool Co., 
Cleveland, has elected Carl 
A. Bergstrom, chairman of 
the board; Walter C. Berg- 
strom, president, and Paul 
R. Hatch, executive vice-pres- 
ident. 





Resinite Sales Wholesale 
Post To S. Goodenow 


Resinite Sales Corp., Santa 
Barbara, Calif., has appoint- 
ed Syl Goodenow to act as a 
coordinating point in the 
wholesale organization for 
the sale of flexible sprinklers 
and garden hose in the south- 
ern half of the United States, 


including California and 
Texas. 
Mr. Goodenow has been 


with the Resinite Sales Corp. 
for three years. He has pre- 
viously acted as a direct liai- 
son with wholesalers with 
particular emphasis on Res- 


Henry Disston & Sons 
President; J. S. 


John D. Thompson has been 
elected president of Henry 
Disston & Sons, Inc., Phila- 
delphia, saw and tool manu- 
facturer. He had been execu- 


tive vice-president of the 
company for the last two 
years. 


Jacob S. Disston, Jr., who 
had been president since 1947, 
has been elected chairman of 


the board. He succeeds his 
cousin, S. Horace Disston. 
who is retiring after more 


than 55 years with the com- 
pany but who will continue 
as a director. 

Mr. Thompson spent 13 
years in the steel division of 
The Stanley Works. In 1940 
he became works manager of 
John A. Roebling’s Sons Co., 
Trenton, N. J., and in 1946 
he was elected vice-president 
of Roebling in charge of op- 
erations. He came to Disston 
as executive vice-president in 
1953. 

Jacob S. Disston, Jr., 
grandson of the founder, 
joined the company in 1927. 
After working in different 
departments he became vice- 
president in charge of sales, 
and in 1947 was elected pres- 
ident. 

S. Horace Disston started 
with the Disston company at 
the age of 18. After many 
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SYL 


GOODENOW 


inite Hose Week and 


Western promotional efforts. 


otner 


Elects J. Thompson 
Disston, Jr., Chairman 


years of experience in al! 
phases of the business he 
served as president of the 


company from 1939 until he 
was succeeded by Jacob S.., 
Jr., in 1947, when he 
elected board chairman. 


Was 


_ 


J. Wiss & Sons Elects 
New President, Officers 


J. Wiss & Sons Co., cutlery 
manufacturer of Newark, N. 
J., has appointed Richard R. 
Wiss as president. 

Mr. Wiss, previously exec- 
utive vice president of the 
firm, succeeds his father J. 
Robert Wiss, who died March 
9, 1955. The new president is 
the great-grandson of Jacob 
Wiss who founded the com- 
pany in 1848. 

Other officers appointed 
are Jerome B. Wiss, vice- 
president; Norman F. Wiss, 
Jr., first vice-president; Bur- 
dette E, Bostwick, vice-presi- 
dent; Frederick D. Wiss, trea- 
surer; Frederick W. Sinon, 
Jr., assistant treasurer; Ken- 
neth B. Wiss, secretary; and 
William S. Taylor, assistant 
secretary. 

In addition, Burdette FE. 
Bostwick and Frederick D. 
Wiss were elected to the 
Board of Directors. 
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B. Morley Honored By 
Liberty Distributors 


Burrows Morley, treasurer 
of Morley Bros., wholesaler 
of Saginaw, Mich., was hon- 
ored recently by Liberty Dis- 
tributors as the “Liberty 
Personality of the Year 
1954.” He was presented a 
citation by the Liberty Dis- 
tributors group at its spring 
meeting held April 9, at the 
siltmore Hotel, Palm Beach, 
Fla. 

The citation 
lows : 


reads as fol- 

“Because of his youthful 
courage, his forthrightness, 
his ever-willingness to im- 
part his knowledge to other 
members of this group, his 
merchandising imagination, 
his executive and managerial 
ability, but above all because 


DEALER BRIEFS: 





BURROWS MORLEY 


he is a real gentleman, Lib- 
erty Distributors — through 
its Business Management 
Committee—nominates as its 
‘Liberty Personality of the 
Year 1954’, Mr. Burrows 
Morley, Treasurer of Morley 
Bros., Saginaw, Mich.” 


Warner Hardware, Minneapolis, Minn., 
Retail Chain, Announces New Promotions 


Minn. 
Co. 


War- 
has an- 
nounced the following promo- 


tions: 


Vin rie apolis, 
er Hardware 


(,rovel Petersen, lst assist- 
ant manager of the St. Louis 
Park store, is to become man- 
ager of the Uptown store; 
Alan Briggs, 2nd assistant 
manager of the St. Louis 
Park store, is to become Ist 
assistant manager of the St. 
Louis Park store; Tom 
Zdechlik, salesman at the St. 
Louis Park store, is to be 2nd 
assistant manager of the St. 
Louis Park store; Gene 
Shomshak, salesman in the 
Downstairs Store at the Main 
Store, is to become assistant 
manager of the Crystal! store; 
William Seaberg, manager of 
St. Anthony store, to man- 
ager of the Signal! Hills store, 
when it is opened later this 
year; Don Maloney, 2nd as- 
sistant manager of the Rich- 
field store, to assistant man- 
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the Hills 


man- 


Signal 
Clarence Dahl, 
ager of the Northside store, 
to manager of the St. 
Anthony store; Ralph Glid- 
den, superintendent at the 
Main store, to manager of 
the Northside store. 


ager ot 


store: 


(cle nwood City, W ia. — The 
B & L Hardware held a 
(Continued on page 240) 


Townley Metal & Hardware Co. Building 


Three-Story Addition 


A 3-story addition is being 
built to the 5-story main 
office and warehouse of the 
Townley Metal & Hardware 
Co. in Kansas City, Mo., to 
provide space for consolida- 
tion of warehouse operations 
and for a new office. 

The project started with 
the removal of two old build- 
ings, and is to be completed 
by the end of the year. 

The cost will be about 
$500,000. The 55.000 added 
square feet will bring total 
space of this 71 year 
old hardware wholesale firm 
to about 220,000 sq ft. 


floor 


The present office space will 
be converted to warehouse 
area. All the additional space 
will enable the company to 
consolidate warehouse at 200 
Walnut St. and to speed the 
handling of orders. The com- 
pany now rents 20,000 sq ft 
of warehouse two miles from 
the main office for its kitchen 
equipment line. Another 
warehouse three blocks from 
the main office is used for 
overflow merchandise. 


Modernization of the ware- 
house started before the new 
addition begun. New 
bins and shelving have been 


was 


installed, aisles were widened 
» 4 _ 

and new lighting installed for 

arrangement of stock 

and for faster order picking. 


petter 


When the addition is com- 
pleted the old and new build- 





To Its Main Warehouse 


ing areas will be linked with 
a moving conveyor belt to 
handle merchandise. 

The new offices will be on 
the ground floor. 


Woodbury Hardware 
To Hold Open House 


Woodbury Hardware Co., 
wholesaler of Portland, Ore., 
will hold an open house, gift 
and toy show June 12-13, at 
its model store and display 
room with a buffet luncheon 
for the dealers and the deal- 
ers’ friends. 

The toy display room wil 
remain open every day until 
Christmas, and on Sundays 
by special appointment. The 
firm’s toy catalog will be 
ready for distribution at this 
time 

Andrew J. Holcomb, assist 
ant sales manager, will be in 
charge of the toy show and 
assisted by My- 
ron Brownless, toy buyer, and 
Glen Giesey, assistant buyer 

Scheduled to be discussed 
at the show is the Billy and 
Ruth toy promotion in which 
the company participates. 
Woodbury Hardware has dis- 
tributed 175,000 Billy and 
Ruth booklets in its area. 

Also 
sion 
copyrighted 


promotions, 


scheduled for discus- 
the company’s 
lay-away plan 
and direct mail campaign. 


will he 


New addition to warehouse of Kansas City hardware wholesale firm. 











Neal Made Nicholson 
Sales Vice-President 


Edmond A. Neal has been 
elected vice-president for do- 
mestic sales of Nicholson 
File Co., Providence, R. L 

Mr. Neal came to Nichol- 
son in 1939 from Devoe 
Raynolds, where he had been 
a sales analyst. After taking 


the Nicholson training 
course, Mr. Neal was as- 


signed to the Philadelphia 
area as a service engineer. 
Subsequently, he became 
sales representative in the 
Philadelphia area. In 1943 he 
was transferred to New York 
City and was made respon- 





EDMOND A. NEAL 


sible for sales in the Greater 
New York area. 

Brought to the home office 
in 1946, Mr. Neal was made 
sales promotion manager and 
then assistant director of 
sales. In these capacities he 
initiated new methods of ana- 
lyzing territory potentials 
and was responsible for 
many of Nicholson’s package 
promotions. Mr. Neal was 
made domestic sales manager 
in 1950. 

He is a graduate of Brown 
University of the Class of 
1936. 

Other new officers elected 
by Nicholson are Stanley 
Livingston, Jr., vice-presi- 
dent-operations; Charles E. 
Fogg, vice-president and sec- 
retary; E. Blair LeFevre, 
engineering; Bruce R. Zeiser, 
foreign sales; Hugo Merk, 
export manager; B. J. 
O'Neill, assistant secretary. 


- + ae oe 


New Wallace Hardware 
President Elected 


J. G. Wallace has been 
elected president of Wallace 
Hardware Co., wholesaler of 
Morristown, Tenn. He suc- 
ceeds his brother, Doyle M. 
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Wallace, who died March 19. 

Mr. J. G. Wallace has been 
associated with the firm since 
1922, as a salesman, and since 
1946, as vice president and 
sales manager. 


Ace Hardware Plans 
Summer Toy Show 


The Ace Hardware Corp., 
2355 S. Blue Island Ave., 
Chicago 8, Ill., will hold its 
summer convention and toy 
show June 5-7 at the com- 
pany warehouse. Charles B. 
McClaskey will be manager 
in charge of the show which 
will display a full line of 
toys, wheel goods and gift 
merchandise. There will also 
be business meetings. 


Seller Bros. Appoints 
Forbes Dept. Manager 


Paul Forbes has been ap- 
pointed department manager 
of Seller Bros. & Co., whole- 
saler, San Francisco, Gar- 
den and Hardware Depart- 
ments. He will be respon- 
sible for the buying and 
merchandising of these lines. 

Mr. Forbes spent 15 years 


in this capacity with the 
Palace Hardware Co.. San 
Francisco, and has been 





» 


PAUL 


a 


FORBES 


traveling in the Santa Cruz, 
Watsonville and Salinas 
Areas for Seller Bros., for 
the past three years. 


New England Carbide 
Appoints J. Tarvin 


John C. Tarvin will cover 
the Louisiana, Oklahoma, 
Arkansas and Texas, exclud- 
ing the Panhandle, territory 
for New England Carbide 
Teol Co., Cambridge, Mass. 

He replaces Harry F. Hess 
who died. Mr. Tarvin will 
handle sales of New En- 
giand’s masonry bits and 
carbide sharpeners for 
knives and scissors. 
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Birthday cake window trim 
Co., of Cleveland, Ohio, salutes the National Industrial 
Distributors’ Association and the American Supply & 
Machinery Manufacturers’ Association on their 50th an- 
niversaries celebrated during the recent Triple Supply 
Convention in Cleveland. Pattison supply is a charter 
member of the national distributors. 





Meshal Wells Canclion Cos.. Announces 








Pattison Supply Anniversary Tribute 








Executive Appointments; Hobday President 


John H. Moore, chairman 
of the board of Marshall- 
Wells Canadian Companies, 
has announced the following 
executive changes: 


R. A. Hobday has been 
elected President of Mar- 
shall-Wells Canadian Com- 
panies, succeeding H. M. 
Cullis, who plans to retire. 

Mr. Cullis has been with 
the Company for 38 years 
and has been president for 
the past three years. He is 
particularly well known in 
Alberta, having served 32 


years at Edmonton as sales- 
man, sales manager, and vice 
president and manager. 

Mr. Hobday started his 
hardware career with the 
Company 40 years ago and 
during that time has served 
in many capacities, including 
salesman, sales promotion 
manager, manager of Mar- 
shall-Wells Stores Div., and 
vice president and manager 
of the Winnipeg Branch. 

R. B. Sutherland, vice pres- 
ident and manager of the 
Calgary branch, has been 
elected vice president and 
manager of Marshall-Wells 
Company Limited at Winni- 
peg. Mr. Sutherland has been 
with the company for 32 years 
as salesman and buyer at 
Vancouver, manager at Sas- 
katoon, and vice president 
and manager at Calgary. 

H. A. Cummings, sales 
manager at Vancouver, has 


been named vice president 
and manager of Marshall- 


Wells Limited, Calgary. Mr. 
Cummings has been with the 
company 32 years. 

E. Seel, Marshall-Wells B. 
C. Limited, Vancouver, is be- 
ing transferred to Winnipeg 
head office merchandise 
supervisor of certain depart- 
ments, succeeding J. H. J. 
Sherwood, who is _ retiring 
after 48 years of service. 

R. G. Rock, formerly sales 
manager of Marshall-Wells 
Saskatoon branch, is being 
transferred to Vancouver as 
sales manager of that branch. 

G. J. Stevenson, Marshall- 
Wells Limited, Calgary, is 
being transferred to Saska- 
toon as sales manager. 

M. J. Culbert of the sub- 
branch at Lethbridge, has 
been transferred to Calgary 
as manager and buyer of 
certain departments and R. 
L. Gooder has been appointed 
Lethbridge branch manager. 


New Preway Manager of 
Heating Appliance Dept. 


Robert J. Sanderson has 
been promoted to manager, 
Heating Appliance Dept., 


as 


Preway, Inc., Wisconsin 
Rapids. 
For the past two years, 


Mr. Sanderson has been sales 
representative for Preway in 
Minnesota, North and South 
Dakota and Wisconsin. 
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GIANT, 4 PIECE 


CANISTER SET 


iii iil aie with SCOOP ROOM! 


Speedy Sprayer 
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® ABSOLUTELY RUST PROOF! 
® AMPLE SCOOP ROOM! 
® ROUNDED CORNERS! 


@ FULL CAPACITY! 
STOCK NO. 408A 





fy. 
MOLDED FOR A Lifetime OF USE 


Full measurements with additional room for 
scoop! Flour 554 lbs., Sugar 5% lbs., Coffee 
134 lbs., Tea 1 lb. Easiest to wash! Matching 
COOKIE JAR, No. 408C, same size as flour 
container. 


SELL THE ENTIRE MATCHING 
FEDERAL PANTRYWARE LINE 


The Up-to-Date Line! 


New design by Reinecke! 

New materials of strength and beauty! 
New Guarantee! 

Informatively labeled! 


New colors include Pink and Charcoal! 
Ge. 
y ys Dail 
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Write for cotelog ond prices NOW! Order 
from your Federal Jobber by number TODAY ! 


FEDERAL TOOL CORPORATION, Dept. HA-55 
3600 West Pratt Bivd., Chicago 45, Illinois 
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Branson 


Self-Seller 
Wail 
Cabinet 


Bramon se/f-seller Display Cabinet No. 157 
displays high speed jobbers length drills, not 
the cabinet. The answer to every drill merchan- 
dising problem. Crystal clear cover highlights 
the drills against pastel green background, 

© From any angle - Displays drilis best 

© Pilfer proof crystal clear cover 
e Controlied inventory storage rack 
© Supporting holes serve as drill gauge 


© Size and price legibly marked for every size 
¢ Quantities varied according to demand 


From your jobber or 


HENRY L. HANSON CO., Worcester, Mass. 











Group *"C"’ Gang oe Scien for pee 
Mail Bor Cotalog 


BOMMER SPRING HINGE CO. INC. 


nt: LANDRUM. SOUTH CAROLINA 








Adon Brownell Made 
Lockwood Vice-President 


Lockwood Hardware Mfg. 
Co. has elected Adon UH. 
Brownell vice president in 
charge of sales. 

Mr. Brownell joined Lock- 
wood in 1941, as general sales 
manager and has continued 
in that capacity until his re- 


ADON H. BROWNELL 


cent election to a vice presi- 
dency. 

Announced simultaneously 
was the appointment of Sam- 
uel Gilbert as sales manager. 
Mr. Gilbert has been with 


SAMUEL GILBERT 


Lockwood since January of 
this year. 

Prior to his joining this 
company he was genera! sales 
manager of Kwikset Sales 
and Service Co., of Anaheim, 
Calif. He has also served in 
a similar capacity with Grant 
Pulley and Hardware Co., 
Flushing, N. Y. 


—-, 


Russwin Completes 
Hardware Course 


An eight-week course for 
representatives of large dis- 
tribution firms in the coun- 
try has been completed by 
the Russwin School of Fin- 
ishing Builders’ Hardware at 
the Russell & Erwin Division 
offices in New Britain, Conn. 

Enrolled for the 320 hour 


— News of the Trade 





course were nine representa- 
tives of distribution firms 
and four members of the 
Russwin staff. 

The course covered such 
subjects as metals, finishes, 
schools of design, hardware 
for all types of buildings, 
reading blueprints, writing 
specifications, locks, latches, 
cylinders, keying, fire exit 
bolts, door closers, door 
stops and holders, butts and 
hinges, transposition, pric- 
ing and all phases incidental 
to contract hardware. 

Those enrolled for the 
course were: Miles Allen, Al- 
len Supply Co.; Edward S. 
Curran, Joseph C. Ryan & 
Son; John Heppeard, Kendal! 
Hardware-Mill Supply Co.; 
Fayette Aldrich, Knoblock 
Hardware Co.; Charles Deni- 
son, Denison, Inc.; Sidney 
Helliring, Carl Hellring & 
Son; Roland Damm, Damm 
Hardware Co.; Robert Hood, 
Smith Bros. Hdwe. Co.; and 
Charles Hogeboom Burke 
Lumber & Coal Co., Sioux 
City, lowa 

Also Robert Neurath, Wil- 
liam E. Fitzgerald, W. James 
Henry, and Stuart G. Peres 
of Russwin. 


Beaver Pipe Tools 
Post to Ned Dengler 


Ned Dengler, formerly as- 
sociated with the Sales Div. 
of Bingham-Herbrand Corp.., 
Fremont, O., has been ap- 


NED DENGLER 


pointed district manager of 
sales of Beaver Pipe Tools, 
Inc., Warren, O. 

Mr. Dengler’s territory will 
include Southern Ohio, Indi- 
ana, West Virginia and Ken- 
tucky. 


Winton Mfg. Moves 


Winton Mfg. Co. has mov- 
ed to new enlarged quarters 
at 5001-09 North Wolcott 
Ave., Chicago. 
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Hyde Merchandising 
Post To R. A. Burton 


Russell A. Burton has 
been promoted to director of 
merchandising of Hyde Mfg. 
Co., Southbridge, Mass. 

Mr. Burton will be respon- 
sible for the merchandising, 


RUSSELL A. BURTON 
promotion, advertising of all 
Hyde products and will as- 
sist in the development of 


new products and will direct 
styling and packaging. 


their 


Atlantic City Hardware 
Convention, Oct. 23-26 


The National 
Convention of the American 
Hardware Manufacturers 
Assn. and the National 
Wholesale Hardware Assn. 
will be held Oct. 23-26 at At- 
lantic City, N. J. Convention 
headquarters will be the 


Hardware 
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Marlborough-Blenheim Hotel. 

Arthur L. Faubel is secre- 
tary of the manufacturers 
association with offices at 342 
Madison Ave., New York 17, 
N. Y. Thomas A. Fernley, Jr., 
is executive secretary of the 
wholesalers association with 
offices at 1900 Arch St., Phil- 
adelphia 3, Pa. 


Sandvik Steel Divisions 
To Move In New Plant 


Sandvik Saw & Tool, Divi- 
sion of Sandvik Steel, Inc., 
will move into new head- 
quarters at Fair Lawn, N. J., 
very early this Spring. 

Sandvik Steel, Inc., sup- 
pliers of specialty’ strip 
steels, now is building a new 
85,000 sq. ft. plant in Fair 
Lawn, which will consolidate 
the company and its four 
divisions in one central lo- 
cation. 

Sandvik Saw & Tool, Divi- 
sion of Sandvik Steel, Inc.., 
has been located at 47 War- 
ren St. in New York City, 
and other divisions of Sand- 
vik Steel, Inc., were situated 
in two other locations in New 
York City. 

The new office and ware- 
house which the four divi- 
sions of Sandvik Steel, Inc., 
will occupy is located on a 
10 1/4 acre plot, allowing for 
future expansion. The build- 
ing itself is a modern one- 
story unit. 


A. J. Lobert Twenty-Five Years With Latkin 


A. J. Lobert, left, Lufkin Rule Co., Saginaw, Mich., sales- 
man is shown being congratulated by Lewis Barnard, Jr., 
Lufkin president, upon completion of his 25th year with 
the firm. He received an engraved watch to commemo- 


rate his long service. Mr. 


Lobert began his service in 


Pittsburgh, and subsequently served in many other ter- 
ritories, including the West Coast where he now resides. 
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WALLGRIPS 


NO MARRING OF WALLS 


Exclusive ‘outside’ wrench fits 
holes in collar and holds 
WALLGRIP if it turns while 
tightening—slips out automat- 
ically when WALLGRIP is set 











QUICK “KNEE ACTION” 
FOR EASIER TIGHTENING 


Wings expand with much less 
screwdriver torque. 


RIBBED WINGS FOR 
POSITIVE STOP 


Provides positive stop assur- 
ing a permanent installation 


EYE-LEVEL POINT-OF-SALE 
MERCHANDISER 


170 PIECE ASSORTMENT 


Attractively printed in 
black, red and white. Re- 
inforced metal corners. 
Stendard package on all 
sizes avotlable. 


RFERT 7 


*& STAR EXPANSION BoLt COMPANY. 











E-Z-DIG 


DIGS HOLES THE EASY WAY NATIONALLY ADVERTISED 

For Planting — Feeding Soil ee 

Watering Roots — Aerating 
Lawns — Many Uses. 


Just step on it, pull it up 
..and there's the neatest 
hole you ever saw in the 
soil. A hit at every major 
garden show during the 
last year. Digs up to 7” 
deep. Made of durable 18 
gauge welded steel tub- 
ing attractively finished. 


Advertised Selling Price 


$395 
1%" diameter $2.96 


1%" diameter 
hend size $1.96 


BETTER HOMES 
AND GARDENS 


FLOWER 
GROWER 


POPULAR 
GARDENING 








If your wholesaler cannot supply, write direct to: 


PROGRESS PRODUCTS, INC. 


‘3160 W. 32nd St. ° Cleveland 9, Ohio 
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Vacation Tip to Hardwaremen—Plan a 
Visit to Pioneer Village, Minden, Neb. 


If your vacation plans for 
this summer will bring you 
near Nebraska, make a note 


| now to spend some time at 
| Pioneer Village in 


Minden, 
Neb. 

Pioneer Village was built 
as a memorial to the pioneers 
of Nebraska and the midwest 


and contains a tremendous 
_eollection of all 


types of 
equipment that marked the 
and achievements of 
these pioneers. 

Conceived and founded by 
Harold Warp, sales manager 
of Warp Bros., Chicago., who 
is a native of Minden, Pio- 
neer Village is 132 miles 
west of Lincoln and can be 
reached by either U. S. 6 or 
Its entrance is on 


The items exhibited at Pio- 
neer Village give a picture 


of the life of an average 
_ American from the time this 
| country was founded, down 


to 1950. It contains full-size 


| reproductions of a complete 
| old general store, a railroad 
| depot, a sod house, 
| story collection of agricul- 


a two- 


tural equipment, a building 
of old kitchens, an old bar- 
bershop, a blacksmith shop, 
etc., etc. 

To a visiting hardware- 
man, the Warp museum will 
stir many memories of cus- 
tomers and merchandise of 
past years. A visit to Pio- 
neer Village will be a worth- 
while stop for any hardware- 
man’s vacation trip this sum- 


Salesmanship Course At 
Rochester Institute 


A course in retail hard- 
ware salesmanship is being 


conducted by the Rochester 


Institute of Technology Eve- 
Rochester, N. Y., 
Ro- 


chester Hardware Associa- 


| tion. 


The course is divided into 


| 15 sessions of an hour and 


forty-five minutes each. Dur- 
ing the first seven sessions, 
the subjects of Salesman- 


| ship, Merchandising Display, 
| Human Relations and Effec- 
| tive Speaking are presented. 
In the other eight sessions 
_ merchandising is discussed. 


Invitations to assist with 
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course have been ac- 
Pittsburgh Plate 
Black & Decker 
Mfg. Co.; True Temper Co.; 
Builders Hardware  Div., 
Stanley Works; P. & F. Cor- 
bin Div., American Hard- 
ware Corp.; and Swift & Co., 
to present such topics as 
paint and glass, portable 
power tools, garden tools and 
supplies, builders’ hardware, 
small electrical appliances 
and fertilizers and insecti- 
cides. 

Plans are being considered 
to offer additional courses in 
order to cover certain phases 
of hardware merchandising 
more thoroughly. 

Harland Muhs, secretary 
of the Rochester Hardware 
Association, acted as liaison 
between the RHA and the 
Institute in getting the 
course started. 


the 
cepted by 
Glass Co.; 


Gyro Brass Elects 
J. Russell President 


John J. Russell has been 
elected president of Gyro 


JOHN J. RUSSELL 


Brass Mfg. Corp., Westbury, 
L. I. 

Mr. Russell was 
vice president. 


formerly 


—-—-—_..__ 


New Inland Steel 
Sales Representative 


Perley F. Betts has been 
appointed sales representa- 
tive in Idaho, Oregon and 
Washington by Inland Steel 
Products Co., Milwaukee, 
manufacturers of steel build- 
ing products. 

Mr. Betts formerly served 
for six years as construction 
superintendent for Mont- 
gomery Ward & Company in 
a nine-state area out of 
Minneapolis, Minn. 
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| The most amazing lawn food ever made 
... and the easiest to sell! 








ONE FEEDING 
LASTS ALL SEASON 








ALL FOOD NUTRIENTS 
NEEDED FROM THE SOIL TO NOURISH FINE GRASS 








Recommend new Golden Vigoro complete lawn food uncondi- 
tionally! It’s a miracle of plant food research—made a new way 
(Pats. No. 2618546, No. 2618547, and others pending). Count on 
it for repeat sales year after year, repeated profits year after year. 
Get the full story from your Swift salesman now before the spring 
growing season. 


UNMATCHED ADVERTISING SUPPORT 
LIFE, POST, BETTER HOMES, and many more national magazines and 
gardening magazines—plus newspaper ads in large cities and cut- 
door billboards reaching millions. 


SWIFT & COMPANY 
Your best sellers in gardening supplies — The VIGORO Family of Gardening Aids 


Vigoro is a registered trade-mark of Swift & Company. Copyright 1065, Swift 4 Company 


DELUXE 


“oe of lene o 


Yes, with the exclusive Deluxe 


a“ 
seit ee by = 
Kleencut M-T adjustment you can set 
your shears anytime with a penny or a dime AG Xf Cet sorserns EF 
so that they feel just the way you like them! > 


And they can be easily adjusted to cut varying thicknesses 


7 ' < ’ — / 
cleanly and comfortably ...no more loose, sloppy blades! 
Deluxe Kleencut is your best buy in 
Tar” P - ’ . , 


scissors and shears! Look at these advantages: i 
Beautiful styling and finish, exclusive features, complete 
line, guaranteed quality, national advertising and “ m, 
bigger profit! Order Deluxe Kleencut Shears today. 


a % Uo alse ~y 


Here's the famous money-making Deluxe Kleencut Deal #1907 .. 
a complete shear department in one compact, handsome, blonde wood case. 
Quality guaranteed by the World's Largest Manufacturer of Scissors and Shears. 


RETAIL STRAIGHT TRIMMERS Retaiits. GARBER SHEARS Retail Ea. 


1120 7” Fully Nickel Plated...$1.98 ” Fully Nickel Plated $1.98 
VALUE $93.36 12C 8” Fully Nickel Piated..$2.25 365 7¥2" Fully Nickel Plated...$ 


1130 6” Enameled Handles 139 46 SEWING -& EMBROIDERY SCISSORS 

YOUR 1130 7” Enameled Handies... i 59 (Fully Nickel Plated) 

COST $56.02 1130 8” Enameled Handles. 169 3448S 4” Sharp Points $! 

BENT TRIMMERS 48S 5” Sharp Points $1 
5 


1340 8” Fully Nickel Plated...$225 3485 6” Sharp Points 
Lb nal $37 34 135C 8” Enameled Handies..$1.69 181 7%” Pinking Shear 


Order the new 27335 Replacement 4 pairs of each 48 pairs in ail 


Card. complete with 12 vom Delure D i 
am gee onl cow einn ergy tt Counter splay @ GET IT FROM YOUR JOBBER! 


KLEENCUT-Sheare you can cae 














_ 
14 


Only $14.00 


THE ACME SHEAR COMPANY +- BRIDGEPORT 1, CONNECTICUT 
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Architects and ~(CHICAGO)— 
Builders Specify § SPRINGHINGES 





@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


And the New Luxury Liner 
S.S. United States 


Every year more and more Architects 
and Builders are specifying Chicago 
Spring Hinges because they are care- 
fully designed with many superior 
features. They are smart looking and 
streamlined to harmonize with moderr 
architectural requirements. 


Type BU2001 


“Triplex” “Spring Hinges of Quality” 


Thicago Spring Hinae Co. 


1010 @F-0-4-40) © e-em 


THE 
AMAZING, 
SELF-CONTAINED 


SQUEEGEE-SPRAY y 


Combination 


FOR CLEANING 
WINDOWS OR 
SURFACE 


MIRRORS 
ANY SMOOTH 


Telela. Tiare be Telsle 


, oe)", eL@lct: 4 


2e)*a @ 4° FOR GENERAL USE 
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Thatcher Glass Appoints 
Merchandising Manager 


Samuel E. O’Connell has 
been appointed manager of a 
newly-created Merchandising 
Dept. of Thatcher Glass Mfg. 
Co., Elmira, N. Y. 

Also named as assistant 
merchandising manager is 
John T. Pollock, previously 
head of Thatcher’s Schedul- 
ing Dept. 

The new department is de- 
signed to provide a complete 
merchandising and sales pro- 
motion service for all 
Thatcher Glass Container 
and McKee Div. customers. 

Before coming to Thatcher, 
Mr. O’Connel!l handled all 
sales and merchandising pro- 
grams for Blue Boy Dairy, 
Inc., Rochester, N. Y. He also 
served as president of the 
Tercon Instrument Corp. and 
as vice president and genera! 
sales manager of the Monroe 
Gasket and Mfg Co. 


Weather-Proof Co. 
Expands Facilities 


The Weather-Proof Co.., 
Cleveland, O., manufacturers 
of aluminum combination 
windows and doors, has re- 
cently expanded its ware- 
house facilities to include 
seven major cities. 

The new warehouses are 
located in St. Paul, Kansas 
City, Mo., Rock Island, Indi- 
anapolis, Detroit, Camden, 
N. J., and Troy, New York. 

Complementing the expan- 





sion, the firm has also ac- 
quired a new fleet of stream- 
lined trailer-trucks. 


New Stanley Works 
Sales Appointments 


Kragge F. Kysor has been 
appointed sales manager of 
the garage hardware division 
and Lucius S. Knouse, sales 
manager of sliding door 
hardware of the Stanley 
Works, New Britain, Conn. 

For the past year, Mr. 
Kysor has been sales man- 
ager of the sliding door hard- 
ware division and previously 
had been company sales re- 
presentative in lowa, Nebras- 
ka, North and South Dakota. 
He succeeds the late G. 
Handley Wade. 

Mr. Knouse joined Stanley 
Works in 1929. In 1946 he 
was appointed sales manager 
of a Stanley subsidiary, Stan- 
ley Chemical Co., East Ber- 
lin, Conn. 

Noah McCrory, Jr. has 
been assigned the Oklahoma, 
Arkansas, North Texas and 
North Louisiana territory as 
a sales representative. He 
joined the company’s electric 
tool division last year. 

Also announced is the as- 
signment of Fred Miller as 
representative in Florida and 
John Hollfelder as represen- 
tative in South Carolina and 
Georgia. 

For the past several years 
both men have covered South 
Carolina, Georgia and Flor- 
ida. 


South Dakota Dealers Elect Benson 
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At left is H. T. Benson, Chester, S. D., who was elected 
president of the South Dakota Retail Hardware Assn. 
O. R. Baily, Sioux Falls, secretary-treasurer, is in the 
center, and at the right is E. S. Peterson, Bardley, new 


vice-president. 


Directors are Gordun Thune, 


Mitchell: 


Ed Stedronsky, Wagner; R. J. Good, Viborg, and R. C. 
Parsons, Redfield. 
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GALVANIZED WIRE STRAND... 


Guy wire for television antennae, clothesline, tie and 
binding wire, signal wire, emergency repairs, temporary 
enclosures—4 and 6 strand for electrical fences. 50’ con- 
nected coils and on spools. 


BURKS \) PUMPS 
and water systems 


= 


Potented KAM-ACTION Feature 


BURKS DECATUR PUMP CO. 


PUMPS 52 Elk St., Decatur 70, il. 
MAY IS NATIONAL WATER SYSTEMS MONTH 


Write for Catalog Folder 
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Now: Save on 
Shipping Costs 


UM 
ORDER STEEL AND ee 
RURAL MAILBOXES 


FAWSCO:® 


FREIGHT CHARGE - 


Y ONE des 
got ASSORTED SHIPM 


Fawsco now makes BOTH aluminum and steel rural 
mailboxes. Order both lightweight aluminum and 
heavy rust-resistant sheet steel boxes at one time, 
from one source. Orders processed within 24 hours 


No. 1} ALUMINUM RURAL 
MAILBOX 

18 and 20 gauge aluminum 

Packed individually or 6 to 

EACH 


No. 1 STEEL RURAL 
MAILBOX 


20 and 22 gauge steel 
Packed individually or 6 to 
a carton. Shipping wt EACH 


— 3 Ibs. 9 oz 


a carton. Shipping wt 
— 6 lbs. 8 ox. 


1 SIZES: Length 18-15, 16"; Width 6-1/4”; Height 8-13/ 16" 


NO. 2 SIZE STEEL AND ALUMINUM 

RURAL MAILBOXES IN PRODUCTION 

SOON. INQUIRE NOW FOR FUTURE 
DELIVERY 


FAWSCO MFG. DIVISION 
Cuychoga Falls, Ohio 


Pleose send me prices on rural mailboxes 
NAME 
ADDRESS 


CITY . STATE 


233 











Dearborn’s famous Cool Safety Cabinet gas space heater is your biggest 

winter profit-maker —— No. 1 in sales all over America 
summer comfort-makers can be your biggest profit-makers, too. They're 
Waded with features and they re loaded with quality They're highly competitive 
in price . . high in performance 
Dearborn line you carry Dearborn's reputation. best selling tool of all! 


om the market ef te ameningty 
low ore 


~  Dotllan Wine ite Dearborn por sales and profile the yor round 


‘Dearborn: 


1700 WEST COMMERCE, DALLAS, TEXAS 
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UP Sales and Profits 


in Tinware with 


nationally advertised 


MOULI LINE 


\ 





mae UL 


FACTURING CORPORATION 





KING SIZE 


We SALAD MAKER 
SUCCES + CHOPS ~ SHREDS + GRATES 





Godfrey Draws Winners 


of Glamorene Contest 


Glamorene’s ‘Bermuda Is- 
land House Party’ contest 
concluded with the drawing 
of the winning coupons by 
Arthur Godfrey. The 16 win- 
ners were Glamorene sales- 
men, dealers and their wives. 

They will meet at the St. 
Moritz in New York City on 
May 16, for a get-acquainted 
cocktail party, dine at the 
Latin Quarter, sleep over- 
night at the St. Moritz, 
breakfast, and then fly to 
Bermuda for a one-week, all- 
expense paid vacation. 

The winning salesmen 
were: Stan Kamin, Masback, 
Inc., N. Y.; W. Caplan, F & B 
Woodenware, Pittsburgh; 
Louis Fischer, Cantor Bros., 
N. Y.; E. L. Metzger, Leo 
Worthington Co., Cleveland; 
Ralph W. Kersey, U. S. 
Hardware, Los Angeles; Lee 
Hamblin, Strevell-Paterson, 
Salt Lake City; J. R. Alex- 
ander, Western Wholesale, 
Albuquerque; J. M. Williams, 
Jr., Orgill Bros., Memphis. 

Also, Joe Wynn, W. A. L. 
Thompson, Topeka; J. M. 
Frankenberg, Dependon, Chi- 
cago; Warren D. Arter, Jan- 


| ney-Semple-Hill, Minneapo- 


lis; Charles Janota, C. No- 
_vak, Chicago, Centre Hard- 


ware, State College, Pennsy!]- 


_vania; Garro & Son, Chicago; 
|I. Eisenstadt, Long Island; 


and J. M. Rosinek, Janney- 
| Semple-Hill & Co., Minneap- 


| olis. 
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John Davey Appointed 
RB&W Vice President 


John S. Davey has been 
promoted to vice-president of 
Russell, Burdsall & Ward 
Bolt and Nut Co., Port 
Chester, N. Y. 

Formerly assistant general 
sales manager, Mr. Davey 
has been associated with 
RB&W for 25 years. 


DeWalt Names Jal Aune 
District Sales Manager 


Jal E. Aune has been 
named a district sales man- 
ager for DeWalt, Inc., Lan- 
caster, Pa. 

Mr. Aune’s territory—de- 
signated the Milwaukee dis- 
trict—consists of the portion 
of Wisconsin south of Green 
Bay and the northern half of 
the state of Illinois, exclud- 
ing metropolitan Chicago. 
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His headquarters will be in 
Milwaukee. 

Prior to joining DeWalt, 
Mr. Aune from 1949 to 1954 
was Mid-Western district 
manager for Magna Engi- 
neering Corp. 





Dayton Pump Announces 
Sales Appointments 


The Dayton Pump and 
Mfg. Co., Dayton, O., has 
realigned its sales depart- 
ment, 

Frank G. Hickey, formerly 
Northern regional! sales man- 
ager, has been made assistant 
sales manager. He will be in 
charge of all sales and mar- 
keting activities except the 
direction of the company-em- 
ployed sales force in the 
United States. 

Richard B. Evans, for- 
merly sales office manager, 
will become district represen- 
tative in the Ohio-Indiana 
territory. 

Donald Paulson will take 
over O.E.M. and contract 
sales in addition to his re- 
sponsibilities as service and 
training manager. 


Cleveland Cap Holds 
Sales Meeting 


The Cleveland Cap Screw 
Co., Cleveland, O., was host 
to 40 sales representatives 
April 14-16 at a sales meet- 
ing held in Wade Park 
Manor. Those attending were 
from company warehouse of- 
fices and manufacturer’s re- 
presentatives who have as- 
signed territories on the Cle- 
Cap line of fasteners. 

Besides product and sales 
discussions, activities includ- 
ed a tour of the new Cleve- 
land Cap Screw factory near- 
ing completion at 4444 Lee 
Road. 


o---— —_ 


New McDonald Co. Plant 


More than 8000 people at- 
tended an open house recently 
at the new Sioux City, lowa, 
branch plant of the A. Y. 
McDonald Mfg. Co., Dubuque, 
lowa. 

The new building, com- 
pleted in the fall of 1954, has 
60,000 sq ft of floor space and 
is 207 ft long and 227 ft wide. 
Its offices and show rooms are 
completely air-conditioned. 

Special displays by more 
than 40 manufacturers were 
on view in the showrooms 
during the open house. 
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BETTER STORE 


FIXTURES 
FOR LESS 
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~ INTERCHANGEABLE—ADJUSTABLE 
“PEG PANEL BACKS” 
Write for catalog No. HAH TODAY 
W. C. HELLER & CO. 
MONTPELIER, OHIO 














m You can't miss with 


HILLBILLY HICKORY HANDLES!! 


No matter what league you're in, you're a broad- 
shouldered home run threat when you stock HILLBILLY 


hickory handles . . . the shock absorbing, double-tough 
Tennessee hickory handle that delivers guaranteed 
satisfaction for a surprisingly low price! 


WRITE TODAY FOR COMPLETE PRICE LIST 


HOLTHOUSE « HARTUP. iwc. 


WAYNESBORO, TENNESSEE 


makers of world-famous Hill Hickory Handles 
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Amazed at the PRICE? 
(You should be!) 


$2.A9 List 
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PATENTED 


Yet more 


amazing is the QUALITY of 


BEST-BORE 
POWER WOOD BITS 


eight piece set 
boring range 4" to 1” 

ruff ‘n tuff tempered blades 
blades and shanks replaceable 
bore end grain 
chrome lustre shank 
impulse packed display 
package 












Leading jobbers find 
“Best - Bore” Bits hard to 
stock — they sell so fast. 


A I SNELL DIVISION, 


PARKER 
WORCESTER 1, MASS. © U.S. A. 





MANUFACTURING CO. 





IDEAL FOR BENCH PIPE THREADING! 


SEND FOR THIS FREE BOOKLET! 


THE 


OSTER 


MANUFACTURING CO. 
Main Office and Factory: 
2068 E. 6lst S1., Cleveland 3, Ohio 
New York Factory Bronch Sales 
and Service, 25-36 Jackson Ave., 
Long Island City 1, N. Y. 


As a bench machine... asa 
portable machine, the No. 142 
Oster ‘Featherweight Champ” 
assures profitable pipe cut-to- 
sketch business. For detailed 
information on its construc- 
tion features, specifications, 
and time-saving advantages, 
send for your copy today. 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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Mev! WITH THE ELECTRIC 


BITZGO Drill Bit Holder attaches to cord in 
seconds, no tools needed. Bits cannot fall ovt. 
get lost or damaged, yet core ready for use at 
oll times 


BSITZGO is made of high quality rubber and 
securely holds and protects 13 bits 1/16" to %&". 
Bits will not spill out even if holder is 
dropped when open. 


a 


“TA 
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BITZGO is convenient and practical to 
use for the tradesman or the ‘‘do-it-your- 
self’ handyman. May be moved to ony 
convenient position on drill cord 


NOT AN ACCESSORY . 
NECESSITY! 


Your Bits Are Always Where 
You Went Them. 


Ask Your Jobber or Write Fer Detcils! 


THE DONART CO 
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individually Pocked 
& per Displey 


Dept. HS, 425 E. Plymouth Circle 
e Minneapolis 16. Minnesote 





Yale Lock Div. Moves 
Offices to White Plains 


The executive offices of the 
Yale & Towne Mfg. Com- 
pany’s Yale Lock and Hard- 
ware Div. has begun opera- 
tions in its new, air-condi- 
tioned quarters at 11 South 
Broadway, White Plains, N. 
Z. 

The central office facilities, 
formerly located at Stam- 
ford, Conn., and New York 
City, are being moved in 
stages to White Plains, as 
sections of the new four-story 
Plato Building are adapted 
for occupancy. 


New Clarke Sanding 
Sales Appointments 


Clarke Sanding Machine 
Co., Muskegon, Mich., has 
appointed James L. Fish as 
divisional sales manager of 
the San Francisco territory, 


JAMES L. FISH 


which includes the northern 
California area. 

For the past four years he 
has been connected with the 
company as divisional sales 
manager in the Denver 
branch. 

Gerald N. Cooper, former- 
ly a special field representa- 
tive, has been named to take 


GERALD N. COOPER 


over the divisional sales man- 
ager’s duties in Denver. 
William Leiston has been 
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WILLIAM LEISTON 


promoted from sales 
sentative to the divisional 
sales manager’s post at 
Clarke’s Buffalo branch. 


repre- 


J. H. DuBois To Head 
Sharon Hardware Sales 


Sharon Hardware Mfg. 
Co., Sharon, Pa., has ap- 
pointed John H. DuBois of 
Rochester, N. Y., as man- 
ager of sales. 

Mr. DuBois has been as- 
sociated with the construc- 
tion hardware business for 
years. Since 1948 he has 
served Sharon Hardware as 
a manufacturers’ agent in 
New York and Northwest- 
ern Pennsylvania. Succeed- 
ing him in this territory wil! 
be Robert Lewis Sears 

Mr. DuBois is a past mem- 
ber of the Empire State 
Builders Hardware Club, and 
New York State Retail Hard- 
ware Association. 


Corbin Cabinet Lock 
Sales Appointment 


Corbin Cabinet Lock Div., 
American Hardware Corp., 
New Britain, Conn., has ap- 
pointed Robert Peters in 
charge of sales of the Middle 
Atlantic territory. 

This territory comprises 
Delaware, Southern New 
Jersey, Washington, D. C.; 
Maryland and Pennsylvania. 

Mr. Peters joined the Cor- 
bin Cabinet Lock Div. at 
the conclusion of World 
War Il. In 1953, he was as- 
signed the Northwest terri- 
tory, comprising Washing- 
ton, Oregon, Montana and 
Idaho. 


Ekco Buys Kilgore 
Housewares Division 


Kilgore, Inc., Westerville, 
O., has sold its Plastic House- 
wares Div. to Ekco Products 
Co., Chicago. 
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W. H. Schlee, Inc. 


W. H. Schlee, Inc., Lock- 
port, N. Y., has assigned sev- 
eral new manufacturers rep- 
resentatives to handle its line 
of wood knobs. They are: 

J. K. Hughes, 2601 Noyes 
St., Evanston, Ill., in Peoria 
and North Illinois, Wiscon- 
sin and Minnesota. 

Howard W. Crosby, 309 W. 
Washington Ave., Kirkwood 
22, Mo., in Missouri, Kansas, 
Nebraska, Arkansas, and IIli- 
nois south of Peoria. 

Howard H. Jungkind, 277 
Broadway, New York 7, 
N. Y., in Northern New Jer- 
sey, Metropolitan New York, 
including Long Island. 

Larry Sebastian, P.O. Box 
2368, Orlando, Fla., in Flori- 
da, Georgia, North Carolina, 
and South Carolina. 

Taylor Roberts, 
Brozo St., Austin, 
Texas, Oklahoma, Louisana, 
Mississippi, Alabama, Ten- 
nessee, and Kentucky. 


Inc., 412 
Tex., in 


Sommers Co. Formed 


Neil A. Sommers has join- 
ed his father, A. B. Som- 
mers, manufacturers sales 
representative. 

They will operate under 
the name of The Sommers 
Company with headquarters 
at 813 Harvard Blvd., Day- 
ton, Ohio, specializing in 
hardware, houseware prod- 
ucts through the jobber. The 
firm will concentrate its ef- 
forts in Michigan, Indiana, 
Ohio and Kentucky, where 
Mr. Sommers, Sr., is well 
known. 


John H. Graham & Co. 
John H. Graham & Co.. 


Inc., manufacturers repre- 
sentative of New York, has 
appointed Gordon Astle to 


Jari Products Appoints 
Two Dealer Salesmen 


Appointment of Bruce 
Damberg and Frank Purcell 
to handle  direct-to-dealer 
sales in the mid-western 
states, has been announced 
by Jari Products, Inc., Min- 
neapolis, manufacturers of 
power lawn equipment. 
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the sales territory compris- 
ing Florida, Georgia, Ala- 
bama and Mississippi. 

Mr. 
Daytona Beach 
make this city his 
quarters. 


J. W. Masury & Son, Inc. 


John W. Masury and Son, 
Inc., Baltimore, Md., has ap- 
pointed Alvin S. Talman as 
sales representative in the 
Washington, D. C., metropol- 
itan area. 

Mr. Talman has had a 
number of years of experi- 
ence in the paint business, 
having been with several! na- 
tional manufacturers in var- 
ious sales capacities. 


and will 
head- 


Firm Changes Name 


Wm. P. Horn Co., manu- 
facturers representative, San 
Francisco, has changed its 
name and will now be known 
as W. & B. Stone Co. Head- 
quarters will be maintained 
in the Western Merchandise 
Mart, 1355 Market St., San 
Francisco. 


Harvell Mfg. Corp. 


Harvell Mfg. Corp., New 
York, has appointed three 
manufacturers representa- 
tives for its line of litho- 
graphed housewares. They 
are: 

Joseph Medeiros, 307 M & 
M Bidg., Memphis, Tenn., 
will cover Tennessee, Ken- 
tucky, Mississippi, Louisiana, 
and Arkansas. 

Gerry Springer, 79 Wel- 
lington St., West, Toronto, 
Canada, will cover Eastern 
Canada. 

H. Douglas Latter, 388 
Donald St., Winnipeg, Can- 
ada, will cover Western Can- 
ada. 


Mr. Damberg’s territory 
covers Minnesota, lowa, 
North and South Dakota, Ne- 
braska and Western Wiscon- 
sin. Before joining Jari Mr. 
Damberg was with an indus- 
trial heating concern. 

Mr. Purcell will be con- 
tacting Jari dealers in Iili- 
nois, Indiana, Michigan, Ohio 
and Kentucky. 
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Astle is a resident of | 


Profitable Fast Sellers 


GARDNER 
WEATHERSTRIP 


PACKAGED HOLDFAST 


Quickly and easily installed on doors 
and double hung windows. Treated 
felt on brass or white metal perfo- 
rated for nails . . . nails for installation 
included. Cartons are designed for 
effective display, to help make fast 
profitable sales. 

Also a complete line of packaged wool, 
hair and cotton felts in various quan- 
tities and lengths, is available to com- 
plete your weatherstrip line. 


BRONZE STRIP 


A double hemmed, top quality, 
spring-bronze weatherstrip that ts 
guaranteed to give effective ser- 
vice. Perforated for nailing, nails 
included. Packaged in 100-foot 
rolls; also im attractive transpar- 
ent boxes holding 17 or 20 feet, 
as illustrated. A profitable seller 


UNIVERSAL DOOR SETS—WINDOW SETS 


Gardner's No. § 
Universal Door Sets 
and No. 6 Window 
Sets (for double 
hung windows) are 
popular bronze 
strip items. Com 
plete including 
nails and instruc 
tions. 


DnoSPecll AND ZOLOQMIST 
TOP QUALITY WEATHERSTRIP 


Two quality zinc strips with treated felt 
(BROWN BEAR line includes a water-proof, 
rubberized fabric covering over the felt.) High 
weather-proofing qualities. Perforated for nail 
ing. Seven foot lengths in 7%", 1”, and 11/4” sizes 
Also furnished in door bottom sizes with oval 
perforations for screws. Door bottoms made of 
treated felt on brass also available in several 


weights. 
GASKET STRIP 


Economical, easily installed strip that has 
many uses. Three types: STORM SEAL, 
with cotton filler and covered with maroon 
rubber-coated fabric . FIRM-FLEX, 
with special core and reinforced tacking 
flange, covered with maroon rubber-coated 
fabric . and GARD-STRIP, a new 
tough vinyl plastic gasket strip. All 
shipped on reels or in smaller units. Tacks included. 


Order from Your Jobber or Write Us 
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Packed in neat 
individual cartons. 


1329 $0. CICERO AVENUE, CHICAGO 50, ILLINOIS 
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for those who want the VERY BEST — It’s 


“PRONEL” 


THE ARISTOCRAT OF PAINT ROLLER COVERS 


ee 9 = 


® Fabric Will Not Breck, Mot, or Separate in Use 
® Results in Much Smoother Paint Job 

® Greater Paint Carrying Capacity 

® Applies Water, Oil, Rubberized Paints 

® Easier to Clean to Like New Condition 

*® Outweors All Ordinary Covers 

® Good on Smooth or Rough Surfaces 


® Deluxe Lonel, Fortified with Nylon 


E-Z-PAINTR CORP. 


America’s Largest Manufacturer of Paint Rollers 
4051 S. |\OWA AVENUE MILWAUKEE 7, WIS. 





FOR 
SPORTSMEN 
and 
HOUSEWIVES 


OPENS UP 
NEW 
MARKETS 


GRIDDLE SIZE 
18°" «9'2"" 


Nationally Advertised in Sunset, 
Sports Afield, Outdoor Life 


THE NEW PAULSON-WARE Aluminum Griddles offer you dual market 
profits. For the home, these new griddies are used on kitchen range and 
borbecve grill. For the comper, they're supplied with iron legs, reversible 
for mounting over low or high open fires. 


Quolity-thick aluminum ond copper alloy griddies. Exclusive under -rib 
construction gives odded strength, prevents warping. No breaking-in. 
Easy to cleon. Hos broiler action over one or two burners. Adds new 
flavor ond zest to foods. 

GUARANTEED NOT TO WARP 

Wire or Write Today for Details 


. 
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News of the Trade- 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Republic Steel Kitchens 


Republic Steel Kitchens, 
Canton, O., has transferred 
four district representatives. 

They are: Robert A. 
Green, appointed West Coast 
representative to cover San 
Francisco, Salt Lake City 
and Reno. 

Cecil G. Mitchell, who will 
represent Republic Steel 
Kitchens in the Pacific North- 
west. 

Martin J. Conley, named 
Southern California district 
representative, serving that 
area and Arizona. 

Dean D. Voskuil, who will 
establish headquarters in 
Kansas City and cover Mis- 
souri, Nebraska and lowa. 


Shock-Rite Electric 


Shock-Rite Electric Fencer, 
Inc., has appointed William 
F. Ball, as its sales represen- 
tative in New York State and 
Pennsylvania. 

He was formerly associated 
with the American Fork & 
Hoe Co., Cleveland, and with 
The Wood Shovel and Tool 





Western-Winchester 
Sales Appointments 


Paul C. Barber has been 
appointed district manager in 
New England for the sale of 
Western-Winchester products 
of the Arms and Ammunition 
Div., Olin Mathieson Chemi- 
cal Corp., New York. 

Mr. Barber’s territory also 
includes Northern New Jer- 
sey, Eastern New York and 
Eastern Canada. He joined 
the company in 1940. 

Stanley F. Nicklas, Jr. has 
been named a salesman for 
Western-Winchester products 
in Eastern Pennsylvania. He 
was formerly a correspondent 
in the firm’s sales depart- 
ment. 


Columbian Vise Expands 
Manufacturing Facilities 


Expansion of its vise man- 
ufacturing facilities by addi- 
tion of a new 10,000 sq. ft. 
building at its Cleveland 
plant has been announced by 


Co., as district sales manager. 
Mr. Ball established himself 
as a Manufacturers’ Agent 
last year with headquarters 
at 503 Ivy Street, Elmira, 
N. Y. 


RPM Mfg. Co. 


Bill Doyle has been ap- 
pointed by the RPM Mfg. Co., 
Lamar, Mo., makers of power 
mowers, as a service repre- 
sentative. 

Mr. Doyle was previously 
employed as a representative 
of Canada Dry Ginger Ale, 
Inc. He will travel the North- 
west Central territory. 


Brooklyn Paint 

Brooklyn Paint & Varnish 
Co., Brooklyn, N. Y., has 
added two salesmen, Alvin 
Kitt and Robert Leary. 

Mr. Kitt has been assigned 
to the Brooklyn area; both in 
respect to existing company 
dealers and also to the solicit- 
ing of new ones. 

Mr. Leary will cover part 
of Bergen County, N. J., and 
the west side of the Hudson 
River area. 





The Columbian Vise & Mfg. 
Co. 

The new space consists pri- 
marily of an enlarged ware- 
housing area which will 
permit the carrying of sub- 
stantially bigger stocks. New 
sales department offices are 
also provided in a 2nd floor 
building wing. 

Addition of this new build- 
ing increases the total Cleve- 
land plant area to more than 
50,000 sq. ft. 


John O'Connell Joins 
Autoyre Sales Staff 


The Autoyre Co., Oakville, 
Conn., has appointed John 
O’Connell as sales represen- 
tative for Minnesota, North 
and South Dakota, lowa and 
parts of Wisconsin. 

Mr. O’Connell was former- 
ly with T. B. Allen, Inc., 
manufacturer’s agent, call- 
ing on wholesale hardware, 
electrical and drug jobbers 
in the Minnesota and Wis- 
consin area. 
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CASH IN ON THE 


YOURSELF” 
TREND 


Glueky says: 

“ROGERS GLUE is the 
Home Craftsman s Best 
Friend . - - and YOURS" 


ee 
ROGERS GLUE provides the Home Craftsman with gorilla grip 
—a ton of strength in every drop ... and a Clear—Uniform— 
Odorless Glue that means better projects, that are stronger, 
easier to finish with stain, shellac, varnish or paint. 
FOR YOU: 
National Advertising in outstanding publica- 
tions like, “POPULAR MECHANICS, POP. 
ULAR SCIENCE, POPULAR HOMECRAFT 
SCIENCE AND MECHANICS, SCIENCE 
ILLUSTRATED and HOME CRAFTSMAN 
informs customers and prospects that 
ROGERS, the best liquid fish glue, is 
available only through Hardware Dealers. 


Protect your customers—Protect yourself — 
Stock up on Rogers Glue. See your jobber 
today, or if he is unable to supply you 
with Rogers Glue, write us immediately. 


ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 





3,885 Ibs. and over Shearing 
Strength per Square Inch 





BEFORE YOU MODERNIZE 
GET ALL THE FACTS ABOUT 


Patent opplied for 


$ ONiy 
Available through your Retail 89600 
Write 


foday for complete information. 


STREATER INDUSTRIES, INC. 
(GliX-ORAMA) °° RING PARK, MINNESOTA 


@® STREATER’S INC. OF NEW YORK 
CHATHAM, NEW YORK: 
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Hardwore Associations. 


magnetic 
power 
latch 


for 


jheawier 





—————— MOST POWERFUL 
Tana PRICED 

*\'s 

.s 


: 


YET LOWEST 


. ‘Stareeiareriiieie . ¥ ¢ i Te tbhiaue 

e Powertu! 10 ib 
320 times the 
weiant Keer 
closet and 


a. ieisale 


firmly closed 
sagaing. AI: 
ed Tel eve 
metal cabin 
nome ortie 
o)T lal-melamele 
Patented” 

fast 
Fyclusiy 
Lastsi 

tO get Out OF 
Par xAaqged reac 
Tats © rF ippe ; 


tor 


VV RITE -O)R . IRTHER 
INFORMATION TODAY 


/ , 


HEPPNER 


SALES COMPANY - ROUND LAKE, ILLINOIS 


Specialists in Magnetic Devices 
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DEALER BRIEFS 


(Continued from page 225) 


grand opening on Saturday, 
March 19. During the activ- 
ities on Saturday, free coffee 
and doughnuts were served 
all day and evening. There 
was also an awarding of door 
prizes. Owners of the store 
are Orrie Brettingen and 
Selvin Lee, who bought the 
Bullis Hardware February 1. 


Davenport, la. Prepara- 
tions are nearly complete 
for the opening of the Den- 
niston and Partridge Co. 
lumber and building mate- 
rials business on Brady 


Doyle M. Wallace 
Doyle M. Wallace, 
president and 
Wallace Hardware Co., 
wholesaler of Morristown, 
Tenn., died Mar. 19 
Beginning his career 45 
years ago as a stock clerk 
for the former C. E. Baylor 


62, 


treasurer of 


DOYLE M. WALLACE 


Co., he became a salesman 
in 1915. When Whittaker- 
Holtsinger Co. was organized 
in 1922, he traveled until 
1932, when he became 
President. 


The firm name was 


changed to Wallace Hard- 
ware Company, Inc. in 1944. 


Charles L. Schwartz 


Charles L. Schwartz, 79, 
president of the Lee Hard- 
ware Co., wholesaler of Sa- 
lina, Kans., died April 10. Mr. 
Schwartz and his brother, the 
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Street road. The firm, with 
headquarters in Newton, has 
been in business more than 
60 years. Don Wisgerhof is 
the manager. 


Marshfield, Wis.— The 
Dickof & Radtke store at 319 
S. Central Ave. has changed 
its name to Ace Hardware 
under its new affiliation with 
the Ace Hardware Corp. of 
Chicago. A grand opening 
event was held. 


Wharton, Tex. —Formal 
opening of Cozier’s Wharton 
Hardware was held March 
10-12 in the new location at 


OBITU 


late Norbort Schwartz, were 
among the founders of Lee 
Hardware. 

Surviving are Mr. C. L. 
Schwartz’s widow, Ethel M. 
Schwartz, three daughters 
and a son, Albert J. Schwartz, 
vice-president of the Lee 
Hardware Co. 


George H. Fisher 


George H. Fisher, George 
H. Fisher Co., manufact- 
urers’ agents at 401 Broad- 
way, New York City, died 
May 1, following a short ill- 
ness. He had been active in 
the hardware business for 
49 years, having operated his 
agency since 1919. He was a 
Past Chief Booster of the 
Hardware Boosters. 

Survivors include his son, 
and business associate, 
George A. Fisher. 


Samuel E. Epstein 


Samuel E. Epstein, 69, 
West Orange, N. J., hard- 
ware dealer for 36 years, died 
March 31. The store was lo- 
cated at 283 Main St. 


John E. Velde 


John Ernest Velde, 72, 
president and treasurer of 
Velde, Roelfs Hardware Co., 
Pekin, Ill., died April 1. 

Mr. Velde was a member 
of the firm for almost 54 
years. He was a 50 Year 
Club member of the Illinois 
Retail Hardware Association. 


the corner of Fulton and 
Milam. Mr. and Mrs. David 
D. Cozier are owners of the 
firm. 


Mount Union, Pa.—D. C. 
Goodman and Sons Co. op- 
ened a new, modern hard- 
ware store, located at 
Shirley and Division Streets, 
on March 25 and 26. 


Knoxville, Tenn.—W. W. 
Woodruff Hardware Co. 
marked its 90th year with 
an anniversary sale recently. 
The store was founded in 
1865 by Capt. W. W. Wood- 
ruff. 


ARIES 


Charles L. Turner 


Charles Lincoln Turner, 59, 
an officer of the Buffalo Bolt 
Co., Buffalo, N. Y., for 16 
years, died April 14. He had 
been in ill health for three 
years. 

Mr. Turner served as vice- 
president of Buffalo Bolt and 


CHARLES L. TURNER 


headed its sales department 
for many years. 

Mr. Turner was a member 
of the Industrial Fasteners 
Institute and served as its 
vice-president in 1947-48. 

He joined the company in 
1939 as comptroller. Later he 
served as vice-president in 
sales and vice-president in 
sales of the Buffalo Eclipse 
Corp. 


Charles T. Bowen 


Charles T. Bowen, former 
traveling representative of 
Griswold Mfg. Co., Erie, Pa., 


HARDWARE AGE, MAY 12, 


Cobleskill, N. Y. In 
celebration of its 20th an- 
niversary, Selkirk Hardware 
held a three-day open house 
on March 31, April 1 and 2. 
Many gifts were awarded 
including a free trip to Ber- 
muda for two. The store was 
remodeled for the occasion. 


Oklahoma City, 
The W. J. 


Okla. — 
Pettee Co., hard- 
ware firm with nine stores, 
been sold to Paul W. 
Davis and Luther T. Dulaney, 
executives of Dulaney’s Man- 
ufacturers and Distributors, 
by William J. Fugitt, grand- 
son of the chain’s founder. 
The nine stores will continue 
their present line of mer- 
chandise. 


has 


died recently at his West 
Palm Beach, Fla., home. 
Mr. Bowen retired from the 
company last September. In 
addition to other business and 
social activities, he was a 
charter member of the New 
York Housewares Club. 


Charles W. Hamilton 


Charles W. Hamilton, 48, 
industrial engines sales man- 
ager, Lauson Co., New Hol- 
stein, Wis., died Mar. 30. 

Prior to joining the Lau- 
son Mr. Hamilton had 
been sales manager of the 
Clinton Machine Co., Clin- 
ton, Mich., and sales manager 
of Novo Engine Co., Lans- 
ing, Mich. 


Hugh |. Glazier 


Hugh I. Glazier, 69, for- 
mer sales representative for 
Inland Steel Products Co. in 
Texas and Louisiana, died 
Feb. 8. 

He represented the com- 
pany for 13 years, retiring 
in 1951. 


E. A. Sherrod, Jr. 


Edgar A. Sherrod, Jr., At- 
lanta, Ga., representative for 
Carter Hough, Jr., and As- 
sociates, factory representa- 
tives of Jacksonville, Fla., 
died Mar. 18. 

He had been in the paint 
and hardware field fer more 
than 30 years. This includes 
service as paint manager for 
S. B. Hubbard & Co., Jack- 
sonville, and Pinello’s Hard- 
ware, St. Petersburg. 


Co., 


1955 





HA Photo Angles 


A report 

in pictures 
of events 

in the trade 


~ AY 
The happy youngster above is Butchie Fay of 56 Game 
wood Rd., Levittown, Pa., selecting $500.00 worth of 
merchandise from the Supplee-Biddle-Steltz showroom 
in Philadelphia. Butchie won a contest carried on a loca! 
TV station. Joan and Jean Crane, stars of the TV show. 


assist Butchie as Albert Luzzato, Billy and Ruth and 
Liberty Retail Store dealer in Fairless Hiils, Pa looks on 


ia 
An open house was held re 2 > of 
cently by E. Rabinowe and 


Co., wholesaler of Middle- 
town, Conn. More than 600 
dealers, their families and 
sales people attended. Sixty 
manufacturers had exhibits. In 
addition to viewing the dis 
play, all visiting dealers par 
ticipated in daily door prizes 
and other merchandise prizes 
Visitors were served buffet 


lunch 


The luncheon session of the Shapleigh Hardware Co., Dealer tives talked to various groups. The same meeting was held 
Plan Customer meeting held at the Congress Hotel, St by Shapleigh, St. Louis, wholesaler, on April 23, for the 
Louis, April 24. During the day, manufacturers representa beneht of nearby salesmen 
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Packaging Will Play a Key Role in Hardware 
In the Future, Packaging Conference Is Told 


The hardware business is on the 
threshold of tremendous change 
in which packaging will play a 
major role, James R. Thompson, 
president of Stambaugh-Thomp- 
son Co., Youngstown, Ohio, told a 
meeting of the American Manage- 
ment Assn. at the National Pack- 
aging Conference held recently at 
Chicago. 

Mr. Thompson spoke at a meet- 
ing devoted entirely to hardware 
packaging problems. Joseph E. 
Simon, secretary-treasurer of Key- 
stone Brass & Rubber Co., Phila- 
delphia, presented the manufac- 
turer’s side of the problem on this 
program. Chairman of the ses- 
sion was Paul L. Cosgrave of Cos- 
grave & Associates, management 
consultants of Millburn, N. J. 

New fixture designs and new 
shopping habits demand a new 
packaging concept for hardware, 
Mr. Thompson said. While some 
progress has been made, the sur- 


March Sales Increase 
For Mail Order Houses 


March volume for the nation’s 
two biggest mail order houses was 
up substantially over last year. 

Sears Roebuck & Co. reported 
March sales of $242 million, high- 
est in company history for the 
month. The volume showed a 15 
pet gain over March, 1954, sales of 
$210 million. 

Montgomery Ward & Co. had 
March sales of $76 million, up 13 
pet from the previous year’s $67 
million for the month. This was 
the largest year-to-year monthly 
percentage gain for Montgomery 
Ward since February, 1951. 
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face has barely been scratched, he 
added. 

Mr. Thompson emphasized the 
importance of field research in de- 
signing packages in order that 
proper recognition is given to the 
consumer’s angle, the _ dealer’s 
needs and the wholesaler’s re- 
quirements. 

Among the points 
Mr. Thompson’s remarks were: 
more study should be given to 
quantities in a package to mini- 
mize broken packages; the package 
design should simplify pricing of 
the item in a store; complete iden- 
tification of the item should ap- 
pear on both the carton and the 
unit package; sizes of cards should 
be kept as small as possible; in- 
structions should be written in less 
technical terms, with more how-to- 
do-it sketches used. 


stressed in 


Minimum retail sale goes up 

Mr. Thompson said that his ex- 
perience indicated that a minimum 
retail sale of 15¢ was preferred 
over the 10¢ minimum. 

Fasteners are in special need of 
attention, he told the conference. 
Handling small, loose quantities 
is extremely expensive. In addi- 
tion to small assortments, the 
Stambaugh executive recommended 
study of the possible need of 
larger assortments for the do-it- 
yourself hobbyist. Wiring devices 
also are in need of attention from 
the packaging viewpoint, he said. 

Mr. Thompson summed up the 
requirements of a good package in 
this fashion: the customer must 
be able to see the merchandise 


without opening the package; the 
package must be designed so that 
it can be used on a counter or 





hung on a rack; information and 
price must be clear and prominent. 
Considerations involved in pack- 
aging hardware items with the 
vacuum formed process were dis- 
cussed by Mr. Simon of Keystone 
Brass & Rubber. He pointed out 
the requirements of a good trans- 
parent package and outlined the 
steps taken by Keystone in de- 
veloping Vista-Pak packaging for 
the company’s line of plumbing 
items. 
In a summary of the discussions, 


Mr. Cosgrave pointed out that 
competition today makes better 
packaging essential in hardware 


stores. Merchandise that sells it- 
self and takes the least amount of 
space, will get the best reception, 
he said. 

Packaging for hardware stores 
poses some challenging problems, 
but this new frontier will pay big 
dividends for those who meet the 
new needs, Mr. Cosgrave concluded. 


First Quarter Recovery 
Led by Retail Sales 


(Continued from page 14) 


sonally adjusted sales aggregate 
of $15 billion which rounded out 
the largest first quarter on rec- 
ord,” the Commerce Department 
report states. 

“An outstanding Christmas sea- 
son at retail stores and continued 
high consumer demand in subse- 
quent months, has been a major 
element acting to broaden the re- 
covery and to spread a more opti- 
mistic business sentiment. 

“These developments have re- 
sulted in a reappraisal of inven- 
tory policy and an ending of the 
pressure for liquidation. 

“In the first quarter of this year 
retail sales were at a seasonally 
adjusted rate 2 pct above the pre- 
ceding quarter and more than 7 
pet above the 1954 low. 

“Among the factors, other than 
the strength of consumer income, 
operating to make retail trade the 
bellwether in the recovery was an 
increase in promotional activity by 
business firms. This extra sales 
drive pervaded the entire field of 
retail distribution.” 
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, SCLST SELLERE 


IN HOME ICE CREAM FREEZERS 
Quick turnover products with proven sales 


appeal and backed by nearly a century of 
manufacturing “know how’. Not just a seasonal 
item. Porter home freezers will move 










Get your share of the profitable home 
ice cream freezer market! 


















off your shelves the year around. 


x 


HUSKY 
A guoranteed, hand 





















operated freezer. 





DOLLY MADISON 


Electric freezer with ex- 






Finish in blue en- 


ELECTRIC ICE CREAM FREEZER amel, solidly con- 
structed, the Husky 





clusive “Twist Lok” fea- 





A new and sensational electric freezer. No ice ture. Simple, efficient 

























.no salt... Works in freezing compartment is made in 2, 4 and operation. 2, 4 and 6 
of almost any electric refrigerator. Makes 2% 6 quart capacities. quart capacities. 
quarts of good old fashioned — 
ice cream. —_ a The 

THE WORLD'S LARGEST MANUFACTURERS : MANUFACTURED BY VE/- ilo Coytovilin 
OF HOME ICE CREAM FREEZERS aS OTTAWA -« ILLINOIS 











A bar for every purpose, a price for every purse 


KIMBLE GLASS BARS 


You carry a quality line sizes and styles to fill every customers Don't dela place your order today 
with a quantity demand need. They are designed to give the with your wholesaler or write for one 
when vou stock Kimble maximum of consumer value but nearest vou. Address Kimble Glass 





Glass Towel Bars. priced to stimulate sales and give you ompany, subsidiary of Owens- 
Thev are made in a wide range of high profit margin. Ilinois. Toledo 1. Ohio. 


KIMBLE GLASS BARS Owr ENS- -[LLINOIS 


AN (I) PRODUCT GENERAL OFFICES - TOLEDO 1. OHIO 
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Residential Construction for March Sets Record 


And Building Boom to Continue Through Summer 


F. W. Dodge Corp. reports that 
March contract volume for resi- 
dential construction in the 37 
states east of the Rockies set a 
new high for any month in Dodge 
history, reaching almost $1 bil- 
lion. 

The March figure came to $989 
million, up 33 pet over February 
and 48 pet higher than March of 
last year. 

Construction contracts in all 
categories, according to the Dodge 
tabulations, rose to a record $2.134 
billion for March. 

“It becomes virtually certain,” 
says vice-chairman Thomas S. Hol- 
den, “that construction will con- 
tinue at a high rate of activity 
well into or through the summer. 

“However, while current records 
are rather spectacular in compari- 
son with those of the past, they do 
not appear to be out of line with 
the current needs of our fast- 
growing economy. 

“Even more significant than the 


March figures alone is the fact 
that our total for the first quarter 
($5.220 billion) was 34 pct ahead 
of the first quarter of 1954. 

In the opening quarter of 1955, 
residential contracts amounted to 
$2.424 billion, up 48 pct over the 
like period of last year. 

For the same three months, non- 
residential volume totaled $1.858 
billion, up 26 pct, while heavy en- 
gineering contracts came to $938 
million, or 19 pct higher. 


Water Systems Reach 
Second Highest Peak 


Estimated factory shipments of 


domestic water systems in 1954 
totaled 726,456 units, the second 
highest yearly output on record, 


and were valued at $72.1 million by 
manufacturers. 

The Bureau of the Census, U. S. 
Department of Commerce, reports 
that this represents an increase of 








3 pct over the 702,051 units shipped 
m 1953. 
Data on 1954 shipments are pre- 


liminary. Final figures are to be 
published as part of the Census of 
Manufactures for 1954 which is 
now being taken. These data are 
based on reports from 90 manufac- 
turers of farm pumps, domestic 
water systems and related equip- 
ment. 

Deep-well systems, excepting sub- 
mersible types, accounted for 43 
pet of the number of units and 45 
pet of the value of shipments for 
A total of 48,593 sub- 
mersible units was shipped. Shal- 
low-well units amounted to 366,- 
982 units, or 50 pct of the total. 

Shipments of miscellaneous types 
of domestic pumping equipment, 
hand and windmill 
pumps, pump jacks, cylinders and 
windmill heads and towers were 
valued at $5.4 million in 1954, an 
increase of 2 pet over 1953. 

Factory shipments in February 
were 47,528 units, valued at $4.5 
million. This is a decline of 4 per 
cent from January shipments. 


the year. 


including 










“Mr. Blister” is fast, safe . . 


ing element gives 1000°F. . . 


guaranteed for 1 year. Flexibility 
of putty knife operation is impor- 
tant feature. See your wholesaler 


— hardware, paint or marine. 


THE B A&A L TOOL and MACHINE CO 
28:35. Eee: CONNECTICUT 


it’s &4¢¢ to sell 


"MR, BLISTER” 


THE ELECTRIC PAINT REMOVER 


“DO-IT-YOURSELF” PEOPLE LIKE IT 
NO ATTACHED SCRAPER (use putty knife) 
ALSO REMOVES WALLPAPER... PUTTY 


. no open flame. Heats, 
blisters paint, easily scraped to bare wood surface 
with putty knife on flat, curved surfaces; with wire 
brush from moldings; with knife for cleanly remov- 7 
ing wet, steamed wallpaper. Perfect job for boat wood Y Ay 
surfaces. Used indoors or out. Heat- ) 





COLORFUL 
INDIVIDUAL 
DISPLAY BOXES 
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yo 
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RETAILS AT 


*10.95 
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easy to 


- easy to 


easy to 
LOAD .’.. USE ..'. SELL! 


<4 BA COMBINATION 
| Caulking Cartridges 


With hole-in-top for With plastic nozzle 


metal nmorzle guns supplied for other guns 


A plastic nozzle supplied with each cartridge of 
non-hardening, non-staining CALBAR Caulk 
makes it adaptable to every type gun on 

the market. Compare . . . super-elastic CALBAR 
Caulk is a quality product! Ask your jobber. 


CALBAR PAINT & VARNISH CO. 


alelalthiclaitla-14 Meh mela alalidel Mt ddeleltlal 





. 
QS 
5/0” STAPLE 
2 Cenducter 14 


3 Cenducter 14 











‘We're telling most everyone 
it mends most anything! 


aifor home 
%, OL. or 


Used byt 
makers. 'de 
and office. In 
9% O02. Sizes: 





McCORMICK IRON GLUE 


THE GLUE WITH MORE STICKING POWER—SELLING POWER! 
Featured in year-round advertising in 
i] 7 f POPULAR POPULAR 
MECHANICS SCIENCE 
Make this pre-selling ad campaign work for you. 
Stock both regular %-oz. and 2'4-oz. economy size. 


McCORMICK & CO., INC. Baltimore 2, Maryland 





PRICES 
% Leg 
Length 7/8” STAPLE 
$2.25 2 Conductor 12 | ‘OR 
» Leg 3 Conductor 12 
Length 
$2.50 


Packed iM 
~~ 
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CUTS COST 
OF STAPLING 
NON-METALLIC SHEATHED CABLE 
BY AS MUCH AS 50% 


La 
¥) 


The safest, most efficient stapling tool, ever devised for electrical 
wiring men! No danger of damaged wires or short circuits with special 
BUILT-IN GROOVE GUIDE at base of tacker. Self-feeding, automatic 
action permits user to staple-tack at his own rate of speed. One-hand 
operation frees other hand to balance self or steady object being 
stapled. it all adds up to considerable savings of time, money and 


effort on electrical wiring jobs. Be among the first to cash in 


ORDER THRU YOUR JOBBER! 


MRROW FASTENER ['0../NC. 
ONE JUNIUS STREET, BROOKLYN 12,N. Y. 





PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters threugheut ... built to give 
years of good service, 


“ARMSTRONG BROS.” drop forged Pipe 
Catters are built for lifetime service with 
l-pleee drop ferged steel heat treated bedy 
and « replaceable hardened steel nut te 
take wp the wear and thrust te handle serew. 
Used either as I-wheel (with 2-rollers) or 
S-wheel (for close quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from epecial alley teol 
steel properly heat treated. 
eut rapidly and easily, held their 
keen edge. 


ARMSTRONG BROS. TOOL CO. 


‘The Teel Hetder Peepie 


5214 W. ARMSTRONG AVENUE + CHICAGO 30, LL. 











BLAIR Model 66 
21” Power Mower 


Also available: 18” Reel Power Mow- 
ers, Blair Rotary Mowers, and a full 
line of fine hand mowers. 

If it's made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7 449 
Springfield 7, Mass. 








Ekco Products Buys 
Kilgore Housewares 

The plastics housewares divi- 
sion business of Kilgore, Inc., 
Westerville, Ohio, has been pur- 
chased by Ekco Products Co., of 
Chicago. 

Equipment, supplies and inven- 
tory of Kilgore’s “Shel-Glo” line 
are included in the purchase. 
Products include a line of mixing 
bowls, refrigerator dishes, dairy 
dishes, picnic sets, dinnerware 
sets, patio sets, tumblers, fruit 
juicers, water canisters and so on. 

Kilgore products such as toy 
cap pistols, toy paper caps, avia- 
tion and marine flares, and sig- 
nals and military pyrotechnics 
were not included in the sale. 

The purchase, Benjamin A. 
Ragir, Ekco president, points out, 
will enable the company to manu- 
facture a broad line of plastic 
housewares. 


Department Store Sales 
Drop 13% in April 


Department store sales in the 
United States for the week ended 
April 16 fell 13 pct below the like 
1954 week, reports the Federal Re- 
serve Board. 

The drop reflected in part the 
earlier Easter this year. A de- 
tailed breakdown of store sales 
follows: 


District 
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Philadeiphia . 
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Maytag Manufactures 
9 Millionth Washer 


Maytag Co., the world’s leading 


manufacturer of washing ma- 
chines, has produced its 9 mil- 
lionth washer which it presented 
to a stockholder at the annual meet- 
ing in Newton, Ia. 

Between April, 1953, and March, 
1955, the firm turned out 1 mil- 
lion automatic washers. It pro- 
duced its first washer in 1893. 








FIRST CHOICE 
FOR FAST SALES 


Premax stamped and embossed let- 
ters and figures are designed for high 
legibility and long, weatherproof 
service to make them customer fav- 
orites. Available in a _ variety of 
sizes and designs to meet every house 
numbering and marking need. Many 
assortments packed in compact, sales- 
building counter displays. Ask your 
jobber or write 


PREMAX PRODUCTS 


Div. Chisholm-Ryder Co., Inc. 
5548 Highland Ave., Niagara Falls, N. Y. 

















es 


THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’ 


a y: 
Ste on 


posit | 
Dies and (St 
Templates) 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
clrency and accuracy. 


Write for full int ormatiea 


THE DYKEM COMPANY 


Established 1920 
23058 North 1ith Si. + St. Lewis 6, Me. 
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TAKE THE CD WAY TO 


BIGGER BARBEQUE PROFITS! 


DELUXE 4-in-1 BAR-B-Q KIT 
Finest “‘pockoge’’ in the nation! Re- 
inforced carrying cose with handles 
contains 9” x 16” (20 ga) steel! grill 
with folding legs, ful! pint ‘‘Sure- 
Fire’’ chorcoal lighter fluid, 52 beg 
KINGSFORD hardwood chercoai 
briqvets. 


sar 5° 


STANDARD 4-in-1 BAR-B-Q KIT 
Sold by thousends lost yeor .. . bock 
ogain as nationol leader. Stee! (20 ga) 
9” x 16” grill, Kingsford ‘‘Sure-Fire’’ 
improved NEW charcoal lighter fluid, 
carrying cose, 52 KINGSFORD hard- 
wood chorcoal briquets for 17% hot- 
ter, infra-red cooking. Burn 3 times 


longer, too. 
TO RETAIL $400 


AT ABOUT 


PROFITS IN BARBECUE... YOUR TILL WILL TELL YOU SO 
This is the surprisingly low-priced Barbecue Kit thot storted thousands of 
motorists carrying Borbecve equipment everywhere lost yeor. Provides tremen- 
dows boost in volume of allied borbecve products, too. Stock plenty of kits, 
**refill’’ KINGSFORD hordwood charcoal Briquets and “‘Sure-Fire’’, the truly 
fost, clean, odoriess charcoal lighter fivid. 


CONTACT DISTRIBUTOR . . . OR WRITE DIRECT 


KINGSFORD CHEMICAL COMPANY 


World's largest mfrs., Hardwood Charcoal Briqvets 
IRON MOUNTAIN, MICHIGAN 








a" 4-1 a fe), | 


PERFECT! 


BRASS e STAINLESS STEEL 
STEEL e SILICON BRONZE 
ALUMINUM 


For almost o century, So-HARD wood screws 
hove been the quality line of fasteners, 
building sales and good will everywhere. 
Available in versatile size range* with each 
and every one factory-insured for uniformity 
and dependability. 


* Range from X," x #0 to 6” x #30 Diam. 
IN PHILLIPS AND SLOTTED DRIVE 


Free to Dealers 


see 


“ TE intel 
\\A 4440 Oe, » 


Handy, distinctive 3-color heavy board wall 
chart showing comparative sizes of wood screws 
and stove bolts. Write Dept. A for one today. 


Contect your Jobber or write direct. 


BORE S EE Eceeek, mm. beh’ ss 
MANUFACTURING COMPANY mt y 


<= —_ 
So t? nmgton Connecticut . U 5 A aad seg 


EXPORT OFFICE: Joseph A. Gross Company, 25 Beaver St., New York 4, N.Y. 
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| BOUGHT MY FIRST 
| D+MGLOVE IN THIS 


SAME HARDWARE 
STore 5S Years Aco! 


That's right .. . im fact 
grandpa could have bought 
a D & M glove in a hard- 
ware store when he was 
just a youngster! Down 
through the years, Drapetr- 
Maynard has been a 
leader in selling through 
hardware stores. The 1954 
line of D & M baseball 
equipment is the finest 

in the company’s history— 
a sure profit-maker for 
you. For regular profits 
call your D & M 
wholesaler or write. 
Complete catalogs available. 


Draper - Maynard 
Sports Equipment 


CINCINNATI 32, OHIO 











It's time to ORDER 
“EVER-HANDY”™ screw 
assortment REFILLS! 


THE EAGLE LOCK CO. 


Subsidiary of Bowser, Inc 
TERRYVILLE, CONNECTICUT | 











Your Business 
Hangs On These! 


Brooks quality in such items speaks 
well for your buying wisdom, in- 
creases customer confidence. Build 
with “Brooks for Hooks.” It’s good 
business! 


M.S. Brooks & Sons, lnc., Chester, Conn. 


Since 1848 


BROOKS HOOKS 


248 


| Water Heater Shipments 
Set 3 Month Record 


Shipments of automatic gas 
water heaters ran at a record peak 
during the first quarter of 1955, 
reports the Gas Appliance Manu- 
facturing Association. 

They reached 674,300 units, or 
almost 28 pet higher than the rate 
for the opening three months of 
last year. A new high also was set 
for March shipments with 259,600 
units. 


Television Set Output 
Up Sharply in February 


Television set output for Febru- 
ary came to 702,000 units, against 
654,000 in January and 427,000 in 
February of last year, announces 
the Radio-Electronics- Television 
Manufacturers Assn. 

Output of radio sets in Febru- 
ary was 1,089,000, compared with 
1,068,000 the previous month and 
769,000 a year earlier. 


Jobless Pay Claims 
Drop for 10 Weeks 


Jobless pay claims declined in 
the week ended Apri! 2, marking 
the tenth straight weekly de- 
crease, according to the Labor 
Dept. 

It says the total of workers 
drawing state unemployment pay 
fell by 74,800 during the week to 
reach 1,518,700. This total 
pares with 2,147,000 a year earlier 
and reflects a decrease of 458,000 
for the latest 10-week period. 


com- 


Failures Decline 

Business failures declined to 204 
in the week ended April 14 from 
the previous week’s 211, reports 
Dun & Bradstreet. 

But failures ran higher than 
during the like week of last year 
when they totaled 198. 


Bank Clearings Dip 16% 
Bank clearings for 25 leading 
cities totaled $16.926 billion for 
the week ended April 13, an- 
nounces Dun & Bradstreet. 
This represents a dip of 16 pct 
from the previous week. 


LOOK 


JUNIOR 
GARDEN TOOLS 


Red-blooded American 
boys and girls who want to help 
dad and mother in the yard or gar- 
den will go for these body-builders. 

Line includes lawn broom 42 in. 
long with broom 9 in. wide, utility 
shovel 32 in. long with blade 10 in 
wide, and three different size garden 
sets (24, 30 and 38 in. long) with 

colorful hoe, rake and shov- 

el — all made of durable 

~~ metal and wood. 

Lawn broom has 
flexible teeth. 


KARY-ALL 
KART 

NO. 140 
Size — 
26" long, 
73," high 
10%" wide 


WRITE FOR FREE COLOR CATALOG. Dept. SM 


PRODUCT MINIATURE CO., INC. 


2240 S$. 54th St., Milwovkee 14. Wisconsin 


SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC.- 
TION. Use any 2 x 4s for legs 
and crossbar ...set up or knock- 
ed down imstantly. 
Each package is a 
colorful counter dis- 
play. 12 Sets to a 
carton. Dealer heips 
FREE. 


Nationally advertised 
—order from your 
, or direct i 

be cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 


GRAND HAVEN, MICH 
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ircle jlig 


Does Every 
Jig Saw Job 


¢ CORNICES 

e SCROLL WORK 
e CABINETS 

e TOYS 

e FURNITURE 


Just 


$1195 


Converts your table saw to a big jig saw in 3 minutes 


Now you can have a rugged, big-capacity jig saw 
simply by mounting Circle Jig on any %" or %” 
arbor table saw. Mounts quickly and easily. No spe- 
cial tools required. Compares with any high-priced 
jig saw—actually out-performs most. Exclusive oper- 
ating features assure long, trouble-free service. 


If your favorite hardware wholesaler cannot supply 
you order direct from 


407 Lake Avenue 
Racine, Wisconsin 











NEW TOOLS « 


HUGE MARKET 


LOW COST CORNER CLAMP... 


Small clamp with big (24°) 7 for 
square stock or picture framing of wood, plastic 
or light metal. Assures positive grip for 
gluing, nailing, dowelling, etc. Lowest 

price on the market at $1.25 (suggested retail). 


UNIQUE DOWELLING JIG... 


Only one of its kind! For the craftsman 
who wants perfectly dowelled miter 
joints on picture frames, screens, furni- 
ture, etc. Takes stock up to 1%” wide. 
Use with any % inch manual or electric 
drill or drill press. A real profit-builder 
at $2.49 (suggested retail price). 





Proven Seller 
MITER BOX for 45° and 90° cuts. 
Suggested Retail Price - $1.98 


See your Wholesaler 


Gient Filter with re- 
movable dirt collection 
cop 
*“Sealed-Pewer™ 
Motor 


Completely shut off 
from water flow — 
keeps lubrication m— 
dirt ovt 


. eo i) Ds fo and rug- 
ged, bwilt to 


- - st 


ceneaien *Protecte- 
Jet” Sprey Tube 


- — 
Smoother streoms, 
CS water dis- 
= tribution, clean, 
damage-proof 


pets 


e . 
A COMPLETE LINE—~ METCO IS ALt YOU NEED! 


Adjustable for pres 12’ 
x 16° to 40’ x 50’. 

ged, Rust-proof Bon 
erized Stee! Frame. 


Adjustable for area 12’ 
x 16’ to 40’ x 50’. Heavy 
Gauge Aluminum Tube 
Frame. 


NEW 
Adjustable for area 10’ 
x 14’ to 42’ x 55’. All 


Welded Structural Steel 
Frame. 


Model 25 


Adjustable for area 10’ 
x 14’ to 45’ x 60’. Heavy 
Gauge Aircraft Alumi- 
num Tube Frame. 


Operetes ot ex- 
tremely low woter 
pressure 


Leak-Proof nw. 
Tube Connection 
““Cone-Seot™ pocking 


gvoronteed leak-proof 
yeor ofter yeor 


Zamak Hovsing 
Absolutely corrosion 
proof 


Simple one sict thumb iM 
odjustment \ 
‘ 
Controlled Quality . 
Only METCO is quolity controlled — 
with 100% inspection. Each METCO 
" woter-tested before it leaves the 


foctory No comploints—no returns 
when you sell METCO 


See Catolog for details : 
Sell Price — Sell Quality — Sell METCO © 
See Your Jobber 
METALLIZING ENGINEERING COMPANY, INC. 
Westbury, Long bland, New York 


or — Write Direct 


THE GUNVER MANUFACTURING COMPANY 
Hartford Road, Manchester, Conn., U.S.A. 
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Shawn's 70K 
REFILLABLE 
FASTENER ASSORTMENT 


NO. AS 954 


ALUMINUM SCREWS 


A COMPLETE 

DEPARTMENT IN ITSELF ! 

16 sizes of rustiess Aluminum 

fasteners including wood screws, 

machine screws, sheet metal 
screws and hex nuts. 

ASK YOUR JOBBER OR WRITE US 


Shanove hut andl Scheu Co 


NORWOOD, MASS. 


Ask your 
jobber's sclesman about 


FULLER'S GOLDEN 
HUNDRED SALESMAKER 
with unique SCREW DRIVER 
TESTER and 100 famous 

Fuller Screw Drivers! 





| ULLER | sand 0., one: 


>? Webster Avenwe. New York 67 


World's Lergest Producers of 
Unbreckoeble Amber Handle Tools 


Kelvinator Cuts Prices 
On Air Conditioners 


Kelvinator Division of Ameri- 
can Motors Corp. announces price 
cuts ranging from $30 to $60 on 
its 1955 line of air conditioning 
units. 

It boosted prices on four home 
freezer models from 40¢ to $70.95, 
while another model was reduced 
A0e. 

Biggest increase in the home 
freezers was on an 18-cubic-foot 
upright model priced at $549.95, 
compared with $479 on 1954 
models. 

The 1%-horsepower air condi- 
tioner carries a tag of $499.95, 
down $60 from last year’s price of 
$559.95. 


Woodwork Techniques 
Taught on TV Films 


McCall’s and Delta power tool 
makers have collaborated on the 
production of a 1244-minute sound 
film in full color, which will be dis- 
tributed to cities throughout the 
country for local TV presentation. 

The film, produced in a home 
workshop setting, features a home 
handyman expert and his young 
wife. The theme of the film de- 
picts the growing trend of millions 
of families who are doing things 
together to add value and comfort 
to their homes. 

Subjects of the film are centered 
on two factors: a woodworking 
project chosen from one of Mc- 
Call’s many Do-It-Yourself pat- 
terns, and how this project is made 
on a Deltashop—a five-in-one com- 
bination power tool. 


Frigidaire Appliance Sales 
Up 25 Per Cent 


Frigidaire major appliance sales 
were up 25 pct during the first 
quarter, General Motors Corp. an- 
nounces, and the same rate of in- 
crease is expected for the balance 
of the year. 

Air conditioning equipment is 
reported to have a “substantial in- 
crease.” 

Kitchen improvement trends are 
stimulating interest in appliances 
and colored refrigerators, the cor- 
poration points out. 


YOU CAN SELL MORE 


You're already enjoying nice sales with 
Water Masters. Here's an easy way fo sell 
even more—and make new customers foo. 
USE the handsome window streamer packed 
with each dozen. You || be amazed af the 
number of new customers if |i bring into 
your store—customers who of course may 
Duy other items too 

USE the powerful new Water Master display 
carton. You ll be mighty pleased af the 
mpuise sales this cispiay will deliver 

Your customers want Water Masters. Le! 
them know YOU have them 


Get THE 
GENUINE 


WATER 
MASTER 


The Hardware Man’s 
TOILET TANK BALL 


America’s Largest Seller 


adjustable LEVER TYPE 
DOOR AOLDERS 
» fee A Type and Size for Every Door 
Complete Display Merchandiser FREE! 
= WRITE: GRAND SPECIALTIES CO., 
Chicego 22, It. DEPT. 12 


MANSFIELD LINE 


CENTRIFUGAL 


SUMP PUMP 


PLASTIC — NON-CORROSIVE 
Everyone Needs a Little 
Sump Pump — works 
anywhere. 
Plug-in Appliance, 110 V 
Only $28.00 complete 
F.O.B. Bellville, Ohio 
Dealers — Jobbers 
Write for folder Wanted 
GORMAN-RUPP INDUSTRIES INC 
Beliwells Ohio 











REPLACEMENT COILS 


for Water 

Heaters 
ei Double, 
Triple, Multi- 

Coils and 
Instantaneous 





DORMONT Mfg. Co. :02zu2:ti;.°. 
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BRONZE OILITE BEARINGS: 


Twenty times longer life— 
recommend for high fre- 
quency ag piers and + ee 
commercial doors. In time = ; S32 1 Ace 
defying stainless steel, solid SZ esa FASTER PERE 
brass and triple plated steel. La | F + 
Double purpose. Just re- 2 | | 
verse one leaf—full surface , (> ) et j 
and half surface, full mor- | ~~ : oe ae f 
tise and half surface. i ‘a - ff 


¥ 
< 




















FULL | FULL £8 HALF 


| | | | Pe. : | DESIGN! 
MORTISE | SURFACE || SURFACE | ee NEw BEAUTY iN : 




















TIME SAVING 
STORM DOOR SET 


Available in complete set | - 
for each door including rg, 


hinges, latch, lock and 
closer with or without 


j 
Rae 


> 


chain. 


IDEAL BRASS WORKS, INC. OW/Z77Z re “fe — 
0 63a 1a the FULLY AUTOMATIC Percolator 
With The New, Fast-Acting COLD WATER PUMP 


More delicious, fuller flavored coffee~- faster 


Why Dalton's PISTOL GRIP HANDLE \\-- with a smaller amount of ground coffee 


h ! od by the 
Dealers the Greatest Sales-Clincher Ever Built Cold Water These hoppy results are assured by the 
Everywhere Insulating Selecto-matic adjustment and the newly 


into a Portable Electric Jig Saw Stem ond designed Cold Water Pump in this latest model 


ramp EMPIRE-MATIC” Electric Percolator. Hotter 
water is poured over the coffee foster 








Obsoletes the old, uncom- 
fortable method of running 
such a tool by gripping it to speed perking, bringing out all the fine 

around the motor hous- coffee flavor. “EMPIRE-MATIC” is completely 

ing. Provides COOLER ) “~y , ; afl 

Handling! os GREAT- ’ automatic right down to the red signal lig 3 
ER Sawing Accuracy by New Cold Water Pump that shows when coffee is ready to serve 
making the Saw easier to distributes horter Lorer 


operate and ntrol! foster over coffee for ’ 
pe co ro speedier perking beautiful it sells on sight! 








And it’s so smart in design—so all-round 


Neo. 1962 $11 95° 

IN BIG DEMAND BY “DO-IT- Puss . — 
YOURSELFERS.” ORDER FROM 
Still can’t YOUR JOBBER TODAY! . . 

be beat’ 7 SAWS IN ONE! Does the work Electric Sandwich Toaster & Waffier 
for Price of a Rip, Crosscut, Coping, Scroll, 

or Profit! | Jig, Band and Keyhole saw. A chrome-plated beauty with 130 
$48 00 jit CU TS—Circles, straight lines, : onne 

. intricate designs in Wood, Plastics, : sq. in. of grilling surface 
Complete with | Metals, Lm gpm Boards, Hard 
5 Different ubber, ant ver and others. ; 
Blades ' Other Features that Sell: , 

® Specially built motor @ Oilite > 
bearings, hardened steel gears FAMOUS FOR No. 788 
® Makes its own starting hole for inside cuts © Air stream blows 
sawdust off guide line © Will even cut a 2x4! matic eectare $15.95* 


10 
. meacount ons 








interchangeable grids—heot in- 
dicator—removable dripping pan. 








For Heavy-Duty Uses—Recommend iat : a 
é . 
D A L T oO N A . | ort gauis 
Fully Mechanical \' = a giecTane TOASTERS 
SAWHORSE BRACKETS 


guecTRie vant Enns 
No Nails, Bolts or Mitering of Legs . . 
Sizes for ix4’s and 2x4's ' a cpucaTvonAL 19S 
Simply put lumber in jaws and leg gusencErine 
sockets—tighten the wingnut! All steel. . 
Use for Platforms, Scaffolding, Benches, 
Tables, etc. Disassemble on the job for 


soe te og Secale ae have him | k 4\ \t “lhe aes WARE Corporation 


order for you. 





leo MM Two Rivers, Wisconsin 900 Bilth Aol 
DALTON MFG. CO., 20S. Central, St. Lowis 5, Mo. 


HARDWARE AGE, MAY 12, 1955 





ATLAS 


for quality 


and stren eth oY 





SCREW & SPECIALTY CO. 


450 BROOME STREET, DEPT. HA 
NEW YORK 13, N. Y. 


— Profit 4 
Ee 
& 





LQ 


ES 
$ 


See hi 
what's ciate Fi 


behind L3y_ 


® 


BENNETT- IRELAND IN 
iS "Geena Ge 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It peys to 
promote the leader! 


MAIL THIS COUPON for --------: 


catalog and full profit details... 
Bennett-ireland Inc. 


Norwich, N. Y. Dept. 555 North Street 
Send me catalog and information on 
Fleszscreen. 


252 


; 





Promotions 





Motion Picture to Aid 


Sporting Goods Sales 


' 


A consumer-type film for use 


by dealers to promote their sport- 


ing goods departments has been 


_ produced by the Arms & Ammuni- 


| tion Div. 


of Olin Mathieson Chem- 
ical Corp. 

“Showman Shooter” is a 
minute color motion picture, 


first in 


the 
a series of new films on 
hunting and shooting. The film 
can be obtained without charge 
for showing to sportsmen’s clubs 
and other interested groups from 
Modern Talking Picture Service, 
45 Rockefeller York 
20, N. Y. 

The film features 
ship feats by Herb Parsons, fa- 
mous exhibition shooter, and a 
story of a father and on a 
pheasant hunt. 


Plaza, New 


marksman- 


son 


Regional Ad Campaign 
Promotes Spray Enamel 


A coast-to-coast regional adver- 
tising campaign to promote the 
sale of spray enamels in 84 mar- 
ket areas during 1955 has been 
launched by Krylon, Inc., of Phila- 
delphia. 

The campaign is built on news- 
paper space purchased by Krylon 
for the use of its local dealers. 

Each ad will be sponsored by a 
major regional outlet in each mar- 
ket area in order to give the ad- 
vertising local retail impact. 


Melnor Issues Folder 
Of Promotional Aids 


A folder of dealer aids has been 
issued by Melnor Metal Products 
Co. 

All promotional material which 
the company has available with- 
out charge for its Swingin’ Spray 
oscillating sprinklers and garden 
hose accessory items are listed. 

A similar dealer aid folder was 


Manufacturers’ New Merchandising Plans 


25- 





last year that the 
company has brought out a 1955 
edition. The folder 
from jobbers or from the company 
at 10-45 45th Ave., Long Island 
+ Be me ¢ 


so successful 


is available 


Yogi Berra to Return 
As Shelby Salesman 


The Shelby Cycle Co., of New 
York, has signed Yogi Berra, star 
catcher of the New York Yankees 
and 1954’s most valuable player in 
the American League, as the Shelby 
Salesman of 1955. 

The backstop of the Bronx Bomb- 
ers will be the star performer in 
Shelby’s spring sales promotion 
as he was in 1954 and 1953. He will 
be personally available to Shelby 
dealers for “on the spot” store pro- 
motion, baseball schedule permit- 
ting. 

Autographed action photographs 
of Yogi Berra are available to Shel- 
by dealers for free distribution 
Shelby will also repeat the free 
personalized bike license plate plan 
because it was such an outstanding 
success in 1954. 


Shade Screen Display 
Released for Dealers 


Kaiser Aluminum & Chemical 
Corp., Oakland, Calif., has devel- 
oped a counter demonstrator to 
the effectiveness of Kaiser 
aluminum shade screening in re- 
ducing heat from the sun. 


show 


The two-foot demonstrator 
features two 


unit 
miniature windows, 
one covered with shade screening 
and the other unprotected. A 150- 
watt reflector spotlight is mounted 
behind them 

The customer places his hands 
in front of the windows and in- 
stantly feels heat from the spot- 
light on his hand at the unprotected 
window, while the other hand, 
shielded by the shade screen, 
mains cool. 

The demonstrator is included in 


re- 
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The New 
"Tufboy” 


HAS NEW EXCLUSIVE 
FEATURES 





Reguiar 


ON THE COUNTER //8/// som: 


|. New double hook tip AND ON THE BENCH Screwdriver 
2. Graduations and figures on both sides of blade —— 

3. Military type lock | 

4. Right to left, left to right reading — THEIR QUALITY 


“You give two rule efficiency, one rule economy when you recommend STANDS OUT 
this new Tufboy.” 


Eerepey tyes ASTER... pepeguaay XCELITE tools not only hove 


® plenty of sales appeal but Stubby 
live up to the promise of fi Nut 





their good looks! They've 


> aig.’ FAST:& | always been known as the 


‘“no-come-back tools — 


BIG PROFITS and that's why they're so 


good for your business. 
WITH WIL-DU 
HEDGE CLIPPER @ 2 
GRASS TRIMMER STE ceolity. thors bail 
ATTACHMENT : Stubby 


into these tools thot 


Combination- 
New test-proved, all-purpose WIL-DU HEDGE CLIPPER and GRASS TRIMMER ATTACH the experts swear by! Detachable 


Write for our complete 
catalog and see the 


MENT has all the features your customers want. Converts any standard '/,° electric drill 
inte a power driven hedge clipper and grass trimmer. Cuts shrubbery, grass, hedges and 
vines with speed and ease—one hand operation. WIL-DU is light-weight and low-cost XCELITE, INCORPORATED 3 
made of the finest materials—built to give lasting, trouble-free service for years, (formerly Park ° alety 
’ 
Metolwore Co., Inc.) in 
WRITE FOR ADDITIONAL INFORMATION AND QUANTITY DISCOUNTS a4 
Dept. G Ot 
WIL-DU PRODUCTS COMPANY Orchard Pork, N. Y. Xcelive 


537 NORTH BRADDOCK AVENUE, PITTSBURGH 21, PA. ‘Rele) aie 











Looking for New Merchandise? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 


chandise by reading ‘What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17,N. Y. 


| Tr 7 | FINGER GRIP. 
SE eee | ABIUSTABLE CLIPS. 
nw HAM-BAR : +++ hold everything! ~~) 














®@ 3-In-l1 Hammer, Claw and Bar 
® High Carbon Steel 
® Popular Do-It-Yourself Tool 
FREE — Attractive counter display 
earton free with each dozen! 
Helps sell. Order today, 
$10.00 per dozen list. 
“Park” things 
conveniently in the work shop, 
kitchen, gorage, laboratory, etc. 


H A Mi a Re A R D | Vv | S ' O N Nationally advertised—display ‘em, you'll sell ‘em! 


ASK YOUR JOBBER A. |. PLATT CO. 
4203 Union Bivd. St. Louis 15, Mo. or WRITE 170 & | Ave., Foirfield, Conn. 











F mW MARSHALLTOWN 
TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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Ladders 


THAT 


) sect On SIGHT 


BABCOCK 


Now, is the time 
to buy ladders 


Extensions, Singles, Steplod- 
ders. A style and size for 
every use—whether home, 
shop or industrial. “Fine 
Quelity"” and coreful work- 
manship make Babcock Lad- 
ders Easy to Sell! 














INDUSTRIALS 
buy 
BABCOCK 
LADDERS 


the W. W. BABCOCK CO., 
BATH, NEW YORK 











WATERFEEDER 


Model 954. Applicator for cart- 

ridge type fertilizers. Attoches 

easily to faucet or hose. Use any 
/ watering device. Fertilize while 
7 you water. $1.99. 


WATERSPIKE 


Amazing mode! 553 
~—2 way wotering de 
vice. Woters over 
heod or flip valve for 
sub-surface irri 
gation directly to 
roots. $4.90 ea 


SQUARESPRAY 


Famous mode! 43) 

it gets the 

corners. Hookup in tondem or use to 
. fertilize while you woter. $2.9 


WATERFEED 


Woter soluwbie 
cortridee tyoe 
fertilizer. 2? for 
| mutes, 15-5-5 
ond 15-40-10. No 


Ay 





lown burn. Box 
of 20 cortridges 
$1.00. 


PROEN 
PRODUCTS CO. 


AYSON «+ BERKELEY 10+ CALIFORNIA 


Hroen 











a complete merchandising package 
prepared to help dealers take part 
in Kaiser’s national shade screen 
promotion. 

Also included in the kit are win- 
dow banners, counter cards, how- 
to-do-it folders, and a book of sell- 
ing suggestions from the dealer. 


Nu-Enamel Uses Cartoons 
In Spring Promotion 


The Nu-Ename!l division of Bur- 
gess Vibrocrafters, of Chicago, 
has launched a spring advertising 
program with a series of cartoons 
in newspapers across the country. 

The small-space newspaper se- 
ries will run until early June. The 
series has also been offered to 
Nu-Enamel dealers on a co-opera- 
tive basis. 

Giant window blow-ups and en- 
velope stuffers have been prepared 
for retailers to help them mer- 
chandise the program. 


Consumer Mailers 


New Wholesalers’ Aids 
for Dealers’ Use 


Bingham Issues 4-Page 
Spring Goods Broadside 


The W. Bingham Co., wholesaler 
of Cleveland, Ohio, has prepared a 
four-page, three-color broadside, 
Spring Value Days, for consumer 
distribution through retailers. 

The promotion features tools and 
equipment for the lawn and gar- 
den, outdoor furniture, builders’ 
hardware, electrical needs, hand 
tools, paint and accessories and 
sporting goods. 

According to Sales Manager R. 
B. Murray, 2.5 million broadsides 


' were distributed in 14 states. 


Drill Kit Price Change 


Skil Corp., of Chicago, an- 
nounces that the price on its mode! 
515 DeLuxe Drill Kit has been re- 


| duced $5 to $39.95 and that a 


mode! 549 drill with geared chuck 
has been added to its Senior Drill 
Kit model 587 at no increase in 
the established price of $29.95 for 
the kit. 








EDUCATIONAL TOYS 
and HOBBY KITS 


for boys and giris from 1 to 16 and up 
Woodburning Sets, Metal Tapping Sets, Too! 
Chests, Boot Builder Sets, Toy Lawnmowers, 
Metc! and Wooden High Chairs, ~~ 
Chairs, troning Boards, Pull foys, Push To 
Pre-School Toys, Sand Decorating Sets, Work 
Benches, Toy Cast-iron Cookstoves and acces- 
sories 


SEND FOR FREE CATALOG 
AMERICAN TOY & FURNITURE CO., INC. 


6130 North Clerk St., Chicago 26, Ill. 











EDGERS—ROTARY HOE 


#1 Edgemaster Wit 2% Ibs $2.75 
#2 Edgemaster Wt 2% lbs 3.75 
#3 Edgemaster Wt 2% lbs 4.50 

Rotary Hoe Wt 2% lbs 3.75 


COCHRAN 








-CHAIR-LOC 


Amazi ew Liquid 
TWELLS Wood 

® Penetrates weed fibres— 
makes them ¢6-x-9-a-n-d 
perman 

® Quickest and easiest way 


A Fast-Selling impulse item 
Write ter Free Samples and 
ereture 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 








- Plaati-Kote'n 


4275 LARERIDE AVERVE NOW papas me = 13, OmMO 
; 
\N America’s foremost 
manufacturer of self- 
spray enamels, tac- 


qvers, and other aero- 
sol consumer products. 


WRITE FOR CATALOG 








STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


Ghost Metal Serems o masntne Gevaee . Sep Serene 
s Weed Serew Nuts, Washers, of 
® Class 3 AN Drities Fillister Heads. PROMPT DE. 


CiVERIES ON SMALL OR LARGE QUANTITIES 


Write for complete deseristive catalog 

\ Sram STAINLESS SCREW CO. 
oe Telephone: Little Falls 4-2300 
Gomme 649 Union Bivd., Paterson 2, NH. J. 

. New York ‘phone: Wisconsin 7-904) 














TROY BEST 


FILE HANDLE. Assures better workmanship and 
safety te user. ft can't split. 


FILE . <-.rccre files, tags and dies quickly and 
thereughly. 


HOG SCRAPERS—+single or double end. 


TROY Ate WORKS 
Troy st. 1831 N. Y. 
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poES ANY CAULKING JOB 
eliiial €2° ees 417 eee ieee s : Z 
HEAVY DUTY ee 


REAVER Pa 


CAULKING GUN 


Uses cartridge or bulk 
compound even 
light oil. 


~ a Sold with a lifetime 
, gvorantee 


ars Precision made for longer life. Extra 
er o heavy gouge cylinder. Positive ratchet 
2 drive. Threaded nozzles —— no bayonet 


joints to come loose. 
Sizes 6% list $6.50 
~ 10” list 7.50 
15” list 8.50 


immediate delivery — Write for discounts 


WESTERN RESERVE MANUFACTURING CO. 


3718 E. 93rd St Cleveland 5, Ohio 


REPAIRS, RE- STYLES, “REINFORCES 
everything of metal, wood, glass 


SELLS FAST TO Fix: 


FYBRGLAS 
“DO-IT-YOURSELF” RAIN GUTTERS 
WATER TANKS 


s 
° 
KIT @ WATER PIPES 
@ FURNITURE 
@ WALLS, FLOORS 


MANY USES make MANY SALES 


NOW! NO welding—NO leading—NO nails, glue or 
plaster! NEW miracle FYBRGLAS material and 
NEW single metal-bonding resin work fast, easy, 
sure! Stronger than steel. Light weight, smooth as 
glass, waterproof. Easy to sand and paint. PROFIT 
BIG on sales for home, shop, hobby! 


STOCK UP NOW—GET SELLING HELPS FREE! 
SCHRAMM FIBERGLASS PRODUCTS, INC. Gyccce Stine 


noi 


for 
{DEPENDABILITY 


\ and 


. gERVICE 


~~ ae 


—_— —— 


INDUSTRIAL aad MARINE HARDWARE 


9 


Fine FANNER industrial hardwore is made in one 
of the finest malleable and drop forging plants in 
the country—tested and inspected to meet rigidly 
high standards. 

The Fine FANNER Line includes: Screw hooks, eye 
bolts, shackles, turnbuckles, connecting links, 
cleats, blocks, pulleys, snaps, and hundreds of 
other hardwore items. 





Turnbuckles 


Get immediate service or call for complete catalog 
Pulleys at any of the three office-warehouses listed below. 


PHILADELPHIA HARDWARE & MALLEABLE IRON WORKS, INC. 
Division of Fanner Manufacturing Co. 


CLEVELAND 


BROOKSIDE PARK 
Phone: SHadyside 1-6000 


216 NORTH WASHTENAW AVENUE 
Phone: KEdzie 3-2343 


2207 BRIDGE STREET 
Phone: JEffersen 3-9900 





ARISTO- MATS 


Your Jobber or Write For Your Nearest Distributor 





WHATS NEW? 


Turn to pages 195-196 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


ITS QUICK—IT'S FREE 











WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 


“er SOLvER (Nb 


and GREATER PROFITS 


display and sell Rubyfluid liquid ond 

paste soldering flux from eye catching 
counter merchandisers Preferred by 
customers becouse Rubyfluid is fast 
acting, wets out freely, easy to use, 
makes strong unions 


RUBY CHEMICAL CO. 


58 S$. McDowell $?., Columbus 8, Ohio 


aL BES 





Specifically designed for Industry, Schools, 


Special Trades. 


r FREE catalog showing complete line — prices 


HARDWARE AGE, MAY 12, 1955 


R. MURPHY KNIVES, aver, MAsSs. 


Institutions. 


Linoleum 


255 






























































































































































































































































































































































































































































































































































































Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum $0 words........... $5.00 
Eoch additione! word........... .1 
Positions Wanted 
{Specic! Rate) set solid, maximum 
50 words 


Each additional word........... 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not a 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Depf. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Sempies of merchandise, literature. 
catalogs, etc., will not be forwarded to box 
number odvertisers uniess oeccompanied by 
sufficient postage for remailing. 


No agency commission cliowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close i5 days 
prior to publication date. 


Remitionce must accompany order in form 
of check or money order, not currency or 
stomps. 











Representatives Wanted | Representatives Wanted | 


Representatives Wanted 





REPRESENTATIVES Covering hardware, 
sporting goods, mill supply, and automotive job 
bers in the southeastern states, with connection in 
the southwest, desires manufacturers’ lines in the 
above fields. Address: Box 521, care of Harp- 
ware Acer, 100 East 42nd Street, New York 17, 
— BR 


DEALER REPRESENTATION 
FLORIDA - GEORGIA 


Nationally known manufacturer of highest qual- 
ity competitively priced carpenter's, mason's 
hand tools requires representation direct to 
hordwore dealers in Fiorida and or Georgia. | | 
Address Box 516, care of HAROWARE AGE 
108 East 42nd Street. New York {7, NW. Y 














REPRESENTATIVE WANTED: Large New 
York distributor has openings in Maryland, New 
York and Long Island for 3 topnotch wholesale 
hardware salesmen. We carry all top lines of 
builders hardware, hand tools, power tools, garden 
supplies, etc. Permanent opportunities for high 
earnings. Draw vs commission and expenses, paid | 
vacations. Car necessary Address: Box 506, | 
care Haxmpwase Ace, 100 East 42nd Street, New 
York 17, N. Y. 





MANUFACTURERS AGENTS WANTED 


West Coast Manufacturer of high quality com- 
petitively priced bathroom accessories wants ag- 
gressive manufacturers representatives now call- 
ing on large builder's supply houses. State lines 
now hondied and territory covered 


Address Geox 515. care of HARDWARE AGE 
100 East 42nd Street. New York (7. WN. Y 


REAL EARNINGS OPPORTUNITY! 
MANUFACTURER'S REPRESENTATIVES 
EXCLUSIVE STATE TERRITORIES! 


Long established Eastern manufacturer of new PAT 
ENTED top line of wrought iron specialty — plus TV 
tables, swivels, stools, hassocks, seeks national rep 
resentation on protected state territory basis (or 
groups of smailer states) among wholesalers in 
hardware — houseware — lumber yards — garden, 
building, radio, TY supplies — variety and drug 
chains — supermarkets — furniture chains — dept. 
stores. All items of highest quality, widest applica 
tion in every home. PATENTED SPECIALTY HAS NO 
COMPETITION! Interested only in strong, intensive, 
thorough, continuous coverage of all potential out- 
lets of territory. High commission! Organization 
must have at least 2-3 men traveling. Preference 








te organization resident in state territory. Write 
fully in confidence on operation, number of men 
traveling, number of active accounts, how long 


established, business references 


Box 503, «/* HAROwARE ace 
100 East 42nd Street, New York 17, N. Y 











PROGRESSIVE, LONG ESTABLISHED NEW 
ENGLAND paint manufacturer has opening for 
experienced paint salesman to sell dealer trade in 
Massachusetts, New Hampshire, Maine and Ver- 
mont. Preferably someone who has covered this 
territory. Must be capable of establishing new ac- 
counts as well as developing those we now have 
Excellent remuneration with opportunities for ad- 
vancement. State age, qualifications and previous 
sales comnections for references. Applications held 
m strict conf _—~ Address: Box 520, care of 
Haapware Ac 100 East 42nd Street, New York 
7. N. ¥ 





BUILDERS HARDWARE LINE: 
several exclusive protected territories for expert- 
enced builders hardware manutacturers represen- 
tatives now calling on lumber dealers, building 
material and hardware dealers and jobbers. We 


| 


Have open | 


manufacture a complete precision built line of | 


residential lock sets: Key in Knob, Entrance Han- 
die, Passage, Bath, Bedroom; Screen Door and 
Closers. State lines now handled, territory cov 
ered and experience in builders hardware. Con- 
fidential. Address: Box 350, care of Harpware 


Acz,, 100 East 42nd Street, New York 17. 





REPRESENTATIVES WANTED FOR ONE OF 
LEADING LINES OF BUILDERS’ HARDWARE 


Long established manufacturer with excellent, 
highly occeptable, complete line of locksets 
hos several choice territories open. Our prod- 
ucts, consisting of key-in-knob sets, entrance 
hondie sets, passoge, bath and bedroom sets, 
screen and combination door sets, are recog- 
nized for their precision quality moke and 
economy. Please write only if you ore at present 
contacting building moteric! and lumber deal- 
ers, hardware deciers and jobbers. State lines 
you ore now carrying ond experience in field. 


Address Bex 340, care of HAROWARE AGE 
100 East 42nd Street, New York 17, N. Y 





MANUFACTURERS’ REPRESENTATIVES 


Well established, excellent soles force, covering 
Territory of Puerto Rico, desire additional lines. 
Hardware, tools, paints, brushes: Electrical, 
kitchen, table and giasswares; other allied lines. 


Write: GENERAL TRADING AGENCY 
Box 5052, Sen Jvon 27, P. R. 














MANUFACTURERS REPRESENTATIVE 
WANTED—Salesman now calling hardware 
and variety stores with two or three non-conflicting 
lines. We offer a good staple line of 19¢, 39¢ and 
79¢ paints, low-priced gallon paints and a ~*na- 
tionally advertised line of popular priced paints on 
a commission basis. This merchandise has mass 
market appeal. Every store selling paints is a 
good prospet Write advising age. territory cov 
ered, how often you cover it and lines now carried 
Address Box 403, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 








BB AIR RIFLE SHOT MANUFACTURER 


s 


Monutacturer of air ritle shot, stee 


coated BB's 


copper 


wants representation. Most 


rerrivories open. 


Address Geox (64. care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 











MANUFACTURERS ‘REPRESENTATIVES 
WANTED now calling on hardware and tool 
wholesalers. New item nationally advertised and 
already in many leading wholesalers 
Several territories still available. See our ad in 
this issue. The Donart Company, 425 E. Ply- 
mouth Circle, Minneapolis 16, Minn 


REPRESENTATIVES Oldest independent 
light bulb manufacturer has territory available for 
aggressive representatives selling direct to retail 
dealers. Our light bulbs are designed to last twice 
as long as average bulbs and offer 25% more 
profit for dealers. High paying commission. Give 
complete information. MARVEL LAMP COM- 
PANY. 307 Newark Street, Hoboken, N. J 


catalogs. | 


IF YOUR CONTACTS ARE WITH the 
building supply, brick, cement products, dealers 
and manufacturers sel] him imprinted line pins 
and line trigs. These are adv. “Give Aways” 
(line holding devices) very much appreciated b 
everyone who deals in the building industry. Writ 
for details The Frederick Mfg Co., Elkhart. ly 
diana 


MANUFACTURERS AGENTS WANTED 


Connecticut Hardware Manufacturer wants nation-wide 
representation. Commission basis only. Euxceptiona! 
line of standard jimmy-proof bronze locks. nigh* 
latches, cylinders, etc.. competitively priced and na 
tionally promoted. In reply. specify products you now 
handle. type cf trade called on, with examples 


Address Box 408. care of HAROWARE AGE 
10) East 42nd Street. New York 17, N. Y 














INCREASE YOUR SALES IN EASTERS 
STATES. Mfg. Rep. organization offers its strong 
selling organization, plus showrooms and own 
warehouse with facilities for distributing or re 
packing. Have material handling equipment for 
heavy merchandise, now covering buying offices, 
department stores, wholesale hardware, auto and 
variety chains. Increase your present sales with 
on the spot merchandise, backed up with livewire 
salesmen Interested in contacting firms with 
large potential sales Address: Box 51. care 
HARDWARE Ace, 100 East 42nd Street, New York 
17, N. 


SALESMAN. EXPERIENCED, for nationally 
advertised line of Key Duplicating Machines, Key 
Blanks, Locks and Locksmiths’ Sepplies for the 
following states: Florida, Georgia, Alabama, Mi« 
sissippi, Tennessee, Kentucky, West Virginia 
Montana, Wyoming, Utah, Colorado, New Mexi 
Arizona. May be handled as sideline. Commiss 
basis. Give experience, references and 
limes carrie LOCK CO... INC... Charles 
town. N H 


terri? 


KEI! 





SALES REPRESENTATIVES 


To introduce sensational new product. 3-dimen- 
sional viny! wall covering eminently suited for 
the DO-!t-Yourself Market. Promotion program 
gecred to go. Top commissions. Protected terr'- 
tory. New Division of old established firm 
Address Bex 513. care of HARDWARE AGE 
100 East 42nd Street. New York 17, N.Y 











PAINT BRUSH MANUFACTURER'S REP 


RESENTATIVE wanted with following among 
retail hardware, paint, lumber, stores, et (,00d 
opportunity and commiussion for aggressive sales 


man with national manufacturer. Michigan, Minn 
sota. Southeast, Northeast and other territories 


open. Write us full details. Address: Box 
care Haroware Ace, 100 East 42nd Street, New 
York 17, N. ¥ 


SALESMEN CALLING ON RETAIL AND 
WHOLESALE hardware. variety, feed, se de 
partment stores to sell best quality plant too 
‘ear round demand. Attractively packaged, mone 
back guarantee, $1.00 retail. Good profit, sales 
commissiot Interested only in permanent, ag 
gressive representation. Protected territory, Bruce 
Elien Co.. Inc., Box 433, Marion, Ohio 


WISK BROOMS, Cheap line, imported. We of 
fer to wholesalers, jobbers, cases of 5 gross $24 
per gross FOB New York Keep stock. Write for 


samples to Arthur Stern Co., Inc., 255 West 34th 
Street. New York 1. N. Y¥ 


Classified Opportunities Section 





Representatives Wanted 


Accounts Wanted 


Help Wanted 
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Accounts Wanted 








REPRESENTATIVES 


classes of render reliable, 
We are national distributors with 
perating Oral es in New 
Detroit, Clevelar nd Louisville 
lirect 


t or ll 
Wood 


ering all 
service 

established actively 
ork, Philadelphia 
We carry the ac 


jobbers. Can 
iggressive 


Inquiries invited. Writs 
Street 


ANCO Suamuties 
Pittsburgh 22. Pa. 











AGGRESSIVE ESTABLISHED 
TURERS AGENT DESIRES |: 
nes for the wholesalk ardware 
Maryland. Virginia, W 
part of Penna. Excelient 
yume. Now representing 
meerns. Address: Box 436, c: 
Fast 42nd New Yor 


MANI 
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street, 








WELL KNOWN and highly successful notional 
sales organization is open for one and possi bil- 
ty two lines with volume possibilities, preferably 
awn and gorden tools and equipment for dis- 
tribution through leading Herdware, Mouse 
wores and Seed Wholesclers, ond aiso ‘arge 
Department Stores 

Address Bex 504 


eare of HARDWARE 7 
100 East 42nd Street. N“ 


New York {7 
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MANUFACTURERS REPRESENTATIVE 


Ww ell 
four 


acquainted with wholesale hardware 
midwest states Now representing 
power manufacturer Wants ae 
ware line with reputabie well rated 
contact trade no earn 32» 
garden supply line desirable No imports 
Address Bex 522. care of HAROWARE AGE 
100 East 42nd Street. New York {7, N. Y 
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Help Wanted 








CATALOGUE MAN 


Experienced compiler to assist in compiling whole- 
sale hardware catalogue Must be able to type 
Permanent position for right man with old. estab. 
lished firm located in Ohio. Give experience, personal 
history and salary expected 

Address Box 438, care of HARDWARE AGE 
100 East 42nd Street. New York 17. N.Y 











roys Promotion and 
Manager 2. Assistant to Pre 
manufacturer on Pacific ‘ 
$15,000 for each 

experience, age, salary 
tia tees aia (| TY 


DELAND ASSO 
York. N , 


Sales Advertising 
sident. Leading toy 
oast Salary $8,000 to 
Write full particulars 
requi 
anagemerit 
"IATES. 1440 


position 
rerments conhden 
THORNDIKE 


Broadway, New 


GENERAL SALES MANAGER 
BUILDERS’ HARDWARE 


Well established, rapidiy growing Manufacturer 
near Chicago, needs man with solid record of 
performance at management level to expand 
and improve present National Sales Organize- 
tion 
This job requires superior ability and experi- 
ence to assure desired results but presents an 
exceptional opportunity and the right man will 
be amply rewarded xtensive contacts with 
Builders’ Hardwore distributors & OEM trode 
essential 
Only those supplying 
and Personal records can be considered, but 
their confidence wil! be strictly respected. Our 
orgenization knows of this ad 
Address Geox 425. care of sg AW — 
100 East 42nd Street. New York i7, 


complete experience 
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INTERIOR DECORATION—HOME STUDY 


Announcing new home study course in 
decoration. For professional or 
Find field for men and women. Practical basic 
training Approved supervised method Low 
tuition. Easy poyments. Free booklet 

Chicego School of interior Decoration, 835 


at 
Diversey Poerkwoay, Dept. 5355, Chicage 14, 
iMinois. 


interior 
personal ute 
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POCKET SOC-KIT BREAKS ALL 
SALES RECORDS IN DETROIT 


Yes, Detroit dealers are really sell- 
ing the Pocket Soc-Kit. We tried it 
here .. . it was a sensation so now 
we are distributing it throughout the 
country with the same amazing re- 
sults .. . it’s selling like wildfire. Get 
on the bandwagon—send today for 
wholesale prices. Pocket Soc-Kit will 
outsell any other similar item 2 to 1. 


AGON ENGINEERING COMPANY 
14249 Darcy Street Detroit 23, Michigan 


——-- 


Te pe ea ee ae ee Oe ss 


184-D Tool Sen 


Here's a seamless one piece sisel tool 

bom with 4 cantilever trays. Special 

srrangement for socket wrenches ir 

ome tray Positive adjustable divid 

ers. Continucus piane hinge, side bolts 

and center hasp. Gaked green cnamel ham- 
mer-tome finish Seamiess construction 

a out—tools dry. Size: 18° x10%," x13”. 

abie in 6 and 4 tray models in both 18” 

sizes. Jobbers and dealers write for catalog. 


SIMONSEN INDUSTRIES. 


cor a Michigan Ave 


INC. 


Chicago 5. i. 





CANNING SEASON'S COMING! 
Sell the world’s finest! 


20 Million 
will do home 
canning 
in 1955! 


BURPEE Aristocrat PRESSURE CANNERS 


More than 20 million families will be canning in ‘55. Worn-out 
equipment must be replaced. Millions of new households need 
new conners. Cash in on the growing new interest in do-it-your- 
self home canning for fun and thrift. 


MEMBER: Home Cenning Institute of America 


Witle for Cotelie, Dept. 4 ‘BURPEE CAN SEALER CO., SAEEINSTOR, Gl. 





40% OFF 


DIRECT TO 
DEALERS 








GARDEN HOSE | 
in BULK 


Meets All Competition 


Gives your customer the 
exact length he sai 


get full details from your 
Jobber’s Salesman or write 
direct to 














SUPPLEX CORPORATION 


GARWOOD, N. J. 
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Hotpoint Co. Div. General Elec- 
tric Co 

Hyde Mfg. Co 


Broderick & Bas- 
re 


ideo! Brass Works, Inc 
independent Lock Co 


J 


Jackson of London Prod 
Jacobs Mfg. Co., The 
Johnson Service Co 

Jones & Laughlin Stee! Corp 


. 


Koiser Aluminum & Chem. Coro a8 
Kelamazoo Vegetable Parchment 
° 211 
Kautrky Lozy ike Co 183 
Kester Solder Be 
Keystone Stee! & Wire Co 26-27 
Kimble Gloss Boer Div. Owens- 
iWinois Glass Co. 
King Cotton Cordage 32 


. 7 
2750 | Kingsford Chem. Co. 247 
247 ' Klein & Sons, Mathias 1278 
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Kwikset Sales & Service Co... il 
Kyonize Paints, inc 2 
L 

Lee Mfg. Co., Inc 
Libbey Glass Div. Owens-Illinois 
Gilaess Co 58 
Loma Plastics, inc 72 
Lufkin Rule Co 199 
MA 
M & D Display Co 223 
Mackianburg-Duncan Co 147 
Marshalltown Trowel Co 253 
Martin Stmpg. & Stove Co 210 
Master Lock Co 259 
Master Meta! Prods... Inc 18! 
Master Rule Mfg. Co. Inc 253 
McCormick & Co. Inc. 245 
McDougal!-Butler Co., inc 127 
McGill Metal Prods. Co 180 
McKinney Mfg. Co 89 
Mechanical Prods. inc 173 
Metalcraft Mfg. Corp 208 
Metal Engineering Co 139 
Metallizing Engrg. Co., Inc 249 
Metal Wore orp 2s! 
Millers Falls Co aa 
Miller & Co... Inc.. Robert E. 260 
Mouli Mfg. Corp 234 
Murphy's Sons Co. Robert 255 
N 
National Gypsum Co 217 
National Housewores Mfrs. Assn. 219 
National Mfg. Co 259 
Nationa! Metal Prod. Co 138 | 
Nesco, inc 64 
Nicholson File Co 4 
North Woyne Too! Co 188 
Oo 
Osrow Prods... inc 62-63 
Oster Mfg. Co. 2% 
Oster Mfg. Co., John 177 
Orwall Tool Co.. Ltd 48 
Pp 
Paine Co., The a4 
Parker Hdwe. Mfg. Corp. S$ 260 
Porker Mfg. Co., Snel! Div 235 
Patterson-Sargent Co 131 
Paulson Mig. Corp 238 
Peters Cartridge Div | 49 





Philadelphia dwe. & Malleable 
lron Works, Inc 255 
Pioneer Gen-E-Motor Corp 43 
Pittsburgh Pilate Glass Co 
Pennvernon Div 90 
Plasti-Kote, inc 254 
Platt & Co., Arthur | 253 
Plumb, Inc.. Fayette ® vw-35 
Plymouth Rubber Co., Inc 213 
Porter Corp., The J. E 243 
Premax Prods. Div 2446 
Product Miniature Co. Inc 248 
Proen Prods. Co 254 
Progress Prods... Inc 230 
Pyroil Co., Inc 24 
R 
RPM. Mfg. Co 18 
Red Devil Tools 262 
Red Jocket Mfg. Co 212 
Republic Stee! Corp 16-17 
Revere Copper & Bross. inc 54-55 
Reynolds Metals Co. 
Bidg. Prods. Div 
Ridge Tool Co. The 37 
Risdon Mfg Co., The, John M 
Russell Div 203 | 
Rive! Mfg. Co 68 
Rocket Devices Corp.. Div. Star 


Expansion Bolt Co 279 


Rockford Brass Works 38 
Rogers Isingloss & Glue Co 2739 
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Royal Electric Co., Inc 99 
Ruby Chem. Co. .. 5 
Russell, Burdsali & Ward Bolt & 
Nut Co. , 
Russell & Erwin Div 87 | 
$ 
Sofe Padiock & Hdwe. Co . 83 
Schramm Fiberglass Prods., Inc... 255 
Schumacher Co., F. E 18? | 
Shoron Bolt & Screw Co. 250 
Shelby Spring Hinge Co. . 124 
Sherwin-Williams Co.. The 92-93 
Shuford Mills, Inc. 202 
Siebert Co., O. W. 175 
Simonds Saw & Stee! Co 133 
Simonsen Industries, inc 258 
Slaymoker Lock 260 
Smith & Son, Inc., Seymour 134 
Snell Div.. Parker Mfg. Co 235 
Soss Mfg. Co. ..... 137 
South Bend Toy Mfg. Co 182 
Southington Hdwe. Mfg. Co 247 
Speedway Mfg. Co. Div. Thor 
Power Too! Co. 191 
Standard Tool Co. 45 
Standord Prods. Co. The 78-79 
Stanley Works, The 38-39 
Stor Stainless Screw Co 254 
Sterling Hdwe. Mfg. Co 173 
Sterno, inc. 183 
Stewort Electric, S$. J 130 
Streater Industries, inc 239 
Sunshine Chem. Co. Inc., John... 26! 
Supplex Corp. 258 
Supreme Prods., Inc 135 
Swift & Co. 231 
Swing-A-Way Mfg. Co 56 
Sylvania Electric Prods., Inc. 60 
T 
Tope, inc 221 
Triangle Conduit & Cable Co 
Inc 28 
Troy File Works 254 
True Temper Corp 22-23, 98 
Turnbuckles, inc 1S8 
U 
U-C Lite Mfg. Co 202 
Union Malleable Mfg. Co 8s 
Union Stee! Chest Corp 204 
Union Steel Prods. Co 69 
United States Rubber Co. 
Nougotuck Chem. Div 25 
| United States Stee! Corp 
| American Stee! & Wire Div 187 
Cyclone Fence Dept 2! 
Storm Seal Div Bs 
Universal Metal Prods. Co 218 
| Utica Drop Forge & Tool Corp 94 
vy 
Versa Tool Co 249 
Vital Prods. Mfg. Co 217 
Vichek Tool Co 132 
A 
Woter Master Co 250 
Weother-Proof Co 143 
Werner Co.. Inc., &. OD 206 
Western Reserve Mfg. Co 7s5 
| Westinghouse Electric Corp 
Smal! Motors Div 1279 
| Wilcox-Crittenden Div 204 
Wil-Du Prods. Co 253 
Witt Cornice Co. The 214 
Wooster Rubber Co. The 74 
Wrap-On Co 125 
Wright Steel & Wire Co.. G. F 733 
Wrought Washer Mfg. Co 82 
x 
Xcelite. Inc 253 
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HASP LOCK No. 450 


MASTER'S popuiler “all-in-one" pad- 
lock and hosp, ideal for today's 
“do-it-yourself trade. Padlock per- 
manentily attached. All screws 
“locked in’ with powerful piniess 
hinge for extra security. 

1% lemineted pediock, heavy slide 
bolt, reinforced 4" « 144" safety hesp 

. . @& key choenges. 














































































$1.65 Retail Order from your wholesaler 


Master Jock Company. Milwaukee 45, Wis 
World 


FH a “enhaclartets 
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MAKE STEADY PROFITS 


with the fast-selling 


faucet- Qu Cell 


MASS-DISPLAY the 
49¢ flexible-neck 
model for profit. 


FEATURE the 29¢ 
rigid-neck mode! 
for volume. 


” t's 


* Guaranteed by 


ey Housekeeping 
*f sewreeut 


Order from your jobber or write 


THE FAUCET-QUEENS, INC. 


119 West Hubbard Street, Chicago i0, IMinois 


CONTRACTORS AND BUILDERS AGREE 
on the importonce of using the best in hordwore to insure 
Builders 


won preference with the trade for proved performance in with 


trouble-free performance. Nationa! Hardware has 


standing friction and premature wear 


Over 300 products ore included in our 


extensive line—o 
to one high stondard of quality. Write for your cop 


attractive :liustroted cotaolog 
A hardware leader for auer 50 years ! 


Ze MANUFACTURING COMPANY 


STERLING ihLLtingors 


















NEW ALL-ALUMINUM 
TRICYCLE DISPLAY STAND 


© Selle More Goods! 
© Saves 75% Floor Space! 


Here's a sales-maker for you 


= no = 
we) 


It's something 
entirely new in displaying tricycles. This At- 
tractive, mar resistant stand purs tricycles on 
the “buying level’. It's tip-proof, light in weight 
and well constructed to give added years of 
service. It's simple to assemble and easy to load 


Als 
GS 


As 2 sales-maker and space-saver it quickly 
j pays for stseit’ e 
i yr List Price — $99.95 delivered 
; — 
GU 7 ’ . as 
WRITE TODAY for complete mformation. 





jobbers wanted - - - no inventory 


932 Winchester Road., 


necessary 


A. D. BUTLER, Ine... Lexington, Ky. 
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“PARKER”. Pee for GOR me (111) Sey [ite Adjustable Standards & Brackets 


. B © EASY HANDLING @ B © EASY HANDLING @ 
Bracket © Hang Rod Fitting 


KNIFE TYPE “SH 


NICKEL PLATED 


KEYHOLE TYPE 
NICKEL PLATED 


SNAP-ON TYPE 

STATUARY BROWN 

CHROME « NICKEL 
Adjustments Speced '/;° Apart 


: 


BRACKETS BRACKETS 
AD cises from 4° up to 19° All sises trom 4" up to 18° 


an ae I up te IF fv 


SHIPMENTS MADE PROMPTLY 


Highest Quality §. PARKER HARDWARE MFC. CORP. ‘ 


STANDARDS 
Stock lengths © and I7 (rv) 








Lowest Prices! 





ee. ete ee 
: eel 1 te Pee 
The Wonder . DECTO-STICK 
Water Repeller REPAIR KIT 
Paints on! ‘x ingesionny, somooandes ie 
i stained wood dwor x. - “11 re. 
UNLIMITED SUPPLY Now Available! leather of plastics. Easily applied. 
New management, new production facilities bring ra ete bee centnine ¢ ottehe 
Coprox back .. . guarantee ample quantities for old (dark mahogany, light mahogany, 
users plus a new market of homeowners. Coprox is a maple), scraper a oo 
“natural” to sell the big do-it-yourself market. Coprox A “DO IT YOURSELF” REPEAT ITEM 
paints on... keeps water out... bonds mechanically SOLD THROUGH JOBBERS 
and chemically to any porous cement surface, above or DECTO PRODUCTS COMPANY, SALEM 54, MASS. 
below grade, indoors or outdoors. Sales are in the <7 Wi 
making through national advertising. Order now! 
Slaymaker’s Solid Brass Line 
Is Setting New Sales Records 








6 : ; » ’ ; 
™ re. ; | 
ay F me 
ie = ? 
€ ey 
“¥ » 


, ir 


er 


a 
we wre! 
Ce 


Before After 


Send for literature and full details of the 
a new Coprox soles setup for a big profit deal. 
CHOICE DISTRIBUTOR TERRITORIES STILL OPEN 


183 MAIN STREET * WETHERSFIELD ‘ ° » CONN. 





*% The only line of solid cast brass weather- 
proof padlocks still in the medium price 
range . and they have chrome ploted 
shackles sora 


% Padlocks ore displayed in a self-dispens- 
ing counter unit with room in back for 18 
boxes 


*% A liberal supply of key blanks free when 
you order an SM17 assortment. 


*% Profit repeats itself over and over again. 


% The locks ore backed by steady national 
advertising that stimulates customer interest. 


Order open stock today ! 


SLAYMAKER LOCK COMPANY, LANCASTER, PA. 








Apwannan DOMES OF SILENCE GLIDES 


RUBBER CUSHIONED 
One set on a card, 12 cards in a box 
Sizes—1 2°", 


1%", 1-1/16", 


4" M 











Ask your jobber. if he ls aot supplied, write 


FURNITURE 


REGULAR 
One set on a card 
12 cards in a box 
Sizes—1%"", 1%", %”’, 
es te of 











DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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genuine MITEE Thread Cutting Oil 


SelM Mier tii Matliilile Ml slelttio)(- Mel MilelileM lolol Moly 
power pipe machines. A size for every customer 
need. 


1 GAL. CANS 1 QT. CANS 1 PT. CANS ¥, PT. CANS 


3 in @ certon 12 in @ corton 12 in @ corton 12? in a corton 


genuine MITEE Pipe Joint Compound 
Comes in paste form ready to use. A regular 
pipe joint compound — not a paint, putty, white 
(Yolo Mel maces Ze 


1 18. CANS 5 1B. CANS 
12 in @ carton 6 in a carton 


JOHN SUNSHINE Pipe Joint Compound 


Ny Lola dro Melilo Mio) loM oh Miele Maile) tiell-te Malelilolaleliny 


than all others combined. A regular pipe joint 
compound — not a paint, putty, white lead or 
crayon. 


12 tubes in ao display box 


All cans ore lithographed no poper labels to tear.or soil 


We specialize in monutocturing plumbing chemicals 


JOHN SUNSHINE CHEMICAL CO. INC. s00-605 w. LAKE ST. CHICAGO 6. ILLINOIS 
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Lupury 


but a Necessity 





Road Devil 


PAINT CONDITIONE! 





7 
- 
Cw ve 


‘Tube System’’ Paints Absolutely Saf 


rr 


AC 5 VE " jtente ‘ 
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Irvington 11, N. J., U.S.A. 


World's Largest Manufacturer 


of Painters’ and Glaziers’ Tools Since 18772. 


oe 


‘eT elcelalicte 


"=o 1 gal. 
, 60 cycle, 


on: 1350 per min. 
: automatic, integral 
er—30 sec. to 15 min. 
Accessories Available: Ped- 
estal base, Pedestal base 
with feet, Counter base, 
Square can ada: ter, Four 
can adapter 


Read Devwwl NO. 33 
PAINT 
CONDITIONER 






- ~~, 
sti W 
ru 
ir For up te 5 gallon cans 
omes with adapter for shaking 


"OUR ONE GALLON CANSIN CARTON— 


peeds service—up to 4 times as fast. 


Capacity: Up to 5§ gallons, U. S. Standard. 
Oscillation: Patented triple three-way action. 
Motor: '3 HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available). 
Operating Space: 154,” x 39” 

Standard Attochment: 2 gallon; odd size adaptors. 


Also Available: 
No. 31 Portable Paint Mixers 


3 models available to fit up to 5, 30 and 55 gallon drums. 


Call your jobber 
TODAY! 


